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Wherever men use 
operation, or life itsel 
was always @ favorite! 
The choicest fibre 
—in the philippines—bY ty) 
ravaged our racilities dispersed 
s of our organ ‘on has set to work to 
i than ever be 
able to specify 
it! Because it is 
vital to our industrial structur t home, TOPE fibre will 
be one of the first cargoes to le s. As always— 
the best ‘is worth waiting for. We believe that the day of 
production :; at hand. COLUMBIAN Pure Manila Rope 


will serve yOu again—and very soon! 
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ACH month we discover ways to speed up 

production. Each month some new equip- 
ment is installed. But still the demand absorbs 
our increased production overnight. Still, 
women in all parts of the country complain that 
they cannot find Revere Ware, yet insist that 
they will wait until they can buy it. 

That kind of patronage is the strongest busi- 
ness builder a merchant can have. In the days 
to come, when production has caught up with 
demand, this loyalty for Revere Ware is going 
to be an important factor. To preserve and if 
possible to increase it, we are working day 


our shipments were bigger last month 








and night on new products, new designs, new 
lines that will combine all the beauty and 
staunch qualities women now look for with 
new sales advantages that will build constantly 


growing volume for the alert merchandiser. 





REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, N. Y. 


Listen to Exploring the Unknown on the Mutual Network 
every Sunday evening, 9 to 9:30 p. m., EST. 














AMERICA GETS 
THE “TIP-OFF” 
ON LOCKS 


straight from the 
South Seas 






——) The latest in Yale & 


° Towne’s series of ads 

relating the adventures of 
Pali lock experts tells the story of a 
naval officer who found that, even in the 
South Pacific, the No. 1 name in locks is 
“Yale” 


The vast reading audience of the SATURDAY 
EVENING POST will see this story in the 
February 2d issue, as Yale continues a pop- 
ular and successful advertising campaign 
of lock expert adventures begun in 1941. 


The POST audience also sees in each Yale 
advertisement the statement “SHOP AT 
YOUR LOCAL HARDWARE STORE”. In this 
way Yale & Towne continues to pro- 
mote the hardware store as an important 
source of goods in each community. 


THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONN., U.S.A. 


THE NAME YALE HELPS MAKE THE SALE 


pUSINESS 





Hardware Age, published every other Thursday by Chilton Co. ( Inc. ). 


Entered as second-class matter March 24, 


THE LOCK"EXPERT’ OF SAVO ISLAND 


The true story of how a native chief 
bartered with a U.S. naval officer. 


"In a landing boat idaded with calico, 
sugar and canned goods, I went on a 
trading trip to Savo Island. After barter- 
ing lly with several groups, we 
tan across @ real tough customer, the 
island’s chief.” 





The former naval officer who re- 
Ss lates this experience, acquainted 
with Yale's standing with Ieading lock 
experts, suggests: “This chief certainly 
qualifies as a lock expert because he, too, 
knowsthe value of the "YALE' trademark.” 
Your local hardware dealer is now 
getting new merchandise every day, per- 





“The chief offered to trade the finest 
warhead we had ever seen — beautifully 
carved and inlaid with Mother of Pearl 
He turned down all our remaining goods 
and twenty dollars in cash. The only deal 
he would make and he was stubborn 
about it... was to swap it fora Yale lock.” 
. 


haps products you've been waiting for. 


And if he hasn't everything you need, he 
can now tell you when it is expected, 


The Yale & Towne Manufacturing Co., . 


Stamford, Conn., U.S. A. Makers of the 
famous Yale lines of Locks, Door Closers, 
Hardware, Pumps, Hoists and Industrial 
Trucks. 


YALE -- 


THE LOCK RECOMMENDED BY THE WORLD'S LEADING LOCK EXPERTS 
SHOP AT YOUR LOCAL HARDWARE STORE 


March 8, 1879 ( Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 157, No. 7. 


1933, at the Post Office at Philadelphia under the Act of 
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elephant hides take tz rough treatment... 


a 


Model No. 17-S 
with 
Honeycomb Lens 


...so can this service flashlight by JUSTRITE 


‘3 








NOW — immediate Delivery on This 
Safety-Approved Flashlight with Sturdy Plastic Case 


Justrite Service Flashlight No. 17-S is a fast-selling, business- building, quality 
item that’s a “natural” for the hardware trade—it’s making profits for thousands 
of dealers. It’s a finely built, dependable flashlight that has a multitude of uses, 
and it’s safety-approved by Underwriters’ Laboratories, Inc., and by the U. S. 
Bureau of Mines, for safe use in gaseous areas. 


. 


This mighty midget of a flashlight fits in palm of hand, stands on base, or attaches 
to belt by clip. Its plastic case, molded in one piece, has no seams or cemented 
plastic parts—is guaranteed unbreakable against any ordinary usage. Has signal 
flasher switch, is easily adjusted and repaired. Uses three standard flashlight cells. 


Available for Two Types of Light 


With the regular lens the Justrite Service Flashlight provides a powerful “ spot” 
beam of about 1800 candlepower, making it possible to identify objects at a 
great distance. For a uniform light over a wider area it can be used with the new 
Justrite Honeycomb Lens which throws a circle of clear, even light 3 feet in di- 
ameter at 8-foot distance. 


List Prices: Model 17-S with standard lens, $3.85 each; with new Honeycomb Lens, $4.00 each 


Stock the best—ask your jobber or write today for the name of your nearest “Justrite’’ Distributor 


JUSTRITE MANUFACTURING COMPANY 


2063 North Southport Avenue ° Dept. A-3 * Chicago 14, Illinois 


HARDWARE AGE 
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Shown here are a few selections from our com- materials and manpower to get these fast-selling 
plete line of Picnic Goods. Our plants are pro- items to you, to help you cash-in on the tremen- 
ducing as fast as possible, using all available dous demand for quality Picnic Goods. 


THE WASHBURN COMPANY reresnst iashenese 


BROILERS A wide variety of 
sizes and weights to meet the 


needs of every picnicker. GRIDIRON CHEF Truly sen- 
sational. Has adjustable 
broiler. Packed in airplane- 
luggage type carrying case. 


, 


~~» 7 SKEWERS Sharp points 
REDHOT as — for easy threading— 
ROASTERS 4 diamond head for 
Cook weiners to Og convenience in 
perfection. Long hanging on hook 
handle for comfort when not in use. 





ANDROCK 
HAMBURGRILLS One of the 


most popular items. Can i — PICNIC GOODS 


also be used to fry bacon, 
eggs, etc. OVER 60 YEARS OF MERCHANDISING EXPERIENCE 
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Here’s a trade name that 
creates buying confidence! 





No. 86 Nois-Less P ‘ ‘ P 
Storm Sash Adjuster Set ular National Line of Builders’ Hardware. 


NATIONAL MANUFACTURING CO. 


* 


Natienal 


Builders Hardware 





HEN a product has proved its merit 
to the trade it not only reflects favor- 
ably upon the manufacturer but also upon 
the dealer from whom it was purchased. 


We have always realized our serious 
obligation to live up to the fine reputation 
established for National Hardware through 
the years. Every addition to our extensive 
line must measure up to its predecessors 
which have sold the trade so completely 
on its efficiency and dependability. 


National No. 85 Screen and Storm Sash 
Adjuster holds sash firmly and prevents 
rattling. When closed, the adjuster locks 
the sash securely in position. 


National No. 86 Nois-Less Screen and 
Storm Sash Adjuster Set includes a fine 
feature in the manner in which the adjuster 
holds the screen or sash in any desired 
position from completely closed to com- 
pletely open. With this adjuster the top 
window sash may be lowered all the way 
without interference from the adjuster. 


Write for further particulars on the pop- 


* * STERLING, ILLINOIS *« * * 
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HARDWARE AGE 
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Fan-Circulated Steam Heat On Chilly Days 


| niemasad advertisements in eight* important 

national magazines will bring the cheery news to 
your customers ... that here, at last, is a heater that 
gives an abundance of comforting steam heat on those 
chilly, damp days in the country. 


Real steam heat in minutes . . . fan-circulated 
evenly and gently throughout the room, a gentle flow 
of warm air floor to ceiling . . . not merely “fireplace” 
heat that toasts one side. Safe, too, for kiddies and 
pets. Luggage light, Wittie Heater, goes easily in a 
car... comes home again to give winter comfort. 

Profit by the immediate and winter-long demand 
for this outstanding heater. Write today for details. 

*In Cosmopolitan, Better Homes and Gardens, House and 


Garden, Field & Stream, Sports Afield, Outdoor Life, Popular 
Mechanics and Popular Science. 


A PORTABLE 
STEAM HEATING 











ee 


SPECIFICATIONS; Fan circulates 90 cubic feet of steam 
heat per minute; **Econo-Miser” Control turns fan and heat 
on-off intermittently, saves current; weighs only 32 lbs.; no 
exposed coils, and smooth-rounded cabinet never gets hot; baked 
Hammerloid finish; 1000 Watts, 110-120 volts AC only, 


WITTIE MFG. & SALES CO. 1414 s. WaBAsH AVE., CHICAGO 5, ILL. © Branch Offices and Representatives in Leading Cities 
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APPRENTICE TRAINING} 
program is SALES OPPORTUNITY; 


All veterans who qualify will be furnished up to $100.00 
worth of tools at the Government's expense. You'll 
Ne want to help these men get started right, with / 
the good tools they deserve. You'll want to 
j get the additional profits such sales repre- 
V ETERAN S SET sent. The Veteran’s Set shown here, 
selected by Plomb for wide range of 
represents careful study of apprentice use, is ideal for returning servicemen 
requirements. Composed of 60 tools, it will who want to become expert me- 
handle most — if not all — the jobs encountered chanics. Feature it now. Familiar- 
in the training period. The tools include: four '/4 ize your organization with 
drive sockets and one attachment, nine %7/s° drive this sales opportunity. 
sockets and three attachments, sixteen '/2 drive Write us for Bulletin No. 
sockets and five attachments, eight combination 4624, giving complete 
wrenches, two open end wrenches, four screwdrivers, . details. Plomb Tool 
four pliers, three punches and one chisel. Company, 2227 H 


RETAIL PRICE $49.98 | Santa Fe Avenue, 
Los Angeles 


$100.00 VETERAN'S SET ALSO AVAILABLE HA54, Calif. 


Veterans can get them all 


——— te . 
under the Government's Apprentice Training Program, ; 
so stock up on the items in the set to meet this demand. 
You will be paid promptly by the veteran's employer 
for all sets sold under this program. ‘ F | rN] 3 H A rN] D T re) re) L S 
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did you know 


that you can 


get this Hardware 


CAMBRIDGE, MASS. 
TROWBRIDGE 7000 
INDUSTRIAL STEELS, INC....with America’s largest warehouse 
stock of stainless shapes and parts...carries a complete 
line of the hardware and fittings shown above, in 
all sizes and types. Any of these standard parts can 


be shipped immediately on receipt of your order. 


In addition to stainless hardware and fittings, INDUSTRIAL 
STEELS, INC. maintains complete stocks of stainless 
sheet, bars, tubes, wire, valves, and welding electrodes 


... ready for prompt deliveries. 


You pay no price premium for this convenient service. 
For anything in stainless steel, it will pay 
you to get in touch with INDUSTRIAL STEELS, INC, 


... and let one call do it all. 





For More Information, Write For This Catalog 


INDUSTRIAL 
STEELS, Inc. 


250 Bent Street, Cambridge 41, Mass. + TROwbridge 7000 ~- Teletype: Cambridge 547 
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A HEW AND BETTER 


SCREEN PAINT 


READY TO USE .. . Requires no thinning, mixing or ad- 


ditional ingredients. Available in black, gray and antique. 


NON-CLOGGING ... Provides smooth, even protective 


coating on all screening. 
QUICK DRYING ... To a high gloss within a short time. 


ECONOMICAL... Three screens can be painted in 


fifteen minutes with one-half pint. 


Distributor Senefits 


Backed by dn aggressive and intensive consumer promo- 
tional campaign plus an attractive markup, Hanover 


Screen Paint will earn substantial profits for you easily 


HARDWARE 
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Back in Time for SUMMER 


FUNFLOTES 
PLAFLOTES 
RENTAFLOTES 


by HODGMAN 






















They're thrilling wave-riders . . . they're fun packed water toys 
..» they're comfortable, relaxing air mattresses on the beach 
...» they’re extra beds in cottages and overnight camps... 
they're always long-lasting, hard-wearing .. . 


They’re incomparable Hodgman Beach Specialties! 


The versatile FUNFLOTES can be used in the water, on the 
beach or sun decks, or as comfortable beds in emergencies. 
PLAFLOTES are strongly constructed with special Hodgman 


To assure fair distribution of all Hodg- “Vee"-Type partitions. The RENTAFLOTES are extra heavy 


man Sporting Specialties, orders placed Funflotes, designed for concession or rental purposes and 
in compliance with our PLANNED built for hard duty. 

PROGRAM will be filled first, and as 

rapidly as possible. Hodgman mer- All 3 contain such outstanding features — carry so much 
chandise will be allocated to you on customer appeal — that they have long been among the 


the same fair and equitable besis. dealer’s quickest selling Hodgman specialties. 


HODGMAN RUBBER CO. 


FRAMINGHAM, MASSACHUSETTS 


261 Fifth Ave. 173 W. Madison St. ~ 121 Second St. 
NEW YORK 16 CHICAGO 2 SAN FRANCISCO 5 


HARDWARE AGE 
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i Distribuled by 
0 ; MUNRO SALES, INC. 

° i 209 S. State St. 751 State St. 230 Fifth Ave. 

5 Chicago Utica, N. Y. New York City 
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GROWING... 


GROWING... 
GROWIN 


YOUR BIGGEST CROP OF CUSTOMERS 
IS YET TO COME... 





Twenty million Victory Gardens have taught American fami- 
lies not only the advantages of gardening but the sheer joy 
and satisfaction of accomplishment which comes from tilling 


the soil. 


We, here at Masters Planter are bending every effort to sup- 
ply you with the famous Masters Products. While we have 
increased facilities and additional equipment to produce 
these products, we are not yet able to supply the tremen- 
dous demand. So, until we are able to fill your orders with the 
same speed and quality merchandise that we did before the 
war, we ask that you bear with us. Do not, however, accept 
substitutes for these fine Masters Products that have already 
established themselves through hardware channels and 
proved their right as profitable, fast moving items. We hope, 
soon, to be able to give you our merchandise and enable you 
to reap the harvest from the greatest crop of home gardeners 


America has ever seen. 


2000000037 
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Masters Handi-Cart 


This “‘Successor to the Wheelbarrow” made 
a nationwide record for itself as a fast 
selling, profitable item . . in just two 
years’ time! Sound design, sturdy material 
and perfect balance give it sales appeal to 
home owners everywhere. 


Masters Plant Setter 


The Famous Masters Planter with a sales 
record of 40 years because of its many 
unique features and dependable results. Sets 
up to 15,000 plonts daily and destined to set 
a new high for profitable sales. 


Masters Perfect Distributor 


Nothing ever approached the job this num- 

ber accomplished in controlled distributing 

of any dry material... seed .. . fertilizer 
. dressing . . . lime, etc. 






MASTERS PLANTER COMPANY Masters Building * Benton Harbor, Mich 
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WEEO-NO-MORE | 


\ T HARM COMMON LAWN GRASSES ! 


PACKAGE TREATS 1600 SQ. FI 


. 


Wetona Wore | 


Everybody with a lawn wants the 


HERE’S the hottest retail item in years! It’s 
getting front-page publicity ... people are 
talking about it...and advance orders are 
terrific. 


It’s WEED-NO-MORE, of course, and 
whether those enthusiastic customers buy it at 
your store or not depends on you ! 


Order your supply of WEED-NO-MORE 


Sensational WE ED-N 0 ORE Magic Weed Killer 


today! Set the attractive, sales-getting carton 
display on your counter. Make your store the 
convenient place to buy WEED-NO-MORE! 
A complete variety of sales material and dealer 
helps is available. 


Don’t delay! Order today! Make your store 
neighborhood headquarters for the magic weed 
killer everyone’s reading about . . . WEED- 
NO-MORE. 


BACKED by the biggest national advertising in weed killer history: 175,498,404 
sales messages in national magazines plus ads in 92 major market newspapers... 
selling WEED-NO-MORE all through the growing season ! 


Made by THE SHERWIN-WILLIAMs Co. 


DISTRIBUTED BY: 
Acme White Lead & Color Works, Detroit, Michigan +» Rogers Paint Products, Inc., Detroit, Michigan + W. W. Law- 
rence & Company, Pittsburgh, Pa. - The Lowe Brothers Company, Dayton, Ohio + John Lucas & Company, Inc., 
Philadelphia, Pa. - The Martin-Senour Company, Chicago, Illinois - The Sherwin-Williams Co., Cleveland, Ohio 
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Easy to 


CLICK THE BUTTON FOR BETTER SEASONING fill, too 


CARVANITE CCE oe 


push-button salt and peppers 





Like all Carvanité Push-Button Seasoners, the COTTAGE model can’t 
clog, corrode or rust. This modern and functional design has a smartly 
styled holder tray in matching colors. 


Soft pastel shades accent the beauty of this COTTAGE model. 


Six assorted colors per dozen 
SUGGESTED RETAIL PRICE $1.00 


per set 


SEE YOUR LOCAL JOBBER 


CARVAN ers smscmacesnts 


More than 3 million pair Patio, Patrician and Tom Thumb Push-Button Seasoners now in use 





18 HARDWARE AGE 










AN EYE-CATCHING, SALES- 
BUILDING COLOR COMBINATION 


Designed for sales, priced for profits, the 
new GOLDTONE Glassware is an attractive, 
eye-catching promotion feature for 

the wise shoedciniiens, Gleaming silver 
dignified with a coating of simulated 

si gold, smartly patterned by expert 

craftsmen, the new GOLDTONE line 
includes such selling items as Horse 

Book Ends, Comports, Candy Box & Cover, 

1114” Iris Bowl and many others, all 

designed to make it a welcome addition 

to any gift or glassware department. | 
Write today for complete description 
and price list on this fine promotion item 
for everyday selling. 
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Ralph P. Higgins Company Newland, Schneelock and Piek, Inc. R. F. McDowell 
1558 Merchandise Mart, Chicago 54, lil. 1107 Broadway, New York 10, New York 403 Merch. Mart Bidg., Los Angeles 14, Calif. 






Clay Folsom _ _ Bert Seouler 
301 N. Market St., Dallas, Texas 407 Terminal Sales Bidg., Seattle, Wash. 
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THESE SURE SELLING ITEMS 

















G-770 
3-Piece Console Set. Set includes 2 Twin Candle Hold- 
ers and 11'2 Iris Bowl. Pieces also sold separately 


~~. + ~ { men, 3 — . 2 Creamer Set 
CO G-4464 coat % 
3 - Piece Cigarette Set 


Includes one Cigarette 
Box, two Ash _ Trays 


: Tern. G-1200 
| a . ~ 3-Piece Sugar and 
| ew bed : 
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G-2666 
Candy Box and Cover 


“ay 


G-3756 
8'\%4 Three-toed Bowl 






G-18 
Candy Box and Cover 
























G-2718 
5-Piece Console Set. Set includes two single candle holders, two decorative 
glass candlesticks, one matching bowl. Pieces also sold separately 
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4440 North Clark Street + Chicago 8, Illinois 


SALES-BUILDING GOES ON 
For VOLLRATH DEALERS 





APRIL 












Column 
Size 





ee VOLLRATH ADVERTISEMENT 
GOING INTO 8,400,000 QUALITY HOMES 


As alert housewares dealers know, Vollrath’s homemakers want most in kitchenware. 
advertising to quality-minded womenprogresses, Therefore, it’s sound sales-building advertising 
uninterrupted. Month after month—the appeal- to encourage those women to wait a little longer 


ing idea of ““PRIDE AND CHEER” describes mem for the kitchenware they want so much. In that 
those qualities for which Vollrath Ware is & bm waiting demand for Vollrath Ware there’s 
famous...the very qualities modern § VOLLRATH [A a genuine sales-opportunity for you. 


SHEBOYGAN, WISCONSIN 
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We've even stopped the clock! 


... to get HODELL chains to you sooner! 


If you could get one look inside our factory, 
you'd know what we mean! Brother, we're 
really pitting our wits against time—to fill 
every order for Hodell chain at top speed— 
and we're getting places! We can’t actually 


stop the clock. But good old know-how and ' 


elbow grease—plus modern manufactur- 
ing methods and facilities—will get your 


Hodell chains to you just as fast as possible! 


Yes, we’re working against time, but we'll 
always take time to build staying-power 
into every link of every Hodell chain. And 
remember, welded or weldless, with or with- 
out attachments, there’s always the right 
Hodell chain to do the job! 





We'll gladly send you literature describing 
the full line of Hodell chains. Meanwhile, 
we'll be punching our time clock harder than 
ever... to get Hodell chains to you sooner! 


JACK + SASH + SAFETY + LADDER + PUMP + LIBERTY MACHINE 
PROOF COIL + STEEL LOADING + LIBERTY COIL - PASSING LINE 
BULLDOG - SAMSON - FLAT LINK + REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 


HARDWARE AGE 








These Stanley Chisels 
are made in all popular 
sizes from 1%" to 2”. 
Butt Chisel No. 60 has 
a hand-fitting, steel- 
capped handle of black 
and amber celluloid com- 
position — the toughest : 
non-metallic substance : ‘3 a These fine chisels appeal 
known. Be Z es especially to pattern 
’ y maker, cabinet maker, 
interior trim carpenter. 
Some 56 factory opera- 
tions go into every chisel 
produced. 
One-piece blade and 
tang are forged from fin- 
est chisel steel — blade 
cross ground for perfect 
bevels with straight lines 
— blade hardened and 
tempered full length. 


Among the tools of the Stanley line, 
you will repeatedly see fine appear- 
ance and fine performance teamed up 
to earn not only first Preference, but 
also gain increasing respect in a long 
life of usefulness. Like other Stanley 
Tools, these fine chisels are continu- 
ous leaders in sales and profits because 


they are better tools—designed to 


: of produce better work. 
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HOW TO GET YOUR SHARE 
OF THESE TAYLOR INSTRUMENTS 


FIRST, ask your wholesaler or write us for special 
eight-page catalog supplement showing our 
complete 1946 line (Instruments shown here are 
only a small sample). 


SECOND, study over your requirements and 
place your order through your wholesaler at once; 


subject to the following conditions: 


1. Prices Prevailing at time of shipment will 
apply—all prices guaranteed by us to conform 
to OPA ceiling requirements. Current ceiling 
prices are list prices as shown in catalog supple- 


ment less your regular discount. Prices slightly 
higher in Canada. 

2. Partial Shipments are acceptable. 

3. Terms 2/10, net thirty, shipment f. o. b. 
Rochester. 


4. We reserve the right to limit orders to 
total purchases from August 1, 1941, to July 31, 
1942—the base year. 


Taylor Instrument Companies, Rochester, N. Y., 
and Toronto, Canada. 








2510 Berkeley Bereguide This 
hanging model in 544” mahogany 
finished frame is ideal for camp, 
lodge or den. Good grade barometer 
movement with simplified forecast 
dial. $7.50 each. 








5126 Wall Thermometer An at- 
tractive indoor thermometer with 
6” satin-finished brass scale and 
black figures. Magnifying lens tube 
with non-fading red liquid. Walnut 
finished wood back. $13.20 doz. 





5928 Deluxe Oven Thermometer 
Binoc tube makes mercury stand 
out in dimly lit oven. Flanged vit- 
reous enameled scale protects tube. 
Ventilated glazed pottery base. $27 
doz. No. 5927 Oven Guide, similar 
but lower priced, also available. 


24 





2280 Fisherman's Barometer Tells 
when fish are biting. Research by 
fishermen proves it’s right 94 times 
out of 100. Good grade barometer 
movement. 314” green plastic case. 
A fast seller before the war. $7 ea. 








5304 Popular Window Thermometer 
Perennial favorite among all win- 
dow thermometers. 10” vitreous 
enameled scale, finished in ivory 
with grey border. Adjustable to any 
reading angle by chromium plated 
mounting bracket. $27 doz. 


>) 





5936 Roast Meat Thermometer Ir 
tells accurately at a glance when any 
roast is rare, medium or well done. 
One of the most popular instruments 
we have ever made. Supply will be 
limited at first. $18 doz. 


2920 Leedaw! Compass A reliable, 
inexpensive compass with flat needle 
and black plastic case. Stem locks 
jeweled needle securely when not 
in use. $13.50 doz. 
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5316 Temprite Window Thermom- 
eter Standard of value in the po- 
pular price range. Scale is 844” x 2”, 
white vitreous enameled. Flange and 
guard protect tube and bulb. Ad- 
justable bracket. $13.20 doz. 


5109 Indeor Wall Thermometer A 
gold finish metal scale, bulb guard 
and reed bands. Black figures and 
graduations. Walnut finish back, 
invisible hanger. 54%”. $24 dex. 





5908 Candy and Jelly Thermometer 
With easy-to-read Binoc tubing. Ac- 
id-resistant stainless steel scale. Clip 
on back adjustable for any depth 
dish. No. 5910 Deep Frying Ther- 
mometer—also a fast seller. $27 doz. 
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GREAT MEMBER OF 
THE ROYAL FAMILY 


/ 





This remarkable pure aluminum skillet meets every re- 
quirement for outstanding sales promotion. It sparkles 
with eye appeal ... it glistens with utility value .. . and 
its quality construction leaves nothing to be desired. Best 
of all, it’s priced for fast action! Order from your jobber! 
Suggested retail price includes full profit for you! 


QUICK FACTS 
@ Made of .091 (11 B. & S.) gauge pure aluminum. 
@ 10%” diameter; 1734” overall. 
@ Highly polished, heavy gauge steel handle. 
@ 2 grease spouts and taper-flared rim. 





e Brilliant sunburst finish inside bowl. | Suggested 
@ Brightly polished surface throughout. | Retail Price | 
@ Individually wrapped. $2.98 o. 
ORDER 
eoeeenvee Watch ROYAL FROM YOUR 
For America’s Best Sellers! JOBBER 











ROYAL ELECTRICAL INDUSTRIES 





2746 Gemeen AVENUE © CHICAGO 47, tttINO?s 
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These Telechron Electric Clocks 
Now in Production 








TELALARM CONDUCTOR 
With chime-tone alarm Alarm, ivory plastic case 


EMBASSY BUFFET 
Chime-tone alarm Kitchen clock Kitchen clock 


SWITCH-ALARM MUSALARM* 
Radio timer Combination radio'and alarm clock 


COMMERCIAL 1H912—12” dial GRACEWOOD—Mantel clock 


*This model scheduled for April production 


Here’s the complete line of profit-making Telechrons. . . 
electric alarm and occasional clocks, kitchen 

clocks and commercial clocks. New Telechron awakening 
methods, too. We’re producing all of these in 

limited quantities now ... we'll be making more as materials 
become available. Get your orders in now. 

WARREN TELECHRON COMPANY, ASHLAND, MASSACHUSETTS 


TELALARM JR. 
Centrol-a-tone alarm 


SELECTOR 
Household timer 


LITE-CALL 
Flashing light alarm 


COMMERCIAL 1B915—15” dial 


i om oe on ok on @. 
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After assembly, every Blackstone gear 
mechanism is individually inspected in 
this sound-proof testing room. There- 
fore, no faulty or imperfect unit ever 
reaches the final assembly line. 





















& @ Much credit for Blackstone’s undisputed reputation for 
long’ trouble-free service goes to its expertly-designed, 
precision-built driving mechanism. All gears are machine 
cut—all vital steel parts are hardened and ground to as- 
sure silent operation. Helical drive and pinion gears ban- 

~ ish chatter and back-lash and guarantee long life. A heavy 
cast iron case, sealed with a one-piece, pressed steel pan 
encloses the rugged mechanism in a bath of oil. Continu- 
ous testing maintains production i 
to Blackstone’s high standard, o=oa———_ f 
BLACKSTONE CORPORATION - L ) CX (TO Ks t , 

Jamestown 6, N. Y. 


4 Division of J Metal Equip Co., Ine. \ PRODUCT OF 
AMERICAS OLDEST WASHER MANUSACTURER 
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Geol BLACKSTONES Ever inciuve: WRINGER WASHERS. PORTABLE IRONERS 
CABINET IRONERS * AUTOMATIC WASHERS * AUTOMATIC DRYERS * AND THE BLACKSTONE Combination LAUNDRY 
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Caloric Gas Ranges 
will be advertised in 


Better Homes & Gardens American Home 
Woman's Home Companion 


McCall's Good Housekeeping 
L. P. GAS RANGE ADVERTISING 


Successful Farming Progressive Farmer 
Pacific Rural Press & California Farmer 
Pathfinder Pacific Northwest Farm Trio 
New England Homestead Farm & Ranch 
Rural New Yorker Pennsylvania Farmer 
































Look to Your Future with Calouc 


If you sell fine ranges, you will want to know about the plans we have in 


operation right now to build greater volume and more profit for Ca- 
loric dealers in the years to come. Today we are making a sincere effort 
to distribute our production equitably. Tomorrow, we believe our greatly 
increased plant capacity— many smart, modern features — national ad- 
vertising in leading women’s magazines and farm publications—and a 
complete long range merchandising program, will make, Caloric THE 


line of ranges you will want to sell. Write now for the Caloric story. 


Caloric Gas Stove Works, Widener Bldg., Phila. 7, Pa. 











GAS RANGES 
SERVING HOMEMAKERS SINCE 1890 
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VACO: LINE 

A ABA 4 
You can fill 


\ EVERY 






The Vaco line is complete . ° 
@ screw driver to fill every 
industrial, home, laboratory, 
automotive, radio need. With 
handles of gleaming Ambery}, 
Vaco drivers are shock-proof 
and break- proof. Available 
by the piece or on attractive 
salesboards. 
WRITE FOR CATALOG 


opucts co. 





PR 





317 E. ONTARIO ST. * CHICAGO 11, ILL. — 
5° In Canada: 560 King St., W., Toronto 

































GRIFFIN 
HINGES 
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(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 











AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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Made by the 
World's largest 
Padlock Producer 


One look at the husky, solid case of a Slaymaker 
800 or Slaymaker 900 padlock shows—it's built- 
for-protection. The one-piece, seamless case of 
Zamak special high-strength alloy—is tough and 
strong. Slaymaker 800 and 900 cases thrive on 
punishment .. . and the toughest weather con- 
ditions because they are carefully inspected and 
tested during manufacture to make certain they 
have no weakness. They’re tops in corrosion 
resistance, too... and absolutely rustproof. Cus- 
tomers everywhere are “going” for this strong, 
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solid, one-piece case with its eye-appealing, 
scratch-proof finish. 

Slaymaker 800’s and 900’s rugged, attractive 
case plus their famous pin tumbler mechanism 
make them the kind of padlocks you'll be proud 
to recommend and sell. Each dozen shipped in a 
metal edge, solid fiber display carton. Each lock 
in an individual metal edge box. Order yours 
from your jobber today. 


SLAYMAKER LOCK COMPANY 


LANCASTER, PENNSYLVANIA 
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Stream Tested LURES 


BEST SELLERS--BEST FISH KILLERS 








BOOT SAVEK 


IT’S NEW — SELLS ON SIGHT! 
TO SPORTSMEN, FARMERS 
AND OTHER 
OUTDOOR WORKERS 





































Z MAKINEN 
MAKILURE 


The “BUCKING ORCS” 
of the Deep ; 


The Faster You Reel or Troll 
— The Deeper It Rides. Fish- 
ermen like it because it attracts 
the big fellows. Jobbers and 
Dealers like it because it is a 
© - fast seller and a constant re- 


. , ter. New design open jaw sends it down deep by simply 
Van's Boot Saver is a smart, simple ee ae or trolling faster. Stream tested for a. . Beautiful 
device for the proper drying an i Color Patterns. Packed one dozen in attractive Display Carton. 

r proper drying and be ye 


tween-season care of all types of 


boots and other outdoor footwear. MAKINEN 
Easy to carry, even in coat pocket— MERRY WIDOW 























folds flat. utiful 
Special joint construction — . 
P k bo gives | it a tentelicing sou . oO 
i gH that “lures to the ki atterns 
— > en ao 1 do not have to be fighting Bass, Pike and Mus- 


isi ir ci kies. It darts — wobbles and 
atte. Rhing menisdina 4 circulates through boots, cheienanios. No short strikes 


quickly drying them. Indestructible — Van's Boot and once it hooks em, it 


holds ’em. 8 Color Patterns. 


Saver will last for years. List $1.10. 
BE SURE YOU GET THE ORIGINAL ; 
For easy sales, a convenient vending display Stream Tested “MAKINEN” LURES 


which holds stock—occupies less than a square 
foot of counter space. Consistent advertising 
planned in leading sportsmen's magazines. 


Retail price $1.25, leaving you a good profit. 


ORDER NOW! TODAY! Most poe 
now carry. If not, send order 































Hf your jobber cannot supply you right now, ‘e—— i 

we will give your order prompt service. ‘ (20 - 
NOEL VAN TILBURG COMPANY ||| \WAC\"iA eva mica ; 
1027 Washington Ave. S.E. — Minneapolis 14, Minn. XS — ~ tot 1 
: 

CAMPER’S Hunting - Camping - Fishing : 

KIT : 

il a la 5"' hollow ground blade — 2 


cre tims straight back. 5!/4"" and 6!/," 4 ; 
by I!/g" Oil tempered steel kg 
blade. Thong ring locks handle. 
Bottle top opener. Blade ex- 
tends full length of knife. Genu- 
ine leather sheaths. 


rock NO. 287 LV—6'/s" blade... $2.75 List 


DEALERS AND JOBBERS INQUIRIES SOLICITED 


E. G.WATERMAN & CO. 


LIST $2.00 List 25 BLEECKER ST. NEW YORK, N. Y. 





No. 287 LVS 
$3.00 


Combination Kit with Sheath and No. 09 inte. LIST 
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Quick 


9, Easy 


TO ADJUST FOR ANY 
SHOT ON THE COURSE 


THE NEW 
ALL-IN-ONE 





NOVAKCLUB 


Fast and versatile, simple to use 
but giving you an “inthe groove” 
accuracy that lops off figures on 
your scorecard - - - that in a 
golfer’s ‘nutshell’ is the new 
All-in-One Novakclub. Same 
“feel,” same balance and weight 
of club for every shot! The prac- 
tical answer to caddie-less days. 
Ideal for emergency practice, any 
time. EVERY GOLFER- - vet- 


erans, beginners, youngsters - - 


SHOULD OWN AND PLAY 
A NEW NOVAKCLUB. Buy 


yours now. 


DEALERSHIPS AVAILABLE 


Write for complete selling 
facts and specifications. 


NOVAKCLUB 315° 


650 S$. 
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LOS ANGELES, 14, CALIFORNIA 


















TRADE UP.. 


ALUMINUM WARE 


TRIPLE-THICK BOTTOMS 


TRIPLE-THICK BOTTOMS — Although sidewalls are normal 
thickness, bottoms are triple-thick. Drawn from one seamless 
piece of aluminum, the heavier bottom gives uniform, even 
heat, while the lighter side wall reduces weight for easier 
handling. 


STREAMLINE DESIGN—No bulges... no indentations... 
no “corners”... no trick gadgets that mean extra cleaning 
time for the housewife. Streamlined as Tomorrow. Thermic- 
Ray Aluminum Ware is time-saving, work-saving, money- 
saving ... a quality product built to last. 





- TRADE DOWN... 


VAPOR SEAL—Special Thermic-Ray Vapor Seal lid 
feature keeps vapors in... means more scientific, more 
flavorful cooking the low-water way. There’s nothing to 
it... no clamps, extra gadgets .. . simply works itself. 


HANDLES AND KNOBS—Black, bakelite knobs and 
handles withstand normal oven cooking temperatures, are 
easily replaceable, easy to clean. Handles are designed 
for secure grip. Knobs are kept up and away from lids 
so fingers never come in contact with heat. 
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Thermic-Ray Vapor Seal Aluminum Ware 


... is designed for eye appeal 
... is designed for volume sales appeal 





EXCLUSIVE NATIONAL SALES REPRESENTATIVES 


THE ¢. 8S. KEATING ASSOCIATES 
HARDWARE AGE 
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2GREAT LINES IN ONE NAME.... 


C 0 0 K WA R a Noor of Los Angeles 








STAINLESS STEEL | 


COPPER BOTTOMS 
SENSATIONALLY BEAUTIFUL 


Other Exclusive Thermic-Ray Features 











¢ Vapor Seal, for flavor control ~ 
e Diametric proportions—science proved—for better cooking 


| , COPPER BOTTOMS 


e Handles of air-cooled bakelite, for firm grip, easy pouring 
Copper, best known heat con- 


¢ Balanced weight—heavy enough for long life, light enough | 


3 ductor, distributes heat evenly, $0 handle with ence 


gives best results in low-water 
cooking. Note Thermic - Ray 
heavy copper bottoms (atomi- 
cally bonded) extend to point 
just under the low-water line to 


No other cookware can compare for beauty, for efficiency, for healthful cook- 







ing. Stainless steel—always mirror-shiny—achieves new beauty in Thermic-Ray 







prevent foods from scorching. 





giving the ultimate in efficient heat control. Thermic-Ray is the only copper bot- 





v <q at tom stainless steel cookware with the health-cooking feature—Vapor Seal. 


R o= 
--- a a ~------ 
UMMM dy F 
S 
é ay j 
Af, If your store caters to quality trade, Thermic-Ray Cookware 











| 
design. Copper bottoms distribute heat evenly—stainless steel retains heat— | 
} 
















is a must for Fashion, for Prestige, for Profit. 





cor? 






GENERAL OFFICES: 222 NORTH BANK DRIVE, CHICAGO-54, ILLINOIS 

MID-WESTERN SALES OFFICES: C. S. KEATING, ROOM 1464 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
WEST CENTRAL SALES OFFICES: BERT J. CLARK CO., 415 CITY BANK BLDG., KANSAS CITY 8, MISSOURI 

WESTERN SALES OFFICES: E. L. ECKENRODE, 405 SOUTH HILL ST., LOS ANGELES 13, CALIFORNIA 





TIVES 
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TODAY - SUCCESSFUL SELLING IS SCIENTIFIC SELLING! 





McALEER METAL MERCHANDISERS ARE “CUSTOM ENGINEERED” 
TO BRING YOU FASTER... EASIER... MORE PROFITABLE SALES! 





Every product adaptable to self service selling or 
point-of-purchase promotion has its own unique 
merchandising problem. The E. J. McAleer & Co. 
have successfully solved these problems for many 
nationally famous brand products. Let them pro- 
vide the solution to yours now. Write today for 
illustrated brochure giving complete details of 
the McAleer Metal Merchandiser. 


Products prominently displayed on attractive ; 
eye-catching merchandising stands get more " 
attention, provide quick identification, and 
literally —sell themselves. The McAleer Metal 5 
Merchandisers are “custom engineered” to meet 
the particular sales problem of your product. : 


McALEER 


AND COMPANY, INC 
1422 N. 8th Street 
PHILADELPHIA 22, PA. 
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Westinghouse popular, small appliances help sell 
your refrigerators, ranges, laundry equipment and 
vacuum cleaners ... make friends . . . bring them 
back for repeat purchases, again and again. 

For instance, the nationwide popularity of the 
Westinghouse streamline, automatic Iron has long 
proved an advantage to every dealer. A leader in 
convenience appliance sales, the Iron is equally a 
come-on for all other appliances. 

Long life Fans create a consciousness of air con- 
ditioning . . . spread the market for Mobilaire room 
air conditioners, or generally instill the idea of home 
comforts derived from Westinghouse products. The 
Roaster-Oven demonstrates the advantages of electric 
cooking ... paves the way for a Range customer. 
Waffle Bakers are a frequent reminder of the joys of 
living electrically. 

The customer’s home demonstration of these (or 






of any convenience appliances) is constant proof of 
Westinghouse top performance. It will pay you to 
keep these Little Tugs busy pulling your Big Liners 
safely through the Port of Profits. 

WESTINGHOUSE ELECTRIC CORPORATION 


ELECTRIC APPLIANCE DIVISION, MANSFIELD, OHIO 
Plants in 25 Cities... Offices Everywhere 


Guvery howe tid 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 





Tune in: John Charles Thomas, Sun., 2:30 EST., N.B.C. « Ted Malone, Mon. through Fri., 11:45 A. M. EST., American Broad¢ asting Co. Network 
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Looks like quality — and 
is quality — all the way 
through: 


Heavy Steel Body painted green 
Hopper sf ed and taper red i at 


for easy unloading 


2. Tubular all-metal handle is one 


ecure. Makes handling 


Strong steel wheels 
kel-plated hut Ips 
range. Wide rubber tires are easy 


iawn 
Twochannel-ironstanding supports 


Scientifically designed, perfectly ba 
anced. No strain on user. Front lie 
fiat on ground when cart is tilted for 
A 


Manufactured in two models: D 
Model (equipped with 1 wide 


re Standard M 


- qdditional service through 
THE J. M. & a. a 


sBORN (0. 


Division of Milcor Steel Co. 


VELAND 14, OHIO 
} DETROIT 2 BUFFALO lle _— 25 


bigger profits for you 


Sales appeal combines with 


price appeal to keep you out 
in front’in competitive selling 


The Milcor Pick-Up Cart has 
always shown you some real 
action at the cash register. And 
now, new changes make it an 
even faster money-maker for 
you. 


It’s stronger! It’s easier to 
handle! It’s more attractive! 
It’s the kind of item your cus- 
tomers can recognize as more 
for the money. And it proves 


that it is, on such jobs as haul- 
ing dirt, fertilizer, ashes, leaves. 
rakings, garden clippings, 
wood, etc. 


The Milcor Pick-Up Cart is 
easy to handle. It is scientif- 
ically balanced, so that the 
weight of the load rests on the 
wheels — not on the arms of 
the user. 


Get set to really clean up 
with Milcor Pick-Up Carts. 
Order yours now. Or, write 
for descriptive literature. 


G-110 


-MIICOR, STEEL COMPANY 


MILWAUKEE 4, WISCONSIN 


BALTIMORE 24, MARYLAND © CHICAGO 9, ILLINOIS © KANSAS CITY 6, MISSOURI 


LOS ANGELES 23, CALIFORNIA © ROCHESTER 9, NEW YORK 
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The name UTICA has, for over 50 years, stood for the 


, . tile Wrench 406 finest tools that are carefully made, tested for precision 
ri pl aa a and balance. New methods developed during the War 

o. ng ain ° 
' j Nose Side Cutting give them even longer life and usefulness— more tool 


Pliers — 6". 


No. 40 — High Lever- mileage. UTICA Pliers and Adjustable Wrenches are 
eee sold only through recognized jobbers. 


; For More Tool Mileage 
— CUSETISKCAD 


a UTICA DROP FORGE & TOOL 


CORPORATION 


i a No. 1950 — Lineman’s 
Side Cutting Pliers — 
re? 28 








ue : UTICA 4,NEW YORK 


AGE MARCH 28, 1946 
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can BuiLD A DUAL-TEMP rerricerator 


© . 
Ndmirval. Comporation enero + DUAL-TEMP REFRIGERATORS - ELECTRIC RANGES 


WORLD'S LARGEST MANUFACTURERS OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGERS 
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FoR KITCHEN EFFICIENCY 
Cork, Set, Tb asl Ste’ with MeKEE 


[jp Goll Rete 
one ae 


here is another outstanding 
product by the makers of the 
most complete line of glass 


cooking ware in the world. 
OUR RECIPE 
BOOKLET 


kines Utbitild 


LOOK FOR AND INSIST ON 


BLASBAKE| | RANGE-TEC 


TOP-OF STOVE WARE worm 




















By McKEE, JEANNETTE, PA. 
QUALITY GLASSWARE SINCE 1853 


One color reproduction of color advertisement as 


advertised in Good Housekeeping, April, 1946. 
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THE McKEE GLASBAKE ROASTER 


This fine glass utensil, that cooks 
a roast or a chicken to a turn, is 
being advertised to millions of 
readers of Good Housekeeping, 
as part of McKee’s 1946 con- 
sumer campaign. It is a natural, 
because the cook can look while 
she cooks, can serve from the 
same dish that she uses to pre- 
pare the food, and it is so easy 
to clean. 


This long lived, useful Glasbake 
roaster is another McKee product 
that makes a hit with America’s 
housewives. Backed by the 93 
years of quality glass making of 
the McKee Glass Company, 
Jeannette, Pa. 


McKEE GLASS COMPANY 


JEANNETTE, PA. ESTABLISHED 1853 


The Most Complete Line of Glass 
Cooking Ware in the World 




















When Bett. Chocksn talks about 
COFFEE MAKING 


millions of women will listen! 





America’s millions of 
homemakers can look 
forward to some excit- 
ing news from Betty 
Crocker . . . about a new 
and better method of 
making coffee . . . with 
the General Mills Au- 

tomatic Electric Coffeemaker. 


It operates on a thuroughly tested new prin- 
ciple . . . made possible by a unique General 
Mills development—the “Magic Motor.”” The 
new brewing principle produces a richer coffee 
flavor because more of the volatile flavor- 
making coffee oils can now be extracted in less 
brewing time. 


When women hear this news from Betty 
Crocker ... when they hear about the other 
exclusive advantages of the General Mills Au- 
tomatic Coffeemaker .. . they’ll act... they’il 
buy. Women know and trust Betty Crocker as 
the world’s most helpful home service authori- 
ty. They’ll want the coffeemaker Betty Crocker 
tells about ... just as they now want—-and buy 
—hundreds of millions of packages of other 
General Mills products recommended by Betty 
Crocker. 


How the Magic Motor works 











On the end of the rod in the 
man’s hand is a revolving disc 
equipped with pumping flang- 
es. It is held over the magnetic 
field of the new General Mills 
Magic Motor, but is not *con- 
nected with any source of me- 
chanical power whatsoever. 








But . . . turn on the electricity 
that creates the magnetic field 
and the pump rotor on the end 
of the rod starts to whirl, all 
alone and by itself in the air. 
Even submerged in water it 
will spin swiftly and power- 
fully. 


These sketches illustrate the Magic Motor principle 
and suggest its importance to coffeemaker design. For 


' only through the development of the Magic Motor could 


all the advantages of the General Mills Coffeemaker 
be offered to American Homemakers. 





BETTY CROCKER IS A REGISTERED TRADE MARK OF GENERAL MILLS, ING. 


GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT + 


42 


MINNEAPOLIS 13, MINNESOTA 
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Look for an increase in your share of Kromex Ware ... 


BUN WARMERS AND KAKOVERS 
ARE ON THE WAY NOW! 


At the recent national Housewares Show in Chi- 
cago, Kromex produced the streamlined design 
others only talked about! Now, more and more 
Kromex Bun Warmers and Kikovers are being 
delivered, with shipment on the other sensa- 
tion-cteating merchandise coming as soon. as 
reasonable quantities are available for all. 

These pace-setting Kromex innovations, ac- 


claimed leaders in the houseware field by Amer- 


ica’s top merchandising people, are only part of 


the Kromex story for '46. New and still secret 
Kromex designs and post-war ideas in merchan- 
dise are still coming! You'll be amazed when you 
see items destined to become bigger and better 
than even the popular Kromex Kakover! 
Meanwhile, the extensive Kromex national 
advertising campaign, in four colors, continues, 
through Mrs. America’s favorite magazines, to 
create bigger and bigger demand for the start- _ 
lingly new, ultra-modern Kromex Ware. . 


Kromex 


ENDURINGLY BEAUTIFUL 
CLEVELAND 15, OHIO 




















Put This New VUcceual Desslay To Work 


This Visual Merchandiser FREE .... with assortment 43450 
15 fast-selling numbers with a total quantity of 914 dozen. 


Your Profit—37'h% 


ORDER THROUGH YOUR WHOLESALER TODAY! 





This is the Proved Way to Bigger brush 
sales — the VISUAL way to more profits! 
Clear, sharp photographs of the brushes 
in actual use create an instant desire in 
the customer’s mind — result in extra 
sales. 


THROW OUT THE OLD! 


Yes — throw away that inadequate and 
obsolete old fixture you have been using. 
Put this new #3450 VISUAL DISPLAY 
to work for you and watch your brush 
sales double. 


KELLOGG 2.cuc, BRUSHES 


Your women customers will grab this Kellogg Quality Jumbo Size 
Metal Scouring Mop, equipped with a Kellogrip handle. 1 will out- 
last and outperform the ordinary scouring mop, but most appealing 
of all is that full size handle that protects tender hands and carefully 
manicured nails. 


Offer #1050 
4 doz. in convenient display shipper 
Retail Value $16.80 


Your Profit — 37% — $6.30 


KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 


HARDWARE AGE 
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_.. AND NOW BACKED BY THE 
| GREATEST KEM-TONE NAT IONAL § 
ADVERTISING CAMPAIGN! 


More than 158,000,000 
Sales Messages in these 
National Magazines: 


American Home Holland's 

Better Homes & Gardens Household 

Saturday Evening Post Parents 
Redbook 


American Magazine 
Woman's Day 


Cosmopolitan 

Liberty House Beautiful 

Good Housekeeping House & Garden 
True Story 


dies Home Journal 
Sr Successful Farming 


McCalls 
Sunset Farm Journal 
Family Circle Country Gentleman 


News- 
lus more than 433,000,000 
ae Messages in 329 Cities Coast- 
to-Coast! 

ee 


ma | A GREAT WALL FINISH NOW EVEN GREATER! 


Continuous research in the world’s 
biggest paint laboratories — where 
Kem-Tone was created — has kept 
Kem-Tone “first in paint.” Today. a 





ee 






better scientific blend of pigments. 
resins and oils, increased hiding 
power and durability make Kem- 
Tone more remarkable than ever! 













F Solid Content 


PIGMENT 
COLOR 


uid Content 






OIL 

RESIN 
EMULSIFYING 
— AGENT. 
Se 








Compare 


Look at the two cans above. One is a can 
of Kem-Tone. The other—oil-base flat wall 
paint. Note that each can contains pigment, 
color, oil and resin. 

The only difference in the contents of 
these two cans is the emulsifying agent 
used in Kem-Tone and the mineral spirits 
in the oil-base paint. As you well know, the 
purpose of these mineral spirits is to thir 
the paint, make it brushable. As the paint 
dries, the mineral spirits evaporate. 

The emulsifying agent used in Kem- 
Tone serves a different purpose. It makes 
possible the mixing of Kem-Tone’s oil and 
resin with water. This water, added “on the 
job,” makes Kem-Tone brushable. Further- 
more, it gives you up to 11% gallons of 
paint ready-to-apply, for every gallon of 
Kem-Tone paste. 

Obviously, neither mineral spirits nor 


Kem the synthetic resin and 
oil paint with any ordinary oil-hase finish! 






















water have anything to do with the beauty 
or durability of either oil-base paint or 
Kem-Tone. The way both paints look and 
how they wear depend upon their PIG- 
MENT, COLOR, OIL and RESIN. 

That is why we say “There’s no finer 
flat wall finish than Kem-Tone.”’ Kem-Tone 
materials are absolute tops in quality. They 
are scientifically blended with highest skill. 
Kem-Tone brings you everything offered 
by the highest quality oil-base flat wall 
paint! 

More than that, Kem-Tone gives you ex- 
tra speed and ease of application, quicker- 
drying, freedom from odor of paint thin- 
ners. And—unlike the average oil-base flat 
wall paint, which dries with a sheen—Kem- 
Tone dries to a perfectly flat matte finish. 
That’s a feature decorators for years have 
wanted in a durable, washable wall finish! 





Yjstory OT 











/ KEM-TONE IS DISTRIBUTED BY 
Acme White Lead & Color Wks., Detroit, Mich. 


W. W. Lawrence & Co., Pittsburgh, Pa. 
The Lowe Brothers Co., Dayton, Ohio 
The Martin-Senour Co., Chicago, Ill. 

John Lucas & Co. Inc., Philadelphia, Pa 
Rogers Paint Products, Inc., Detroit, Mich. 


The Sherwin-Williams Co., Cleveland, Ohio 


SELL Komi FOR SPEEDY TURNOVER! 
BETTER BUSINESS! BIGGER PROFITS! 


> 
The Modern 
“racle wall finish 
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the exclusive feature 
that DOUBLES 


refrigerator conveniences 


LL REFRIGERATOR USAGE takes place through its door, 


vise 
atte 





—— | The Shelyador* doubles the front-stielf space for 
le listen ! ; 
i 8 food and so doubles the ease and speed of getting food 
eee , A acs , ; out of or into the refrigerator. 
enthusiast : - oa Women recognize this many-times-a-day advantage the 
call . 3 . | ae ; instant they see the Shelvador*. 


* 


--.and DOUBLES saleability 


e 5 . h 
+4 . . ‘ . 
I in ‘ T wice as m uc This is a Crosley sales feature anyone can see—and any- 
A If one can demonstrate. Added to all the other Crosley im- 
food in front-she 


provements, the Shelvador® is a plus that clinches sales 
and makes every owner an active booster. 
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development = space- within 
d any salee _ easy reach! 21, 704.685 savtsmen in print 
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Every Crosley advertisement is a sales demonstration 
and there are more than 200,000,000 of them for 1946, 
‘They are reaching and pre-selling your best prospects. 


¥ fast direct story of How ee 24 88. PAT: O88) 
Refrigerator works-for the user. | 
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@ Unlike other outboards, th¢ Lauson Sport 
King is powered by an airfcooled engine of 
4-cycle design which opefates on the same 
principle as the motof in your car. The 
Lauson Sport King délivers a smooth, steady 
engine speeds—provides 

jig, and a greater measure of 


economy and/convenience. This proven 


principle — Axclusively Lauson’s — plus the 


all-round / craftsmanship and_ engineering 
backed Py 50 years of engine-building experi- 
is your assurance of selling the best 


ating. Look ahead with Lauson! 
*And Truly a Distinctive Franchise Line! 


VU. &. PAT NO 2.346.148 OTHER PATENTS PENDING 


COMPANY 


Dept. 15 e NEW HOLSTEIN, WISCONSIN, U.S.A. 


ae HART-CARTER ae 











THE PERFECT “im” 
RENTAL EQUIPMENT y 


CLARKE has the “know 

how,” backed by years of 
experience in the Rental 

field and produces the fin- 

est in Rental Equipment ! 

Build your Rental Depart. Clerks Lys 
ment around Clarke equip- Sender 
ment and you will be sure 

of satisfied customers and 
continuous profits. 


Built for rental busi- 
ness by rental experts 


DEALER HELPS THAT 


REALLY HELP! 


CLARKE furnishes you with 
signs, decals, displays, ads, 


' record material and lots of 


other valuable merchan- 
dising helps—all free. Also, 
actual store-tested plans 
for setting up and operat- .. 
ing a Rental Department. 


Complete information on 
the “Clarke Plan” and 
details on all Clarke 
Equipment. 


SANDING MACHINE COMPANY 
Pioneers in the Rental Gield 
30 CLAY AVENUE © MUSKEGON, MICHIGAN 


HARDWARE AGE 





Well, anyway, you can depend on it — 
they'll'sing your praises as a merchant who 
sells the best. For Permite Ready-Mixed 
Aluminum Paints and Permite Ready- 
Mixed Perma-Gold Paint give customers 
all they expect, and more .. . quick and 
easy application, better coverage through 
superior leafing, lasting brilliance and 
greater corrosion resistance. 


... because Permite Paints are precision 
formulated of 99+-% pure aluminum pig- 
ment (or pure gold bronze pigment) and 
an exclusive, specially processed vehicle. 
The Vehicle makes the difference! 


Ready-mixed and ready to apply, there’s a 
right Permite Aluminum Paint for every 
type of outdoor and indoor painting and 
for hot surfaces; also a gold paint for orna- 
mental and other applications. 


For the turnover and profits you want, and 
for increased customer satisfaction . . . the 
Permite Line is a “natural” for your shelves. 
To start or replenish your Permite stock — 
see your Distributor. 


ALUMINUM INDUSTRIES, Inc. 


= CINCINNATI 25, OHIO 


PERMITE ‘<-> ALUMINUM PAINTS 


AND PERMITE READY-MIXED PERMA-GOLD PAINT 
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CUSTOMER SATISFACTION 


Jacobsen jet-type deep and shallow- 
well pumps have been designed from 
the field by experienced pump engi- 
neers. Jacobsen offers the most modern 
type of home water system available 
today, at the lowest cost consistent with 
long-wearing quality. 

Dealers will be quick to recognize the 
many advanced features built into Ja- 
cobsen pumps. Interchangeability, for 
example — one base takes care of five 
different units — ranging from % to 1 
h.p. Volutes and impellers are matched 
for performance. Jacobsen jet-type de- 
sign permits off-set installation — an 
invaluable feature not possible with old- 
type deep-well working head and cylin- 
der system. 


“fh 


WEF 84% 


POP oy Mn a ye Set 


ee 


so oR AOE Ge B®. 


Get all the facts concerning these 
new, different, better pumps. Write for 
new Catalog. 














Hacobsen 
SHALLOW -WELL 
RECIPROCATING PUMP 


A reliable unit for pumping 
from shallow wells, cisterns, 
lakes, springs or streams. 
Suction lift, 22 ft. or less. Ca- 
pacity, 300 gallons per hour. 


Facobsen 
JET-TYPE 
DEEP-WELL PUMP 


Jacobsen single-pipe, deep- 
well pumps are designed for 
small-diameter wells from 2” 
and larger. Two-pipe deep- 
well pumps are used for 
wells 4” and larger. 


For pumping water from 
wells or springs with suction 
lift down to 25 ft., the Auto- 
Prime jet-type shallow-well 
pump is available. 


. OFFSET 
INSTALLATIONS 


With the Jacobsen jet-type 
deep-well water system you 
can install pumps away from 
the well, in an existing build- 
ing, or basement of the home. 


HARDWARE AGE 
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INSURES DEALER PROFITS 


Back of the Jacobsen all-steel hand mow- 
er, Bantam and Lawn Queen easy-oper- 
ating power mowers is Jacobsen’s quar- 
ter century's experience as a pioneer in 
the development of quality grass cutting 
equipment. 

Compact, well-balanced and sturdy, 
Jacobsen mowers are noted for ease of 
handling, precision engineering and 
durable construction that results in un- 
usually long and satisfactory service. 

Products carrying the Jacobsen name 
are profitable products with which to be 
identified. This is a good thing to remem- 
ber when mowers become freely 
available. 


Sacobsen 
LAWN QUEEN 
POWER 


ALL-STEEL 
HAND 


MANUFACTURING COMPANY * RACINE, WISCONSIN 


SUBSIDIARIES 
WORTHINGTON MOWER COMPANY + STROUDSBURG, PA. 
JOUNSTON LAWN MOWER CORPORATION - OTTUMWA, IOWA 


MARCH 28, 1946 




















It hoes; it digs; it cultivates — just the tool 
for the home gardener. It sells itself — every 
garden enthusiast will see its three-way utility 
at a glance — and*want one. The Blade of 
hard cold rolled steel is welded to a %” cold 


U.S. Pat. No. 2,040,751 


rolled steel shank. Shank, nickel plated and 
fitted with hard wood handle. Packed — 12 
in a box—'% gross to a carton. Shipping 
weight: % gross 55 lbs. Boost your Garden 
Tool Department sales with this three-way tool. 





These strong, protective work gloves are the product of one of America’s 
largest textile mills. They are Riegel-controlled — in one plant — from raw 
cotton to finished glove. This supervision of every detail results in unex- 


celled quality — durability — economy 


HARDWARE AGE 
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MEET THE DEMAND ..: 


dependable screening with American 
wire fabrics insect screen cloth 


The lack of adequate replacement stocks 
in recent years, plus the increased interest 
in the health aspects of proper screening, 
has resulted in a tremendous demand for 


wire insect screen cloth. 


When you feature American Wire 
Fabrics Insect Wire Screening you are 
assured of fast, profitable sales and sat- 
isfied buyers. Its stiffness makes it easy 
to handle. Even the amateur can make 


or repair his own screens, for wire screen- 
ing lays flat across the frame—requires 
no stretching or pulling—assures a 


smooth, clean-looking job. 


American Brand Wire Screening is 
made in standard mesh and in grades to 
suit every purse and purpose. It is a 
proved product—one your customers 
know will give long, dependable 


service. 


AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 
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A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
500 FIFTH AVENUE NEW YORK 18, N; Y. : 


Boston ¢ Buffalo « Chicago * Denver « Los Angeles * New York e i 
Philadelphia « San Francisco * Seattle * Spokane « Worcester 
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"A REMARKABLE 
NEW COMBINATION 
INSECTICIDE & FUNGICIDE 





BOUND TO BE POPULAR 

Kills insects—both the sucking and chewing kinds. 
Stops diseases — prevents or cures them. For vege- 
tables, flowers, fruit trees, some ornamentals. 


GIVES LONG SELLING SEASON 
Useful to gardeners from the first insect of early 
spring to the last mildew of fall. 


CONVENIENT TO USE 
Comes in 1-lb. sifter-top can and 4-lb. canister. 
Can be applied either as a spray or dust. 


PROVEN EFFECTIVENESS 

Contains four products already proven—DDT 
and Rotenone insecticides, FERMATE* and 
ZERLATE* fungicides. *rEG. U. S. PAT. OFF. 


NATIONALLY ADVERTISED 

Nationally advertised in garden and farm maga- 
zines. For free sales aids and further information, 
write direct to E. I. du Pont de Nemours & Co. 
(Inc.),Semesan Division, Wilmington98, Delaware. 


QU PONY 


8€6. u. 5. pat OFF 


Better Things for Better Living 
. « Through Chemistry 


DU PONT GARDEN DUST 
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THE LINE THAT HITS THE MARK 
FOR BOTH USERS AND DEALERS 


Users of Jackson products . . . over a period of seventy 
years ... have found that they can depend on the 
sturdiness of construction and all-round utility of 
Jackson Wheelbarrows and related equipment to as- 
sure economical, low cost service. To them, the Jack- 
son Line hits the “bull’s-eye”. 

















In like manner, dealers have found that Jackson is the 
line that completely fills their customers’ needs and 
provides a valuable means of maintaining good will 
and repeat business. 


29 38 
eee 


Ras OR ets 


Satisfactory service to both user and dealer is the 
“bull’s-eye” of Jackson service, and is the constant 


aim of the entire Jackson organization. 


Details can be obtained from the nearest 
Jackson Distributor ... or write us direct. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
Est. 1876 
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BEST FOR DAIRY FARMERS 


Milk can hoists, truck lashings, feed lifts and many other uses, 
make year round jobs for rope on dairy farms. It means ser- 
vice day after day in heat and cold and rain. There is so little 
difference between the cost of low grade and top quality rope 
that it pays farmers to always buy the best. The performance of 
“AMERICAN BRAND” ROPE on farms and ranches has 
earned a multitude of loyal friends, especially with those 
who figure equipment costs most carefully. ““AMERICAN 
BRAND” means best available fibre, thoroughly lubricated 
and carefully processed . . . it means top quality rope. 


“AMERICAN 





BRAND” 
ROPE 


MANILA ROPE RELEASED 


Yes, we can now manufacture and sell 
without restriction, “‘AMERICAN BRAND’ 
PURE MANILA ROPE in 1'4" diameter 
(3%" circumference) and larger sizes, 
within the limits of CPA Order M84. 


However, the import of Abaca (Manila) 
fibre doesn't anywhere near approach 
minimum needs. Only as this situation 
improves can production be stepped up. 
Meanwhile, we will do our very best to 
distribute fairly the ‘AMERICAN BRAND’ 
PURE MANILA ROPE we are able to make. 














AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: $T. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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PORCELAIN ON STEEL 
ENAMELEDWARE 


Day after day Columbian DISHMASTERS win more friends 


among the nation’s housewives. Designed to fit the sink—bigger 


IT’S PORCELAIN > capacity to lessen dishwashing time—integral handles— well- 
ON STEEL—JUST rounded corners—all are reasons for consumers’ preference. 


Best of all, its Porcelain surface defies dirt, grease, or the 


LiKE THE stickiest substances— three times a day, 365 days out of 


SINK 








the year, and for yeor after year. It does not smudge the 





sink, because it is Porcelain on Steel Enameled Ware. 


WHITE=-ROCK 


PORCELAIN ON STEEL ENAMELEDWARE 





A Product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 


PRO-TEX PAD 


“Tops” in Stove Top and Table Pads 
















PRO-TEX is first in acceptance. 
Buyers and housewives alike are Only PRO-TEX Offers 


enthusiastic about its bea d 
utility. wie All These Features 








We lieve the ti : Rigid construction. Metal edge goes 
belie the time is not too far all around. No need for artificial 


distant when we can keep pace corners. . 

with the insistent demand, Your choice of corrugated steel top, 
with long lasting lustrous finish — or 
; PRO-TEX is the original stove- seen ener enteemeeaes 
top and table pad. And today its 
position of leadership remains 


To assure everlasting beauty of the 
attractive two-color Breakfast Time 
Pattern, special formula heat-resist- 





unchallenged. ing pigments are used. 
PRO-TEX is first in quality. We p Between the iin and the soft, 
have continuously developed new a fire-proof asbestos base is an air- 


cell filler which provides a blanket 


and better materials . . ."new and The Ballonoff Building, where PRO-TEX 
A of insulation. e 


better methods of manufacture Pads and other fast-selling housewares 
F items are 
Made entirely by machine. Every 


pad is perfect. . 


7 Vee), fel”: METAL PRODUCTS CO. [iss Seaiasaaai 








1820 EAST 37th $f. CLEVELAND 14, OHIO 
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THESE a0 
FAMOUS TRADE NAMES 


are helping you sell top-flight gas ranges 
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Al ee CC How Nir 
Here's the Soundest Idea in Major Appliance History of Sales Plan 


~StLLine 2 Our Or y 


WOMEN POR Your 


Here is the field-tested sales plan developed by the 
manufacturers of 20 leading, nationally known ranges 
and 1,200 gas utilities to help you sell high-grade auto- 
matic gas ranges in volume. 


Here is the only major appliance program that gives 
your customers a nationally accepted, industry-wide, : 
unbiased buying guide PLUS a host of new sales features = 
developed by these individual manufacturers. 


r 
Right now, today, 2 out of 3 women in 12,540,000 homes ; 
are being pre-sold automatic gas ranges as built to ‘CP’ 
standards by a multi-million dollar gas industry adver- Fee ors a 
| 
| 
| 
| 
| 
| 





f 


ae 





Gas Appliance Manufacturers Association j 
60 East 42nd Street, New York 17, N. Y. | 





tising and sales campaign. 





Company en 





Clip the coupon for the big new ‘CP’ Sales Kit. 
Learn how to cash in on the greatest mercham- 
dising opportunity in major appliance history. 





Street 









THE WONDER FLAME FOR AUTOMATIC COOKING 
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Foreign Distributor: International Standard Electric Corp., New York 
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Hi '' 
3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS Since 1857 
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"16 million ne10 roofs counds like 
good business to me |" 


“The National Housing Agency says that 
America needs 1,600,000 new homes a 
year for the next ten years. 


































“That’s more than this country can build— 
for a while, anyway. But cut it in half, 

if you like. It still means I’m going to 

sell a lot of shingles if I carry the 

right line. 





“To me, it’s Barrett. Barrett Shingles ‘ 
are one of the fastest selling items in 
the building field. They’re backed by 
national advertising, and home-owners Pi 
know and like them. Add to that the f 
advantage of being associated with the 
greatest name in roofing—a firm that 
has carried on successfully through 

good times and bad since 1854. t 


“Isn’t it just good plain common sense 


to join forces with an organization it 
‘like that?” 


ee 


Ee THE BARRETT DIVISION ; 
4 ALLIED CHEMICAL & DYE CORPORATION i. 
. 40 Rector Street, New York 6, N. Y. 
2800 So. Sacramento Avenue Birmingham 5 

Chicago 23, Ill. Alabama 


Feature these Barrett Extra-Profit Products! 

Basrett Shingles and Sidings 

Barrett Roll Roofings ‘ 
Barrett Rock Wool Insulation ; 
Barrett Protective Paints : 
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Your reputation is at stake selling a prod- 
uct like a micrometer. So you prefer to 
handle a line commonly acknowledged 
to be top rank. 

How do you feel about bolts and nuts 
in this respect? Your reputation is just 
as much at stake — perhaps even more 
so. Because if you compare bolts and nuts 
with other products you carry — in fre- 


r 


quency of sale and annual dollar volume 
— you'll probably find they constitute 
a major item in your business. As such, 
they present more opportunity than 
many so-called ‘specialties’ either to 
please the customer or cause dissat- 
isfaction. 

That’s why so many distributors put real 
selling emphasis on bolts and nuts— hand- 


in Portland, Me., and Portland, Ore. 
. +. the identical quality 
Select at random any RB&W EMPIRE Bolt from a distribu- 


tor’s stock. You can depend on that bolt being identical with 
one of similar specifications obtained from any RB&W dealer’s 
stock. Clean-cut head; accurate, well-finished barrel; perfect 
threads — every one the result of hundreds of thousands of 
dollars invested in research and development work. 


L1PE EG COTS ETL. 


customers. 


ling a quality line, RB&W EMPIRE, 
and merchandising that line, not as 
a commodity, but as a source of extra 
values in a vital manufacturing operation. 
Such distributors are getting the re- 
peat business, and are strengthening that 
intangible, but very real, bond between 
customer and supplier that always re- 
sults from satisfactory performance. 


A Name Associated with Extra Values 


Purpose of this advertising is to make the name RB& W 
EMPIRE mean extra value to your. prospects and 


e- 
Bt ta 


Russell, Burdsall & Ward Bolt and Nut Company. Factories at Port Chester, New York, Coraopolis, Pa., Rock Falls, Ill. 
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THE COMPLETE QUALITY LINE 


MPIRE, 
not as 
of extra 
peration. 
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between 
ways re- 
nce. 


RUSSELL, BU 
BOLT-AND 


‘alls, i. ; Offices at Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland 
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is thousands of men and women have 
-. learned to look for the “Gold 
Medal” trade mark when buying 
toys. Transogram “Gold Medal” — 
toys have consistently maintained 
their leadership in 50c to $5.00 
items for three reasons — 
1 —They‘re packed with valve. 5 
2—They’re IDEA-CREATED for Fists Coutany 
: new-sales punch, Met gt 2 ie Marshall Field & Co. 
3—They’re tops in quality, => | 





Distinctive styling in any building begins 
with correct planning . . . naturally includes 
correct hardware. Builders hardware styled 
by SAGER embodies the complete cycle 
of traditional period design. Each SAGER 
product, in a full and complete line, is 
authentic, a characterful reproduction of 
the original . . . combined with durability, 
convenience and ease of installation. 
Builders hardware styled by SAGER insures 
both character and lasting satisfaction. 


TRANSOGRAM COMPANY, Inc. 


MANUFACTURERS 


BETTER STYLE IN BUILDERS HARDWARE by 
CHARLES 5S. RAIZEN, President - 


200 FIFTH AVE., NEW YORK 10, N. Y. 


NORTH CHICAGO, ILLINOIS 





HARDWARE AGE 














GEE! LOOK! 


‘e@ 


THEY FIT ME TOO- 
AND I'M BIGGER 


~. 


m HEY! KIDS! 
COUNT ‘EM! 


1B vine 


WHEELS 


FOR EASY ROLLING 


THE ORIGINAL, ALL-STEEL...16 DISC WHEEL 





BEGINNERS’ ROLLER Si kale 


ORDER NOW FOR 
PROMPT SHIPMENT 


Don't delay but order now for 
prompt delivery. Specify what por- 
tion of your order you need now, 
what portion we may ship over a 
90 day period. This means skates 
for everyone. Order from your 
nearest jobber. Eastern shipments 
will be supplied from our Philadel- 
phia Plant, Western Trade from the 
Pacific Coast. Only $19.20 Doz. Pr 
Packed 2 Doz. Per Carton. 


MULTI-KWIK COMPANY. 


11163 


GENERAL OFFICES: 


Fun wirnour Fear! 
AGES 3 TO 7 LEARN QUICKLY, SAFELY... 


‘Wow! What a Roller Skate!"’ is right say buyers, 
dealers and jobbers—AND THE PUBLIC—as they 
buy more and more of America’s ORIGINAL ALL- 
STEEL, 16 DISC WHEEL BEGINNERS’ ROLLER 
SKATES. Here's a Roller Skate especially designed 
for the small boy and girl ages 3 to 7 that means 
‘Fun Without Fear" right from the start. There's 
a real sales message back of this design, one no 
dealer need be afraid of: 30% Lower Center of 
Gravity, wide, 16 Disc Wheel Tread, Correct Foot 
Placement and Soft Straps in place of rigid steel 
clamps. This all adds up to more sales for you to 
MILLIONS of small boys and girls, a market that 
has heretofore been almost ignored. 


MISSOURI AVENUE -» 


FULLY ADJUSTABLE 
AGES 3 TQ 7 


The fully adjustable feature for ages 
3 to 7 means a wider range of sales 
possibilities. Other important fea- 
tures include: 

16 DISC WHEELS e NO KEY TO 
LOSE e NO BALE BEARINGS e NO 
RIVETS TO WORK LOOSE e NO 
RIGID STEEL CLAMPS e SOFT 
STRAPS e@ PRESSED STEEL CHASSIS 
@ RUST PROOF e SELF-CLEANING 
WHEELS @ LIGHTER—STREAMLINED 
e LOW CENTER OF GRAVITY e REAL 
STEEL AXLES e REAL STEEL CHASSIS 
e WHEELS CANNOT WORK LOOSE 

Retait Only $2.40 Pr. 
(OPA Ceiling) 


_A DIVISION OF RADIOBAR COMPANY OF AMERICA 
WEST LOS ANGELES 25 


CALIFORNIA 


: 
} 


ed 


EASTERN SHIPMENTS will be Made from our Philadelphia Plant. Address all Correspondence to our General Offices 
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How Do Moa Sel Chair 


By the Pound... 
or for Specific 








Service Requirements? 








You'll sell more McKAY Chain when you engineer it to the specific requirements 


of your buyers. Whether you are selling chain for lifting, for loading or for 
logging—"Engineer the Chain to the Job”! 

McKAY Chains are made for hundreds of uses and because of wide variance 
in material, design and construction—one type is usually better for a given job 
than another. Help your customers pick the right chain for the right use from 
McKAY’S complete line of iron, steel and alloy-steel chain. 

McKAY Chains are loaded with profitable sales opportunities. When you 
sell McKAY, you are selling chain that virtually is made-to-order for any job. 
Play up McKAY Chains for specific “job-uses.” You'll sell more chain... you'll 
make more profit’ . . you'll pull more repeat business from satisfied customers. 

Sell McKAY, the “Engineered Chain.” 


Ps 


” 


WELDING ELECTRODES COMMERCIAL 











PRODUCTS 


* McK-Alloy Chain 

* Hi-test Chain 

* Steel Loading Chain 

* Proof Coil Chain 

* XX Dredge Chain 

* Crown Dredge Chain 
* Steam Shovel 


Hoisting Chains 


* Twist Link 


Machine Chain 


* Victor Pattern 


Coil Chain 


* Ohio Pattern Cow Ties 
* Twist Link Coil Chain 
* Vietor Breast Chains 
* Passing Link Chain 

* Sash Chain 

* Conveyor Chain 

* BBB Coil Chain 

* Harness Chains 

* Tie-Out Chains 

* Machine Chain 

* Halter Chains 

* Wagon Chains 

* Breast Chains 

* Sling Chains 

* Anchor Chain 

* Trace Chains 

* Repair Links 

* Feed Chains 

* Heel Chains 

* Tire Chains 

* Pump Chain 

* Log Chains 

* Well Chain 

* Chain Hooks 

* Stage Trace Chains 
* Stretcher Chains 


PITTSBURGH, PA. 


TIRE CHAINS 
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> SEATTLE 


Sracoma. 7 SPOKANE 


© BUTTE 


Sun Valley; 
() 


A POCATELLO 
»- 


MINNEAPOLIS © 


ST.PAUL CE 


CHICAGO 


FREIGHTESER\W 


F OR ALL SHIPPERS—the Union 


Pacific Railroad provides... 


A Strategic Middle Route that unites 
the East with the Mid-West, Inter- 


mountain and all Pacific Coast states. 


Modern operating facilities, equip- 
ment and motive power include the 
famous “Big Boys,” super-powered 
locomotives designed to meet indus- 
try’s heaviest demands. 


Union Pacific also has long been re- 
nowned for its well-ballasted steel 
highway, specially constructed for 


UNION 
PACIFIC 


The Progressive 
UNION PACIFIC RAILROAD 
The Strategie Middle Loue 
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smooth, safe operation of freight 
traffic at high speed. 


General agency offices are located in 
metropolitan cities, coast to coast, 
with a staff of experienced traffic men 
trained to assist you and other ship- 
pers in effectively meeting your trans- 
portation problems. 


For dependable, on-the-job freight 


service— 


DaSpeiy tecite 


gay aio 


*% Union Pacific will, upon 
request, furnish infor- 
mation about available 
industrial and mercan- 
tile sites in the territory 
it serves. Address Union 
Pacific Railroad, Omaha, 
Nebraska. 

















Kemember when you first used your 





Paints more surface per dip. 9.5° more 
than finest hog bristle brushes . . . 44% 
more than ordinary nylon, as shown in 
scientific test. Yes, dip for dip, this great 
new brush picks up and delivers more 
paint .. . saves time and effort! 





“Permanent wave” is reason for Rub- 
berset Nylon’s greater pick-up, smoother 
delivery. This exclusive Rubberset de- 
velopment places a series of waves in 
Rubberset filament (A) to provide much 
greater pick-up than straight bristle of 
ordinary nylon (B) .. . greater, too, than 
slight natural curve of hog bristle (C)! 





Needs no breaking in! Because Rubber- 
set Nylon Brush (left) comes to you with 
the patented “chisel tip” that ordinary 
brushes (right) acquire only after weeks 
of tedious breaking in. Saves effort . . . 
saves money . . . makes it the perfect 
painting tool from the moment you get it! 





Leaves less brush marks than any brush 
you ever handled . . . as you can see by 
contrasting the smooth texture of film 
laid by Rubberset Nylon at right with 
the ridges and furrows left by top- 
quality hog bristles. The explanation? 
Rubberset’s exclusive auto-grind process 
tapers filament to a soft, fine tip. . . 
results in smoother film! 


66 


ON’T BE SURPRISED if, when you’re old and gray, you're 
D still using the same Rubberset Nylon Brush you got 
“back in 1946”! And still getting better service from it than 
you ever got from any brush—new or old! 

How’s that possible? Independent laboratory tests show 
that Rubberset Nylon bristles wear 51% times longer than best 
hog bristles! And you know how long they last! 

But its long life is only one of the many reasons why we 
say this great new brush is the most important development 
in paint brush history. More reasons are given right here on 
this page. Don’t you agree they’re pretty conclusive evidence 
of Rubberset Nylon’s superiority? 

One more question: Isn’t it worth waiting a little longer for 
the brush that does a better job faster and easier than any brush 
you ever owned? Remember, we’re doing everything we can 
to bring you more of this wonder brush at the earliest possible 


moment. The sooner you get more, the better we'll like it! 





Wear-test. Brushes were repeatedly tested in pairs under conditions duplicat- 
ing the brush strokes of a man. After | million strokes over rough sand-and- 
plaster surface, the length of the bristles was measured . . . revealing that pure 
hog bristles had worn 11/16 of an inch . . . while Rubberset Nylon bristles had 
worn only 2/16 of an inch! That’s 514 times longer—a lifetime of wear! 


HARDWARE AGE 
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ur | Rubberset Nylon Brush -Aack in /946 7 


youre 
yu got 
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The Man Who Knows 
Says Rubberset™ 





licat- *Patent Applied For 
l-and- 3 
t pure 4 
eshad  §f 


° Rubberset Company—F tablished 1873—56 Ferry Street, “ewark 5, New Jersey 
wear. 


Factories: Newark, N.J., Gravenhurst, Ont., Canada - Branches: Los Angeles, Cal., St. Louis, Mo. 
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The “HOSTESS” ” Abou 


In HARDWARE STORES 
Throughout the Country 


i 


PR Ae 


Nationally 

Advertised 

by Leading 
Stores 


OSTESS 


Bun Warmer 


and VEGETABLE CASSEROLE 
with cool "Bakelite" Handles 


A large-size, sparkling utensil and serving dish for 
easier, more nutritious cooking and gracious serving 
—from oven to table. Made of heavy-gauge, easy- 
to-clean, highly polished Aluminum. Individually 
packed in colorful display carton. 


Complete with inner Basket 


JOBBERS: Several jobbing territories 
are still open. Write at once. 


HOSTESS HOSTESS 
CAKE COVER VEGETABLE 
Aluminum Cover CASSEROLE 


wi ss with *'Fire King"’ 
Serving Tray Oven Glass Cover 


Je HELLERGxyoay 


PROMOTIONAL HOUSEWARES 
ftice snd Plant wWRiTe LAINS NEW YORK 


50 BROADWAY nicoge 493 MERCHANDISE MART 








Production well under way on 


the new CAMFIELD 


On your mark: fo: the New 
Camfield Automatic Toaster—the 
pace-setting toaster that will soon 
take a prominent place on dealers’ 
counters all over America. 


Get sef with the right toaster— 
one that will sell, and sell more of its 
own brand—the New Camfield. 

The completely new toaster built 

by a team of “know how” men 

long individually successful in the 
toaster and small appliance field. 


Go ahead in ‘46 with a new, more 
profitable brand of toaster, backed 
by strong merchandising helps, 

>, promotion and advertising 
in national magazines and trade 
publications. 


* 
with CAMFIELD 


Automatic Toaster and its exclusive 
“Equa-Therm”* you'll be han- 
dling a fast number. Don't be left 

at the barrier of customer-demands. 
See it—and sell it. When your 
customers see the New Camfield, 
they'll want no other! 


*EQUA-THERM, Camtfield’s exclusive guard against current 
drag, overload or fluctuations. Provides constant, 

“toast-right” heat right from the start for uniformity of brown- 
ness, slice after slice, day after day. 


CAMFIELD MANUFACTURING COMPANY * GRAND HAVEN, MICH. 


HARDWARE AGE 








CORY CLICKS IN 46: 


st FEATURES FIRST 
witH YOUR 


WONDER 


NO 


CORY BRINGS 
FEATURES 7 


custo 


you THE BE 


HAT “CLICK” 
HR EGIS TER! See the gleaming, heat- 
RS AN D CAS resistant glass! Can be 
M ig used on any type kitchen 
range too! 
Ah! The Cory glass filter 
rod... It filters coffee 
only through coffee. No 
hard-to-clean cloth, paper, 
or metal filter parts. 
Everyone goes for this 
hinged decanter cover and 
the easy-to-grip handle! 
And we all like the wide 
mouth decanter —it 
cleans so easily! 


It's hand-decorated for 
extra beauty! 


Then there's this accurate 
plastic coffee measuring 
cup. It ends guesswork! 


And only Cory gives us 
this plastic sofety stand to 
protect the upper bowl. 


And the Cory electric stove 

has 2 heats—one for brew- 

ing—one to keep coffee at 
serving temperature. 


Everyone’s talking about Cory ... The Cory story is 

told to millions through full-color ads in the SATUR- ; : 

DAY EVENING POST .. A LADIES’ HOME Month service and Cory radio spot announcements 
JOURNAL nat BETTER HOMES & GARDENS now available to you. Get them... Use them—now! 


..- MeCALL’S and AMERICAN WEEKLY. 
Tie in with this Cory national advertising by CORY 
making profitable use of the timely Cory Mat-of-the- 


SELLING THE CORY IS SELLING THE BEST 


CORY GLASS COFFEE BREWER COMPANY 
221 North La Salle Street, Chicago 1, Illinois 
Sales and Display Offices: New Yorx, Los ANGELES, ToRONTO 
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TWO PROFITABLE BRASS 


GARD E N I T EMS 
COMPO A ver. iorored fat acne ep STAIR NOSINGS 


compost developer that has hows most enthu- 
siastically welcomed by the trade. Scientif- 
ically perfected, desirably priced, attractive | 
to both the home gardener and the profes- 

sional grower. Packaged in 744, 25, and 100 18 And 24 Inch Lengths 
lb. units. The 7% lb. garden size makes 
375 lbs. of rich, organic manure. Be sure to 
put this profitable item in stock. 


NO-PEST The: safe, sure acting, time 


tested insect bait. Made from ripe apple 
parings. Attracts by odor and taste. Kills cut- 
worms, snails, slugs, grasshoppers, many “" 

weevils and other common destructive pests. 03196 Dry Rolled Brass 
Easy to apply. No wetting or mixing; just 
scatter it around infested plants. And easy to 
sell as well. Professional growers use it in 

quantity. Home gardeners buy package after WRITE FOR CATALOG 
package. 





Packed One Dozen To A Box 








Ask your jobber or write direct. 


AGRICULTURAL LABORATORIES o°7ry% | itu 


Incorporated 
1119 Chesapeake Ave., Columbus 2, O. 


——e 
PARUA-GRAPH HYDE SPEEDSTER 


SCRAPER 








stops all “chatter” 





about 
scrapers! 


COMBINATION SQUARE 


The PARVA-GRAPH—8 tools in one—is a combina- 
tion Square, Protractor, Right Triangle, Ruler, Compass, 
French Curve, Mitre, Scribing Tool and Divider. Of 
tough, transparent plastic, it bends without breaking. Speedy blade release 


ax The new sensational Hyde “Speedster’’ Scraper is vibra 

tion free... eliminating chatter marks ...leaving a smooth 

F On @ ARCHITECTS @ ENGINEERS finish. The heavy double edge steel blade is easily removed 

@ ARTISTS @ HOME CRAFTSMEN by simply turning wing-nut...no tools needed. Handle 

@ CARPENTERS @ MECHANICS designed for natural grip... Blade can be extended side- 

@ DRAFTSMEN @ STUDENTS ways, and held firmly, to get into hard-to-reach corners. 
Jobber inquiries invited 


MANUFACTURING CO. 
PARVA PRODUCTS COMPANY HYD 
WEST HAVEN, CONNECTICUT SOUTHBRIDGE, MASS., U.S.A. 
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Ie, 


The New Dalglish all Aluminum “Non-Sparking” GRAIN SCOOP 


@ So Light, Durable and Well Balanced it will Amaze You! 


@ It is not a Post War Experiment . . . the Dalglish GRAIN SCOOP has been 
designed and tested by engineers with the practical ‘““Know How’’ necessary to 
produce better farm products. 

@ The New Dalglish Grain Scoop weighs only 234 pounds (usual steel scoop of 
comparable size 614 pounds). 

@ Formed of high strength aluminum alloy—the Dalglish Grain Scoop is durable 
and of unusual strength! 


HERE'S A PROFITABLE PRODUCT FOR COMPLETE AND DETAILED 
WITH EXCEPTIONAL CUSTOMER Z / DEALER INFORMATION ...TELE- 
APPEAL. IT'S PRICED RIGHT... PHONE OR WRITE OUR FARM 
READY FOR DELIVERY SOON.. PRODUCTS DIVISION TODAY. 


JI.M. DALGLISH & COMPANY 


41-71 WEST FILLMORE AVENUE * SAINT PAUL 1, MINNESOTA 
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Teme She Aactest 
Se Sovintion | 


WITH MANY NEW 
IMPROVEMENTS 


PATENTED 


Ga Ready 
an (> foo 
1.89... —_ 


NEW TURBINE PRINCIPLE 

ASSURES EVEN SPRAY, 

LONG LIFE AT LOW PRICE 
Features the Spinning Turbine Principle! 





Many customers prefer this guaranteed RIEGER “SPIN- 
MASTER” Sprinkler which operates at all pressures, 
spreading water over an even, perfect pattern 32 feet in 
diameter at only 35 pounds pressure. The popularity of 
this model has been substantially enhanced because of 
its fine misty spray that settles itself gently on the lawn, 
slowly seeping its way to the roots. Particularly adaptable 
to newly planted lawns—where dislodging of new seed 
is a concern. The spinner spindle and bearing are large, 
trouble-free. The body and spinner are of rust-proof 
NATIONALLY ADVERTISED aluminum, with the stud of brass. Coincident with the 

Rieger policy of refraining from use of cast parts—the base 
Rieger Sprinklers will be advertised in is of heavy, unbreakable steel, with baked enamel finish. 
Flower and Garden magazines and The service and complete satisfaction the Spin-Master 
local newspaper garden pages. will give, will many times off-set the retail price of $1.89! 


A Rieger Product—NATURALLY a Guaranteed Product! 











When Customers 


GARDEN HOSE 
Will Still Be The 


Popular Choice! 


Hydraulic Pump 


28, 1946 


A BETTER DEAL FOR YOU 


AND FOR YOUR CUSTOMERS 


¢ Garden Hose of superb quality, selling at prices that are strictly com- 


petitive . 


. . that's the combination that Swan offers dealers today. It's a 


combination that pleases the most discriminating customers and profit- 


wise dealers alike. 


Here’s How 


Swan Rubber Company is the world's 
largest manufacturer of gardenhose, 
operating two complete production lines 
equipped with the most modern machin- 
ery. Manufacturing garden hose of the 
finest quality materials, processed to pre- 
cision standards, on a quantity basis, 
Swan is able to distribute this premier 


quality hose at the price of ordinary hose. 


It’s Done! 


If you're looking for garden hose that 
will please ALL your customers, stock the 
Swan line; complete for every need and 
every price range. And if you're looking 
for greater sales volume and profits, 
write today for complete information 
about the new 194% line of garden hose 
that Swan offers dealers. There's no 


obligation, of course. 


SWAN RUBBER COMPANY 


Bucyrus, Ohio 


WORLD'S LARGEST 


MANUFACTURERS OF 


GARDEN HOSE 























Wen , 
“gape 


We're as anxious as you are to estab- 
lish definite delivery dates on America's 
most sales-promising Lawn Mower—the 
new SAVAGE! Patience about back 
orders is appreciated—happily, 
reconversion difficulties are adjust- 

ing. Your shipment of SAVAGE 
MOWERS will arrive 

soon! 


MASTER-CRAFTSMANSHIP 
SELLS THE 
SAVAGE LAWN MOWER 


SAVAGE ARMS CORPORATION 
LAWN MOWER DIVISION 
CHICOPEE FALLS, MASS., U.S. A. 
Manufacturers of Rifles and Shotguns, Lawn Mowers and Refrigeration Equipment 





THE MODERN WAY 


to Dispose of 
“GARBAGE 


and REFUSE 


Majestic 
Fuel-less 
Home Incinerator 


NO ODORS ESCAPE 


For complete utility and con- 
venience in both new and modernized homes, plan 
to include this odorless, safe, and sanitary unit for 
reducing wet-or-dry rubbish and garbage to ashes. 
Compact and smartly styled, this ruggedly built 
Majestic Portable Home Incinerator gives lasting, 
carefree service. Costs nothing to operate. Uses 
only waste as fuel. Connects to any 8-inch furnace 
flue without draft interference. Unique downdraft 
through refuse speeds drying. Majestic’s built-in 
type incinerator of similar design fits flush with 
wall in chimney recess of basement or utility room. 
Write today for details! 
The Majestion, 
64 ERI 
NUNTINGTON, IND. 





Majestic-built units of heavy-gauge 
formed steel proved so advantage- 
ous for wartime needs that this con- 
struction is now adapted to many Majestic Building Necessities 


Nationally Known and Advertised for 40 Years 








put’ ason 


wn seeds 
. ready f° —_ 


Cash in with enough 
b WHITNEY'S 1 {and on time) 


sQe GETTER LAWNS 


WHITNEY iting LAWN SEED 


You can’t waste a day! Set up your Whitney Super-Refined 
Lawn Seed display now. For top profits, make it a mass 
display like the one above. Complete point-of-sale display 
material available at no charge. Whitney national advertis- 
ing is switching more and more prospective customers to 
Whitney Lawn Seeds. Act now—write now for prices and 
full details. 


WHITNEY SEED CO., Inc., BUFFALO, N. Y. 
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SHEPS NEATSLENE HARNESS 
OlL. Made in three 3 

. Sheps . 
—~ Sheps Star Harness Ol. 
Made from same formula for 
over 30 years. Contains fish 
oll, pure neatsfoot oll, and beef 




















tallow. 
"BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed In 
Omaha Packing Houses, comes the Pure Neatsfoot 
Oil used In SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 











Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 





OMAHA 8, NEBRASKA 
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Distribu 
RELIA 
JOBB 
EVER 





Distributed by 
\ 

RELIABLE k 
JOBBERS 


EVERYWHERE 


Genuine Extra- 
Heavy Sol-O-Lite 
has 124 strong pre- 
shrunk threads per 
2 inch; impreg 
nated with finest 
MP composition 
that will nat run, 


melt or discolor 


‘ 


\ 
3 
\ 


Nu-Via Glass is 
scientifically made 
of two layers of 
heavy cellulose ace 
tate, reinforced with 
14 inch mesh toug! 
strong cord fabri 

h 










". 
TY ~ 


tt 





eS ot or 


























Admits over 70 times more Ultra-Violet Rays 
than ordinary glass. 


Sol-O-Lite is recommended by leading Govern- 
ment Experimental Stations. 


Users report Sol-O-Lite 25% superior insulation 
over glass. 


23 years producing and improving the finest in 
window material transparency. ° 


Sol-O-Lite is guaranteed for two years. 


Sol-O-Lite is shatterproof, flexible and pliable 
—easy to cut and apply. 


Weatherproof and waterproof. Mar Wineioy ‘ Risa 


Priced at 1/10 the cost of glass. 


Glaz-Fabrik has 80 
pre-shrunk threads 


eo} ior aaa: 


MANUFACTURING COMPANY 
4301-05 W. NORTH AVENUE 
CHICAGO 30, ILLINOIS 


per sq. inch, im- 
ptegnated with 135 
MP. paraffin ] 


tion. Compare 





parison will prove 
Glaz-Fabrik superior 


in every respect. 


































ealers Choice 



































LANDERS, FRARY & CLARK © NEW BRITAIN, CONN. 


76 HARDWARE AGE 





























APPLIANCES 
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NIVERSAL dealers will enjoy a bright business future . . . For 
Universal features a diversified group of appliances and house- 
wares that answer every need. Each is outstanding in eye appeal and 
performance . .. priced to assure rapid turnover. Every line reflects 
the latest design, the finest quality craftsmanship. 


4 Big Points of Leadership! 


* First Among Fine Appliances 

* Scientific Business Building Plans 

* Hard-Hitting Point-of-Sale Promotions 

* Extensive Full-Page Color National Advertising 























Cr aecnmndocebeeins 












il tad ANAS 






































Universal Electrical Appliances Distributed in Canada Exclusively by Northern Electric Company, Ltd. 
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Champion 
DOOR HOLDER 


Here's a neat looking wrought 
Door Holder with long wear built 
into it. Easy to operate. Strong 
spring action. Bolt quickly re- 
leased. Sell it with pride. 


Champion stands squarely 
back of every product and 
there's a fair profit on every 


Packed '/ doz. with 





sale. 
screws. 


Nearly all hardware jobbers 
handle certain products in the 
big CHAMPION line. If your 





jobber doesn't — then please | 


write to us. 


re's Your 
He sales Force 


for Housewares Products .. . 


Looking for immediate means of new or expanded 
national distribution of your housewares and allied prod- 
ucts? Let men of McAleer—trained salesmen—put your 
product in choice retail outlets now. Profit by established 
McAleer contacts with buyers of leading hardware, house 
furnishing and department stores... E. J. McAleer & Co., 
Inc, is one of Philadelphia’s largest and best established 
jobbers of nationally known housewares, including Pyrex 
Ovenware and O-Cedar products. 


An appointment can be quickly 
arranged to discuss your sales 
problems. No obligation Your 
inquiry kept confidential 

« 


In addition to being a leading 
distributor of nationally fam- 
ous housewares we are produc- 
ers of McAleer Metal Kitchen 
Cabinets, Wall Cabinets and 
Wardrobes. 


a 


Re be 
; 


AND COMPANY, INC, 
1422 N. Sth Street 
PHILADELPHIA 22, PA. 


“Peco” Aluminum Skillets, Cookie Sheets, Tonga, Turners 





“Peco” quality 
and price offer 
two profits. Alu- 
minum cake and 
pic pans, 
able immediately, 
are priced right, 
allowing both 
jobber and deal- 
er fair profit. The 


avail- 


“Peco” PIE PANS 
9" dia. by 1%" deep 
¥e" crest rim 


pans are made 
of gleaming alu- 
minum that wash- 
es easily without 
scouring. Custom- 
er good will cre- 
ated means re-or- 
ders. 


“Peco” CAKE PANS 
9" dia. by 1%" deep 


and many other aluminum products are available for 
IMMEDIATE DELIVERY. If a dealer, write jobber for 


catalog and prices. 





PEAL MANUFACTURING CO. 


1040 W. 9th St., Cincinnati 3, Ohio 

















PROFIT ! 
PRODUCERS. 


) bt 


MUSTS 
IN EVERY 


Delivery! 
—from 

either your | 

Jobber or ~ 


‘ ki 
PositivelY roaches, OF 
one 


KEYSTONE.CHEMICAL CoO., INC. 


LEVELAND 13, OHI 


HARDWARE AGE 
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if it weren't for WITT QUALITY 


~ee- WE COULD SUPPLY A LOT MORE WITT CANS 





ONE-PIECE LID ONE-PIECE BODY 


=< _ ° @ Lock-seamed ond electric- 
4 oa ally welded—a tough, dur- 
— : able, wear- resistant and 
— a leak-proof body con- 


struction. 





@ Lid is constructed in one piece, with 


strong 16-gauvge handle riveted in 
center. Lid fits well, retains its shape— (, , 
and lids are interchangeable. 4 














HEAVY GAUGE STEEL 


LARGE SIDE-HANDLES 


@ Formed of high-grade 11/32" / 
steel wire. Provide ample space ‘4 
for largest hands. Handle stops * 


at right angles, preventing pinching j 
a the hands. 





@Heavy gavge steel chosen for 
strength and rigidity. Each sheet 

is carefully inspected to assure ies 
uniform quality 


NON-TELESCOPING 


Oa, 
ALIGNMENT yw, 


ee ee ee a eageeeee 


} @ Outer circumference 
of body is practically in 
line with top and bottom 
bands, eliminating sharp 
angles. As a result, Can 


does not telescope in use, a 
and refuse does not col- om 


DEEP, ROLLING-TYPE 
CORRUGATIONS 
Strongest type known — well- 
rounded, closely-pitched, as- 
suring freedom from cracks or 


i Se ed 









lect around bottom. weak spots. 
= v 
~ ; 
i 
RAISED, CONCAVE b 
BOTTOM ' 
SHOCK -ABSORBING i 
i , @ Slightly concave Pig STEEL BANDS 
q shape gives maximum — at top and botiom of 
(7ZEP strength. Bottom is made Can, provide spring-like 
l, po na in durable one-piece con- ie action, hold body of Can 
| Q struction, and is raised com- firm and rigid even under heav-« ? 
3 || pletely from the ground. Shown above are some of the out- les? abuse. i 





standing quality features that make 
WITT Corrugated Cans outlast the 
ordinary kind from three to five times. 


~ 4 
= 7 























The demand for this rugged, dura- NOLEES Cl 









\ @ A special hand proc- 
ess that completely covers 

the Can with the thickest pos- 

sible coating of rust-prevent- 

ing zinc. This method, plus finer 
materials and workmanship, helps 
prolong the life of Witt Cans as much 
as five times that of ordinary corry- ¥ 
gated cans. 4 


ble, attractive, more economical 





Can is naturally tremendous. We're 





now supplying as much of this de- 









mand as is humanly possible. We 





could supply more, by letting 
down just a little on WITT quality. 
But that—depend upon it—we will 
never do. You may not be able to 
obtain all the WITT Cans your 
trade calls for ... but those you 
do obtain will be WITT Quality 
through and through! 











THE WITT CORNICE CO. 
Cincinnati 14, Ohio i 
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THE CRAFT 
PAINT BRUSH 
HOLDER 


A BRAND NEW ITEM 


THAT WILL NOT ONLY 
SELL ITSELF BUT WILL 


HELP SELL BRUSHES 


THE MILLIONS OF HOME OWN.- 
ERS, PAINT SHOPS, AND INDUS- 





PAINT CAN WITH THE FRICTION 
LID. 


CONVENIENT 


PLACE TO LAY THE BRUSH WHEN NOT IN USE 
BROAD EDGE FOR WIPING OFF SURPLUS PAINT 
PALLET FOR MIXING IN TONING COLORS 
KEEPS RIM AND OUTSIDE OF CAN CLEAN 
CLEAN BRUSH HANDLE MEANS CLEAN HANDS 


Protects Brush, Keeps  8ristles 
Straight, Keeps Floor and Table 
Clean 


DEALERS WANTED 


WRITE FOR SAMPLE AND 
DEALER SETUP 


BEUGLER MFG. CO. 
4314 W. SECOND ST. | 
LOS ANGELES, CALIF. 





Makes Painting a Pleasure for 


TRIES WHO USE THE STANDARD 




















DANGER—KEEP 


It's dangerous to sell an old-fashioned unguarded 
GLASS CUTTER to one of your best customers, the 


painter, or carpenter. 


He'll get it nicked or rusty in his tool box and blame 
you when he breaks his next glass. 


BARRETT GLASS 
gf * CUTTERS 





have the wheel guard and 
oiler which protects the pre- 
cision cutting edge from 
rust or damage between 
uses. BARRETT universal 
wheels cut any kind of glass. 


AVAILABLE NOW from 
your jobber. 


WM. L. BARRETT CO. 
BRISTOL 1, CONN. Est. 1893 


BLUE RIBBON GLASS CUTTERS 
"They cost no more — but they bring the top" 











AS ESSENTIAL AS THE PAINT BRUSH! 


PERSSON 
PAINT HOOKS 


For lett resition 


OTE MOOK UNDER 
AND OVER RUNG 


T. G. PERSSON COMPANY 


224 GLENWOOD AVE., 


Makes painting easier 
.- faster.. better! 


These new, inexpensive hooks put the 
point can in the right place . . 
save point . . . prevent accidents! 
Paint can is instantly placed where 
needed—safely and securely—and lad- 
der may be shifted without removing 
the can. 

Simple to use, instantly adjusted for 
tight or left side of any ladder or 
stepladder. Two cans may be hung on 
opposite sides with ease. 

Made of quality steel, with permanent 
rust-proof finish. Packed one dozen in 
colorful counter display box. 


Write for details to Dept. B 


BLOOMFIELD, NEW JERSEY 
































A popular priced 
inside-measuring 
rule with etched 
blade featuring 
Quick - Change 
blade connection, 
Automatic Braking 
and Frictionless 
Wind. 


A top quality gen- 
eral utility rule in 
convenient pocket 
size with the Quick- 
Change blade 
connection and 
Frictioniess Wind 
feature. 


An inside-measur- 


ing rule with per- 
manently bonded 
snow-white blade 
and easy-to-read 
jet black numerals 
and graduations. 


Also Quick-Change, 


Automatic Brake 
ond Frictionless 
Wind features. 


BBR 


| ae 


CARLSON & SULLIVAN 


501 WEST FOOTHILL BLVD. 
SORES VER © CALI ORws 


Pe 


Laat a ES SEP 


HARDWARE AGE 
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Here’s the positive answer to the demand of garage 
men, maintenance men, plumbers, carpenters, 
mechanics, home-makers and many others for a 
sturdy, dependable screw driver that is packed with 
power. It’s the new, fast-selling Tuffy with the 
amazing, work-saving power-arm that allows full hand 
and body pressure—gives the leverage necessary 

to unlock the toughest, tightest, rusted-over screws. 
And in reverse, the Tuffy makes possible tightening 
that counts—allows for that last quarter-turn 
pressure the ordinary screw driver cannot possibly 
give. Handle of durable aluminum, blade of plated 
forged steel. Try Tuffy yourself... 

then cash in on this great tool idea! 





TUFFYS SELL FAST! 


Sales-making counter display (shown above) and cus- 
tomer-pulling window streamer are yours, no charge, 
with initial order of 12 or more Tuffys. Be the first 
to sell the tool everybody wants! Order from your 
jobber TODAY... if he can’t supply you write us. 


Retail Prices: 





of $2.65 
a. 2.25 
Fe OE 6.5 bce ee 1.95 
KIT OF { one 8’ Tully In attractive 
one 6” Tuffy : 
Atl THREE one 5” Tuffy | eer ce $6.85 





Lincoln 


= 909 


MARCH 28, 1946 


NEW 3-PURPOSE 


TAKES HARD WORK OUT OF 
LOOSENING AND TIGHTENING SCREWS 


SWALLOW AIRPLANE 


Avenvue, 


POWER-ARM 
DRIVER 








2 


Loosens Rusted 
Screws Swiftiy 


& 


Tightens Screws 
Firmly — Quickly 





All-Purpose 
Regular Screw Drive 





COMPANY, INC. 


Wichita ts Kansas 
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be shold hit! 


A BEST SELLER IN MANY OF 
THE COUNTRY’S LEADING STORES 


Nothing else like it! DUSORB Je ae) —_— — 
is a new chemical discovery ; IMMEDIATE DELIVERIES 


that transforms any cloth or 


citrine docce es OQ | ““T IBERTY” 


"Nationally adverinad! Gees “Sy §6| KNITTED COPPER 
tater Home oweal” V/A, Hah POT CLEANERS 


Woman’s Home Companion 
Good Housekeeping and 


McCall's. Newspaper ad mat *. Now in gleaming copper—bigger 
Kc. sna | | and better than ever. Nationally 

Two Thrifty Sizes , advertised. Get them on your C 
12 ot. 50° 32 o. $] . po counters, now. 


Poole lor wectal Soriet ss 45 soveanesto LETRAW MFG. co. 


Advertising Allowance. } 
FRANCO-AMERICAN HYGIENIC CO. CHICAGO 10, ILLINOIS W. ILLINOIS ” CHICAGO 
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HARDWARE AGE 














Home interiors, too, come alive when 
you add color. And if it’s the smart 
Imperial Texolite* shades you recom- 
mend for walls and ceilings, color can 
make all the difference in your profits. 
Imperial Texolite colors are endorsed by 
famous interior decorators, are easy to 
sell. Imperial Texolite quality helps, too. 


This paint goes on fast, covers most in- 


COLOR MAKES ALL THE DIFFERENCE 


y 
yano® 


terior surfaces in 

one coat and dries . 

to a satiny, washable finish in about an 
hour. Surface preparation is easy with 
Texolite Primer and Spackling Putty. 
So, use Imperial Texolite for quality, 
for color... for volume, for profit. 
Ask your Texolite salesman for the new 
Color Selector . . . it helps you sell. 


*Reg. T. M. 


United States Gypsum 





_Ke 


MARCH 28, 


For Building « For Industry 


Gypsum « Lime «+ Steel + Insulation + Roofing + Paint 


1946 























FOR FAST, PROFITABLE SALES 


>A LEN 


Sprinklers, Nozzles, Garden Hose Accessories 
Order now and be ready to feature Allen garden spe- 
cialties, All indications point to the biggest season in 
years. Get ready to meet accumulated demands... 
Assure quick, full profits. Ask your jobber. 


= 
? 
* 


| 

4 

: ; 
a3 4 


ALLEN “RED ARROW” Rotary Sprinkler 
An ideal unit for large lawns—on 
estates and golf courses, in parks 
and cemeteries, etc. Sprays 3 to 5 
gallons a minute in 60 to 87-foot 
circles with your city water pres- 
sures. Newly designed modern 
base permits easy change of loca. 
tion without damaging fine turf. 


ALLEN “’Justrite’’ Cast Brass 
Garden Hose Nozzles 


CAST BRASS—precision machined. 
Heavy reinforced bell ... Produces 
a perfect spray...no drip—no 
back spray ... a straight stream for 
distance... a heavy stream for 
volume and a complete shut-off. 
Leak-proof . .. dependable. 


ORDER FROM YOUR JOBBER! 


W.D. ALLEN 


stablished 1887 


MANUFACTURING co. 


566 West Lake Street 28 Warren Street 
Chicage 6, lilinois New York City 7, New York 


84 


Look 
TOPLINE 
has 
tr STOKE for 


Your 
STOKE 








Some of the beautiful new TOP-LINE 
appliances in store for your store as 
soon as conditions beyond our control 
will permit. 











OL 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


HARDWARE AGE 








¢ The Stool of 
1000 Uses...for Farm, 
Factory, Store, School, 
Home or Institution! 


This stool has long been on the “best seller” 
list. It has a history of proven merchandising 
success. 10” seat, 12” high, grey 
enamel finish. Ready for Immediate Shipment 
in any quantity! 


PHONE — WIRE — WRITE 


GIRTON MANUFACTURING COMPANY 


MILLVILLE, PENNSYLVANIA 


Plant-Teasted Equipment For Phe Wodern Dairy 
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Lowen ling 


OF THE FUTURE! 


You may expect great things of the 
Lawson Line to come! As the world’s 
largest manufacturer of bathroom cabi- 
nets, we shall maintain our position of 
leadership by superior designs, improved 
manufacturing processes, and by that 
tested 130-year Lawson policy of customer 
relationship. 


In smart styling, sound construction and 
“convenience” features, the Lawson Line 
of the future will be outstanding. And 
this line will be priced to meet every 
homemaker’s budget. 


We hope the day is not far distant when 
we can offer you the new Lawson Line. 
It will set the pace for the industry! 


Leuosen 


| BATHROOM 
CABINETS 


130 YEARS 


DISTRIBUTED 
EXCLUSIVELY 
THROUGH 
JOBBING OUTLETS 


THE F. H. LAWSON CO. 
CINCINNATI 4, OHIO 





OF QUALITY 


These Top Quality 


- Fast Selling 


BATHROOM 
FIXTURES 


STREAMLINED 
TOWEL BARS =~ 


New Spring 
Roll Holders 


i Sima 
5 fim STEEL ROD 
CONSTRUCTION No Limit On Your Order 


Here's the quality line of bathroom fixtures you can offer your 
customers in the popular price range! Beautifully made... indi- 
vidually packaged and furnished with screws for hanging. Don’t 
wait for slow deliveries ... or be limited by quotas. Prompt ship- 
ment can be made on Streamlined Bathroom Fixtures in any 
quantity ... if you order now! 


Chrome or Satiny 
White Finishes 


LIST YOUR ORDER HERE! 


en Price 
Towel Holder Chrome @ $6.48 doz. 
Towel Holder Chrome 7.20 doz. 
Towel Holder 3%” White 4.32 doz. 
Towel Holder 34” ” White 5.04 doz. 
Towel Holder 14” ” White 2.16 doz. 
Towel Holder ” White 2.52 doz. 
Easy Roll Holder Chrome 3.60 doz. 
Easy Roll Holder White 2.88 doz. 
Streamlined Dispiayer — complete with items @ 3.25 each 


ICLIP AND MAIL THIS LIST Nowl 


THIS STREAMLINED 
DISPLAYER WILL “UP” 
YOUR SALES QUICKLY 


A beautiful 28” wide easel board that dis- 
plays your entire line of Streamlined Bathroom 
fixtures on a realistic tile background. In- 
cluded with your shipment for only $3.25. . . 
complete with all six towel bars and a Spring 
Roll Holder bolted in place. Takes up only a 
small space .. . does a big selling job. Be 
sure to check this on your order list. 


HARDWARE AGE 





. | NEW! REVOLUTIONARY! 


Guay _— 
SAMSON Jompo - Flex 
TABLE RANGES 


SINGLE BURNER range, 
with 1000-Watt unit, has 
same features as white 
enamel 2-burner model. 


sonia 
pKa 
hil 





CONTROL DIAL, set to any 

degree of heat desired, 
imed masterminds grid temper- 

ature auto- t matically. 
NG 


Order 


any DEGHEE oF wear... 


AUTOMATICALLY MAINTAINED 


because the full high wattage is used in 


offer your 

. indi 
ng. Don’t 
ympt ship- 
es in any 


Te 


Never before has any electric table range 


rice i 


offered such a combination of flexibility, 


attaining any an aeen the grids heat up 


: = | speed and economy as the revolutionary new extremely fast. 
2 doz. ] Samson TEMPO-FLEX. Unlike preceding types, One glance at the sleek, flowing lines of 
4 doz. ‘ : f facial 
6 rs i it provides any heat... in hair-line gradva- these modern Samson TEMPO-FLEX Table 
: - i tions from 200 to 600 degrees... and holds Ranges will tell you they are as far advanced 
oz. . 

S doz. t it steadily at the temperature selected by in appearance as they are in performance. Add 
ra means of a dependable, enclosed thermo- to these advantages their popular price, and 
Ow static ‘“‘pot-watcher”’ which automatically and you can readily appreciate what a broad new 
— constantly checks the cooking surface. And sales market they open up for you. 
ED - HALLMARKS OF QUALITY: Unique Degree-Dial Temperature Control « Steel- 

UP Rock Heat Unit, quick-heating, long-lasting + Enclosed Thermostat « One-piece 
>KLY Steel Body with baked-on white enamel finish + Black Plastic Feet and Dials « 
' Polished Grids, with 1000-Watt High Speed Burner on RIGHT, 650-Watt Medium 
that tte Speed Burner on LEFT » Approved Cord and Plug + 110-120 Volts, A.C, 
= “7 2-burner Deluxe Model features stainless steel body with white fittings. 
3.25 

ql 

saat aad 

job. e 


5 SAMSON 


“yw 


SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 


SAMSON UNITED OF CANADA, LIMITED, TORONTO 





t AGE 
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BOMME SPRING HINGES ae ween 


veux (oy KEILSO 


NOW 
TOGETHER 











Bommer welcomes to its family of products 
the well known "KEILSON" line of Govern- 
ment approved Mail Boxes. Since 1876 the 
manufacturers of both BOMMER Spring 
Hinges and “KEILSON" Mail Boxes sepa- 
rately were winning the approval of the trade. 
Now, fogether as Bommer Products they will 


endeavor to render an ever wider service. f / . j 
BOMMER PRODUCTS ARE THE BEST. 
RING HINGE CO. INC., BROOKLYN 5, N. Y. 
° 


FFICE: No. 180 N. WACKER DRIVE, ZONE & 








PS-56—Quality materials, 
precision workmanship, 
practical design and su- 
rior construction. Com- 
ination Sickle and Tool 
Grinders, babbitt bear- 
ings. 





PS-65—Heavy duty, quality ma- 
terials, performance, value, su- 
erior construction. Combination 
ickle and Tool Grinder, 
babbitt bearings. 


More than ever “General” is the line of 
Power Sickle and Tool Grinders for you to 
feature. The postwar models of this nation- 
ally advertised line reach far into the future 
in smart style, 7 construction, precision 
operation and popular price. It’s your big 
profit line! Write for the new catalog today. 


SOLD THROUGH THE BEST JOBBERS EVERYWHERE 


General Sickle Cones are 


cas «GENERAL HARDWARE COMPANY 


3618 W PIERCE STREET MILWAUKEE 4. WISCONSIN 
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@ The keys in your customer's pocket are his constant reminder 
of the quality of the locks they open. This is one reason why 
Master spares nothing to produce the very finest keys — exact 
to size and gauge and of proper hardness to assure long, de- 
pendable service. Special key-cutting techniques are employed to produce micromati- 
cally controlled key notching. The result is precision seating for the pins that coincides 
exactly with their distinctive contour ...and provides smooth operation and utmost 
security. @ Accurate, attractively coined keys are still another reason why it is easy to 
sell padlocks built by Master. Keep in touch with your jobber for more Master padlocks! 


é ; Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 


Master lock Company, Milwaukee. Wis, e Wolds Leading Padlock Manufacturers 


MARCH 28, 1946 ” 


























4 
@D / 


We make our own 
drop forging dies 
and trimmers, and 
forge in our drop 
hammers with a ca- 
pacity of 600 Ibs. to 
3000 Ibs. inclusive. 





Write us on either standard or special requirements 


MERRILL 
BROTHERS 


“Forging Ahead for Eighty Years” 
Dept. HA, 56-12 ARNOLD AVENUE, MASPETH, N. Y. 
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ZZ... SAVE SPACE 


FOR PARKER 
SMALL HAND TOOLS 


Pe) 
ae 





G.. ready to feature these well-known, Parker quality 
small hand tools any minute now, if you haven't already 
received your first shipment. 


Demand for Parker Tools continues to exceed supply 
during the conversion period, but everything possible is 
being done to step up production. Our shipments may seem 
to be piecemeal, but that’s the fairest way we know of to 
make a limited supply go a long way. When production 
gets back to full capacity, there'll be new Parker products 
too, developed during the war years. 


Remember that although we may be a little short on 
deliveries, temporarily, all Parker products remain long on 
quality — the kind that’s worth waiting for. 





Parker 
PARKER MANUFACTURING C0. 


WORCESTER I, MASS., U.S. A. 





HARDWARE AGE 











duction 
roducts 


BUY 
VICTORY 
BONDS 


They’ve stood the test of actual use — 
proved the worth of their advanced en- 
gineering and design by outstanding 
efficiency and dependability of their per- 
formance in the field. 


These F&W Centrifugal pumps have 
back of them the 80 years’ experience 
of Flint and Walling. They won instant 
acceptance—and now their service rec- 
ord in the field shows that popularity 
is well deserved. 


There’s profit insurance for dealers in 
this dependable, trouble-free service. 
And remember this, capacity ratings 
tagged on every F&W pump, are per- 
formance proved. Every pump is tested be- 
fore it leaves our factory. 


The complete F&W line includes both 
centrifugal and reciprocating systems for 
shallow, medium and deep wells. Write 
now for details of the F&W profit op- 
portunity, without obligation. 


FLINT & WALLING MFG. CO., INC., Kendallville, Ind. 
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THEY’RE MADE BY 
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THE WORLD’S LARGEST 
PLASTIC TOY: MANUFACTURER 


PLASTIC SIX SHOOTER 


HARMLESS .38-CALIBER PLASTIC SIX-SHOOTER 


All the fine detailing of an actual «38 
caliber pistol is authentically dupli- 
cated in this safe, harmless toy. Ham- 
mer goes back and bullet chamber 
turns when trigger is pulled. Ideal for 
playing “Cowboys and Indians” or 
“Cops and Robbers.” Individually 
packed in full color display box. 


PLASTIC TOY TELEPHONE 





The Worid’s largest selling toy at $2.00— now 
destined to break all sales records at this sensation- 
ally new low price. Same identical telephone with 
all features of clicking revolving dial that comes 
back; easy reading numbers—all plastic through- 
out. Practically unbreakable. World beating value! 
Individually boxed. 









_ ideal Novelty & Toy Co. 
200 Fifth Ave., New York 10, N. Y. 


MAIL Date 
AY Please Ship Vit.......c.cccccscscesssosssssssssesesecsesssvenssosscsssensossrsees 


cocces doz. SIX SHOOTERS . . . to retail at $1.19 
rere dox. TELEPHONES . . . . to retail at $1.19 





BTORE NARB ccccccccccccccccccccccscccscccssccccsscesscsscccees 
DBBIOED cccrercceccccscccccecccsecccccccscccscsconecsocccensoscsesssceosossossooscosscosss 





Buyer’s Signature .......... 

















can neplace this ol’ nod!" 


Yes, it’s long-past time for your fishermen cus- 
tomers to buy new Union Rods—with the old 
enthusiasm. Wait till we can release them to you! 
—wait for these over-due profits on UNIon Steel 
Rods! 


Be set then to take up on SALES with a new 
line of UNton Values—with a lure to catch the 
fancy of the fisherman. New features we’ve been 
working on since War declared “closed season” 
on sporting-goods production. 


' “Hold open” too, for new and perfected post- 
war lines of UNION 


Roller and Ice Skates 


Chisels and Screwdrivers 
Hack Saw Frames 





Gun Implements 


HARDWARE COMPANY 
aw EWE aw IY 


TORRINGTON. CONN. 


NEW YORE OFFICE i5S|' CHAMBERS 





HARDWARE AGE 
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IN HARDWARE STORES 


‘ from Maine to California...... 
IT SELLS ON SIGHT 


Here is a new source of big profits for the 
hardware dealer. Every bicycle rider is a 
prospect for this revolutionary bike light 
generator. 10,000,000 cyclists need it for 
safe night riding in conformity with state 
and municipal laws, which 
compel the use of ade- 
quate front and rear lights. 
It provides electric current 
free of cost for brilliant 
lighting of bicycle head 
and tail lamps. Those who 
have battery lights can use 
it with their old lamps. 
Whether or not you now 
sell bicycle accessories, 
MAKE-A-LITE will “pep-up” 


your sales. xf 
4 


WIDE DEMAND 
“FAST TURNOVER 
GOOD PROFIT 


a SENN oA If 
MAKER" LITE 


Automatic Voltage Controlled 


ee enetiilor 
“America's Pioneer Sieyele Light Generator 


@ Patented voltage control governor auto- affected and continues to give the same 
matically prevents excess voltage and the brilliant light. 

blowing of bulbs at high speed. Brilliant, 

steady light at high or low speeds. @ Interchangeable bulbs. Same standard 


@ Separate headlamp and tail lamp circuits. bulb for either front or rear light. (Mazda 
If either lamp is damaged, the other is not No. 502 — 5 volt — 150 MA.) 


Packaged units for fast, easy sales. Equip new bikes with packaged generator, 
headlamp and tail lamp sets. Sell complete sets, or generators only, for old bikes. 


ORDER FROM YOUR JOBBER TODAY 


MAKE-A-LITE DIVISION 


CHEFFORD MASTER MFG. CO., INC. FAIRFIELD, ILL. 


MARCH 28, 1946 
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machines, oil burners, power tools. and other home and shop 


millions of electric washing 


appliances in use, the V-Belt replacement business has become | 
big business. And much of itis going to the retail hardware store. | 


Are you getting your share of the profits now being made? 
You can. And this specially selected Gilmer “Eye-Ful” Tower 
V-Belt Assortment has everything you'll need. The 35 V-Belts 
which it contains cover 887 applications. 


The Gilmer Assortment goes to you complete with selling | 


accessories for only $21.01, and returns you a profit of $14.01. 
Put it to work earning that extra profit now. Just fill out and 


H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


mail the coupon below. 


rm 

















CUSTOMERS 
ARE WAITING 


this 
PORTABLE 
ALL-PURPOSE 
WELDER 


OME mechanics, farmers, 
auto repairmen, building 
maintenance men—are among the 
many who have long wanted a rugged, dependable 
welder that can be used anywhere—and priced 
right within their means. Now you can give them 
just what they want—in the versatile, completely 
portable Magic Wand Welder. 


RETAILS 


COMPLETE 





Heavy-duty transformer, with 6 stages of weld- 
ing heat, double-duty electrode holders and polar- 
ized outlet plug, built into a strong, shockproof 
carrying case, weighing less than 30 Ibs. packed. 
Plugs in on any standard 110-V, 60-cycle AC line 
and operates instantly. Does electric flame and 
metallic arc welding, brazing and soldering, han- 
dling any metal from tough tungsten steel to gold 
and silver. Simple to operate. Any handy man 
can easily learn to use it and save money on count- 
less metal repairs. Kit includes rods, fluxes, spare 
electrodes, helmet and Instruction Manual. 


Sold through hardware wholesalers. 
Write for name of your nearby 
wholesaler and full information on 
sales and profits. Address inquiries 
to: 


JOHN H. GRAHAM & C9. Inc. 


General Sales Azent 


WELDER 


Welds, Brazes, Solders—Saves Money 


PATENT SPECIALTIES. IN NEW YORK 





HARDWARE AGE 





COIVUMBIAN 
Homeshop VISES 















































more werkine space 
greater accuracy 


DURO 6" Jointer offers many important advantages 


A low-cost Jointer that incorporates exclu- 
sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effective 
working length of any 6” Jointer. Fence can 
be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
table. One piece steel combination cutter- 
head and shaft with machine-chip breakers 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 2” depth on material 
6” wide. Has many other unusual features. 


v Vv Vv 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Saws, Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Drills. 


DURO “!OO1LS 


MACHINE TOOL DIVISION 


OURO METAL PRODUCTS CO.. 2678 


ALSO MAKERS OF 


N. KILDARE AVE., CHICAGO 39, ILL. 


DURO® HAND TOOLS 
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URING 1946, you and your cus- 
D tomers will see more advertising 
featuring the U-S-S label and hear it 
mentioned more often on the radio 
than ever before. 

No longer are people willing to take 
any product that happens to be avail- 
able. They are rapidly going back to 
the brands they know the best—and in 
fence this means U-S-S American. 
More farmers prefer American Fence 
than any other kind. 

All during the war your customers 
were reminded about the advantages 
of American Fence and during the 
coming years they will be urged to buy 
from the dealer who carries the U-S-S 


American line of hardware products. 

Farm families buy nearly 40°; of 
all the consumer goods produced in 
America. Farmers have accumulated 
nearly 14 billion dollars in war bonds 
and savings. If you are not now de- 
veloping this “solid” market, plan to 
do so soon. Our representatives will 
be gkad to help you get started and 
supply you with literature that you 
can send to prospective customers. 

And don’t forget, fence is merely 
one of the profitable U-S-S American 
Products. Nails, tacks, barbed wire, 
staples and roofing are a few of the 
other items that mean more profit to 
you. Write for full details, 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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NATIONAL ADVERTISING in leading maga- 
zines features the U-S-S Label and makes over 
100 million impressions yearly, 


Ft RIL 


COAST-TO-COAST RADIO PROGRAM tells the 
story of United States Steel to a nationwide 
audience weekly. Tune in American Broadcasting 
Company network. Sunday 10:00 P.M., E.S.T. 








FARM PAPER ADVERTISING specifically on 
American Fence appears throughout the year 
in papers having total circulation of 6,367,907, 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


1/, inch width. Pull it out to any 
length. It stays “put’’—won’t creep 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placedin a moment, without taking 
the case apart. It has markings on 
both edges, in inches and y, inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 


HOW a Wyterace* Steel Tape. Your customer 
will take it every time. Show him how easy 

to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WrytTerAce Steel Tapes and Steel Tape Rules. 


*Trade Mark. Wyrerace Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209 


Drafting, Reproduction, Surveying 
Equipment and Materials, 


ne TOP? wrreract | FAVORITE WTPAC : 
KEUFFEL & ESSER CO. POCKET STEEL TAPES STEEL TAPES 
EST. 1867 | WY, inch width. Handsome chro- ¥%g inch width. Hard wearing black 


. ium-plated case convenient for leatherite case, nickel-plat 
NEW YORK » HOBOKEN, N. J. qbdide ot handbag. 36 and 72 in. / \ Mountings. 25, 50, 75 and 100 ft. 





CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO ter. U.. Pat of. 


tRex. U8. Pat. Of. 
LOS ANGELES * MONTREAL b sce a flee UR Pat On 
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THROUGHOUT 
20,000 


SIZES and SHAPES 
UPSON QUALITY 


NEVER VARIES 


REPUBLIC 
BOLTS AND NUTS 


Top quality is the only quality in Republic Upson’s vast 


range of headed and threaded products. Their ease of assembly and lasting holding power 


are two good reasons why they have been used—and preferred—for more than 90 years. 





REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION © CLEVELAND 13, OHIO AND GADSDEN, ALA. 


Export Department: Chrysler Building, New York 17, N. Y. 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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Tomorrows Wallflower ? 


AYBE you thought the experts were kidding when 
they predicted a postwar market for 414 million 


toasters. 
Today, you know that, if anything, they underesti- 


mated! Eager customers are swarming in to buy toasters, 


broilers, irons—any old thing at all. 


But after the party’s over—what then? Will the appli- 
ances you sell today win you another date with your 
public? Or will you be a lonesome wallflower? 


The answer is up to you. If you want loyal, quality- 
conscious customers, Manning-Bowman can get them for 
you. For Manning-Bowman makes a famous line of qual- 
ity appliances—like the popular Toaster-with-the-Tester 
above. Since 1857, Americans have known Manning- 
Bowman means best. 


To dealers Manning-Bowman also means more busi- 
ness. Good to keep in mind when you plan your stocks 
for the future. 


Manving- Bowman Means Best 


MERIDEN, CONNECTICUT 


Smokeless 


Long-Last 
Table Broiler 


Percolator 


Ww 


——— 


lron-that-Wags- Twin-O-Matic 
its-Tail Woffle Baker 


THE LINE THAT'S ALWAYS IN DEMAND 
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FOOD CHOPPER 
Fits anywhere. 
Easy to clean. 
Juice channel 
conducts juice to 
bowl. Retail 
Price $3.00. 


OTHER EBALOY 





MAIL BOX 
Wide enough for 
pocket edition 
magazines and 
large size enve- 
lopes. Self-drain- 
ing. Will not 
rust. Retail Price 
$2.50. 





He 


Bl Fume suicer 

No seeds, no dripping. Bowl has 
no holes—holds all juice. Pouring 
lip controls flow of juice. Retail 
Price $1.00. 


FAST-SELLERS 


TENDERALL 
For cubing and tenderizing 
meats. Stainless steel knives 
sever all tendons. Con- 
venient, easy to use. 
Easy to clean. Retail 
Price $7.50. 





EBALOY, he, 
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CRUSHES ICE CUBES INSTANTLY 


Here is an ice crusher that is rea//y different! Small, 
lightweight, attractive—it instantly crushes an 
ice cube into small, quick-cooling particles—just 
enough for an average drink: Always ready for 
immediate use. Easy to operate—even a child can 
use it with minimum effort. Unique enclosure does 
not permit particles to fly about room. Crusher 
cup holds all ice—cutting half unfastens, enabling 

ice to be easily emptied. Ideal for homes, bars, 


soda fountains. Rust-proof, easy to clean. 


ROCKFORD, ILLINOIS 























HOMEOWNERS 
WILL 
WANT IT... 


ALLIED 
HASIT! 


Introducing two of 
the NEWEST ITEMS 


in front door accessories! 





No. 1501—WROUGHT BRASS LETTER BOX PLATE 


| 
| 


| 








Gravity drop cover. Bevel edges. Outside plate, 
%,"" x 2%". Back plate, 6%" «x 24". Moll | 
opening 54" x 14". Packed 3 in a box with | 


screws. 





jr 
No. 1502—WROUGHT BRASS LETTER BOX PLATE 


Spring ty push-in flap. Bevel edges. Outside 
plate, a x 2%", Back plate 6%"' x 214". 
j from Mail opening 5!" x I'/2"'. Packed 3 in a box. 
Order 
Jobber 
at ! Both items available in highly polished and 
0 
Todey satin Brass, highly polished and satin Chrome; 
and all other standard finishes. 


ALLIED HARDWARE CORP. 


328 Grand Avenue Brooklyn 5, N. Y. 


Manufacturers of BUILDERS’ HARDWARE and SPECIALTIES 
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SURVEY SHOWS THAT! 


















Strong adhesion 





High tensile strength 
that buyers con- 


sider the follow- 
ing features of / 
prime importance 
when selecting 
rubber and fric- 
tion tapes: 


A recent trade 
survey shows 
Guaranteed footage 





Good aging properties 





Uniform quality 


Maker's age and reputation 


National distribution and promotion 


On all these points, PANTHER and DRAGON 
Friction and Rubber Tapes rate high! 


Made and backed by the company which has specialized for 
over 60 years in the insulation of electrical wires and cables, 
PANTHER and DRAGON Friction and Rubber Tapes are 
nationally distributed products. 

These tapes are known for their uniform quality as well 
as their excellent aging characteristics. They keep in good 
working condition when stored on the shelf and when used 
in a wide range of climates. You can always be sure of the 
footage, too, because every length is measured. 

PANTHER and DRAGON Friction Tapes adhere firmly, 
meet ASTM adhesion requirements. PANTHER and 
DRAGON Rubber Tapes fuse readily and securely, have 
high elongation and excellent dielectric qualities. They pass 
ASTM tests for tensile strength with a wide margin of 
safety. All tapes pass Federal Emergency Specifications. 

For further details on these tapes, or for the address of 
your nearest agent, write today. 





PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Throwgh Recognized Independent Wholesalers 


HAZARD 


INSULATED WIRE WORKS 


Division of The Okonite Co 


msylanio * Offic n Principal Citi 
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Corbin Screws’ 10-gross cartons make a hit with the 
Hardware Trade. This packing 


* SAVES TIME in filling your order at the Whole- 
saler’s warehouse. No wrapping needed — you 
may get it sooner! 


SAVES TIME in your own storeroom. A carton is 
easier to handle and stack — easier to open in 
the store. 


PREVENTS BROKEN PACKAGES, lost and tangled 
shipments, with their endless delays and book- 
keeping. 


oe © Order Corbin Screws — Nuts — Stove Bolts through 
=—” your Hardware Distributor. You'll find that Corbin 
“Quick-Sight”” Labels make it easy to keep a safe supply 
on your shelves — Corbin Strong Packages avoid break- 
age — Corbin Uniform Quality wins repeat business. 
You’ll make more Sales Per Minute with Corbin Screws. 























FOLDING MINNOW NET 


Here it is — the first 
improvement in small 
minnow nets for many 
years — and it’s by 
P & K! 3 feet square 
extended, 15 inches 
long folded, weighs 14 
oz. packed, just the 
right size to fit in your 





Increase garden interest 
and garden investment 


with this 
powerful idea! 










tackle box. Sturdy steel 
frame, finest quality 
woven minnow netting. 
Comes packed in 
bleached sacking draw- 
string bag. Simple di- 
rections printed on bag. 
%, This net is ideal for 





one-man seining. For 
minnows, hellgrammites, crawfish, etc. We predict this net will 
outsell all other nets of this type. Nationally advertised, No. 48, 
list price $2.00 each. Order yours today! 
Send for illustrated Jobber-Dealer Catalog, and Confidential price 
list. 

“ADVENTURES IN FISHING” 

This attractive 32-page booklet — articles by Cal Johnson, famous 
outdoor writer and fishing authority — pictures in full color of 
the P & K line of lures and accessories — fishing and hunting 
photos, etc., offered in our consumer advertising, will be furnished 


you for distribution in your store. A book that will be 





GIVEN with a 100 lb. bag 
of Vigoro! 

Plans designed by a fa- 
mous landscape architect! 
Contain over 30 planting 
arrangements and ideas! 
Detailed planting and sug- 
gestions! How to build 
and maintain a lawn and 
other valuable hints! 

@ Plans for all sized homes 
—small, medium, 








V1GORO Sadly Pans 


Professionally land- 
scaped grounds get bet- 
ter care. And this better 
care means more seeds, 
more tools, more garden 
supplies, more Vigoro for 
you to supply. More prof- 
its for you to enjoy. Step 
up gardening interest to 
a new high point ... cre- 
ate a greater demand for 
your supplies with the 























that will sell many P & K Lures for you! 


PACHNER & KOLLER, INC. 
Chicago 8, Ill. 


kept 


3426 Archer Avenue 











TESTED “0 PROVED LURES © FISHING ACCESSORIES 


profit - producing Vigoro 
Beauty Plans! 





large! 









Big, colorful ads in all important gardening magazines! 


SWIFT & COMPANY 


Plant Food Division, U. S. Yards, Chicago 9, Ill. 
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FULL PROFITS . . © There are no “cheap sprayers” in the Lowell line, no loss leaders that ‘waste’ cus- 
tomers and hurt profits. Every Lowell sprayer and duster is a quality product that gives you a full profit. 


SELECTIVE DISTRIBUTION . . . Lowell sells only through distributors who are carefully selected for 
highest reputation and best business ethics. None of your competitors can buy Lowell sprayers and 


dusters direct, nor can they undersell you on the Lowell line. 


COMPLETE QUALITY LINE . . . There's a Lowell sprayer or duster engineered and precision-built to 
fill every need with complete satisfaction. Yet the line is compact and standardized, designed for fast 


turnover and low inventory. 


[LoweLL 


WORLD'S LARGEST MANUFACTURERS OF 













j 





Fell Prf 






Dually Line 


No other manufacturer of sprayers and dusters 
provides all of these Lowell advantages. They're 
a combination that can't be beaten in helping 
you protect your market and make maximum 
profits. Each of them is a sound, practical rea- 
son why you should feature the Lowell line! 























Write for full details today! 


DEPT. 54—589 E. ILLINOIS ST., CHICAGO 11, ILL. 


SPRAYERS AND DUSTERS EXCLUSIVELY 
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HERE'S WHAT SELLS 
WATER SYSTEMS! 
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APPEARANCE 
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RED JACKET MECHANICAL SUPERIORITY 
fortifies dealers against 
tough competition 


Sure you can sell water systems today—most any water 
system. But—there’s a day coming when the going will 
be tough—unless you've fortified yourself with a line 
such as Red Jacket. For Red Jacket Water Service Prod- 
ucts lift you above competition—give you the very fea- 
tures that buyers want. 






SIX GREAT SELLING FEATURES 
DISTINGUISH RED JACKET 
CENTRI-JET PUMPS 









1. One Moving Part—Nobelts, 
no gears, no rods, no leathers, 
no oil, no crossheads, no con- 
necting rods. 


2. Flexible Installation — The 
pump con be installed in base- 
ment away from well. 


3. Pump Easily Adjusted to 
Well Capacity—Simple adjust- 
ment of control valve regulates 
Pump capacity. 










An Unmatched Combination of Mechanical Features 
—developed during 67 years’ experience in building 
more than 6 million pumps and other water service 
products—brought to an even greater degree of refine- 









4. Wide Clearance for 
Sandy Water—Pump 
will handle sandy wa- 
ter without damage to 
working parts. 


5. Quiet Operation — 
Only one moving part 
—only the whisper of 
moving water can be 
heard. 


6. No Oiling Required 
—Water lubricates the 
pump. Motor ball bear- 
ings sealed in grease 
for life-time operation. 


Other features include: 


















auto- 


matic leak-proof water seal, 
micro adjustment capacity 
control, accurately balanced 


bronze impeller eliminates vibration, completely 


automatic operation. 


AVAILABLE NOW? Yes, through Red Jacket 
jobbers—in the limited quantities material re- 
Strictions permit. We'll make more as soon as 
we can get material and manpower. 
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ment making pumps for the Army, Navy and Marines. 


A Performance Record that Reflects Fine Engineer- 
ing—a record so amazing that dealers say, “We usually 
make the installation and forget the pump except for 
minor repairs caused by wear.” 


A Complete Line of deep and shallow well water sys- 
tems, hand and windmill pumps, and water condition- 
ing units that will meet 95% of water service needs— 
every type in a price range to fit every pocketbook. 


There's a proven combination that gets business. 


SAAS . FREE MANUAL ON 
Fy SS son HEE, “HOW TO SELECT 
THE PROPER WATER 
> SYSTEM” 


Red Jacket has prepared a complete and comprehensive 
manual for jobbers and dealers that makes it easy to select 
the proper water system for each job. This booklet contains 
complete diagrams on various types of installations—pump 
type classification guide—water system selection chart—sec- 
tion on why water conditioners are necessary. 

You should have this free handy manual, Write for it today. 
Address Department 35. 


RED JACKET MANUFACTURING CO. 


DAVENPORT, IOWA 








hia 








Featuring a full line of PUMPS for shallow and deep wells, and WATER SOFTENERS 
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MACHINE wooD HARDENED, SELF-TAPPING 
SCREWS SCREWS SHEET-METAL SCREWS 


pit 








TYPE A TYPE Z 





SCREWS AVAILABLE IN THESE METALS: 


STEEL ina naga MONEL METAL 
BRASS EVERDUR 
ALUMINUM 











.-eAnd Each Screw is Available with all Commonly Used Heads... 


"I can always get Any Type... with 
Any Head ... in Any Metal... and 
that’s another reason why | always 
buy AMERICAN SCREWS AND BOLTS” 


American makes a complete line... wood screws, machine screws, 
sheet metal screws (3 types), and stove bolts . . . with either slotted heads 
or Phillips Recessed Heads . . . in all sizes, all types of heads, and in all 
metals normally used in fastening. 


This means not only steel and brass, but also the rust-resistant metals: 
Stainless steel (in many different analyses, according to requirements), 
aluminum, monel and everdur (silicon bronze). In particular, American 
specializes in screws of stainless steels. ‘ 


So buyers of screws and bolts can always be sure that they can get any 
requirement—or combination of requirements—filled promptly, from the 
standard American line. And this advantage...together with the 
higher perfection percentage in every order assured by American’s 4-phase 
inspection ...is putting more buyers all the 
time into the habit of marking their 
orders: “American brand only.” 


AMERICAN SCREW COMPANY 


PROVIDENCE 1, RHODE ISLAND 
Chicago M1: 59 E. lilinols $t, Detroit 2: 502 Stephenson Bidg. 
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Why More Dealers Are Selling More 
BULL DOG TAPE! Mikes 


DEPENDABLE RUGGEDNESS 


CONSTANTLY 

TESTED FOR NTe RAVELLING 

alich meeler-Vab a7 fel UNSIGHTLY 
EDGES 





| on Bull Dog Friction Tape is a. CELLOPHANE 
quick and constant, because this famous ; i WRAPPED 
tape has won national customer accept- } 

ance as a high-quality product. Cash in on ben . aaa” 
this fast profit-maker. Order Bull Dog “ey 


Friction Tape today from your local ® AVAILABLE [N 
distributor. = mel ALL STANDARD 
/ SIZES 


Boston Woven Hose & RUBBER COMPANY 


Distributors in All Principal Cities 
WORKS: CAMBRIDGE, MASS., U.S.A. * P. ©. BOX 1071, BOSTON 3, MASS. 
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MEETS EVERY 1946 TASTE 


Whether the new homes to be built in your 
section of the country will be Cape Cod, 
I’ rench Provincial, Mediterranean, or Modern, 
McKinney Forged Iron Hardware offers a 
wide range of matched designs that harmonize 
with the preferred architectural styles. 


Architects and Contractors favor these Mc- 
Kinney authentic period patterns because 
they help to carry out their ideas and speci- 
fications satisfactorily. 


By urging architects and builders to set up 
an allowance inthe specification of at least 
2% for hardware; to use three hinges to a 
door; to suggest that hardware be selected 
early after the contract is awarded,—Mc- 
Kinney is helping hardware dealers to favor- 
able business and profitable business. 


You won’t go wrong in stocking McKinney 
hardware—an established standard of quality 
for more than 80 years. 


in SINCE 1865 
ant MANUFACTURING 
PENNSYLVANIA 


COMPANY 


PittrssuReGon 12 


| Manufacturers of Household, Maintenance and Personal Brushes since 1909 


she's the one 
to watch! 








She’s your customer . . . the typical Mrs. 
America, proud of her most precious posses- 
sion — her home. 

She uses plenty of brushes to keep her home 
spic and span, to make her housework easier 
. .. floor brushes, radiator brushes, counter 
dusters, scrub brushes, toilet bowl brushes, 
and many others. 


She handles the household spending — and 
she spends wisely. She has learned to shop 
where she gets the best value for her money. 


Yes — she’s your customer ... a prospect for 
dozens of brush sales IF you carry the 
quality she insists on. 


A sure way to keep her satisfied . . . keep 
her coming back, is to feature brushes with 
the Empire name — famous for quality, de- 
pendability and long wear. 


SELL EMPIRE — AND CHALK UP THE PROFITS! 


Od ES . 
Oe oe 
IN - : 
brush works 
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pays you to use Cleveland High Carbon Heat Treated Cap Screws in all hard-usage 
| otal assembly. In most sizes they cost no more than bright full finished screws 
but assure maximum strength to withstand the toughest stresses. Double extrusion, applied 
through the Kaufman Process, creates a more closely knit grain structure on the surface 
while preserving the interior ductility of the steel. Specify Cleveland Top QualityFasteners. 


MINA TTU ND) ac Cleveland Cap Serew Company 


Z " 2917 EAST 79TH STREET * CLEVELAND 4, OHIO 


FAST EN E a S , | Weorehouses: Chicago, Philadelphia and New York 


Ask your Jobber for Cleveland Fasteners 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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America’s only complete line of 
Quality Insecticides, Fungicides, DDT Products 


For more than a quarter century professional 
nurserymen, estate and park supervisors have used 
D&P products for Dependable Protection against horti- 
cultural pests. Introduced in small packages for the 
home garden just four years ago, D&P products have 
set new standards of Dramatic sales Performance. 

Production and distribution were limited during 
the war years . . . now ample stocks are available for 
national distribution. 


A D&P Product for EVERY Need — A Sale for EVERY Purpose 


Never before has such a full line been available under 
one label. No other brand offers your customers $0 
much .. . in selection . . . in quality . . . in specific 
results. Now you can supply your customers with @ 
sure-fire D&P “killer for every need. Stock the full 
line of D&P family of Dependable garden Products and 
you'll corral your full share of insecticide business 


PS 


and Pyr 
Destroys 
sucking 

oz. 30¢, 
90¢, q 
$4.50, £ 
10 gals. 


ROTOX 


Fungicid 
pt. 75¢ 
$2.50, 
REPELLIT 
Famous 





Purpose 
e under 


mers $0 
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with @ 
the full 
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usiness. 


SPRA -TOX 

oncentrated Rotenone 
and Pyrethrum Spray. 
Destroys leaf-eating and 
sucking type insects. 4 
oz. 30¢, % pt. 50¢, pt. 
90¢, qt. $1.50, gal. 
$4.50, 5 gals. $19.00, 
10 gals. $37.00. 
ROTOX 
Rotenone - Sulphur Dust. 
1 Ib. 50¢, 5 Ibs. $1.50. 
RO-COP 
Rotenone - Copper Dust. 
1 Ib. in shaker-top can, 
75¢. 
TRI-SPRAY 
Triple Action Insecticide- 
Fungicide for Roses. 
pt. 75¢, pt. $1.35, at. 
$2.50, gal. $5.00. 
REPELLIT 
Famous Insect Repellent. 
Packed in attractive dis- 


Play cartons. 2 oz. bottle, 
50¢. 


@ FUME-TOX 


Rabbit Repellent, Soil 
Cleanser, Fumigant, 1 Ib. 
60¢, 2 Ibs. $1.00, 5 Ibs. 
$2.50. 


@ WEEDOUT 


2—4D Selective Weed 
Killer. Y% pt. $1.00, 1 
dt. $3.00, 1 gal. $10.00. 


@ JAPELLENT 


Jap Beetle Repellent. 
Trial Size (makes 4 gals.) 
50¢. Garden Size (makes 
15 gals.) $1.50. Estate 
Size (makes 100 gals.) 
$5.50. 
@ D&P WEED KILLER 

Super Strength Chemical 
Destroyer. Qt. 60¢, gal. 
$1.50, 5 gals. $7.00. 


@ TOMATO DUST 


Insecticide - Fungicide. 2 
Ib. bag, 50¢. 


© SCALE OIL 


The Ideal Dormant Spray. 
Qt. 75¢, gal. $2.00. 


OTHER D&P PRODUCTS 


Copper Tox Yq pt. 50¢, pt. 854, qt. $1.50, gal. $5.00 


98 P Dusting Sulphur 
88 P Plant Spray 

Stim (Liquid Nutrient) 
DEP Tobacco Aphicide 


Maggot Destroyer 
Rose Food 


2 Ib. bag, 35¢ 


Yq pt. 40¢, pt. 75¢, qt. $1.30, gal. $3.00 
qt. 50¢, gal. $1.00, 5 gals. $4.50 


2 Ib. bag, 35¢ 
5 oz. jar, 50¢ 
5 Ibs. $1.00, 25 Ibs. $3.00 


RETAIL PRICES LISTED 


Marco 


UsT 
For 


Corre . = 


D«P oes National with National Advertising 


All over the nation — D&P products will be sold and 
advertised under the slogan — It’s a Dependable Prod- 
uct if it's labeled D&P: This year, a big, whopping ad 
campaign . . . newspapers, magazines, radio, point 
of sale material . . . will build D&P sales to new heights 
. . » will bring you Dynamic Profits. Cash in on the 
terrific impact of D&P advertising and you'll reap a 
a harvest of D&P profits. 


Your Wholesale Supplier Has All 
The Facts or Write Us for Price List. 
DOGGETT - PFEIL CO. ° SPRINGFIELD, N. J. 





















































SOILAX 


CUSTOMERS 


BACK 
FOR 


@ National advertising brings ‘em 
in...100% satisfaction brings 'em 
back! Customers use speedy 
i'/ * Seilax for so many cleaning jobs 
you make repeat sales all year 
‘round. And remember — Soilax 
customers buy other items, too! 


GET SOILAX FROM YOUR JOBBER 







COMING 




















DISPLAY for 
VOLUME SELLING 


Sanettes give you full profit, steady 







volume and rapid turn. They move 






in and out of your stock with speed 






_...and justify all-year round display. 






Over 20 years experience, com- 






bined with continuous study and 







‘research, make Sanettes a quality 






product of better value. They are 






nationally advertised at established 





retail prices and distributed exclu- 






sively through the independent hard- 






ware and allied retail trade. 


PLAN YOUR COMPLETE SANETTE 
DEPARTMENT NOW! 


MASTER METAL PRODUCTS, Inc. 
273-291 CHICAGO STREET 
BUFFALO 4, N. Y. 
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You'll get a lot of new business with Mastic-Glazelaetelad - 
the successor to putty — because more of your customers can use 
it. Anyone can do a neat glazing job in a hurry with Mastic-Glaze 
because you don’t have the ticklish job of painting over the work 
afterwards. The color is already in Mastic-Glaze. 


A lot more of your trade will buy Mastic-Glaze AIMS eLey 


because many of your customers who wouldn’t attempt an old- 
fashioned prime and putty and paint job will go ahead with 
Mastic-Glaze on jobs they have been putting off. This means new 
activity and new sales you couldn't get before. 


Mastic-Glaze is a better product for you to recommend, too. Your 


Sold in 1 Ib. and 5 Ib. cans. 
Also in 25 ib. pails for 
your own work. 


REGISTERED IN US A. AND CANADIAN PAT. OFFICE, 


customers will be pleased with the quick, neat job they can do 
with it. They don't have to prime the sash before glazing and they 
don’t smear the glass with paint afterwards. Mastic-Glaze won't 
crumble or fall out, and yet is easy to remove if a glass is broken. 


Put the eye-appealing, self-selling display carton right up close to 
your cash register and see how Mastic-Glaze O creates 
new business for you. Even dealers who have enjoyed a good 
volume of putty business tell us that Mastic-Glaze, 

more than doubles their putty profits. 


(Mastic-Glaze Ay Maeltelay is sold exclusively through jobbers. 


Ask your jobber to supply you. If he can't, write us.) 


Why MASTIC-GLAZE Le¢0 cach negislers 


, -RI NGING! Here’s why: Many of your customers will use 


UT-1126 
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Mastic-Glaze who wouldn't tackle an old-fashioned putty job. 
It goes on easy... speeds up glazing because it does away 
with those fussy, mussy jobs of priming and painting over. 
More people can use it on more jobs —so you get more sales! 


SEND FOR FREE SALES HELPS! 


FREE illustrated, colorful folders! Attractive counter display 
comes to you as a shipping box ready for quick use. FREE mats 
and electros to make it easy for you to advertise MASTIC- 
GLAZE in Colors in your local newspapers. 

















HE’S not worried about that 
S water on her floor—for Tav- 
ern Non-Rub Wax resists even 
water spots! 

That freedom from worry is 
one of the extras you sell when you feature Tavern 
Non-Rub Wax. And it’s one of the many reasons 
why this popular wax means quick turnover, 
steady profits for you! 


What’s more, Tavern Non-Rub Wax is only one 
of the long line of Tavern Home Products, familiar 
to your customers through consistent national ad- 
vertising . . . “the line where each product is so 


good it creates a demand for all the rest.” 


Concentrate! Why bother with brand duplica- 


tion when Tavern Home Products meet most 
household needs? Order today from your nearest 
Socony-Vacuum office or from 26 Broadway, New 


York 4, N.Y. In the Southwest, order from Mag- 


nolia Petroleum Company, and on the West 
Coast from General Petroleum Corporation of 
California. Socony-Vacuum’s great 

distribution system extends from 

Coast to Coast. 


Nationally Advertised! Public Accepted! Priced to Please! 


— a 

















5 
' 


TAVERN HOME PRODUCTS | 


Tavern Liquid Wax - Tavern Paste Wax + Tavern Non-Rub Floor Wax 
Tavern Window Cleaner + Tavern Candles - Tavern Electric Motor Oil 
Tavern Lustre Cloth - Tavern Parowax or Paraseal Wax + Tavern Rug Cleaner 
Tavern Dry Cleaner « Tavern Furniture Gloss - Tavern Paint Cleaner 


meecipreneen = ne 


ns 
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A FAMOUS NAME 
IN AMERICAN 
HOUSEWARES 


FULLY VENTILATED 


All Steel 


IRONING TABLE 


eans CLARK-BUILT 











MARCH 28, 1946 


Products bearing the name Rid-Jid have been designed 
and manufactured by the J. R. Clark Co., Minneapolis, 
for over a quarter century. Almost every single improve- 
ment in features that make for utility and convenience, 
style and appearance in Ironing Tables, Step Ladders, 
Step Stools and Ladders were Clark developments. This 
basic Clark concept of producing new and better value is 
designing stimulating merchandise for tomorrow’s selling. 


LOOK TO RID-JiID...LOOK TO CLARK 
FOR RID-JID MEANS CLARK-BUILT 


® RID-JID IRONING TABLES 
RID-JID LADDERS 
RID-JID CLOTHES RACKS 
RID-JID WOODENWARE 














NATIONAL H. 
331 Mapison A 


Please senc 


floor plans. 





NATIONAL HARDWARE SHOW, INC. 


Suite 1103 . . . 331 Madison Ave., 
New York 17, N. Y. 


Telephone MUrray Hill 2-4802 


HARDWARE AGE 








They’ll Buy SECURITY With These Good Looks 


EAGLE NO. 3533 BZL 

PIN TUMBLER RIM 

DEAD LOCK Size 414” 

by 2%". 5 pin tum- 

bler. Gold bronze fin- 

ish, rustiess alloy 

case. Brass plated rustiess alloy cyi- 
inder plug and ring. Steel bolt with 
case hardened steel cores. 


Remember to specify EAGLE for screws and 
bolts. Precision manufacture gives you concen- 
tricity of head with shank . . . clean finish on heads 
and threads, no burrs . . . uniformity in centering 
and depth of slots. Write: Screw Division, The 
Eagle Lock Company. 


CABINET LOCKS « PADLOCKS « 
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NIGHT LATCHES » LUGGAGE HARDWARE « WOOD SCREWS » MACHINE SCRE 


Again in production and being shipped in ever-increasing 
quantities, is this famous Eagle Dead Lock. Retaining all of 
its original high security and durability, this popular household 
guardian has been re-styled in finish to add ‘eye appeal to its 
dependable structural features. Along with a sparkling new 
gold bronze finish, this Eagle lock provides the recognized safety 
of the dead lock; sunken cylinder ring for greater security; 
ease of installation; and flexibility of use. Because of the 
pressing demand for security of this type, Eagle is doing everything 
possible to speed deliveries to your jobber. Place your order 


today—it will pay you to feature this timely headliner. 


ANZ THE EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 
America's FIRST Lockmakers * Since 1833 
217 Eagle Street * Terryville, Connecticut 


WS « STOVE BOLTS » SHEET METAL SCREWS + DRIVE SCREWS 


117 














































EACH ISA 
MASTER PRODUCT 


Our washers are flat, clean-cut 
and hand-sorted —no scrap, 
no slugs, no mis-cuts. In the 
twenty-five years we have been 
serving the hardware trade, we 
have learned how to fill your 
needs, whatever they may be. 


U. S$. $. Washers © S.A. E. Washers 

Riveting Burrs * Square Washers 

Expansion Plugs * Machinery Bushings 
Aircraft Washers © Discs 

Light Steel Washers * Copper Washers 

Brass Washers * Aluminum Washers 

Stainless Steel Washers ¢ Etc. 


and over 10,000 sets of tools 
for special washers. 


rue MASTER PRODUCTS co. cievetano s:onio 
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WARWOOD TOOL 


ANY WAY YOU 
LOOK AT IT 


Yes, any way you look at the 


Warwood Striking Hammer 
you can see that this fine 















tool is correctly designed 








and accurately forged. Like 





other Warwood Tools, its 






attractive finish has merchandise 
appeal and its lasting service creates 









satisfied customers. 





MATTOCKS ...SLEDGES ... MAULS 
HAMMERS ...WEDGES... PICKS 
BARS... HOES ... ALSO TRACK TOOLS 
MINING TOOLS AND ANVIL TOOLS 
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REGULATION HARDWARE 
STORE-OWNERS KNOW: 


l 








THESE ARE THE BRANDS THAT ONCE BEFORE KEPT THE REGULATION 
HARDWARE DEALER IN THE TOOL BUSINESS ! ! ! 











WorI'H 





 PEXTO 


BORO 


__ME-KAN-IK 














——E 


SAMSON 








THE PECK, STOW & WILCOX COMPANY @® ene CONN., U. S. A. 


SINCE 1785 
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PORCELAIN 
ENAMELED , 
WARE 


Tn get started off right in 
your kitchen utensil business, 

you'll want Memco GLASS-ON- 
STEEL enameled ware in your store. 


@ MEMCO Ware sells on sight. 
Ultra modernly styled for greater eye-appealing beauty. 


@ MEMCO Ware means repeat match-up business. 
Kitchen tested and designed for greater utility. 


@ MEMCO Ware exceeds highest quality standards. 


Carefully made of selected materials for greater durability. 


@ MEMCO Wares assure complete satisfaction. 
Over 20 years reputation for quality leadership. 


All combine to offer the greatest utensil value to our 
customers — to best satisfy your customers. 


The Moore : 
Enameling & Mfg. Co 


WES F LAFAYETTE, OHO 
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These two smashing facts are taking 





the trade by storm. 


PAX TAPE profits top anything in the 
tape industry... by a wide niatgin. 


PAX TAPE profits can be figured in 


a jiffy ... with the new simple dis- 


count schedule. ‘ 
PAX TAPE. quality is_unéondition- 
ally-GUARANTEED...fo wholesaler, 


dealer, consumer. 


All Size Rolls... 
Immediate Delivery 
* 


Another 
PAX First 
Having been the first to break the 
discount bottleneck — PAX now 
leads off with the first real money- 
making DEAL ever offered to 


dealers. 


PAX BIG 
“66” DEAL 


With Display Cabinet FREE 
... 42a money maker! 


Send for the facts NOW 
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Window Glass 














Be #8 @& #. P 





























@ PENNVERNON’S freedom from distor- 
tion and brilliant surface finish are sure to 
please your customers. Pennvernon Win- 
dow Glass is a quality sheet glass, perfectly 
suited to add that “touch of quality” to 

Sell Pennvernon . . . the window glass 


that has made a name for itself! 


ENNVERNON 


‘pirrssurcH’ sland fr Zuality Glass and rind 
GLASS COMPANY 
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Wi 


ATTE) 
availa! 
new P 
handle 
provec 
know- 
versifi 
of desi 
mer is 


Qua 
grade 
to pro 
First g 
cally s 
onas 
hamm 
grip t 
and p 
withst 
Eve: 
B by an 
actual 
displa 
and t 
As! 
NOTE 





E 





AGE 


HOW TO NAIL DOWN 


PROFITS 


PHOENIX 
, eee 
P =? 4 


ot 


A. 


WITH THE NEW 


PHOENIX 


HAMMER 


ATTENTION DEALERS: A new, fine quality hammer is now 
available for you to sell quickly, easily and profitably. It’s the 
new Phoenix hammer .. . a drop-forged, heat-treated, hickory 
handled beauty. This new hammer has proper balance, an im- 
proved hand-fitting grip and the priceless ingredient of forging 
know-how, gained during Phoenix’s 40 years of successful, di- 
versified activity in the drop forging field. From the standpoint 
of design, materials and production methods the Phoenix Ham- 
mer is the newest, most improved hammer on the market today. 


Quality is inherent in this new Phoenix Hammer. The finest 
grade of forging steel is drop-forged and precision heat-treated 


to provide a hammerhead of maximum strength and toughness. 


First grade hickory handles are seasoned, kiln dried and hermeti- 
cally sealed. Scientific claw design insures an equally strong grip 
on a spike or a pin with maximum extraction leverage. Phoenix 
hammers are properly balanced and designed with an improved 
grip that eliminates hand fatigue, and the heads are fully buffed 
and polished. They’re made for easy swinging, are capable of 
withstanding the hardest usage, and are fully guaranteed. 


Every shipment of Phoenix hammers to dealers is accompanied 


= by an easily assembled easel-type display piece made to carry an 


actual Phoenix hammer. It’s an attention compelling, self-selling 
display designed to make your customers hammer conscious, 
and to increase your hammer sales. 


Ask Your Jobber About the New Phoenix Hammers Today! 
NOTE: Phoenix also makes a full line of Drop Forged Ball Peen Hammers 











7 OUTSTANDING FEATURES 


1 Drop-forged heads for maximum toughness 
2 Precision hardened head and claw 


3 Scientific claw design insures equally strong 
grip on a spike or a pin with maximum 
extraction s lev erage or ‘ 











'@aeetP YOU sgs€é&Lli MORE 


acm SYNCHROME 


Trademark Reg. U. S. Pat. Off. 


FINEST QUALITY ALUMINUM PAINT 











-POINT PROMOTION PROGRAM 


Eye-appeal is combined with buy-appeal in the new 
Cres-Lite SYNCHROME promotional program .. . planned 
to boost your Aluminum Paint sales to new peaks. Quick, 
profitable turnover is our goal for every SYNCHROME 
dealer . . . and we’re sparing no expense in making alumi- 
num paint a “‘best-seller’’ for you! 


—And remember . . . Cres-Lite SYNCHROME is exclusively 

a quality product. It is a quick-drying, synthetic resin, 

oil paint, containing only pure 325 mesh aluminum pig- 

ment. We pledge ourselves to maintain at all times the 

quantity and the high quality of Or, PIGMENT, and 

SYNTHETIC RESIN used in SYNCHROME. 

One coat of SYNCHROME completely SYNCHROME'S high hiding power and 

covers most surfaces with a chrome- durability make it the best protective 

like finish unsurpassed for its re- coating for tanks, stacks, roofs, metal, 

sistance to heat, moisture, fumes, concrete, brick and other types of os ” fop z 
weather and corrosion. tructures and equipment AVailab/, “ircular, Your 

“Pon re if 


Vest 


CRESCENT sronze pownrer co. 


116 West Illinois Street, Chicago 10, Illinois 1841 South Flower Street, Los Angeles 15, California 
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Now Available! 


New PIN TUMBLER Line 


Especially Developed For The Armed Forces 


Featuring GENUINE 
ALL BRASS UNIT INSERT 


Developed especially by FRAIM engineers 
for the Armed Forces during World War II, 
every part entering into the construction of these 


locks was designed for strength and ruggedness. 


Mass production lines were laid out and 
millions were fabricated and shipped to our 


Armed Forces all over the world. 


Available now for normal trade channels, 
these locks are being made in three sizes and 
should fill all requirements where high grade 


locks are essential and desired. 


“QUALITY TYPES ONLY” 


ASK YOUR JOBBER 


O& 
CYLINDER CONSTRUCTION || \ 








SIZE OF LOCKS 


| Lock Suggested 
Lock No. Case Height Shackle Retail 
Width | Overall D2- Price 





1625. 15/16|23/16| 7/32 $.90 


1626 «| 1 9/16 | 2 3/8 V4 5 


1627 17/8 |23/4 | 5/16 1.40 


CASE 


e Zinc Die Casting 
e Opalescent Metal 
Green Enamel 


SHACKLE 


e Steel—Hardened 
e Cadmium Plated 


CYLINDER 


e Brass Pin Tumbler 


2 KEYS 


e Heavy Brass Fluted 
and Milled 


KEY CHANGES 
e Unlimited 








THE E. T. FRAIM Lock Co. 


Producers of Quality Padlocks and Night Latches for 67 Years 


= 


PENNA. 
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Reporting on 


i IMPROVE post-war service for distributors of 


Our Post-war ' X-Pandotite and X-PANDO Pipe Joint Com- 
Exp ansion pound —to assure more frequent contact, closer 
P. ri Oogr aim and cooperation, faster delivery, speedier handling 





P helps of special requests, more effective merchandising 

How a and promotional support, the X-PANDO COR- 
HARDWARE PORATION announces that all sales to distributors 
JOBBERS= throughout the United States will be directed by 


MILL SUPPLY 
DISTRIBUTORS 





JOHN H. GRAHAM & Co., Inc. 


105 DUANE STREET 
NEW YORK 8, N. Y. 


NATIONAL SALES & Agents for 








== X-PANDOTITE 
The only interior, white, mortar-like repair cement that 


EXPANDS AS IT SETS 


An all purpose repair cement for thousands of home and commercial repairs) 
Easy to use, economical, makes long-lasting, leak-proof, heat-proof repairs. With- 
stands water, unaffected by oil, soap or caustic solutions. Completely fills any 
space. The best repair cement for terrazzo, tile, wood, plaster, etc. 

May be drilled, tapped, ground, polished or colored to match adjoining 
surfaces. Used by thousands for anchoring, household and commercial repairs, 


molding and casting. 





Positive expansion strengthens the joint, prevents leaks, ends pipe joint problems! 
permanently. One formula for all uses. Its expanding action corrects imperfec- 
tions in pipe threads. Smooths flange faces. Economical. Withstands vibration, 
sharp temperature changes, deflection. Withstands any pressure the pipe will 
hold. The standard compound for American Industry. It is listed in the re-exam- 
ination service of the Underwriters’ Laboratories. Write for further information.' 





X-PANDO CORPORATION 


43-15 36th STREET * LONG ISLAND CITY, N. Y. 
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Packaged Pipe Fittings Reduce Handling and 
Waste...Bring You More Fittings Business ~ 








r 
f y . Convenience in handling fittings is worth money to 
3 > Foam ng you. Yet Grabler Square “Gee” Packaged Fittings cost 
P you not one cent more. Protection for fittings while in 
5 zo “g ‘ 2 ' g stock is worth something, too, and so is the fact 
- : that Square “Gee” fittings are easier to merchandise. 
q Thousands of users prefer Square “Gee” malleable 
| iron pipe fittings for their smooth chamfering and 
clean-cut threads that never bind—screw up fast— 
s . easily— make tight connections. Square “Gee” pipe 
fittings are the product of precision methods of 
y manufacture. Nationally advertised Square “Gee” 
: pipe fittings have a constant, steady rate of turnover. 
— 
“Fe 
TA 











Cartons are shipped in sturdy master cartons sized for com 
venience in storing and handling. 
Order your next lot of pipe fittings in small cartons to suit your 
requirements. 
One size and kind of fitting in a carton — babel plainly 
indicates type, size, and number of fittings. 





Packaged fittings are easier to handle, stock and keep in 
order, easier to inventory. . 
Packages protect fittings from dirt, rust, loss and damage 
until sold. 
Every fitting usable, saleable and profitable. 
Order Grabler Square “Gee” Packaged Pipe Fittings from your 
wholesaler — order them by name, Square ““Gees.”’ 


THE SQUARE “GEE” LINE INCLUDES: 


Malleable Fittings © AAR Fittings * Unions © Rail Fittings © Cast 

lron Steam and Drainage Fittings © Patented Drainage Fittings © Brass 

Fittings and Unions © Steel and Bross Nipples * Hangers * Floor and 
Ceiling Plates © Copper Tube Solder-Joint Fittings. 





GRABLER 


GRABLER MANUFACTURING COMPANY 
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send for this 
slide-rule on product identification 












INVESTIGATE THE 


NEW DEVELOPMENTS IN 


MEYERCORD DECAL NAMEPLATES 


Don't let unusual surfaces deprive your 
product of the smarter effect and lower cost 
of Decal nameplate identifications. Send for 
Meyercord’s new Nameplate Selector and 
see how scientifically produced Decal name- 
plates can take the toughest surfaces in their 
stride. There’s a Meyercord Decal for every 
surface, from standard Kwik-Ways to highly 
specialized types resistant to acid, abrasion, 
temperature extremes, moisture—for appli- 


Bring the Goys Home... with Vietory Gouds / 


cation on any shape or kind of commercial 
surface. No rivets, bolts or screws required. 
They can be produced in any size, design or 
number of colors. And they last. 

Let the new Meyercord Decal Selector 
help you specify the right Decal for product 
trademarks, instructions, patent data or dia- 
grams. It’s another Meyercord service that 
is yours on request. Write for one today. The 
supply is limited. Address Dept. 11-3 















THE MEYERCORD CoO. 


World's Largest Decalcomania Manufacturers a —_ 
> oe a 2 ol el WchoMn © Oe aan. col te 
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Graud New MARCO Aleniaum Ware 


SO EAGERLY AWAITED BY PROGRESSIVE MERCHANTS! 
SO MUCH IN DEMAND BY AMERICA’S HOUSEWIVES! 




















OF MANY 
MARCO 
FEATURES 


MARCO Ware - THE PACEMAKER LINE 


OF THE POPULAR PRICE COOKWARE FIELD! 


N44 AT 


NESTED LIP «The Ms. ond desicned © Tops In Craftsmanship 
Perfect Cover Fh fese +} king? i a Tops In Modern Design 
cen, ™ Tops In Cooking Results 
™ Tops In Durability 
‘ EARLIEST POSSIBLE DELIVERY 
ASSURED ON 


ot. Sauce Pans 
| In. Diameter Skillets 


RACKET AS- 


B 
RIGID For safety- 


SEMBLY. 


a turai | 4 = —— = umbo Size ( hicken | eens 
M4 rela t} r radiant BUT 
BAKELITE HANDLE: parkling {11 mers 
Safety OP anent nation 
+ DETROIT 8, MICH 
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DELIVERY 








Electric CHURN 
Order 


In spite of the greatly increased sales | Nee 
volume of Gem Dandy Electric For 

Churns, we offer you immediate de- ff Spring 
livery. Order now for spring sales. Rush 
New and improved Gem Dandy is 

nationally advertised in farm journals. 





Has features farmers want, including 


slow-speed, long-life motor; aluminum THE F. E. MYERS & BRO. CO. 
base, shaft and dasher. Easy to oper- Dept. F-16, Ashland, Ohio 
ate, easy to clean, makes 15%, more RETAIL PRICES 


butter in 15 minutes. 


« ‘Model 914,32 





Ask your Hardware Jobber about Gem Dandy 
Glass Milk Container made especially for use DeLuxe 


with Gem Dandy Electric Churn. Model >| 7.32 


MORE MYERS WATER SYSTEMS ARE 
ALABAMA MANUFACTURING CO. 
1801 First Avenue, North Birmingham, Alabama IN USE THAN ANY OTHER MAKE 














COLLAPSIBLE 
Millions of users 


recognize Rogers famous fen || SELF-WINDING HOSE REEL 
glue as the best thing to stick with. WITH NO MECHANICAL PARTS 


And thousands of dealers have learned they’ll 

. . : Operates on same simple principle as the YO-YO. After 
never get stuck with it. Because Rogers is sold hose is attached to ROLL-EZE, give initial pull on hose 
only through the hardware jobber. Profits are away from reel toward sill-cock. Then, merely walk ahead 


. of rolling ROLL-EZE and guide hose as it winds self onto 
absolutely protected. Order through your jobber reel. Instructions with every reel. 


Name ROLL-EZE Hose Reel 
+ 14” wide (folds to 2”) $ 95 
Capacity 150 ft. of Hose ONLY . 
Packed...6 per carton, weight 66 pounds 


F.O.B...Battle Creek with 200 Ibs. actual 
freight allowed on 50 or ‘mere. LIST PRICE 
OPA cert.: amend dated December 11, 1945 


Order from your 
Jobber. If he 
does not stock 
ROLL-EZE Or- 
£ der Direct From 
PRODUCTS, INC. 
the beat LIQUID FISH GLUE 66 EAST JACKSON 


GLOUCESTER, MASS. SATTLE CREEK. SBI CRtGarc 


























HARDWARE AGE 











Albany Hdwe. & Iron Co. 


Albany |, New York 


Allison-Erwin Co. 
Charlotte 1, N. C. 

High Point, N. C. Asheville, N C 
Goldsboro, N.C. G le, S.C. 
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Amarillo Hdwe. Co. 


Amarillo, Texas 











i] Beck & Gregg Hdwe. Co. 


Atlanta !, Georgie 













72] Corpus Christi Hdwe. Co. 
" Corpus Christi, Texas 








“| Herper & Mcintire Co. 
Ottumwa, lowe 
Cedar Repids, lowe 




















Hoffman Hardware Co. 
Los Angeles 12, Calif. 









uey & Philp Hdwe. Co. 
Dalles, Texas 

Fort Worth, Texes 

Houston, Texas 


















Isaac Walker Hardware Co. 


e Peon, Illinois PRS j 
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Does he know 
how to 
‘talk files” 


to these 
customers? 


Framer, carpenter, blacksmith, auto repairer — each has 
individual file needs, according to the kinds of work he does 
and the implements he uses. But none claims to be an 
“expert” on the exact types, cuts and sizes of files he should 
have. He welcomes sound advice. He’ll lay in more files 
when he is sure his adviser “knows what he’s talking about.” 
There should be at least one member of every hardware- 
store sales force who knows how to “talk files” to customers, 
What constitutes a practical file kit for the average farmer 
- the sizes and cuts of Taper files carpenters and other saw 
users should have — the assortments blacksmiths and other 


wOls 
Ys y NICHOLSON FILE CO., 25 ACORN ST., PROVIDENCE 1, R. I. - 


(In Canada, Port Hope, Ont.) "-oeee 


2U.S.A. 


repair specialists need — what is a good, yet simple, variety 
of files for the householder. . . . The ability to make authori- 
tative recommendations in such or similar cases is sure to 
lead to bigger and more profitable file sales. 


While Nicholson makes more than 3000 kinds, cuts and 
sizes of files, knowledge of a comparatively small percent- 
age of these qualifies one as a retailing “file specialist.” 
Nicholson has considerable educational material (which 
may be had for the asking) to provide a practical basic 
understanding of files. Your jobber can be helpful, too, in 
lining up a suitable stock of files for your trading area. 
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TIME TO THINK OF 
SPRING CHAIN BUSINESS 


AMERICAN CHAIN 











Your good customers will soon, be 
wanting Halter Chains and Tie-—Out SELL AMERICAN- 
Chains. They depend upon you for the THE COMPLETE 


quality of chains you offer. So, when cage ysis 


you order from your jobber, be sure to ond Site Waited chain-- on 


types weldless chain 
"Buy American." In the interest of aceanaies toe 


. J P of chain fitti , attach- 
customer satisfaction and continued neuia Gnd Geant 


repair links—cotter pins. 
good will, it pays to "Sell American." . mie 














York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments ... 


Just Among Qurselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Echoes of the Triple Victory Convention 
Largest Hardware Gathering Ever Held 


—Atlantic City, N. J., March 12-14, 1946— 


Ve an attendance of ap- 


proximately 2500, the recent Atlantic 
City convention of wholesalers and 
manufacturers was easily the largest 
hardware gathering ever held in this 
country, if not in the world. It was 
the first (and probably the last) 
triple convention at which both the 
Southern and National wholesale or- 
ganizations met jointly with the man- 
ufacturers’ association. In a sense, 


Attendance and Interest:— 


it was too big to permit adequate 
distributof-producer contacts so vi- 
tally needed during what might be 
called the first spasm of our post- 
hostilities era. 

Veteran conventionites agree that 
never before have such large audi- 
ences attended every business ses- 
sion. With the exception of the 
wholesalers’ separate meetings on 
Thursday and the sheet metal branch 
Tuesday meeting, there were no spe- 
cific hardware industry or hardware 


0 0 


distribution discussions. The pro- 
gram of the three joint sessions was 
geared to basic economic subjects 
vital to all business in the collective 
American effort to resume a national 
peacetime economy. 

Naturally, hotel, restaurant and 
transportation facilities were heavily 
taxed but as Atlantic City is accus- 
tomed to such largé crowds most del- 
egates were well satisfied and thought 
such services were well handled. 


Outlook for Deliveries Not Too Encouraging:— 


S a result of literally count- 
less informal talks between man- 
ufacturers and wholesalers during 
the big convention, it was clearly es- 
tablished that the outlook for early 
shipments of hardware and allied 
merchandise in quantity or full as- 
sortments is still not too encouraging, 
olesalers were clearly disappoint- 
ed and, in many cases, said that they 
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had frankly expected more optimistic 
information on deliveries. 

About the most cheerful reports 
they could take home were reason- 
able hopes for continued improve- 
ment and equitable treatment in the 
allocation of available finished goods. 

Strikes and OPA’s unwillingness 
to provide satisfactory price control 
relief were the two major handicaps 


that were mentioned most frequently 
as basic factors that will continue to 
slow up industry’s efforts to produce 
and deliver more merchandise soon- 
er. One speaker stated that on sheet 
steel alone from six to eight weeks 
output had been lost due to the four 
week steel strikes, and that at best 
1946 would be only a “10 month pro- 
duction year.” 
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PROPOS of the price control 
angle we first quote from the 
formal address of OPA Deputy Geof- 
frey Baker the following observa- 
tion: 

“In supporting price control dur- 
ing this dangerous period you are 
recognizing the economic facts of 
life and paying premiums on a 
form of business insurance vital 
to your operations.” 


Elsewhere in his talk he said: 
“One of the difficulties confrent- 
ing the hardware manufacturer 
and wholesaler in connection with 
price control is the fact that he 
does not have one neat regulation 
to which he can turn for the an- 
swers to all of his questions.” 


Price Control and Delayed Deliveries:— 


The complete talk paralleled pretty 
much the usual pattern followed by 
OPA spokesman and can presumbaly 
be considered as an official expression 

-but these two quoted paragraphs 
seem to us, and to all of the manu- 
facturers at the convention with 
whom we discussed the matter, to 
typify particularly a fundamental 
weakness in OPA philosophy and that 
is—a lack of realism or a lack of un- 
derstanding of how business is done 
and what costs really are in today’s 
picture. 

Supporting the principle of price 
control “during this dangerous pe- 
riod” is not the issue nor is the lack 
of “one neat regulation.” The issue 
is that when OPA grants price relief 


after much delay and conference, the 
increase is not commensurate with 
cost factors involved nor do such in- 
creases seem to bear any relation to the 
exhaustive cost data provided by com- 
petent business men who really know 
something about costs—a knowledge 
of which too many OPA men seem 
completely innocent, or to which they 
are at least indifferent. 

As a result, many manufacturers 
cannot afford to produce complete 
lines but must concentrate on items 
which will bring them some return— 
and that is what many of them will 
do. This will be a big factor in de- 
laying more shipments at an early 
date. And many wholesalers heard 
this from many manufacturers dur- 
ing the recent convention. 


Unfair Tax Advantages of Co-operatives:— 


fig unfair tax advantages en- 
joyed by the Co-ops was pre- 
sented to the convention in a mas- 
terful way by Vernon Scott of the 
National Tax Equality Association 
whose message is published practi- 
cally in full in this issue. It should be 
read carefully by all hardware men 


ITING freely his own company’s 
experiences with fair trade dis- 
tribution, B. S. Peirson of Corning 
Glass Works gave a most appropriate 
analysis on this subject, outlining the 
advantages to consumers, retailers, 


as he provided some excellent ammu- 
nition to fire at Congressmen. 

As we have pointed out before, and 
frequently,- there never was a time 
when the Co-ops were closer to pay- 
ing the same taxes as paid by pri- 
vately owned enterprise and the sub- 
ject is due to be brought up in Con- 


O O 


wholesalers and manufacturers. 

This subject is especially timely, 
in view of current efforts to nullify 
state fair trade laws by repealing the 
Miller-Tydings Law, the federal en- 


abling act which permits inter-state 
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gress following the fall election. 
One basic truth expressed by Mr. 
Scott could well be used in all discus- 
sion on this subject. This is it— 
“Their (the Co-ops) earnings 
are profits, regardless of the ter- 
minology employed to make them 
appear to be something else.” 


“Distribution Under Fair Trade”:— 


fair trade contracts. This should be 
read earnestly by all hardware men 
and provides helpful information for 
those who wish to embark upon fair 
trade or who desire to urge it upon 
others. 


The Complete Story of the Victory Triple Convention:— 


N the pages beginning on page 
142 is presented the complete 
story of the Atlantic City Con- 


vention. This report merits earnest 
attention from every retailer, as well 
as every wholesaler and manufac- 
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turer—and their salesmen and buy- 
ers. It brings basic economic think- 
ing from competent spokesmen. 


Another Atlantic City Convention This Year 
October 14-18, 1946. Next Southern in April, 1947 


URING the recent Victory Triple 
Hardware Convention it was 
decided that the National Wholesale 
Hardware and the American Hard- 
ware Manufacturers’ Associations 
would meet again jointly this fall at 
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Atlantic City, N. J. The dates are Oc- 
tober 14 to 18, 1946. 

It was also agreed that the Southern 
Wholesale Hardware and the Ameri- 
can Hardware Manufacturers’ Associ- 
ations will resume their former prac- 





tice of a spring joint convention next 
year in April 1947. Although place of 
meeting has not been decided at this 
time it is believed that the convention 
will be held in Palm Beach, Fla., or in 


Cincinnati, Ohio. 
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power --riding on air 


Power rides on air in ILCO Pneumatic Closers. Screen doors, 
storm doors — even bathroom and closet doors — close them- 
selves smoothly and quietly — year after year... 

This proven performance is something you can depend upon 
to help you build a steadily increasing, profitable, year-round 


business in ILCO Security Hardware. 


SECURITY HARDWARE 


INDEPENDENT LOCK COMPANY - FITCHBURG, MASSACHUSETTS 
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The section for the 
grown-ups is shown 
on this page. Here 
we see the various 
adult gifts display- 
ed in an attractive 
fashion around one 
of the central pil- 
lars of the store. 


(Guns are year round 


builders of traffic and sales for Ar- 
thur R. Quackenbush of Eugene, 
Ore., and the gift department is de- 
signed in such a manner that it ap- 
peals to customers of all ages. The 
store occupies three floors, each 50 
by 100 ft. in size and the area de- 
voted to gifts occupies almost an en- 
tire floor. But here’s the unusual 
thing about this department. It’s 
divided into sections according to 
ages—baby gifts; those of pre-school 
age; for those up to and including 


Low step-up tables are used for 
featuring the decorative pottery. 
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Gifts for those up 
to, as well as in- 
cluding, ‘teen ages 
are shown in this 
section. There's a 
wide range of items 
to be found in this 
area and it's pop- 
ular with children. 


Arthur R. Quackenbush divides department 
into baby, pre-school, ‘teen’age and grown- 
up sections and capitalizes on the idea 


the ’teen ages, and those for grown- 
ups. 

“We found,” Mr. Quackenbush 
says, “that we accomplished better 
display effect and accounted for a 
larger volume of sales by making the 
different age gift departments com- 
plete units in themselves.” 

In the baby department, the store 
carries a full line of baby clothes. 
Special displays are set up showing 
a full layette priced as one unit. This 
has been a popular seller the past 
two years. 

The pre-school section is_ still 
showing a large percentage of 


The pre-school age gift section 
is headquarters for little ones. 
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wooden toys and furniture and sub- 
stitute-for-metal items. However, as 
new metal merchandise arrives it is 
immediately shown and is announced 
to the public by means of newspa- 
per display ads. Games are now 
shown only in the pre-school de- 
partment. Formerly, they were dis- 
played also in the grown-up gift sec- 
tion. The lifting of gas and tire ra- 
tioning has considerably slowed 
down game sales to older buyers, ex- 
cept as gifts for children. 


Wide Assortment 


The store carries a wide assort- 
ment of items for youngsters up to 
and including ‘teenagers. Wall 
plaques of hand painted tile are the 
leaders. China and pottery shelf 
pieces come next. China and metal 
miniature animal sets are popular. 
High quality leather diaries, which 
can be locked, sold well all during the 
war and continue strong. 

The grown-up section of the gift 
department contains china and glass- 
ware, Mexican baskets and pottery 
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HARLEY L. LUTZ 


NE way of approaching the ques- 
tion of balancing the budget is by 
refuting some of the arguments of those 
who don’t believe the economy can 
work well under a balanced budget. 
What is generally meant by “work- 
ing well” is providing enough jobs, the 
implication being that balancing the 
budget will cause considerable unem- 
ployment. But there are errors in 
fields other than fiscal policy which 
need attention before unemployment 
can be solved. Unemployment is the 
symptom, not the disease, and it can’t 
be cured by giving the economy a shot 
in the arm from the fiscal ampule of 
deficit financing. 
Everybody knows that employment 
varies. There have always been, and 
probably always will be, good and bad 
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and antique glassware. The glass- 
ware is shown on plate glass shelves 
of the wall cabinet type. China and 
glassware gift items are shown on 
tables, several of them built around 
support pillars. Low stepped tables 
also are used for showing pastel pot- 
tery pieces. 

According to Mr. Quackenbush, 
gift items when made a leading de- 
partment, and sectionalized, require 
a large warehouse reserve. Lines, in 
order to be steady sellers, must be 
full. Unlike the seasonal buyer, the 
year-through customer buys to com- 
plete sets and to replace broken 
pieces. In other words, the year- 
through buyer comes to the store not 
so much to shop as to locate some 
specific piece of merchandise. 


Geared for 12 Months 


“In this respect,” Mr. Quacken- 
bush said, “the gift department 
geared for twelve months’ saies, is 
much like the tool department or the 
stock for farm parts. Here is an im- 
portant point, | think, for the dealer 






The Budget and Unemployment 


By HARLEY L. LUTZ 





to remember if he wishes to make 
his gift line a steady seller rather 
than a seasonal two to three weeks’ 
leader. Full lines and complete 
stocks bring the buyer to your store. 

“Seasonal type gift leaders are 
good for attracting the casual shop- 
per to your department, once he is 
in the store. They are also valuable 
for window sets as ‘stoppers.’ But 
for this they must be something not 
repeatedly shown. 


Reputation Counts 


“Once you get the reputation for 
having a large gift stock, and full 
lines of china, pottery and glassware, 
the word gets about and the buyers 
come to you for their gifts just as 
they go to any established dealer for 
name merchandise. 

“The year-through gift department 
is just as popular and just as profit- 
able at our store today as it was dur- 
ing the war. We shall continue to 
operate it under very much the same 
policy which carried us through the 
war period.” 


Professor of Public Finance, 
Princeton University 


times. Could a balanced budget cause 
a depression? Would an unbalanced 
budget prevent one? The answer is 
no to both. Booms and depressions are 
almost as inevitable as the seasons, and 
they can’t be credited to or blamed on 
budget balance. No single explanation 
is adequate; a combination of factors 
is involved. A lot of theories have been 
suggested—war, gold and price move 
ments, technological advance, new re- 
sources, etc. 

If maintaining a balanced budget 
won’t cause a depression, then, will it 
lengthen one and delay recovery? 
Again, no; other factors are involved. 

Important among these is adjusting 
wages to the declining total income of 
a depression. It is clear that the amount 
of employment which was provided 
under rising prices and profits can’t 
still be maintained in the falling prices 
and profits of a depression period, if 
wages are to be held at boom rates. 
Assuming a 40-hour week and a 50- 
week work year, simple arithmetic can 
illustrate this: 


Depression 
Boom Formulae 


Wage Income 

In Billions $100 $75 $75 
Average Wage 

per Hour $ 100 $1.00 $ .75 
Millions 

Employed 50 375 30 

That makes a convincing case for 
wage revision, and it certainly em- 
phasizes that the cause and prevention 
of unemployment is not a matter of 
fiscal policy alone. Sound measures all 
the way around are needed. It would 
be just as bad judgment to try to coun- 
teract the inflation of deficit financing 
by juggling wages as to try to correct 
the mistakes of labor. management and 
price policy by tinkering with the 
Federal budget. 

In other words, there has been an un- 
fortunate tendency to make the budget 
the shock absorber for all sorts of eco- 
nomic and political mistakes. If we 
quit doing that, the economic machine, 
given even half a chance, can operate 
well under a balanced Federal budget. 
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Shows Farm Goods Where Farmers See Them— 
That's One Reason Why Sales Increase 


The Tepper Hardware keeps all farm 
merchandise in the open where it 
is a continual reminder to patrons 


V-belts are shown above the steel goods. Each is a reminder for the other. 


Miscellaneous farm items are featured on this table. Few farmers pass it by 
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i. like to come 


to the Tepper Hardware, Urbana, IIl. 
because it is easy for them to get 
what they want. Manny Tepper and 
his staff of five salesmen have taken 
care to have the farm goods displayed 
properly, especially the smaller items 
in farm hardware. The result is that 
farmers can spot what they are look- 
ing for, and they appreciate this kind 
of display. 

For example, a large number of 
V-belts are displayed along the rear 
wall directly above the steel goods 
area. The farmer can point out the 
size belt he wants and with a special 
stick the salesman can get it down 
in a hurry. 

The farmer who inspects belts also 
sees the steel goods directly below 
and is often stimulated to buy. The 
same is true when he is looking at 
the steel goods. 

Near the V-belts and the steel 
goods is a large table of many small 
and medium size farm hardware 
items. This table has three step-up 
shelves from the counter level, and 
at the back there is a background on 
which are hung chains, pulleys, hooks 
and other items. These articles are 
all displayed so that the farmer does 
not have to spend any time pawing 
about through merchandise stocks to 
find what he wants. 

Occasionally the store also has an 
excellent window on farm _ items. 
This helps to attract the attention of 
farmers in addition to those who al- 
ready make the store their shopping 
center for farm merchandise. ° 

















>. E Triple Victory 


Hardware Convention, at the Marl- 
borough-Blenheim, Atlantic City, 
N. J., held March 11-14, 1946, was 
the largest joint wholesalers and 
manufacturers convention in the 
history of the industry. Another 
outstanding feature was the meet- 
ing of the Southern Wholesale 
Hardware Association (formerly 
Southern Hardware Jobbers As- 
sociation), for the first time with 
both the American Hardware 
Manufacturers Association and the 
National Wholesale Hardware As- 
sociation. Attendance was approxi- 
mately 2500 and registration over 
1800. This is 25 per cent greater 
attendance than any previous hard- 
ware convention. The big conven- 
tion was the 90th semi-annual meet- 
ing of the Manufacturers, the 
51st semi-annual meeting of the 
N.W.H.A., the 56th annual conven- 
tion of the Southern association and 
the 35th semi-annual gathering of 
the Shéet Metal association. 
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In the foreground is the Marlborough-Blenheim. in the background is Hamid's Pier, 


The Story of the 


In joint session wholesalers and 
manufacturers heard Vernon Scott, 
vice-president, The National Tax 
Equality Association, Chicago, dis- 
cuss “The Unfair Tax Advantages 
of Co-operatives,” ‘urging Congres- 
sional action to eliminate these ex- 
emptions. The N.W.H.A., in its 
closing session passed the following 
resolution: 


Resolutions Adopted 


WHEREAS, Chairman W. P. Tracy 
and all of the members of our com- 
mittee on co-operatives have de- 
voted much time and attention to 
the elimination of the discrimina- 
tory feature of our tax laws which 
favor co-operatives and, 

WHEREAS, through their efforts 
members are better acquainted with 
the need for advising their Senators 
and Congressmen of the manner in 
which co-operatives are adversely 
affecting our Industry, therefore be 
it 

RESOLVED that the National 


Wholesale Hardware Association in 
meeting assembled this 14th day of 
March express our sincere appre- 
ciation to Chairman Tracy and the 
members of his committee and be it 
further 

RESOLVED that members continue 
to support the Committee in its 
work. 

George A. Fernley, former secre- 
tary-treasurer of N.W.H.A. was 
elected managing director of that 
organization and Thomas A. Fern- 
ley, Jr., former assistant secretary- 
treasurer was elected executive sec- 
retary, at the annual meeting. 

The Sheet Metal association 
passed the following resolution: 

WHEREAS, the Office of Price Ad- 
ministration in granting increases 
to manufacturers in some cases has 
not given consideration to increased 
costs of distribution, be it resolved 
by the National Association of 
Sheet Metal Distributors that the 
association and members thereof 
urge all manufacturers in present- 
ing petitions for price relief insist 
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The Atlantic City shoreline from the Marlborough-Blenheim convention headquarters. 


Atlantic City Convention 


8 sien Victory Hardware Convention of the National Wholesale 
Hardware Association, Southern Hardware Jobbers’ Association 


and American Hardware Manufacturers’ Association had an attend- 
ance of approximately 2500 at Marlborough-Blenheim, Atlantic City, 
N. J.. March 11-14, 1946. Southern association changes name to 
Southern Wholesale Hardware Association. John S. Tomajan and 
Edward S. Pritzlaff again head manufacturers’ and National Whole- 
sale Hardware associations. Edmund Orgill is new president of 
Southern association. N.A.S.M.D. urges manufacturers in present- 
ing price relief petitions to “insist that the Office of Price Administra- 
tion provide the historic margins for the distributors of such products.” 


that the Office of Price Administra- 
tion provide the historic margins 
for the distributors of such prod- 
ucts. 

A resolution of the N.A.S.M.D. 
requesting price relief, was passed, 
as follows: 

WHEREAS, after full and free dis- 
cussion in its annual convention, it 
being the considered opinion of the 
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National Association of Sheet Met- 
al Distributors, which is as close 
as or closer to the building trades 
and agriculture than any other 
group, that the building program, 
both housing and farm building, is 
being seriously handicapped by the 
lack or limited production of cer- 
tain steel products of which galvan- 
ized and black sheets in light gages, 


and manufactured products pro- 
duced from them. 

Wire nails are outstanding exam- 
ples. It is recommended that price 
relief be given to the manufactur- 
ers of these commodities to permit 
them to be put into full production 
and that adequate distribution 
spreads equal to the historic mar- 
gin of the three best years from 
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JOHN S. TOMAJAN 


The Washburn Co. 
President A.H.M.A. 


1936 through 1941 be allowed, this 
to be provided for through a blan- 
ket order and not through the cum- 
bersome procedure of individual 
applications, and 

BE IT FURTHER RECOMMENDED 
that copies of this resolution be 
placed before Paul Porter, Admin- 
istrator of the Office of Price Ad- 
ministration, Mr. Wyatt, housing 
administrator, and Secretary of 
Agriculture Anderson and _ that 
members of the N.A.S.M.D. be 
urged to immediately send copies 
of this resolution to their Senators 
and Representatives. 


R. R. Witt’s Address 


In his address at the joint open- 
ing session of the convention R. R. 
Witt, president of the Southern 
Wholesale Hardware Association, 
stated in part: 

“To the members of the Amer- 
ican Hardware Manufacturers As- 
sociation, I extend greetings in the 
name of both the Southern and the 
National Wholesalers, and I am 
sure I express the sentiments of 
each and every one when I say to 
you that in spite of the slow ship- 
ments, the disappointments, and 
the broken promises, we think you 
have done a masterful job. The 
Government called on you to equip 
our armies and supply our allies. 
We called on you to keep the civil- 
ian market supplied. Along with 
this dual demand, you had domestic 
problems within your households— 
your cook quit so to speak—but you 
did keep going, and thanks to your 
Sincere and determined effort to 
distribute equitably whatever civil- 
ian goods you were permitted to 
make, we all did survive. We take 
this opportunity to let you know 
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that we recognize the handicaps un- 
der which you have labored and 
appreciate your faithful perform- 
ance of a difficult task. We should 
like also to say to you—not as dis- 
tributors of your products, but as 
citizens of a nation blessed with 
victory—that generations yet un- 
born, who shall inherit the freedom 
which has been preserved, owe the 
manufacturers of America an un- 
dying debt of gratitude, we salute 
you and are proud of your perform- 
ance. 

“Let’s find and restore that 
source of strength which enabled 
America, totally unprepared for 
war, to rise up with the most 
powerful military might the world 
has ever seen. I submit to you that 
the spark plug of our energy and 





EDWARD F. PRITZLAFF 


John Pritzlaff Hdwe. Co. 
President N.W.H.A. 


the foundation of American power 
is the challenge of free competition 
—the incentive born in the unre- 
stricted privilege to rise as high 
and grow as strong as our energy 
and intelligence permits—we must 
not lose that incentive. Competition 
makes us plan, and strive, and 
think, and if our victory proves 
anything at all, it is the overpower- 
ing strength of a people who are 
encouraged to think and work out 
their own destinies. History has 
written invariable failure wherever 
the thinking of a nation is en- 
trusted to an all powerful few. 

“We need competition to make us 
sturdy, and if the Federal Bureau 
stands aside, the era ahead should 
provide plenty. Let’s not regard 
new competition as an unholy in- 
trusion. It is the open door through 
which our own business entered the 





field and let’s recognize it as a great 
American privilege and a source of 
strength which must be preserved. 
If the newcomers do a better job 
our business may not survive, but 
so long as we have the stimulus of 
free competition our industry shall 
rise to bigger things in a better 
way. There is more strength within 
us if properly encouraged than can 
be injected by Government bureaus. 
Whether we survive or fail, let it 
be under a system which offers the 
free right to do our best and re- 
wards us according to what we ac- 
complish. 

“Let’s prepare our own business 
for a bigger job with increased 
competition, and hope that Govern- 
ment agencies may stand aside and 
leave the task to our own ingenuity. 
If we go down, let it be with the 
knowledge that we had a free and 
unhampered chance, and if we sur- 
vive, let it carry the assurance that 
we have preserved that free com- 
petitive spirit which has made us 
strong among nations.” 

The Southern Hardware Jobbers 
Association voted to change its 
name to Southern Wholesale Hard- 
ware Association and at its busi- 
ness meeting passed a resolution 
“commending NRHA particularly 
its efforts in encouraging its mem- 
bers to modernize their stores, show 
windows, display, advertising and 
all their ways of doing business, to 
the end that they might meet and 
beat any and all competition.” 


John S. Tomajan’s Address 


President John S. Tomajan of 
the American Hardware Manufac- 
turers Association, in his address, 
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at the closing semi-annual meeting, 
said in part: 

“It is fitting that our three asso- 
ciations should have collaborated 
completely in the celebration of the 
victory of the United Nations. 
Moreover, it is important that we 
should do so. In doing so we pro- 
fess to ourselves and demonstrate 
to others the unity and integral 
character of our industry. 

“It is true that for purposes of 
concentrated study and of efficiency 
we divide the industry into its com- 
ponent parts. But it should be di- 
vided only for these purposes. It 
must never be divided for any 
other. 

“Exceptional conditions have pre- 
vailed during my term as your pres- 
ident. The report of our executive 
secretary will cover the details of 
our operations during this period. 
I shall not repeat any of them ex- 
cept to say that the health, wealth 
and stamina of the association have 
been preserved during the war pe- 
riod. In fact, we have emerged in 
even better condition than when the 
war began. 

“When I was elected president, I 
had misgivings about my adequacy. 
Some of my friends, who had for- 
merly held this office, told me not to 
take myself too seriously because, 
they said, while it may appear to 
the uninitiated that it is the presi- 
dent who runs things, actually he 
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simply joins the show and travels 
with it. It is managed deftly and 
unostentatiously by Charlie Rock- 
well, ably abetted by Miss Francis. 

“Although we joined hands in 
this convention for a particular pur- 
pose—namely, to celebrate victory 
and the resumption of peace—we 
can, I believe, properly hope that 
something new has been added to 
our possibilities in the future. Will 
it not be wise to carry forward into 
our future meetings much of this 
pattern of cooperation? The prin- 
cipal purpose of our associations is 
to provide an opportunity for the 
people in our industry to know each 
other better and to become imbued 
with a sense of integration. After 
all, we are one industry. Each one 
of us has a function to perform. 
But the value of that function lies 
entirely in its relation to the indus- 
try. We are all in one boat. These 
occasions can serve to remind us of 
that fact. 

“And we have seen more of each 
other than usual. I hope that this 
has left a sufficiently good impres- 
sion to cause our associations to 
seek more of the same pattern in 
future conventions.” 


Edward F. Pritzlaff Speaks 


At the joint, Thursday morning 
session, of the National and South- 


A section of the boardwalk with the Atlantic in the background—next stop is Europe. 


ern associations Edward F. Pritz- 
laff, who was reelected president of 
N.W.H.A., said, in part of his ad- 
dress: 

“The hardware industry has 
proved its worth and has estab- 
lished its place in the economy of 
the nation. Our war record is one 
to be proud of and many critics 
have changed their mind about the 
so-called ‘middle-man.’ In spite of 
the many restrictions, red tape, 
shortages of material, etc., our in- 
dustry played an important part in 
the Winning of the war. 

“Unfortunately many of the re- 
strictions and impediments to busi- 
ness are still with us. 

“No one of us, I believe, is op- 
posed to the general objective of the 
Office of Price Administration. We 
do not want run-away inflation, but 
the methods used by OPA certainly 
can be criticized, and experience 
has proved that some of the policies 
are unsound and lead to the very 
inflation we are trying to avoid. I 
refer in particular to the fact that 
so many commodities, especially the 
low and medium priced lines of 
merchandise, have been kept off the 
market. 

“As far as the distributors are 
concerned, at the very first meeting 
we had with the OPA in Washing- 
ton in Dec., 1944, we passed a reso- 
lution asking OPA to respect the 
historic mark-up of the distributors 
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on the merchandise they sell, when 
granting relief to the manufactur- 
ers. This resolution was by-passed 
and the absorption policy was put 
into effect. Today we are facing 
increased operating costs with 
smaller margins. 

“We should impress on the manu- 
facturers who are asking OPA for 
price relief, that they should at the 
same time give careful considera- 
tion to the re-sale prices of their 
distributors. If a manufacturer has 
a good price set-up the OPA fre- 
quently will approve it. 

“The fact that OPA policies have 
helped create a shortage of mer- 
chandise, gives rise to the present 
demand for continued price restric- 
tions. We should insist that such 
restrictions be lifted on all items 
not going directly to the cost of liv- 
ing, and certainly as soon as the 
pipe-line of any commodity is filled. 

“Our best method of exerting 
influence on OPA is still through 
close contact with our representa- 
tives in Congress.” 


N.W.H.A. Activties 


George A. Fernley, managing di- 
rector, N.W.H.A., in his annual re- 
port, announced that membership 
is now 385. He stated in part, “Re- 
cently there has been an inclination 
on the part of OPA to become more 
practical and recognize the need for 
wholesalers’ receiving at least their 
overhead expenses when price in- 
creases are permitted manufactur- 
ers. This was an announced policy 
in December of 1944, but the offi- 


cials who were to carry out this 
policy, have not always observed it. 
In many instances, absorption was 
required to the extent that many 
items, previously profitable, do not 
now have a sufficient margin. 

“OPA’s new Supplementary Or- 
der 145 permits wholesalers to re- 
cover their individual Overhead Ex- 
pense percentage on many items 
where manufacturers’ prices have 
been advanced. It recognizes the 
fact that District Offices cannot 
possibly handle the volume of re- 
quests for price increases and pro- 
vides at least a less cumbersome 
method.” 

He urged members “to protest 
vigorously- against any change in 
the customary two per cent pre- 
mium for cash.” As to surplus prop- 
erty, he stated, “Within the past 
month, the War Assets Corp., which 
has taken over the sale of surplus 
was considering auction sales and 
spot sales on a first-come, first- 
served basis. Vigorous protests 
were registered against such a pro- 
cedure, as this would undoubtedly 
result in sales to speculators and 
others who might demoralize the 
market and further discourage 
wholesalers from participating.” 


Secretary Fernley’s Report 


In his report as secretary-trea- 
surer of the National Association 
of Sheet Metal Distributors, Thom- 
as A. Fernley, Jr., stated: 

“All of us know that the gross 
margin of the distributor is being 
adversely affected by OPA’s absorp- 
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tion policy. We have fought this 
from the very beginning because 
the way in which the normal spread 
is reduced is not going to help to 
produce and distribute the very 
vital products in which our mem- 
bers are interested. 

“There has been one motivating 
force which has made America 
great. That is the profit system. 
Competition and consumer reaction 
das resulted in fair prices by prac- 
tically all businesses but when the 
profit motive is taken out, there is 
a great reluctance on the part of 
business men to use their utmost 
ingenuity to manufacture and dis- 
tribute the products which do not 
provide at least a fair profit. 

“The arbitrary reduction of the 
gross margin and the devious meth- 
ods used in the absorption policy 
are very onerous. 


Emergency Price Control Act 


“On the other hand there is some 
justification for maintaining the 
Emergency Price Control Act. It is 
needed for maybe two or three per 
cent of the millions of business men 
in this country but the question is 
whether the maintenance of the hun- 
dreds of complicated OPA Orders 
are justification for taking in hand 
a relatively few business men who 
want to make a quick dollar. 

“Just this past Thursday, the 
Special Committee on Post-War 
Economic Policy and Planning of 
the House of Representatives rec- 
ommended “reluctantly” but firmly 
that the Price Control Act with 
several liberalizing amendments be 
continued until June 30, 1947. 

“In its report the committee fur- 
ther states that the base period for 
use in comparison profits should be 
changed from the years 1936 
through 1939 to the three best 
years between 1936 and 1940. 

“Furthermore, industry should 
be allowed a reasonable profit over 
current costs with higher prices be- 
ing passed on to the consumers. 
Representative Colemere, in speak- 
ing for the committee, stated ‘we 
feel that standards are considerably 
more liberal than those employed by 
OPA would still be consistent with 
its obligation to hold inflationary 
price movements in check.’ 

“These observations of the com- 
mittee are indeed encouraging. 
They also direct attention to the 

fact that relief from the present 
arbitrary rulings of OPA is go- 
ing to be available only through 
Congress. 
(Continued on page 197) 
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NDER Fair Trade manufacturers establish 


Distribution Under Fair Trade 





definite values for their products, thus get- 
ting the full benefit from their advertising. Whole- 
salers and retailers are assured of a precise profit 


and can plan accordingly. 


By B. S. PEIRSON 


General Sales Manager 
Consumer Products Division 
Corning Glass Works 


= taking up the 


advantages or disadvantages of dis- 
tribution under the Fair Trade 
Laws, it is pertinent to go into 
the reasons why any manufacturer 
wishes to sell under a maintained 
price policy. The Fair Trade Laws 
after all are only one of several 
methods by which a manufacturer 
can legally establish the minimum 
prices for his products through 
the various steps of distribution. 
From our own experience there 
seem to be three very definite ad- 
vantages of selling under such a 
policy. 

First, it has permitted us to es- 
tablish a definite value for our 
products in the mind of the con- 
sumer through national advertis- 
ing and promotion. For example, 
no housewife has any suspicion or 
hesitation in buying a Pyrex 9- 
inch pie plate. She knows, be- 
cause it is nationally advertised, 
that it is a quality product, and 
she recognizes it as a 25-cent 
value—not as worth 25 cents one 
day, 19 cents the next and 23 cents 
the day after. 

Second, price maintenance has 
assured a fair profit to everyone 
handling our line. Both the re- 





Corning, N. Y. 


tailer and the wholesaler know the 
profit they will make on their pur- 
chases of our line, and can plan 
their operations accordingly. If a 
retailer has no assurance of the 
price that his competitor will 
charge for a nationally advertised 
product, he will naturally be hesi- 
tant about advertising and promot- 
ing line for fear he will be under- 
sold. 

Finally, it has prevented chaotic 
market conditions and price wars 
which result in retailers withdraw- 
ing all promotional support; first, 
hiding the line under the counter, 
and eventually refusing to carry 
it at all. 


* * " 


At Thursday Joint 
Wholesalers’ Session 


* x * 


Price cutting of all types has 
its defenders. They maintain for 
example that after a retailer has 
purchased any merchandise he 
should be free to do with it as he 
pleases and that in the long run 
the consumer benefits by such a 
“free market.” It has been argued 
that if a dealer chooses to make 
less than the normal profit on an 


“To reach the greatest volume of sales, we and our 
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item it is no one’s business but his 
own. 

When a retailer adopts this pol- 
icy-and advertises a cut price on 
a Pyrex pie plate he not only 
marks down the price of the mer- 
chandise on his own counter but 
he automatically sets the highest 
price that the average consumer 
will be willing to pay for that pie 
plate in that locality at that time. 
This cut price policy affects not 
only his own profits but that of all 
other merchants in the area for it 
actually devalues the inventory of 
all of his competitors. The com- 
petitors have three alternatives, 
either they can meet the cut price 
or they can temporarily put the 
ware under the counter or they 
can throw it out entirely. Obvious- 
ly, it would create ill-will with his 
customers if a retailer continued 
to advertise and sell the Pyrex pie 
plate at its regular price while 
nearby competitors were advertis- 
ing the same item at much lower 
prices. 

Suppose the local retailers elect 
to meet the price of their price 
cutting competitor. What hap- 
pens? The “bargain” store usually 
cuts again and at the end of a 





distributors must work together as a team to help 
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retailers make more sales.” 
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series of such cycles the price is 
so low that neither the price cut- 
ter nor any other dealer will con- 
tinue to promote the item, and the 
owner of the national brand looses 
his potential sales volume in that 
locality. The price cutter then 
moves on to someone else’s nation- 
ally advertised line and starts the 
downward spiral all over again. 

Thus, no matter what type of 
price competition on nationally 
branded products; whether it be 
the legitimate retailer offering a 
special bargain price or the so- 
called “discount house,” everyone 
gets hurt—the retailer, the dis- 
tributor, the manufacturer and the 
consumer. It hurts the retailer be- 
cause he must either give up what 
was once a profitable item, or han- 
dle it at little or no profit. It hurts 
the wholesaler for obviously, what- 
ever happens to retailers is direct- 
ly reflected to their sources of 
supply, the wholesale distributor. 

It hurts the manufacturer, be- 
cause the more his market becomes 
demoralized, the smaller his vol- 
ume becomes. And finally, it hurts 
the consumer most of all because 
with diminishing volume the man- 
ufacturer cannot continue to sup- 
ply merchandise of the same qual- 
ity, at the same price. 

That the consumer benefits from 
the reverse of this situation is, I 
believe, clearly shown in the his- 
tory of Pyrex Ware. Since the in- 
ception of Pyrex Ware in 1915, 
Corning’s sales policy has always 
included one feature, to make it 
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profitable for those handling the 
line. This, however, means far 
more than simply the establish- 
ment of a satisfactory discount 
schedule. Without orderly distri- 
bution and protection against de- 
moralized markets, the original 
mark-ups and the intended profits 
are pure fiction. Under our pol- 
icy of distributing Pyrex Ware 
through recognized channels on a 
profitable basis, sales volume has 
increased steadily, which, in turn 
with attendant improvements in 
production methods, has made it 
possible to reduce prices to the 
consumer. Today the housewife is 
able to purchase Pyrex Ware at 
from 1/3 to % of, the price exist- 
ing only 15 years ago. For in- 
stance, in 1932 a 9 in. pie plate 
sold at retail for 90 cents, today 
it is 25 cents. Other items have 
been similarly reduced. In our 
mind, therefore, there is no doubt 
but that a sales policy based on 
price maintenance benefits the 
consumer. 


Four Ways of Accomplishment 


If, then, we are agreed that at 
least for our type of product we 
wish to operate under maintained 
prices, what methods are available 
to us? There are four ways that 
this policy can be accomplished: 

We can sell direct to the con- 
sumer, either on a house to house 
basis or perhaps through leased 
departments in the major stores. 
Obviously if we sell direct to the 








user we can control the resale 
price. You never heard of one 
Fuller brush salesman undersell- 
ing his brother salesman. 

We can sell direct to retailers. 
If a retailer does not follow the 
price schedule we establish, we 
can then refuse to accept any fur- 
ther orders from him. The refusal 
to sell method is not possible when 
you sell through distributors, be- 
cause it is illegal to tell a distribu- 
tor to whom he may or may not 
sell. 

We can consign merchandise to 
wholesalers and retailers and then 
inasmuch as we would own the 
merchandise until it reached the 
ultimate consumer it would be en- 
tirely legal for us to stipulate and 
enforce the resale price. 

Since the passage of the Miller- 
Tydings enabling act in 1937, we 
can, in 45 of the 48 states, legally 
establish the minimum prices at 
which our products may be sold 
by signing Fair Trade contracts 
with one or more retailers in each 
state. Under this legislation, after 
we have signed such contracts, we 
have the right to petition the court 
to issue an injunction to stop a 
retailer from selling below our 
Fair Trade stipulated prices. It 
should be pointed out that, in or- 
der to take advantage of this legis- 
lation, it is necessary that the 
products be trade-marked and in 
free and open competition with 
other like products. 


Trade Name His Property 


Fair Trade, then, while relative- 
ly new, is only one of four meth- 
ods that permit sales under a 
maintained price policy. This leg- 
islation recognizes the fact that 
the manufacturer’s trade name 
continues to remain his property 
even after the goods to which it is 
applied have changed hands, and 
that cut prices on the product 
causes damage to the trade-mark 
and therefore to the manufacturer. 

Not every manufacturer can af- 
ford the costs of selling either di- 
rect to the consumer, direct to the 
retailer, or by the consigned mer- 
chandise method. All of these 
methods are relatively expensive. 
compared with selling through 
wholesale distributors that handle 
many lines of products. The Fair 
Trade Laws, then, are not a new 
policy of distributing merchandise, 
rather they are a new means of 
making what has been available 
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to. a certain few manufacturers 
available to all. 

Now let’s look at our own expe- 
rience of selling under the Fair 
Trade Laws. Ever since Pyrex 
Ware has been on the market, we 
have sold on a suggested price 
basis. This is not the same as a 
maintained price policy as not 
every wholesaler and retailer will 
respect the suggestions of a man- 
ufacturer. 


Experience Reviewed 


When the Fair Trade Laws were 
first passed we therefore took im- 
mediate advantage of the oppor- 
tunity. Contracts were signed in 
all three Pacific Coast States early 
in 1937. Our experience on the 
West Coast was so successful that 
by the end of 1939 we extended 
the policy to a national basis and 
completed the signing of contracts 
with retail dealers in all of the 44 
states which had by then enacted 
such laws. 

In the meantime we had several 
localized situations which clearly 
demonstrated the advantages of 
Fair Trade to our system of dis- 
tribution. One of these examples 
was a short but vicious price war 
between three large New York 
City department stores in which 
the retail price of certain of our 
items was reduced by more than 
1/3 off the list price. This meant 
that under the wholesale discount 
schedule existing at the time, a 
small retail dealer could buy these 
items at a lower cost from one of 


the warring department stores 
than from his own wholesale dis- 
tributor. 

As a result, the small retailers 
in the New York area had two 
choices, they could sell these Py- 
rex items at a loss or they could 
not sell them at all. It is not very 
difficult to guess which course re- 
tailers would have taken, and 
what would have happened to our 
sales volume and that of our 
wholesalers in this area if we had 
allowed this price war to continue 
for any length of time. Fortunate- 
ly the Fair Trade Laws had just 
come into effect at this time and 
the situation was cleaned up in 
very short order simply by the 
signing of Fair Trade Contracts. 
At first, some of the chronic price 
cutters in the metropolitan area 
couldn’t believe we were serious 
about this new price maintenance 
policy. Even after repeated warn- 
ings some of these dealers contin- 
ued to violate the contracts we had 
signed with retailers. .We were 
then forced to take legal action, 
and asked the courts to issue an 
injunction permanently restrain- 
ing these violators from selling 
our Fair Traded products at less 
than the prices stipulated in our 
contracts. Fair Trade was still 
relatively new and not too well un- 
derstood at this time, and during 
the first two or three years of our 
Fair Trade policy it was necessary 
to resort to legal action against 
87 retail dealers in metropolitan 
New York. Needless to say we 
were successful in each instance. 


It is interesting that all of the 
legal suits were against dealers in 
metropolitan New York. In other 
sections of the country we had no 
trouble in instituting this policy. 

It is impossible to assign to our 
Fair Trade policy any definite por- 
tion of the increase in sales that 
we have enjoyed since it was es- 
tablished for there is no way of 
knowing how much the war, or 
changes in our own organization 
and selling plans have contributed 
to this success. I am absolutely 
certain, however, that the Fair 
Trade policy has played a pre- 
dominant part. 


Other Factors 


Naturally, there is a great deal 
more to our policy of distribution 
than just price maintenance. Let 
us look for a moment at some of 
the other factors. 

In talking about our distribu- 
tion policy it is necessary to keep 
in mind that our line is a semi- 
durable product sold at a low price 
to the mass market. The highest 
priced item listed in our catalog 
is a double boiler at $3.95 retail— 
75 per cent of all of our items are 
under $1.00 retail. At the time we 
set up our present policy, it 
seemed to us, therefore, that our 
products were probably purchased 
mostly on impulse and that not 
many people would make a special 
trip downtown to a particular 
store in order to acquire one of 
our low priced cooking utensils. 

(Continued on page 257) 


The Central States Hardware Club Special Train which carried more than 200 to Atlantic City. 
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The Unfair Tax Advantages) of 


I. this postwar period 
business is beset by a variety of 
new problems, and old ones in new 
dress—taxation, strikes and other 
demands of labor, price fixing, at- 
tempted regimentation by Wash- 
ington’s bureaucracy, social se- 
curity, the disposal of surplus 
property, and other matters of al- 
most daily unpleasant concern to 
executives. 

There is still another problem 
of growing seriousness that is in- 
creasingly recognized as actually 
threatening the future life of 
private enterprise. It is this situa- 
tion—the tax advantages enjoyed 
by certain businesses that are in 
direct competition with practically 
all of us. 

Government-owned __ businesses, 
cooperatives, mutuals and some 
other types of organizations and 
corporations are rapidly becoming 
our most violent competition. They 
are the pets of bureaucracy, enjoy- 
ing subsidies and other forms of 
special privileges that are denied 
to the rest of us. Yet, we, as tax- 
payers, are supporting and helping 
them to destroy us. 


What They Do 


Because the cooperatives are the 
fastest growing of these new com- 
petitors, I shall tell you most about 
them—though I could talk quite as 
long and as fellingly about Govern- 
ment-in-business. Right now, I 
shall attempt to demonstrate to you 
that: 

1. The cooperatives are in busi- 
ness, competing directly in a great 
many lines of enterprise. 

2. They make money. Their 
earnings are profits, regardless of 
the terminology employed to make 
them appear to be something else. 

3. While competing businesses 
are paying out a large part of their 


earnings in Federal and State in- 
come taxes, the cooperatives are 
using practically the untaxed whole 
of similar earnings for vast expan- 
sion. 

4. Most cooperatives have adopted 
the corporate form of organization 
for the chief purpose of protecting 
their members from personal lia- 
bility. As corporations, they per- 
form all the usual functions of cor- 
porations but, for tax purposes, 
they desire to be considered only 
as partnerships. 

5. Their business has long since 
outgrown the simple aspects of 
mutual trading or agency relation- 
ship. It has arrived at a maturity 
which was not even contemplated 
by legislators when tax exemption 
was first written into the law. 
Therefore, the co-ops should be re- 
quired to pay full State and Fed- 
eral income taxes on all earnings, 
including what are called patron- 
age dividends. 

6. Cooperative financial state- 
ments clearly demonstrate that thev 
have ample ability to pay taxes, 
which is the criterion set up under 
our tax laws. 

7. Paying taxes on all earnings, 
including those distributed as 
patronage dividends, will not 
destroy the cooperatives, as they 
sometimes claim, but will bring 
about that equality of justice and 
equality of opportunity among com- 
peting businesses, which is the 
basis of our economy. 


Competitive Equality 

The interest and concern of busi- 
nessmen is solely a matter of com- 
petitive equality, to which existing 
tax inequalities constitute the 
greater barrier. At the moment, 
we cannot concern ourselves with 
its claims of special “goodness,” 
with its principles, or even with 
the socialistic tendencies which are 
easily visible in the writing of some 
of its proponents. 


VERNON SCOTT 


We ask only that the cooperatives 
be required to abide by the same 
rules of business that are imposed 
upon their competitors—that they 
be made to pay their share of the 
Federal tax burden, and that they 
operate without other preferences 
and subsidies. Then, if the co- 
operatives can demonstrate their 
superiority, on a basis of equality, 
they will fairly dominate the 
economy. But, I submit that no 
superiority is demonstrated when 
their operation is on a basis of 
subsidy and special favoritism. 


Development of Cooperation 


In the United States, the co- 
operative movement is mostly a de- 
velopment of the past two genera- 
tions. 

In other countries cooperation :s 
largely a consumers’ movement. In 
this country its greatest develop- 
ment, however, has been a 
farmer-producers’ movement, or- 
ganized originally to assist local 
groups of farmers to market their 
produce together. 

Cooperative businesses were well 
established in many lines of mar- 
keting farm commodities and in the 
purchasing of supplies for farmers 
—and to a lesser extent in the city’s 
retailing field—in the 1920’s. Dur- 





“Their earnings are profits, regardless of the terminology 
employed to make them appear to be something else.” 
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OOPERATIVES compete directly in a great 

many lines of businesses. “While competing 
businesses are paying out a large part of their 
earnings in Federal and State income taxes, the 
cooperatives are using practically the untaxed 
whole of similar earnings for vast expansion... 
they perform all the usual functions of corpora- 
tions but for tax purposes, they desire to be con- 
sidered only as partnerships.” Total cooperative 
business about $10,000,000,000, says Mr. Scott. 






from the opportunity to do business 
without paying Federal incomes 
taxes on earnings. In other words, 
the tax advantage which was orig- 
inally provided by Federal and 
State laws as a means of helping 
the farmer, is being seized upon by 
city groups of consumers and labor 
union organizers who have no de- 
sire to help the farmer in any way 
but only to help their own pocket- 
books. The development of city 
cooperation will eventually destroy 
farmer cooperation by sheer weight 
of numbers, if for no other reason. 


Volume of Cooperative Business 


What, you may ask, is the volume 
of cooperative business? 1 hope you 


tives ing the depression period of the have ambitious plans and much of will not take as the whole story 
same 1930’s, cooperative businesses suf- the necessary capital and credit for the recent U. S. Treasury analysis 
dosed fered along avith all other business. postwar expansion. of financial returns filed by corpora- 
they The outbreak in 1939 of World Present greatest growth of co- tions and organizations exempt 
f the War II, however, was the signal for operatives appears to be in two from Federal income tax under Sec- 
they unprecedented prosperity and ex- channels — manufacturing and the tion 101 of the Internal Revenue 
NCes pansion of cooperative businesses. development of city - consumer Code. 
- CO- Out of this war period has emerged stores. A third development is in Those figures are incomplete, as 
their a network of local, regional, and prospect — the organization of | admitted by the Bureau of Internal 
lity, super-regional cooperatives operat- labor-union-owned cooperative fac- Revenue, but even so they clearly 
the ing as marketing, manufacturing, tories, which ‘are contemplated by indicate that taxation of the busi- 
t no wholesaling, retailing and service CIO’s United Automobile Workers ness volume that is now escaping 
vhen establishments. In addition, plans and also by a bill introduced by would give present taxpayers five 
s of have been laid for an international Representative LaFollette, of In- per cent more relief than they will 
cooperative cartel for postwar op- diana, which is now before Con- receive under the recently passed 
eration in world markets. gress. tax-reduction bill. 
mn ; * 
as There is ample reason for the Farm cooperatives reported only 
co- Wide Range of Activities belief that the inspiration for these $3 billion of income—obviously an 
, de- Cooperative business activities newer types of cooperatives comes inadequate figure since their vol- 
era- include the packing, canning, dehy- 
drating, processing and marketing 
n is of virtually all kinds of farm prod- 
In ucts; wholesaling and retailing of 
lop- most of the commodities used on 
a the farm and in the farm home, 
or- and many commodities used by 
ocal urban dwellers; manufacturing of S.W.H.A. 
1eir many articles, ranging from heavy 
farm machinery, fertilizer and elec- VICE 
vell oe appliances to lipsticks and 
lar- ace powder; oil well drilling, 
the troleum refining, lumbering, + PRESIDENTS 
ers ing, banking, insurance, publishing, 
y's operation of service establishments 
ur- of various kinds, and operation of 
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funeral parlors. 

In many of these lines, the co- 
operative businesses are firmly es- 
tablished. Other lines they have 
entered only recently. For all of 
these lines and many others, they 
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ume for 1943-44, as published by 
the Farm Credit Administration, 
was $5,160 million. Not included 
in the report is any statement of 
income of consumer co-ops, whica 
are not exempt under Section 101. 
but avoid taxation by others meth- 
ods; nor of non-exempt farmer 
cooperatives, which pay a small 
amount of Federal income tax on 
earnings distributed as interest or 
dividends on stock, and have not 
registered under Section 101. 

These non-exempt farmer co-ops 
are about 50 per cent of the totai 
number of farmer cooperatives, and 
include some of the biggest in point 
of business. If they had been in- 
cluded in the Treasury report, the 
total of co-op income available for 
Federal taxation would have been 
disclosed as vastly greater. 

Actually, at the end of 1944, 
according to authoritative figures 
published by the Farm Credit Ad- 
ministration and the Bureau of 
Labor Statistics, there were in the 
United States 6,078 purchasing co- 
ops operating stores, farm supply 
outlets and gas stations for 2,480,- 
000 members and doing a business 
of $1,253,000,000. There were 7,522 
marketing co-ops, with 2,730,000 
members, doing a business of 
$4,430,000,000. There were 594 
service co-ops, running funeral par- 
lors, hospitals, apartment houses, 
cold storage plants and so forth 
for 385,800 members and doing 
$12,270,000 of business. There were 
18,329 specialized co-ops, operating 
rural electric service, credit unions, 
telephone companies and insurance 
companies for 14,412,800 members 
and doing $452,443,000 of business. 


The resulting total of cooperative 
business volume—$6,147,713,000—- 
is the total merely at the local asso- 
ciation level. It includes officially 
practically no figures of the multi- 
million-dollar wholesale co-ops or 
the rapidly expanding manufactur- 
ing and finance co-ops, which in 
other hands would also be reckoned 
as taxable income. 

The real total of cooperative busi- 
ness is, therefore, about $10 billion 
dollars, and, to go back to the Trea- 
sury analysis for verification of my 
figures, co-ops doing more than a 
quarter of a million dollars a year 
in business, account for 89 per cent 
of total co-op volume. The growing 


dominance of Big Business co-ops 
is perfectly evident. 


Seven Kinds of Cooperatives 


For your better understanding. 
let me name and illustrate the seven 
main kinds of cooperative associa- 
tions. 

First are the wholly exempt 
farmers’ marketing cooperatives; 
second are wholly exempt farmers’ 
purchasing cooperatives. These are 
specially named in Paragraph 12 of 
Section 101. of the U. S. Internal 
Revenue Code. The Ohio Farm 
Bureau Federation Cooperative, 
Inc., is a wholly exempt cooperative 
under the terms of these laws. So 
is the Indiana Farm Bureau Co- 
operative; the Farmers Union 
Grain Terminal Association of St. 
Paul; and a great many other large 
and small associations which have 
filed for this exemption. 

Third and fourth are non-exempt 
farmers’ marketing cooperatives 
and non-exempt farmers’ purchas- 
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ing cooperatives, which have chosen 
not to qualify for complete Federal 
and State income tax exemption, 
but pay tax on such part of their 
earnings as is not returned to mem- 
bers or non-members in the form 
of patronage dividends. An out- 
standing example of the non-exempt 
co-op is Midland Cooperative Whole- 
sale, of Minneapolis. 

In 1943, Midland earned $363,- 
000. It distributed $17,000 as divi- 
dends on capital stock; paid Federal 
income taxes of approximately $24,- 
000, and retained the remainder of 
about $322,000 in its capital struc- 
ture tax-free for expansion into 
the manufacturing field. If it had 
been taxed on the same basis as a 
regular corporation showing simi- 
lar earnings, it would have paid 
about $235,950 to the Federal Trea- 
sury—instead of the $24,000 it 
actually paid. 

Fifth in the list are the city con- 
sumer purchasing co-ops, which 
escape payment of any but the 
smallest amounts of Federal income 
tax by distributing their earnings 
in patronage dividends. This is 
the kind of cooperative of which 
we shall see much in the future, 
according to plans of CIO and 
AF of L, which have established 
staff departments to study the ad- 
vantages of opening chains of city 
grocery stores for union members. 
Chicago Consumers Cooperatives, 
Inc., which was recently incorporat- 
ed for one million dollars, is an- 
other example. 

Sixth are the service coopera- 
tives, operating telephone systems, 
electric systems, funeral parlors, 
hospitals and similar enterprises, 
which come under the same tax reg- 
ulations as city consumer co-ops. 
We have many service cooperatives 
in every State. 
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Seventh are city producer co-ops, 
which have been important in 
France and in Russia, but are not 
yet operating in the United States, 
though there are rumors of their 
establishment. Co-ops of this kind 
escape taxation by distributing 
earnings as patronage dividends. 


Patronage Dividends 


Throughout this list, you will 
note the words “patronage divi- 
dends.” It is the freedom of so- 
ealled patronage dividends from in- 
come-tax liability that is the main 
question in controversy. 

Cooperatives claim that patron- 
age dividends represent savings or 
rebates or discounts belonging to 
members and patrons, and that they 
are not profits. Under the terms 
of existing laws the Treasury De- 
partment has recognized this claim 
and has ruled patronage dividends 
exempt from income tax in the 
hands of a cooperative corporation. 

Taxpaying businessmen contest 
this claim, pointing out that patron- 
age dividends represent money 
earned by the same processes of 
buying, selling and manufacturing 
as in the case of a regular corpora- 
tion, a partnership or an individual 
proprietorship. 

It is our belief that the taxability 
of earnings should be determined 
by the way those earnings are 
created, and not by the disposition 
that is made of them. 


Patronage Dividend 
“Certificates” 


The accumulation of these non- 
taxed patronage dividends is the 
basis for the current enormous 
growth of cooperative corporations. 





Instead of paying these patron- 
age dividends in cash, it is common 
practice for a cooperative corpora- 
tion to go through the motions of 
selling preferred stock or other 
evidences of equity to members and 
patrons, and thus to retain the cash 
as additional capital or reserves for 
the operation and expansion of the 
business. 

The commodities listed below 
with the exception of a few items, 
may be found in many of the hard- 
ware stores of this country. You 
are, of course, aware of the tre- 
mendous growth of this movement 
and the threat it holds to the exis- 
tence of the wholesale hardware 
companies. 

These growing cooperatives do 
not stand still, they are expanding, 
not alone in the field of distribu- 
tion, but in the field of manufac- 
ture. They have purchased the 
Ohio Cultivator Co., Bellevue, Ohio, 
which was a successful, profit-mak- 
ing corporation. Two years ago, 
it paid the Federal Treasury $196,- 
000 in income taxes. It is now 
owned by the National Farm Ma- 
chinery Cooperative, Inc., which 
purchased it for $1,000,000—and 
it now pays no Federal income 
taxes. This same cooperative also 
purchased the Corn Belt Mfg. Co., 
Waterloo, Iowa, whose principal 
business has been the manufacture 
of corn pickers and manure spread- 
ers; also a tractor plant at Shelby- 
ville, Ind. 

You will likewise be interested 
in the fact that National Coopera- 
tives, Inc., in Chicago, has recently 
announced that in the near future 
it will make available to various 
regional co-ops, which in turn dis- 
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tribute to 1,500 farm cooperative 
outlets throughout the country, such 
merchandise as electric refrigera- 
tors, ironers, washers, vacuum 
sweepers and all kinds of electrical 
appliances. 

This same National Cooperatives, 
Inc., already manufactures and 
sells insecticides, cigars, cigarettes 
and such other indispensable farm 
products as cosmetics and lipstick. 


The Number Three Job 


In the Cooperative Builder of 
Oct. 4, 1945, 10 big postwar jobs 
were listed as the goal of the co- 
ops. Their Number Three job was: 

“Expansion to meet all of the 
needs of our members. There should 
be a co-op food store, service sta- 
tion, appliance outlet, farm supply 
depot, insurance office, health ser- 
vice, electric co-op and credit union 

(Continued on page 198) 











Commodity 
Feed ceocecece 
Gas, oil and grease 
Pertiliger ......... 
Package material, drums, containers 
Seed 
Lumber, paint ‘and maintenance equipment 
Farm machinery and equipment . 
Steel products .. : 


Groceries <a 


Tires, tubes and auto accessories 
Insecticides 


Electrical Equipment : a 
ETERS a ae 


Twine . 
Miscellaneous . 


Ra eee $276,378,858 


Total wholesale supply sales .. i 


Wholesale Supply Sales of 17 Major 
Cooperative Purchasing Associations 
for Fiscal Years, 1943 and 1944 


1943 

J Beas. ae mealreaeetaete $151,654,684 

Fail caine wade wed acceeel 52,221,968 
19,871,305 
10,144,183 
Ree 10,892,809 

4,560,275 
3,265,565 
2,682,130 
3,628,730 
3,066,051 
3,605,980 
1,162,460 
1,242,218 
1,333,975 
7,046,525 






Percentage 

increase or 
1944 decrease 
$190,686,463 +25.7 
60,876,004 +-16.6 
23,967,590 +20.6 
14,552,519 +-43.4 
14,184,746 +30.2 
5,520,270 +21.0 
5,194,988 4+-59.1 
4,935,958 +84.0 
4,708,873 +298 
3,787,644 +-23.5 
3,735,900 + 3.6 
1,837,444 +58.1 
1,559,892 +-25.6 
643,529 —51.8 
11,895,885 +67.4 
$348,087,725 +25.9 
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The National Outlook 


By Hon. HENRY CABOT LODGE, JR. 


Former U. S. Senator from Massachusetts 
late Lieut.-Colonel, U. S. Army 


At the Monday Joint Session 


Manufacturers and Wholesalers 


* 
OMING from a part 


of the country which is proud of 
its contribution to the hardware 
industry, I feel that I can appre- 
ciate fully the importance of this 
occasion. As a member of the 
armed forces overseas I saw the 
tangible evidence of your contri- 
bution to the war effort which, 
after all, was a decisive factor in 
this war, and I appreciate today 
the vital part which your industry 
plays in our march towards a 
sound peacetime economy. So to 
me this is a very significant occa- 
sion. 

When you look around you to- 
day, you have to have a pretty 
good constitution and outlook to 
be a 100 per cent optimist. You 
see that the international war has 
ended but that the world revolu- 
tion of which that international 
war is a part is still running its 
tumultuous course. We not only 


see the physical results in the 7 


destroyed cities and the starved 
bodies of Europe and Asia, but we 
feel right here in our own country 
many searching doubts which are 
aimed at every aspect of our com- 
munity life. And it is becoming 
increasingly clear, I think, that it 
is impossible violently to challenge 
one aspect of our community life 


without challenging them all, be- 
cause all are interdependent. So 
if your political system is under 
attack and your system of govern- 
ment is under attack, it necessarily 
brings with it a revolutionary con- 
cept of economics. And wherever 
you live in this country today you 
see that clash. 


Different Names 


Broadly speaking, it consists of 
this: that everyone says that they 
want the same goal but they dif- 
fer about the best way to get 
there. At the present time the 
goal on which all say they agree 
bears the label “full employment.” 
Not so long ago, it used to be 
called prosperity. It used to be 
called the full dinner pail. Next 
year it will have a different name. 
It may be called full consumption. 
I don’t know what it will be. But 
we all know what’ we mean by it 
and we can take some satisfaction 
that at least our minds have be- 
come clarified to the point where 
we no longer talk about the so- 
called evils of so-called over- 
production. Do any of you remem- 
ber that? Because that is just an- 
other way of saying that you are 
in favor of under-consumption; 
and if that is what you are in 
favor of you can very easily get 
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there because all you have to do 
is lie down and die. That's not 
hard. 

I think we have moved ahead a 
little bit in our economic thinking, 
and we have all come to realize 
that you can not have well-being 
in a country of living people with- 
out many jobs, many goods, many 
services. Just as it was the quan- 
tity of our industrial effort which 
spelled victory for us and our 
Allies in the war which has just 
ended, so it is that same quantity 
of industrial effort, that same pro- 
ductiveness, that will spell abun- 
dance and a richer life in time of 
peace. The clash of opinion comes 
in this country as to how to get 
that. And speaking again very 
broadly and with a little over- 
simplification, you can see on the 
one hand those who would place 
their principal reliance for the 
well-being of the citizen.on sov- 
ernment. We have got a lot of 
people like that. There are a lot 
of names for that kind of think- 
ing. You can call it Socialism. or 


“,.. [here is the widest kind of difference between 
favoring social legislation as a supplement to your 
economy and favoring governmental action as your 
chief source of jobs” 
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66 HE International war is over but the world 
revolution of which that International war 


is a part is still running its tumultuous course.” 
Economic freedom goes when political freedom 


. goes. Liberty “means profits for business, not 


excess profits or monopoly or unfair practices.” 


Strikes like “the right of self-defense .. . should 
’ only be used as a Iast resort.” Have need of a 


“broad, farsighted and penetrating approach to 
economic matters by the Government in Wash- 
ington, and we haven't got it.” The Government 


Statism, or Bureaucracy — there 
are all sorts of names for it. 

Then over here on the other 
hand are those who place their 
chief reliance on what has been 
variously called our system of pri- 
vate enterprise, or controlled cap- 
italism, or dynamic individual 
competitive economy. Let me say 
at the outset that all my observa- 
tions convince me that with its 
faults—because no system is per- 
fect—our dynamic, expanding, 
competitive American economy 
furnishes the best way for millions 
of people to create wealth. Now, 
that does not mean that we should 
adopt a hide-bound attitude about 
social legislation. On the contrary, 
there is a real place for unem- 
ployment relief, old age pensions, 
and other similar activities on a 
decent and efficient basis. Com- 
ing from a state which was one of 
the early pioneers in social legis- 
lation, I can say that such a pro- 
gram deserves support as a mat- 
ter of social justice, as a matter 
of decency, as a matter of humani- 
tarianism, and as a device to fill 
in the chinks which our competi- 
tive economy does not reach. But 
there is the widest kind of differ- 
ence between favoring social leg- 
islation as a supplement to your 
economy and favoring governmen- 
tal action as your chief source of 
jobs. There is a perfectly tremen- 
dous difference in fact and an even 
more enormous difference in em- 
phasis. It is the whole difference 
between the man who puts oppor- 
tunity first and the man who 
thinks first of security. I happen 
to believe that the man who puts 
security first. is condemned to a 
perpetual rear-guard action 
against the forces of economic 
change. 
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should put its house in order, Mr. Lodge holds. 


The socialistic method can not 
even approximate the dynamic 
economy as a creator of wealth. 
And I submit that even if it could 
produce the wealth that it 
shouldn’t. When every person 
works for the government, free- 
dom is gone, democracy is assas- 
sinated and the dicator is just 
around the corner. 


When Freedom Goes 


If you work for a government 
factory and you get in wrong with 
the boss and are fired, you are 
blacklisted; there is only one em- 
ployer, and you are through. Think 
of the hold that gives the employer 
over your life. Under our present 
system you can shop around from 
one place to the other. There is 
a tremendous difference there. It 
means that your economic freedom 
is destroyed. Well, what happens 
to your political freedom when 
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your economic freedom goes? 
That’s gone, too. 

Our memories are awfully short 
sometimes. Remember how Hitkr 
came into power, through the work 
of a party the name of which was 
the National Socialist Party. You 
know what that did, not only to 
the economic and to the political 
freedom of the citizen, but to his 
religious freedom as well. These 
things all hang together. If one 
goes, the other goes, too. We have 
a tendency that I submit is dan- 
gerous and that is to put these 
questions into little pigeon-holes 
and water-tight compartments and 
say, “There is your economic free- 
dom there; here is your political 
freedom here; there is your foreign 
policy up here.” It is all part of 
the one big thing. What I am 
humbly trying to do tonight is to 
suggest the touchstone that binds 
all these things together. 

Well, to make this dynamic econ- 
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omy of ours work, what must there 
be? Well, you have got to have 
free men, and that means liberty 
and not license. It means profits 
for business, not excess profits or 
monopoly or unfair practices. It 
means successful unions, but re- 
sponsible unions which respect 
their contracts, which are demo- 
cratically organized and which re- 
frain from abuses of power. It 
means that management retains 
the right to manage. It means also 
that labor is given more informa- 
tion about the general economic 
structure of the civilization of 
which they are a part. You can’t 
expect the enthusiastic support 
which our system deserves from 
men who don’t understand how it 
works. It means, of course, that 
the right to strike must be main- 
tained. The elimination of the 
right to strike would lead directly 
to the socialized state and to the 
destruction of our liberties be- 
cause then the government would 
be forced to take over everything. 
The right of private capital would 
disappear. But like the right of 
self-defense it should only be used 
as a last resort. It means that our 
private diversified control of capi- 
tal is a source of real strength and 
liberty to our social system. Think 
what a dangerous power that 
would be if it were all concen- 
trated in the government. But, of 
course, the choice is not between 
the government taking over on the 
one hand and the government 
adopting a hands-off policy on the 
other. Government, I think we will 
all agree, has a helpful part to 
play, and it is to be regretted that 
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there seems to be no coherent, 
well thought-out policy on all our 
interrelated questions. These mat- 
ters, it is becoming abundantly 
clear, can not be successfully dealt 
with by a series of day to day stop- 
gaps adopted by agencies operat- 
ing independently of each other 
and who only see one side of the 
problem. We badly need a broad, 
farsighted and penetrating ap- 
proach to economic matters by the 
government in Washington, and we 
haven’t got it. 

It is true, and it is well said, and 
it is frequently said that a wild 
and uncontrolled inflation on the 
European model would be a dis- 
astrous thing, but it is not said 
nearly as often, although it is just 
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as true, that there are many causes 
of inflation of which a runaway 
price situation is one. The basic 
cause seems to me to lie in the 
government’s own fiscal policy— 
the increase in money and bank 
credit in the country since the out- 
break of the war, and the contin- 
ued budget deficit and government 
financing policies which must in 
the long run increase money and 
bank credits still further—those 
are greater sources of danger. The 
real task before the government is 
not so much the indefinite continu- 
ation of wage and price policies 
as it is to put the government’s 
own financial house in order. 
Large-scale production by Amer- 
ican management and labor, by 
eliminating scarcity, will do the 
rest. Of course we should have 
more production than ever before. 
Our record of production during 
the war showed what we can do. 
It surprised the world—and it sur- 
prised ourselves. But the imagina- 
tion staggers at the endless things 
which could be produced in this 
country in these days of peace to 
add to the material welfare of the 
every-day American. We should 
be able to exceed our own record. 

There are other duties which 
rest upon the government in this 
connection. The government must 
end this deficit spending. It must 
eliminate duplication in the bu- 
reaus of the government and re- 
move many unnecessary persons 
and activities from the payroll. It 
must balance the budget and de- 
velop an orderly system for the 
retirement of the debt. It should 
conduct a complete audit of all 
our commitments, foreign and do- 
mestic. It must attract the ablest 
men and the wisest, most unselfish 
counsellors to public office. Those 
are a few of the things that gov- 
ernment could do. Of course, there 
are many more arguments for a 
dynamic, fully ‘productive Amer- 
ican economy. I have tried to show 
that such an economy provides 
more wealth for more people, that 
it is the foundation for political 
and religious, as well as economic, 
freedom, and that it is a cure for 
the worst ills of inflation. But that 
isn’t all. How many of us think of 
the vital importance of our free 
economy in our quest for peace? 
Yet I submit that it affects the 
issue of war and peace in these 
two vital respects. The first is the 
fact that until we have universal 
disarmament, the maintenance of 
(Continued on page 269) 
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Sale of Specialty Lines 


PECIALTY lines are what the term implies— 
they must be handled specially if they are to 

be handled successfully. No wholesaler or retailer 
should expect to handle them from the long range 
point of view in the same way as staple hardware 


items, says Mr. Erwin. 


By J. C. ERWIN 


Allison-Erwin Co., 


—_ or 20 years 


ago the expediency of a hardware 
wholesaler handling specialty lines 
might have been debatable but 
today I believe that at least 95 per 
cent of the hardware distributors 
in this country are handling some 
lines of merchandise which can 
properly be termed as “Specialty 
Lines.” 

From 20 wholesalers asked to 
make a list of “Specialty Lines” 
you would likely get 20 completely 
different lists. Most of these 
would likely carry the leading spe- 
cialties such as radios, electric re- 
frigeration, laundry equipment, 
hard and soft floor coverings, but 
other lists would designate as spe- 
cialties steel kitchens, household 
chemicals, paints, oil stoves and 
ranges, harness and saddlery while 
still others might contain fishing 
tackle, industrial machinery and 
supplies or even windmills and 
cream separators. 

I prefer to think of “specialty 
lines” as being exactly what the 
term implies—lines which must be 
handled as such if they are to be 
handled successfully. Incidentally 
I feel that this attitude toward 
Specialties is necessary in both 
wholesale and retail distribution. 
In other words—no wholesaler or 
retailer should expect to handle 
such things as electric refrigera- 
tors or washing machines success- 
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fully, from the long range view- 
point, in the same way that staple 
hardware items are handled. 


At Jobbers’ Joint Session, 
Thursday Morning 


From the results of a recent sur- 
vey conducted by Sidener and Van 
Ripper, Inc., a national advertising 
agency of Indianapolis, it seems 
that this appraisal of the handling 
of specialty lines is by no means 
unanimous. 

On behalf of, some of their 
clients this agency attempted to 
ascertain what plans hardware 
wholesalers have for distributing 
major appliances in the immediate 
future. This survey interested 
itself in four major questions: 

1. Will they set up separate com- 
panies? 

2. Will they use special sales per- 
sonnel? 

3. Will they lean, more or less, 
toward nationally known as against 
private brands than in the past? 

4. Will they favor exclusive or 
open territories? 

Two hundred leading wholesalers 
were selected to receive this ques- 
tionnaire and replies were received 
from 115 of them. 

Of this 115: 109 favored sell- 
ing appliances through the parent 
company—six favored setting up 
a separate company to handle all 
appliances. 

Forty-two favored a_ separate 


“Ahead there is a tremendous task 


















and specialized sales force for ap- 
pliances—88 favored use of regu- 
lar salesmen with the help of spe- 
cialty men of their own employ— 
15 intended to use regular sales- 
men without the use of specialty 
men. 

Ninety-six preferred nationally 
known brands—three favored pri- 
vate brands and 16 intend to pro- 
mote nationally known brands for 
their first line with a private brand 
for the second. 

On the subject of exclusive vs. 
open territory the field is evenly 
divided—58 to 57. For the most 
part those favoring exclusive ter- 
ritories are the ones favoring a 
separate and specialized sales force. 

Our company is definitely in this 
group preferring franchised terri- 
tories and special salesmen but the 
survey certainly proves the old 
statement that — “‘where two or 
three hardware wholesalers are 
gathered together, there is sure to 
be an argument.” 

From another recent survey it is 
apparent that sdme 80 to 85 per 
cent of all the hardware retailers in 
the South are planning to handle 
some major appliances as soon as 
they become available. (I assume 
that this same figure would apply 
nationally.) A large proportion, 
perhaps half, of all of these dealers 
indicating that they would handle 
major appliances, have had no 
previous experience with such lines 
and know little or nothing about 
what is required in the way of 

(Continued on page 274) 
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The Future of Price 


Naver before in the 


history of the Office of Price Ad- 
ministration has it been as impor- 
tant to take every opportunity to 
explain to the public, and particu- 
larly to industry, what OPA is do- 
ing and why. This gathering of dis- 
tributors and manufacturers of 
hardware covers a broad range of 
builder and consumer durable 
goods. No group, therefore, could 
be more important in the transition 
economy or more interested in the 
economic impact of price control 
during this critical period. 


No Single Regulation 


One of the difficulties confronting 
the hardware manufacturer and 
wholesaler in connection with price 
control is the fact that he does not 
have one nice neat regulation to 
which he can turn for the answers 
to all of his questions. Many of your 
items are still under the General 
Maximum Price Regulation, while 
others have dollars-and-cents prices. 
In addition, since metal plays such 
an important part in your produc- 
tion, you are no doubt wondering 
just what effect will result on your 
costs from the recent basic steel in- 
creases and whatever increases are 
necessary on manufactured metal 
items as a result of the steel in- 
creases plus wage increases at man- 
ufacturing levels. 


By GEOFFREY BAKER 


Deputy Administrator for Price 
Office of Price Administration 
Washington, D. C. 


At Joint Tuesday Session 
Of Jobbers and Manufacturers 


How different this picture from 
what we all anticipated on V-J 
Day! I am sure that none of you 
realized that you would still be at- 
tempting to unveil the mysteries of 
price control at this late date and 
I am certain that I would have been 
more unhappy at that time if I had 
known that I would be personally 
presiding at the unveiling. 

Your immediate reaction to the 
passage of the General Maximum 
Price Regulation was no doubt one 
of worry about increasing costs and 
frozen prices. In many broad fields 
of commodities, new regulations 
were written at manufacturing lev- 
els and, in some cases, correspond- 
ing revisions were made at whole- 
sale and retail. In many other 
areas, however, the complete transi- 
tion of metal manufacturing trades 
to war work made such treatment 
rather academic, and it is only now 
that manufacturers are returning 
to civilian channels in a broad way 
that the problem becomes a practi- 
cal one. In addition, hardware 
wholesalers and retailers, as the re- 
sult of the native American char- 
acteristic of resourcefulness, found 
ways through the war to come close 
to their pre-war volume by the ad- 
dition of other lines not subject to 
wartime demand. Consequently, the 


’ profits of the hardware industry 


have generally remained satisfac- 
tory, and the reconversion of the 
metal trades is beginning to result 
in a trickle, which will later become 
a flood, of metal items for the build- 


‘In supporting price control during 
period you are recognizing the economic facts of life 
and paying premiums on a form of business insurance 
vital to your operations.” 
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Controls 


ing trades and other civilian uses. 
In this meeting you are no doubt 
discussing, to a large extent, the 
new problems of peacetime which 
are arising because of this very in- 
crease, and I am sure that a natu- 
ral question is “Why do we still 
have to be bothered with price con- 
trol, when all we want is to be let 
alone so that we can manufacture 
and distribute these needed items 
to the hungry public?” That is 
what I am here to talk about. 


Questions to Be Answered 


Among the questions I should be 
prepared to answer are—What in- 
creases are needed at manufactur- 
ing levels? To what extent will 
there be incentive increases to en- 
courage production? How much of 
these increases will you be called 
upon to absorb in accordance with 
our cost absorption policy? What 
items are being decontrolled cur- 
rently and what are the prospects 
for additional decontrol in the near 
future? 

Just after V-J Day, we all passed 
through a period of considerable 
confusion. Contract terminations 
were wired by the thousands, pro- 
duction controls were largely elimi- 
nated, wage controls were tempo- 
rarily ended and price control poli- 
cies required overhauling in the 
light of transition requirements. In- 
dustries began physical reconver- 
sion to civilian goods. The miracu- 


this dangerous 
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GEOFFREY BAKER 


lous part of it all is that industry 
weathered this confusion and 
moved much more rapidly than any- 
one had thought possible into civil- 
ian operations. This is proved par- 
ticularly by the rate of employment 
in December which totaled 41% 
million people—two million more 
than in 1941, and 6% million more 
than were employed in our most 
recent peacetime year. Many wage 
adjustments were made during that 
period without a great deal of fan- 
fare and, although many basic met- 
als continued in short supply, the 
resources of manufacturers some- 
how overcast these problems and 
goods began to appear in distribu- 
tion channels. 


A Tight Market 


You will recall that we had ex- 
pected a period of substantial un- 
employment—a minor depression, 
perhaps, which we had assumed 
would be succeeded in a few months 
by a boom as soon as reconversion 
and demobilization had been com- 
pleted. You also know that this min- 
iature depression did not occur, and 
that we moved from V-J Day to 
the present with a continuing tight 
market for men and materials, and 
with continued resulting high in- 
come and strong pressure of that 
income and of war savings upon 
prices. As evidence of the effect of 
releasing that pressure by discon- 
tinuance of price control, we have 
seen booming stock markets, com- 
modity exchanges and real estate— 
all of these areas showing a strong 
speculative movement which is still 
continuing. We had expected that 
the reduced consumer demand re- 
sulting from substantial unemploy- 
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p RICE decontrol for products possible when 
such suspension does not result in price in- 
creases above general level of existing ceilings 
or if the product does not enter significantly into 
the cost of living or into business costs and if sus- 
pension does not bring about a substantial threat 
of diversion of materials, facilities or manpower 
from essential production, says OPA Deputy. 


ment would relieve pressure against 
prices, particularly food, and that 
as a result we could have decon- 
trolled many consumer items by 
this time. Instead, we find that 
pressures on prices of dairy prod- 
ucts, meat, grain, feeds, in fact 
most all food items, continue 
stronger than ever. This pressure 
is, of course, augmented by require- 
ments for relief feeding in Europe 
which must be met. 

By 60 days after V-J Day it had 
become apparent that it would be 
necessary to resume some govern- 
ment controls over wages and, as 
a result, a new wage-price policy 
was issued which required that 
wage increases, generally, would be 
approved if the increase were not 
greater than the increase in the 
cost of living since 1941. All other 
increases were not permitted to 
have price consequences for six 
months. It was felt that such un- 
approved increases would be few 


and far between and would, in gen- 
eral, be granted by companies or 
industries which had adequate prof- 
its and thus did not require price 
increases as a result. The pattern 
of wage increases which finally de- 
veloped, however, was such that it 
was not possible to require absorp- 
tion of what, up to that time, had 
been considered unapproved in- 
creases. It was, therefore, necessary 
to revise the wage-price policy, and 
you are probably familiar with the 
new rules which have been inaugu- 
rated. In effect, wage increases 
granted between Aug. 16, 1945, and 
Feb. 14, 1946, are automatically ap- 
proved—wage controls have been 
reinstituted and provision has been 
made for future approval by the 
Wage Stabilization Board under 
standards laid down in Executive 
Order 9697 and other supplemen- 
tary standards which will be issued 
by the Director of Economic Stabil- 
ization. To the extent that wage 
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increases are approved under the 
new rules, the Office of Price Ad- 
ministration is required to take 
them into consideration immediate- 
ly in determining their effect on 
prices. This work on our part has 
already begun. We issued the new 
prices for basic steel on March 1 
and will issue, within a week or 
two, prices for such steel fabricated 
items as structural steel, fabricated 
plates, bolts, nuts, screws and riv- 
ets, concrete reinforcing bars, steel 
drums, etc. 

As fast as these adjustments 
are calculated, the information is 
turned over to our machinery and 
consumer durables people who, with 
the help of our Industry Advisory 
Committees are calculating the in- 
creased materials costs which re- 
sult, and determining the amount 
of increase, if any, which is re- 
quired at the next level. Last 
Thursday, we talked with the chair- 
men of 25 reconversion Industry 
Advisory Committees representing 
the whole field of consumer dura- 
bles, explained our standards and 
proposed formulas to them, and 
worked out with them the special 
problems of each individual product 
or industry. 


Miscellaneous Items 


In addition to the major products 
covered by these changes, there is 
a host of miscellaneous items, many 
of which you are particularly inter- 
ested in. In order to adjust these 
prices with the utmost speed, we 
are planning to make some provi- 
sions for automatic pricing in the 
case of minor commodities and for 
other miscellaneous products, some 


general catch-all provisions which 
will grant over-all percentage in- 
creases roughly reflecting average 
increased costs. We are well satis- 
fied with our speed to date, and we 
believe that all necessary adjust- 
ments will be made just as fast as 
wage increases are approved and 
necessary information is furnished 
us by the industries concerned. 


Decontrol 


Now a word about decontrol. Our 
activities in this field are prescribed 
by Directive 68, issued by the then 
Office of Stabilization Administra- 
tion on July 25, 1945. Most of you 
are probably familiar with the re- 
quirements and limitations of this 
Order but, in a word, it says that 
we can suspend price control: (1) 
if, in our judgment, such action 
will not result in an increase in 
prices above the general level of 
existing ceilings—if the prices do 
rise above those ceilings, we must 
immediately reinstate our controls 
—if, after a reasonable period of 
such suspension, the prices do not 
rise, we can then exempt; (2) if 
the commodity does not enter sig- 
nificantly into the cost of living or 
into business costs—if control of 
the commodity involves adminis- 
trative difficulties which are dis- 
proportionate in relation to the ef- 
fectiveness of the control or the 
contribution to stabilization — if 
suspension of control or exemption 
from control presents no substan- 
tial threat of diversion of materials, 
facilities or manpower from pro- 
duction which is essential. We have 
had very few occasions to suspend 
or exempt under Section 1 of the 
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Directive, but have been somewhat 
more successful in operating under 
Section 2. For example, recent 
amendments to Supplementary Or- 
der 126 exempt practically all sport- 
ing goods, all musical instruments, 
small arms and ammunition, elec- 
tric light bulbs, phonograph rec- 
ords, etc. We expect that additional 
decontrol actions on similar com- 
modities will be issued frequently. 
We have a man in my office who 
devotes his entire time to decon- 
trol problems, and no stone is left 
unturned to make such suspensions 
or exemptions wherever it is in 
keeping with the requirements 
spelled out above. Directive 68 is 
our decontrol law—and is as bind- 
ing on us as any other Federal law. 
Any exceptions to it must be sub- 
mitted in writing to Mr. Bowles, 
Director of the revived Office of 
Economic Stabilization, and his 
word is final. 


12 Important Steps 


With respect to products remain- 
ing under control, OPA, since V-J 
Day, has taken 12 important steps 
to fit our policies to postwar needs: 

(1) A complete program for pric- 
ing goods that had been out of pro- 
duction during the war was put into 
effect. 

(2) A program to speed up the 
pricing of new products, providing 
self-pricing for small producers of 
consumer durable goods, was put 
into effect. 

(3) A program for making price 
increases to help break bottlenecks 
in production was adopted. 

(4) A program for fixing dollar- 
and-cent prices on building mate- 
rials was adopted to help the home 
building program. 

(5) To relieve hardships and 
keep as many producers as possible 
in production there was a wide et- 
tension of individual adjustment 
provisions. 

(6) Among these was a “Gerieral 
Rescue Order” providing relief in 
the form of prices equalling total 
costs for firms in most industries 
not already covered by other ad- 
justment provisions. 

(7) A series of orders was is- 
sued making special increases to 
stimulate the production of low- 
priced goods. 

(8) Much pricing authority was 
delegated to our field offices; to re- 
lieve the workload in Washington 
and to permit the rapid handling 
of the pricing problems of small 

(Continued on page 275) 
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Economies Which Wholesalers 


Can Effect If Manufacturers 
Package In Quantities 


The Average Retailer Orders 





OPE is expressed that “in the near future 
materials will be available so that manufac- 
turers may again furnish merchandise packaged 
in smaller quantities. This will help jobbers be- 
cause their cost of packing a variety of items is 
much than for a manufacturer who can get pro- 





duction by packing a large quantity of one item.” 
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At Jobbers’ Joint Session 


ii proper pack- 
aging by manufacturers is very im- 
portant for it will enable jobbers 
to sell without repacking, which 
will reduce distribution costs and 
help retailers competitive. Consid- 
erable merchandise is already 
packed in quantities retailers will 
buy and I know manufacturers are 
giving the problem attention and 
will in the future include other 
items. 

The difficulty of obtaining mate- 
rials during the war years has tem- 
porarily interrupted this trend to- 
ward smaller packages. In fact, 
some items have been put up in 
larger quantities to conserve mate- 
rials. This has not been serious 
because the shortage of merchan- 
dise has made it necessary for job- 






Thursday Morning 


bers to allocate in smaller quanti- 
ties in order to divide merchandise 
among as many retailers as possi- 
ble. However, I do hope that in 
the near future materials will be 
available so manufacturers may 
again furnish merchandise pack- 
aged in smaller quantities. This 
will help jobbers because their cost 
of packing a variety of items is 
much higher than for a manufac- 
turer who can get production by 
packing a large quantity of one 
item. 


I would like to illustrate why it 
is important for jobbers to resell 
in full packages and how costly it 
is not to do so. Let’s say hammers 
‘are packed one-half dozen in a box 
and sell at $8.00 per dozen or $4.00 
for the box. I do not know the job- 
ber’s cost of filling an order, but 
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for this example let’s call it 60 
cents. If the gross profit on this 
sale is $1.00, and the overhead 60 
cents, there would be a net profit of 
40 cents:—1% dozen hammers $8.00 
dozen—$4.00, gross profit $1.00, 
overhead 60 cents, net profit 40 
cents. 

Now let’s see how we would come 
out if instead we sold two orders of 
a quarter dozen. The extension in 
this case would be $2.00, and the 
gross profit 50 cents, but the cost 
of getting out the order would be 
higher because of the added ex- 
pense of handling and packing three 
separate items, but for this exam- 
ple let’s say the cost is the same 
or 60 cents. We now find that in- 
stead of a profit there is a loss. The 
gross profit on $2.00 is 50 cents; 

(Continued on page 260) 





“ . Breaking packages does not always result in a loss, 
but when packages are broken the profit will be smaller.” 
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Educational Work With Employees 


By JOHN H. MIZE 


Blish, Mize & Silliman Hdwe. Co 
Atchison, Kan 


A GREAT feeling of 


relief is to get your plant back into 
operation after a prolonged strike. 
This feeling is not a gloating ex- 
hilaration that you may have out- 
witted a union negotiating com- 
mittee. It is not a feeling of self 
satisfaction that you may have 
kept union demands at a minimum. 
It is certainly not a feeling of 
power and prestige. No, it is none 
of these things that brings on a 
great feeling of relief after strife. 
It is the human element of know- 
ing that some sort of relationship 
again exists between management 
and its employees. 

Hardware wholesalers must not 
depreciate the importance of sound 


employer-employee relationship if 
industrial strife is to be held at a 
minimum in our industry. Strikes, 
slowdowns and other methods of 
expressing employee dissatisfac- 
tion should have no place in our 


distribution set-up. Generally 
speaking, our working conditions 
and our class of employees are 
conducive to an understanding 
relationship. It is not a question 
of a union or non-union organiza- 
tion—it is simply a question of 
trying to have a “happy family.” 
Peaceful operation, profitable 
operation is based on good will 
between the operators and those 
working for him. The thing that 
makes your business “click” is 
basically a good mutual under- 
standing between employer and 
employee. 


Employer Responsibility 


Employee dissatisfaction prob- 
ably can be reduced to a minimum 
through the education and under- 
standing of top management on 
the problems of its own employees. 
Cordial and satisfactory employer- 
employee relations, while defi- 
nitely a mutual problem, rest in 
the beginning with the attitude of 
the employer. The thoughts, ac- 
tions and example of management 
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reflects and reacts on those di- 
rectly and indirectly subordinate. 
Many of you here represent 
companies that have fortunately 
been free from labor disturbances. 
Unquestionably you are to be com- 
mended as there is nothing that so 
disturbs, so complicates, so dis- 
integrates the normal operation of 
a good business. But this break- 
ing up of cordial relationship 
comes most unexpectedly and 
usually at a very inopportune 
time. Those of you who may be 
patting yourselves on the back and 
inwardly gloating over outwardly 
satisfactory conditions had best 
be cautious. Perhaps you have a 
few “soft spots” such as: inequi- 
table wage scales, special privileges 
for some employees, disinterest in 
employee grievances, job security, 
and many other items which may 
be small and insignificant to you 
but which are extremely serious 
to the employee. Even the small- 
est jobber is not immune to these 
verv serious considerations. 
Necessarily, employee relations 
are those relations between the 
workers and management and be- 
tween either or both and the Fed- 
eral Government. At the outset, it 
must be realized that each of these 
three parties has certain rights. 
Each has its own goals, and 
on occacion must fight for the 
principles which it holds to be 
right. All parties are concerned 
primarily with solving human 


man-to-man problems in a mu- 
tually satisfactory manner. Forty 
years ago management was alone 
at the throttle but with the lib- 
eralization of democratic thought 
and principles much of this con- 
trol has been wrested from man- 
agement. And in order to main- 
tain liberalized and modernized 
democratic principles manage- 
ment, labor and government must 
jointly plot cordial relations 
among them. 

The subject of employee rela- 
tions, like wholesaling itself, is be- 
coming increasingly more com- 
plex. In our efforts to find a 
peaceful formula for solving prob- 
lems in employee relations, we 
should be heedful of the fact that 
there may be three sides to these 
problems, the employees’, the man- 
agements’, and right side. Man- 
agement must maintain the right 
to manage and to operate at a 
reasonable profit. The workers 
employed by management, who 
expend their physical and mental 
effort in production for manage- 
ment, quite naturally want a wage 
equal to a reasonable standard of 
living, and sometimes the right to 
representation on wages, hours, 
and other conditions of employ- 
ment. The consumer, on whom 
both must depend wants the prod- 
ucts he purchases at the lowest 
possible price and to this end, he 
also has a right. 


Democratic Action 


We recognize that the better 
method of attaining the maximum 
of each group’s “rights,” is by 
democratic cooperation which, in 
the end, produces less industrial 
unrest, increased production, and 
a higher standard of living. 

The greater production of goods 
leads first to more dividends for 
the stockholders, increased com- 
pensation for management, and 
secondly, higher wages, lower sell- 
ing prices and a better standard 
of living for all. However, to 
achieve these, the human person- 
ality is by far the most important 
factor. Economic problems, too, are 
important but in the last analysis 
their solution, no matter how dif- 
ficult, requires that the human 
personality be given full consid- 
eration. 
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By W. W. FRENCH, JR. 


Moore-Handley Hardware Co. 
Birmingham, Ala. 


W. W. FRENCH. JR. 


HAT we are running is called 

an on-the-job training pro- 
gram. We had wanted a training 
school for some time but we never 
got it started. About last Novem- 
ber people began to become avail- 
able and we had to take in a great 
number of them into the organiza- 
tion absolutely green. Also we had 
a desire to educate our own men 
that had been off to the Army and 
try to give them some way to catch 
up with these boys who had been 
at home. So we thought the circum- 
stances were right to organize an 
on-the-job training program under 
the GI Bill of Rights. Up to date 
we have been very much pleased 
with it and unless we are hampered 
by a lot of restrictions and regula- 
tions in the future I can’t see why 
we won’t get increasingly good re- 
sults. The subsistence allowance 
that these men receive, when added 
to our regular pay scale, makes it 
possible for us to be very selective 
in taking on new employees. All 
new men now are high school grad- 
uates. We have got quite a few 
men who have had some years in 
college, and since the news of this 
course has spread around the com- 
munity, we are getting an increas- 
ing number of college graduates. I 
hope they are better than the other; 
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we don’t know yet, but we are still 
struggling with tnat. 

I think this might be interesting 
to you. Out of the total of 128 men 
that we have had since the begin- 
ning—that is, the total enrollment 
—we have had two that we really 
wanted to keep that have left to go 
back to school; on eight others we 
made a poor choice on original se- 
lections and they are gone; so we 
lost 10 men out of 128. That has 
given us a good stability of employ- 
ment. I understand in some states 
that the training that the men have 
been getting under this on-the-job 
training program is very sketchy 
so far as classroom work is con- 
cerned. Well, in Alabama the Vet- 
erans Administration has asked the 
State Board of Education to super- 
vise a course and also to check up 
on the way the men perform their 
studies, and I think so far as Ala- 
bama is concerned a man is going 
to get real training and that they 
are not going to use this subsis- 
tence as a racket to get cheap labor. 
In our case, and we think this is a 
compliment, the State Board of 
Education has turned the whole 
thing over to us and said they didn’t 
know how to lay out a course for 
hardware men and we would have 
to struggle along with it ourselves 
until they got some of their more 
pressing problems solved. With that 
confidence, we have done our best 
to see that the course is good and 
that the men perform under it. 

This course falls pretty naturallv 
into two main divisions. The first 
part of it is to try to make the man 
as happy and efficient on the job he 


is doing now as you possibly can; 
and the second is a long-range prob- 
lem, to try to teach him more about 
the items he works with. To use a 
concrete example, to accomplish this 
short-range program we are going 
through our warehouse and break- 
ing every job down—rather, trying 
to type tne job. And we have come 
up with 12 types. We are going to 
take the type of work a man does 
in each of these types and write a 
very detailed procedure of it. One 
of these types would be stock clerk. 
We would break a stock clerk’s job 
down into working tickets, marking 
out full containers, handling short- 
ages on an order, making low stock 
and out reports, keeping stocks 
straight. We would write that up 
just as detailed as we can. Our idea 
is when a man comes on the job the 
first day, we will hand him this 
write-up, he reads that and spends 
some time studying it; he spends a 
minimum of five hours a week 
studying it. Of course, part of this 
study is to be lectured by various 
people around the place who are 
supposed to know what it is all 
about. Then if a man is moved to 
a new job, we hope to have a new 
job description ready to give him 
immediately. Then after he is 
familiar with the mechanical part 
of the job, we give him a short, 
rough, very general course about 
the history of our own handling, 
the function of the wholesaler, how 
to take advantage of all the various 
employee benefits. I might say 
right there that when you try to 
describe the wholesaler and what 
(Continued on page 259) 


N.W.H.A. ADVISORY BOARD 


F. A. HEITMANN 
F. W. Heitmann Co. 


C. J. WHIPPLE 


Hibbard, Spencer 
Bartlett & Co. 


LESLIE M. STRATTON 
Stratton-Warren Hdwe. 


. 
Advisory Board S.W.H.A. 


163 
































By W. A. PARKER 


Beck & Gregg Hdwe. Co. 
Atlanta, Ga. 


= built a new 


warehouse in 1941 and being now 
in the process of completing an 
addition to it, we are pretty well 
committed as to. what type ware- 
house we would build—one which 
would suit our particular individ- 
ual needs. 


An Individual Problem 


We all face widely varying prob- 
lems on account of differences in 
size and kind of business done, 
types of customers served and 
local conditions. So the planning 
of a business home is almost of 
necessity an individual problem, 
and my comments will be based 
largely on our individual situation, 
because my knowledge and experi- 
ence is pretty well limited to our 
own problem. 

My company is a medium sized 
wholesaler doing around $5,000,- 
000 a year and is located in a city 
of around 400,000 population. 

In addition to our regular nor- 
mal dealer business from the ter- 
ritory, we enjoy a sizable volume 
of business from the industrial 
plants, larger institutions, con- 
tractors and builders, etc., in the 
city who come into the house con- 
stantly for miscellaneous supplies. 
Also, in normal times our dealer 
customers from many miles around 
drive in in trucks and cars to se- 
cure goods. We felt this call trade 
would continue to be important 
for us, probably increasingly so. 
Therefore in planning our ware- 
house we tried to set ourselves up 
to serve this type of trade con- 
veniently and efficiently, as well 
as to handle economically and effi- 
ciently regular dealer orders com- 
ing in through our traveling sales- 


men. 

The first thing to which we gave 
consideration was location. We 
decided we wanted to be where the 
greatest number of our call 
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customers could get to us with 
the greatest ease, consistent, of 
course, with the land area needed 
for ground floor space, delivery 
facilities, ease of ingress and 
egress, parking facilities, etc. All 
these kind of needs were weighed 
and balanced and offset against 
each other before we finally made 
our choice of location. 


Construction 


The type of construction was 
the next thing we considered. For 
years we had operated in an old 
mill type building which we felt 
might burn down or fall in on us 
most any time, and on which the 
fire hazard and’ insurance rates 
were pretty high. We reached the 
conclusion that a strictly fire- 
proof, sprinklered, reinforced con- 
crete and brick construction was 
what we wanted. Depreciation on 
such a building is less, insurance 
rates on both building and con- 
tents are less, the fire hazard is 
reduced to a minimum and floor 
load capacity can be made as high 
as desired. 


Building Height 


The question of number of floors 
was pretty well decided for us. 
We could find no location, which 
we could afford, that met our other 
requirements and that had enough 
ground area for a one or even a 
two-story building. We had to 
settle on a four-story structure. 
Our warehouse has, roughly, 175,- 





000 square feet of floor space, of 
which about 40 per cent is on the 
ground and the remaining 60 per 
cent in three smaller upper floors. 

We have no basement other than 
for our heating plant and fuel 
storage room, locker rooms, etc. 
We do not like basements. Most 
of them are dark or damp and not 
pleasant places in which to work 
or store goods. Then, too, it costs 
no more to build up than down, 
and it costs as much to move goods 
down and up as to move them up 
and down. 

As a rule of thumb it would 
seem to us advantageous to have 
as few floors as possible consistent 
with desirability of location, land 
area and other factors. 

Ceiling heights in our building 
worked out best as follows: 13 feet 
on the main or ground floor where 
we have our sales, order filling 
and shipping rooms. More people 
and more customers navigate on 
this floor than any other and our 
architects and engineers felt the 
extra ceiling height on this floor 
was desirable. Also, one floor with 
high ceiling is advantageous for 
handling certain merchandise. Our 
three upper floors have a ceiling 
height of 11 feet which we think 
is the ideal height for sprinklered 
hardware warehouse construction. 

The most economical heating 
system, in our case, proved to be 
a thermostatically controlled auto 
matic coal stoker and steam boiler 
with unit heaters. In other sec- 
tions of the country, however, it 
would seem to me local conditions 
might change this. 


Lighting Economies 


As to lighting, in our salesroom 
and offices we installed fluorescent 
wiring and fixtures. In the rest of 
the warehouse we use the conven- 
tional mazda lamps. Our informa- 
tion was that where lighting is to 
be used constantly, the higher cost 
of fluorescent installation would 
be warranted by the saving in 
power consumption, but ‘where 
lighting is not to be used con- 
stantly this might not be true. 
This point should be investigated 
carefully by any one planning a 
new building. 
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One construction feature we 
made use of, which we like very 
much, was the installation of con- 
tinuous windows between columns 
from a height of six feet from the 
floor to the ceiling on all four 
sides of the building. This ar- 
rangement does not interfere ma- 
terially with the storing of goods 
and affords splendid daylight and 
ventilation on all floors. 


Functional Layout 


As to arrangement, we worked 
out our plans to suit our particu- 
lar needs. We wanted to make our 
layout as completely functional as 
possible. We wanted parking space 
for customers close to our house 
sales department. We _ wanted 
ample delivery facilities, truck 
platform, shipping room, etc., as 
conveniently located as possible. 
We wanted the closest coordina- 
tion possible between our house 
sales department, our order filling 
department and our shipping and 
delivery departments. And, of 
course, we wanted goods to flow 
in and out with the least possible 
confusion and lost motion. 

To accomplish these ends as 
best we could, we located our 
front entrance and house sales de- 
partment in one corner of our rec- 
tangular shaped building. We set 
our building back on our property 
on each side of our sales room to 
provide temporary parking for call 
customers. We located our ship- 
ping and delivery department ad- 
joining our sales room and facing 
a long truck delivery platform 
running along the other side of 
the building. We placed our shelf 
stock room and order filling de- 
partment adjoining both sales and 
delivery department. The offices 
or headquarters of our shipping 
department and order filling de- 
partment back up to each other 
to permit the closest possible co- 
ordination between the two, and 
both are within a few feet of the 
inside corner of our sales room. 


Shelf Stockroom 


We had to do one unconven- 
tional thing. We located our shelf 
stockroom on the ground floor. It 
Is less costly, on the average, to 
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move shelf merchandise up and 
down than heavier bulkier goods 
but the difference in our opinion 
is not too great to offset the ad- 
vantages gained in our particular 
case. Of course, with 40 per cent 
of our total floor space on the 
ground floor we feel we have 
ample ground floor space to han- 
dle all merchandise thereon that 
does not lend itself to handling by 
elevator or would be too costly to 
move up and down. 

We located our general office on 
the second floor, in the coolest lo- 
cation, where very little summer 
sun hits it, yet conveniently ac- 
cessible to our front entrance and 
sales room. 

Our receiving department is lo- 
cated at one end of our delivery 
platform and adjoins our shipping 
department but is separated from 
it. All incoming goods, carload 
and less than cars, are handled by 
this one department. We have a 
special elevator conveniently lo- 
cated for moving up incoming 
goods exclusively. 


No Railroad Siding 


In connection with receiving, 
we did another unconventional 
thing in the selection of our loca- 
tion. We are off the railroad. We 


of course preferred being on the 
railroad, and we _ searched dili- 
gently for two years before aban- 
doning the hope of locating a site 
on the railroad, that had the other 
requisites we wanted. 


Trucking Costs 


Here are some actual facts as 
to the cost of having carload ship- 
ments trucked in. For the past 
twelve months we paid a transfer 
company approximately $6500 for 
unloading and transferring all our 
incoming carload goods and plac- 
ing them on our floats on our plat- 
form. To offset this cost, we are 
saving the services of at least two 
or three men for we need now 
operate only one receiving setup 
for both carload and less than car 
and returning goods, and we don’t 
need to maintain a large car un- 
loading crew. This saves approxi- 
mately $4000. So the extra cost 
of being off the tracks is not pro- 
hibitive and is more than compen- 
sated by other location advantages. 

We do not use any conveyor sys- 
tem, in spite of the fact that we 
like the idea. But we were not 
smart enough to figure out how 
one was entirely practical for our 
operation. We move our goods on 
four-wheel floats 36 in. by 72 in. 
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in size. We have a lot of them 
and expect to acquire more. We 
have one receiving elevator used 
only to move goods up, and an- 
other elevator used exclusively 
for lowering goods ready for 
shipment. We try to maintain a 
one-way flow of goods as far as is 
practical over the house to avoid 
confusion and lost motion. Our 





By CHARLES L. HILDRETH 


The Emery-Waterhouse Co., 
Portland, Me. 


E are in the process of con- 

structing a new warehouse at 
the present time, in the hope that 
our own experience may help some- 
body else. I am very willing to ex- 
plain what we are doing and why. 

We are a small concern located in 
Bangor, Maine, serving a territory 
quite large in area and small in 
population. Our home has been on 
the same street over 125 years, our 
buildings were antiquated, our 
methods obsolete and our facilities 
inadequate. Our next door neigh- 
bors were a wholesale grocery con- 
cern. Their conditions were even 
worse than ours, if possible. In 
talking over our mutual problems 
we decided on a drastic move. 

We formed a realty company and 
purchased 250 acres of land five 
miles from the center of the city, 
right on the edge of the city boun- 
dary line but on the main highway 
into the city and just bordering the 
airport, which was developed by the 
Army during the war into one of 
the largest air bases in New Eng- 
land. 

The land was cheap; nothing but 
a few farm houses within a mile of 
us, but the railroad runs along one 
side of this land. We are trying to 
make a commercial and industrial 
development out of a nice big cow 
pasture. We have already interested 
a wholesale meat distributor and 
a beer distributor in building new 
plants out there with us, on the 
theory that each draws business for 
the other. 

The city, anxious to relieve a 
nasty traffic condition down town, 
has cooperated fully by providing 
streets, lights, water and sewage 
facilities for this development. The 
railroad is cooperating and anxious 
to provide private spur tracks, as 
needed in this development. These 
tracks, however, to be built and 
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spiral chute has also been a great 
satisfaction in lowering certain 
types of goods quickly and effi- 
ciently. Orders move over the 
house through a pneumatic tube 
system, which has been most satis- 
factory. We will shortly have in 
operation an overhead trolley and 
hoist arrangement for handling 
such items as pipe, bars, sheets, 
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maintained by the different owners 
and not by the railroad. 

All this is in explanation of the 
type of warehouse we are building. 
Brick and steel, one story, 400 ft. 
by 200 ft., railroad siding on one 
side, shipping platform and truck 
receiving platforms on the other. 
The packing room is about the cen- 
ter of the building next to the ship- 
ping area. The shipping and receiv- 
ing platforms for trucks are inside 
the building so trucks can be in 
heated area. One end of building 
has temporary construction which 
will permit further expansion if it 
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Executive 
Committee 


etc., which we believe will prove a 
great help. Inter-office and inter- 
departmental communication is 
through a house P.A.X. automatic 
dial phone system, which has 
proven most satisfactory. 

This is about the story as far as 
we are concerned. It still seems 
to me the planning of a business 
home is an individual problem. 





becomes desirable at a future time. 

This building is being con- 
structed on a fixed fee and cost 
basis. What the cost per square 
foot will be, your guess is as good 
as ours, but we are still hoping for 
not more than $3.50 per sq. ft. The 
reason for the cost plus basis is 
(1) we have a very reliable and 
friendly contractor (2) on open bids 
any contractor these days will bid 
high enough to assure protection, 
as they all have more business than 
they can handle, so it’s a one-way 
street. 

In view of the low cost of land, 
there was no question but what a 
single story building was cheaper 
than a multiple story and our build- 
ing is small enough so that it offers 
economical operation on one floor. 

It is our intention to use fork 
trucks and palettes to a consider- 
able degree. The building will of 
course be sprinkled and heated by 
oil, using No. 5 bunker oil. 

There will be an abundance of 
parking space and also a chance to 
ship by truck directly out of rail- 
road cars where desirable. The lay- 
ing out of inventory space is of 
course predicated on ease of han- 
dling and turnover. The roof is 14 
ft. high, 12 ft. under girders, 13 
ft. between girders. 
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HENRY J. TAYLOR 


» is the Triple Vic- 


tory Convention. From my view- 
point it means that we have three 
victories: a victory for peace, still 
to be won in the world; a victory 
for peace and progress still to be 
won in our own marvelous land; 
and last, and I think equally im- 
portant, a victory over ourselves. 
Every place I have been in this 
world people are war-weary and be- 
wildered. There is a tremendous 
sense of inertia all over which is 
a bottleneck on the economic de- 
velopment of Europe; the rehabili- 
tation there rests in that fact. 


They rest in a disillusionment, 
an inability to see that if people 
work hard the future will reward 
them. Our welfare work abroad 
beyond an emergency quality faces 
that difficulty constantly. 

The reverse side of that disturb- 
ing condition from an economic 
standpoint shows up in a better 
way through the inability of the 
militant minority groups in Eu- 
rope to organize the people against 
a psychological background for a 
new war. 

I for one do not believe we are 
going to have another World War 
for a very long time. I think the 
indications of difficulties are obvi- 
ous. Our patience has been tried 
in every direction, both here at 
home and on the spot. But to trans- 
late those factors into a new World 
War—lI don’t see it at this time. 


Free Enterprise in 
World Organization 


(= problems are not economically unsolva- 
ble except that economic solutions do not im- 
press politicians as being politically feasible. The 
country’s economy rests foremost in the produc- 
tivity of American plants, maintains Mr. Taylor. 
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World Correspondent 
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In 20 years abroad I don’t be- 
lieve I have ever seen such good 
raw material for peace as exists 
in the frame of mind and in the 
hearts of the ordinary people of 
the world. And if our peace mak- 
ers, with all their problems, can’t 
make a durable peace out of that 
raw material, then I don’t know 
when they will ever be able to do so. 


A Difficult Role 


Using the medium of the UNO 
for that purpose it impresses me 
as a difficult role. On the other 
hand, what else is there? There 
isn’t anything else; no way to get 
these countries together; no way to 
highlight against a public meeting 
the delinquencies in policies or the 
aggressive methods taken by any 
one of the nations unless you oper- 
ate them in concert. If you are go- 
ing to operate them in concert, you 
have got to get them together in 
some kind of a meeting. 

While I realize that the UNO 
is very fail I am for the UNO, 
and I think it is the duty of good 
citizenship to try to hold up the 
hand of the UNO as best we can 


and hope that in ways that will be 
useful it can be strengthened. 


With that goes this curious and 
mysterious problem of our remain- 
ing strong in the meanwhile. 
Strength now since the atomic 
bomb is a very complicated thing. 
With the development of the atomic 
bomb, even the willingness to be 
strong still leaves the question of 
how to do it. And to that extent 
something new has been added. I 
suppose you feel as I do that there 
is always a tendency to overesti- 
mate the effectiveness of new 
weapons, but it isn’t exactly a ques- 
tion of the newness of the weapons. 
It is more a matter of the extent 
of the devastation of the weapon. 

The atomic bomb amplifies what 
was new in this war, and that is 
total war. We didn’t have total war 
in World War I. We had total war 
in World War II. For every man 
in Europe who faced an enemy, the 
entire population at the rear faced 
them, too. 

The atomic bomb amplifies that 
side of war. How we can propose 
to protect ourselves and preserve 
peace by possessing this medium is 
beyond me. I have the impression 


“We can break this inflation. We 


will break it by production.” 
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it is also beyond our military lead- 
ers at this time because they don’t 
know enough about it. Anything 
which tends at this period to dif- 
fuse knowledge about the atomic 
bomb, either to give it away or to 
permit it to be stolen seems to me 
to be very reckless. 

I hope our country and our Brit- 
ish friends can find out and know 
more and keep more to themselves 
about the atomic bomb every day. 
I think that one possibility of the 
terror of this weapon, resting as 
it does in obviously peaceful hands, 
is the best hope we have of carry- 
ing the world through this interim 
period which must exist after every 
war until the stabilizing forces of 
the world can be more active and 
organized. 

At home inertia seems evident 
also. Millions and millions of our 
people have very much more money 
than they ever had before. I think 
it is unfair and wrong to feel im- 
patient about the minds and hearts 
of our people. I don’t know what 
you can expect in a world where 
the moral and economic and social 
values of over two billion people the 
world over and 140 million people 
in our country have been uprooted 
and torn apart by the greatest war 
in all history. And then to have that 
war over only a little over six 
months—that’s pretty quick to ex- 
pect a great nation or the people 
of the world to settle down into 
sobriety, moderation, sound think- 
ing, and a return to good values. 

We have a migratory population 
in our country which is the largest 
percentagewise at any time since 
the Civil War. It is a fluid force 
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leaders can be very explosive. It 
seems to me in the face of all the 
events that our people have kept 
their heads very well. Just to real- 
ize the possibilities we have, even 
with our problems, and the future 
that we can have in this country. 
Comparing to the physical fact of 
having been born a Dutchman or a 
German or a Jap or even an Eng- 
lishman makes me feel a sense of 
not only pride but of thankfulness 
and a little impatient with the 
tendency to say that nothing good 
is coming out of what we are doing 
at home. 

The thing that is good for us 
is to work and save our money and 
produce the goods and whip this 
inflation in the only way it can be 
whipped. And to cut down on gov- 
ernment spending and reduce the 
deficit financing and do just exactly 
in our country which when oper- the things that we know we ought 
ated upon by skillful and I think to do. 
in many cases malicious minority It does not follow that we have 


RICHARD L. WHITE 
Landers, Frary & Clark 
Chairman 
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REMINGTON GUN-CLEANING 
AIDS AVAILABLE SOON IN 
LIMITED QUANTITIES 


REMINGTON OIL 
A modern all-purpose household 
oil as well as for guns. Lubricates 
and prevents rust. Du Pont E.P. 
(Extreme Pressure) lubricant 
causes Remington Oil to spread 


| 


more evenly and adhere more | 


tenaciously to metal surfaces. 
Wholesale price: $2.00 per doz.; 
retail price 25 cents per can. 


REMINGTON RUST REMOVER 
Frees rust from metal surfaces of 
all kinds. Especially compounded 
to remove rust from firearms and 
is highly recommended for use 
on other metal objects. Whole- 
sale price: $2.00 per doz.; retail 
price 25 cents per tube. 


REMINGTON POWDER SOLVENT 


A favorite of sportsmen for clean- | 
ing the bores and mechanisms of 


shotguns, rifles and pistols. In 
three-ounce cans — ‘wholesale 
price $2.40 per dozen; retails at 
30 cents per can. 


REMINGTON GUN GREASE 
An effective preventive of rust 
and corrosion. A light film pro- 
tects metal surfaces against rust. 
Wholesale price $1.20 per dozen; 
retails at 15 cents per tube. 





“He said he would tell us when to shoot !”’ 
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KEEP 
"EM 
FLYING 


The President has proclaimed 
the week of March 17-23 as Na- 
tional Wildlife Conservation 
Week. 

Each year, Wildlife Week is 
set aside to remind everyone of 
the importance of the restoration 
and conservation of our wildlife 
and natural resources. Today, 
federal, state and private organ- 
izations are united in their ef- 
forts to restore and conserve 
wildlife. And there is every evi- 
dence of real progress in this 
fine work. 

Every hardware and sporting 





goods dealer can serve his com- 
munity by informing his custom- 
ers of this worthy cause through 
the sale of Wildlife Stamps. As 
in previous years, another set of 
brilliantly colored stamps, ac- 
curately reproducing many spe- 
cies of wildlife, is available to the 
public at the nominal cost of 
$1.00. The proceeds from the 
sale of these stamps help to carry 
on the work of wildlife restora- 
tion and conservation. For fur- 
ther details write: National Wild- 
life Federation, 1212 Sixteenth 
St., N.W., Washington 6, D. C. 








HAVE YOU SEEN THE 


‘NEW REMINGTON MOVIE? 


BRIDGEPORT, CONN., March 28, 
1946. Dealers all over the country 
have written to us praising the new 
Remington film, ‘““‘The Swing to 
Sports.’’ This new picture shows how 
to operate a sporting goods depart- 
ment successfully and profitably. If 
you haven’t seen it yet, mention it to 
your local association secretary and 
have him get in touch with: Promo- 
tion Division, Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 





| 


The camper who. leaves his campfire 
smoldering is just as dangerous as the 
worker who lights a match in a powder 
plant. It may take a century to replace 
a forest. 

* * * 
Garter and water snakes give birth to 
living young; there may be as many as 
50 in a single litter. 

* * * 
Remington Hi-Speed 22’s with Klean- 
bore priming have enough crash power 


to zip through seven 74"’ pine boards. 
That’s real power! 





Hi-Speed is Reg. U.S. Pat. Off. by Remington Arms 
Company, Inc. 


169 

















N.W.H.A. 
Executive 


Committee 


P. W. ANDERSON 


Farwell, Ozmun, Kirk 
& Co. 


problems which are unsolvable. It 
follows the lines of what I suggest- 
ed as the third victory. It follows 
that we have to win a victory over 
ourselves. When a man talks with 
you about the solution of a great 
national problem and then when 
you promptly arrive at the solution, 
it may not be nearly as mysterious 
as it might seem. And he says, 
“Well, I can’t do that for some po- 
litical reason,” then that simply 
becomes politics and not a great na- 
tional imponderable. 

The people are going to want to 
get what our country produces. 
Sooner or later, with the exception 
of such obvious bottlenecks on the 
increase of supply as exists in rents 
and other fixed questions of that 
kind, the country itself will take 
hold of production. 

It is to me as fanciful as a thing 
could be that if you lift all price 
controls off clothing, all of us and 
our wives would instantly run out 
to the stores and buy up all the 
clothing. If we have any sense at 
all, and we have, it will only be 
a matter of a couple of months be- 
fore we can get any kind of clothes 
we need. We will wait. 

At that point the speculators and 
the black marketeers who have cor- 
nered the shirts, such as there are 
available in this country, would be 
stuck higher than a kite with a lot 
of shirts that they had better get 
busy and sell before they come in 
carloads. And that splurge which 
would obviously occur with the 
elimination of price controls would 
not be a bulge that the public would 
follow up. 

The same thing happens in the 
black market in Europe. The black 
market has no price controls. It 
operates at these fantastic levels, 
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of course, in supply and demand. 


Coffee for example is very ex- 
pensive in Belgium. I was in Brus- 
sels one afternoon and a newspaper 
came out saying that a ship was 
arriving from Brazil with a car- 
load of coffee. The result was that 


the price of coffee fell from about 
three dollars and a half per pound 
to about sixty cents a pound—the 
ship was coming in. And that will 
happen here. 

We can break this inflation. The 
idea that we may have a threat of 
inflation is about as ridiculous a 
thing as I know of. If this isn’t 
inflation I would like to know what 
is. 

We can break it by production. 
We will break it by production. Our 
people will sooner or later demand 
the goods and they will get them. 

When our political friends talk 
about what they call a profitless 
economy, they are talking sheer 
bunk. You don’t have any such 
thing. The only place you get a 
profitless economy, an economy 


which is producing at no profit, is 
in a totalitarian state. And they 
can’t put that over here. They lost 
their chance, and we are on the 
high road. 

As for export business, gentle- 
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TRuE Temper Ioo.s... 


THE BACKBONE OF HARDWARE 


Distributed by: Selected Hardware Jobbers in every State. 
Advertised in: America’s finest magazines, directing con- 


sumers to see and buy in their Home Town Hardware Store. 
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TRUE TEMPER HAMMERS: 
The Dynamic Line — Bal- 
anced power for driving 
and pulling. 


TRUE TEMPER HATCHETS: 
The famous Tommy Axe, 
Tomahawk and Dynamic 
Hatchet — Power Centered. 


TRUE TEMPER AXES: The 
Perfect and Flint Edge — 
Preferred above all others. 


TRUE TEMPER SHOVELS: 
Solid Shank and Forged 
Shank Dynamic. Both taper 
forged in one piece from 
a bar of steel. 


TRUE TEMPER STEEL 
GOODS: For over 100 
years—“The Standard of 
Comparison.” 


TRUE TEMPER RODS 
AND BAITS: The Rod 
of Champions —The Lure 
of Experts. 


TRUE TEMPER HEDGE 
& PRUNING SHEARS: 
The complete line. New in 
design, value and utility. 


TRUE TEMPER SCYTHES, 
WEED and GRASS TOOLS: 
The only line produced by 
modern methods, with mod- 
ern equipment. 















































































men, that eludes me. I have, I be- 
lieve, the same definitions of busi- 
ness that you have. I think busi- 
ness consists of making something 
and being paid for it by somebody 
else. I do not believe that business 
consists of making something and 
then loaning the money to the other 
man to buy it from you and then 
not collecting from him. 

The concept of foreign trade 
based on foreign loans is not for- 
eign trade. It may be a public 
works program for the United 
States at the expense of the tax- 
payers, and it may be a great 
human welfare objective, which I 
think it is, for the people abroad, 
but to dress that up and call it 
American foreign trade is just 
simply economic hypocrisy. It is 
not true. If we loan this money to 
all the countries of the world we 
should either do it on a charity 
basis and recognize it as such and 
for Heaven’s sake get thanked for 
it abroad. We should not say that 
we are preparing a development of 
American foreign trade through 
foreign loans, because that is plain 
double talk. 
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My boy is 17 years old, and I 
would be heartily ashamed of him 
if I couldn’t send him to Turkey 
where I went and get him to make 
an agreement with the Turkish 
Government to let in American 
automobiles and electric refrigera- 
tors without duty because they need 
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them and they don’t make them. 
But I don’t think there is any man 
in this country who can go to 
Turkey and get the Turks to permit 
us to ship Virginia tobacco into 
Turkey because they have plenty of 
tobacco and grow it themselves. 
When I read trade agreements that 
leave out everything we don’t make, 
I don’t think they are trade agree- 
ments. I think they are the normal 
demand for goods on the part of the 
other countries. If we finance the 
importation of American goods on 
a revolving basis we shouldn’t kid 
ourselves into thinking that we are 
in that way building a stable for- 
eign trade for the support of the 
American economy. 

The alternate view of being 
bottled up in America and not hav- 
ing any place to ship anything 
has a curious series of features. 
This country never had a big for- 
eign trade on manufactured goods, 
and we probably will have, after the 
replacement boom is over, a smaller 
foreign trade than ever in our his- 
tory on manufactured goods be- 
cause the war diffused into many 
areas of the world war plants which 
didn’t exist before in the so-called 
backward countries; immense tex- 
tile mills in Egypt; 8 or 10 tre- 
mendous factories in Australia; all 
these things in India, steel mills 
and what not. 

When you talk about foreign 
trade you have got to talk about the 
two great things that these poli- 
ticians don’t want to face, the two 
great money crops of our country, 
wheat and cotton. Our foreign 
trade has been so overwhelming in 
wheat and cotton for the last 100 
years that if you took all the manu- 
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| factured foreign trade out of our 
| balances, you would never have had 


a growth in new money in the 
United States of over 10 per cent 


| of our growth in that past period. 


We have gotten rich insofar as 
foreign trade is concerned by the 
blessings of the earth, by having 
here our great bread basket in the 


| middle West, and our vast cotton 


fields in the South, and each year 
shipping to the countries of the 


| world these new crops and getting 


from the countries of the world 


new money in payment for them— 


an amplification of exactly the 


| process that went on inside our 
| country by which the farmers in 


the West grew the crops and were 


| paid by the manufacturing centers 


of the East and in turn bought 


| from the manufacturing centers in 
| the East. 


Up a Blind Alley 


We have run up a blind alley not 


| for economic reasons but for po- 
| litical reasons in establishing a 
| tradition of paying a politically 


feasible high price on a domestic 


basis for wheat and cotton and then 
storing the wheat and storing the 
cotton at the taxpayers’ expense all 
at a level from one and a half to 
five times as high as the world mar- 
ket, and then proposing to make 
loans from the American people to 
deliver on a subsidy basis to the 
countries of the world the big cash 
crops which we bought with the 
taxpayers’ money and stored here. 
That is not the road to sound for- 
eign trade. 


Sell in Open Market 


If you ask what you can do about 
it, the thing you do about it is to 
drop the domestic export of wheat 
and drop the domestic export of 
cotton and permit our two money 
crops to sell at the open market, in 
the Liverpool market for cotton, or 
any place in the world for wheat. 
The answer to that is if we do that 
the farmers will throw us out on 
our ears. We will have to leave the 
Capital because we can’t get re- 
elected. And so will the cotton 
farmers in the South. 

All I am trying to say, and I 
hope it may be encouraging in 
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terms of economic thinking, is that 
it should be evident that the prob- 
lems facing us are not unsolvable 
from an economic standpoint. It is 
only that the economic solutions do 
not impress our politicians as being 
feasible politically. As long as that 
exists then one economic abuse fol- 
lows another, and the only people 
that I can see who get very much 
out of it in the long run are the 
office holders themselves. 

The day will come when we will 
be faced with such an immense ex- 
pansion of short-term government 
debt and such a fantastic—and that 
part is already here—expansion of 
our currency issue that the Govern- 
ment will realize that the whole 
safety of this country in the eco- 
nomic sphere rests first and fore- 
most in the productivity of Ameri- 
can plants, and that we are running 
a neck and neck race against the 
productivity of American industry 
and the value of the American dol- 
lar. 

I don’t know how meetings of 
consequential people who have to 
and do earn their own livings and 
support themselves, could do a more 
useful service than keep their eye 
on that beam, not let these fellows 
talk politics when the solution must 
be on economic lines, or at least 
when they do talk politics, call it 
politics and don’t let them drag you 
down the road of Santa Claus’ eco- 
nomics just because they have a col- 
lege degree. 
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President of the Waukesha State Bank, 
Waukesha, Wis., delivered an inspira- 
tional address “Our Priceless Heritage” 
before the joint Tuesday session. Mr. 
Taylor urged the return to the familiar 
and traditional American way of life 
free of all “isms” and free of govern- 
mental controls. 
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CAP SCREWS 
IN FOUR HEAD STYLES 


You can get Tough, TRIPLEX Quality 
Cap Screws in all diameters up to 1” 
and lengths up to 8’—and of course 
they’re available in the popular Flat, 
Fillister, Button and Hex Heads. You 
can’t go wrong buying TRIPLEX for 
Toughness. 

Save time in making out your pur- 

chase orders by using our wall chart. 

Write for your copy today. 


THE TRIPLEX SCREW COMPANY 
S317GRANT AVENUE + CLEVELAND 5, OHIO 
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Report of Committees on Co-operatives 













- opportunity to 


make this report is most welcome, 
for it permits public recognition of 
the splendid, unselfish work of your 
Committee on Co-operatives, the un- 
tiring efforts of the division chair- 
men and the wholehearted support 
of the members of our association. 

The success of the recent solici- 
tation of funds to support the fight 
for tax equality was due entirely to 
their efforts. 

At a meeting held in Chicago in 
October, your committee set a goal 
of $35,000 as a fund to be raised. 
The members of the National 
Wholesale Hardware Association 
have far exceeded this figure, and 
have contributed $45,462.50. In ad- 
dition to their subscriptions, 19 
hardware manufacturers have 
added $10,300.00 to the fund. 

Many of our executives are out- 
standing authorities on the growth 
of the cooperative movement in 
America. 

In referring to the special tax 
advantages enjoyed by co-ops, one 
usually thinks of Federal taxes, but 
practically all of the states favor 
co-ops as well. Let me quote from 
the Ohio Statutes, Section 10186-29, 
Annual Fee to State Treasury. 





Quotations by the speaker from Co-op 
journals reveal the far-flung business em- 


pire of the various cooperative organizations and, 
he states, show their increasing tendency to be- 
come politically opposed to the present American 


system of enterprise. 


By W. P. TRACY 







The Tracy-Wells Co., 
Columbus, Ohio 
Chairman of The N.W.H.A. 


At the Wednesday Joint Sessions 
of Manufacturers and Jobbers 


“Each association organized 
hereunder shall pay into the State 
Treasury an annual fee of $10 only, 
in lieu of all franchise, or license, 
or corporations, or taxes, or charges 
upon reserves held by it for mem- 
bers.” 

A private corporation must pay 
1/10 of 1 per cent of their admitted 
assets as determined by the Depart- 
ment of Taxation, with a minimum 
fee of $25. The $3,000,000 Ohio 
Farm Bureau would have paid 
$3,000 taxes annually instead of $10 
if they were to be treated the same 
as the private corporations they 
compete with. 

Wallace J. Campbell, editor of 
Cooperative League News Ser- 
vice of New York, in an article on 
the front page of The Ohio Cooper- 
ator, January 15, 1946, writes as 
follows: 

“Greater cooperative production 
was once more the key word in co- 
operative progress in 1945 as the 
consumer co-ops chalked up a rec- 
ord year with an estimated billion 
dollar business. 





“In referring to the tax advantages enjoyed by Co-ops, 


Committee on Cooperatives 


(Note, he says, “Consumer Co- 
ops, those doing retail business with 
the consumer in competition with 
your merchants.” ) 

“The close of the war brought 
also a new turning outward to in- 
ternational cooperative action and 
practical immediate steps to put 
postwar plans to work. During the 
year just closed, consumer cooper- 
atives purchased two petroleum re- 
fineries, one at Levelland, Texas, 
and one at Louisville, Kentucky, 
bringing to 11 the total in U. S. 
and Canada. The co-ops also added 
to their oil production by the pur- 
chase of 164 additional oil wells, 
bringing the total up to nearly 500 
wells, and acquiring leases on 
35,000 acres of oil lands, bringing 
the holdings up to 139,000 acres. 

“Other steps into the field of pro- 
duction during the year included 
construction of a new fertilizer fac- 
tory in Portland, Oregon, and pur- 
chases of a feed mill at Klamath 
Falls, Oregon; purchase of coal 
mines in Alberta, Canada, and Ida- 
ho; construction of an addition to 
the feed mill at Superior, Wiscon- 
sin. As the year closed construc- 
tion was planned or underway for a 
fertilizer factory at Green Bay, 
Wisconsin, a feed mill and a seed 
processing plant in the Twin Cities. 


one usually thinks of Federal taxes but practically all 
of the states favor Co-ops as well.” 
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PROFITS ano SALES 


WITH THIS 


LINE-UP 


OF 


FULLER TOOLS 


#x877 Assortment 
of 24 Screw Driv- 
ers. Tool steel 
blades. Retail 


er Co- 10¢ to 35¢. 
ss with 


n with 


rought 
to in- 
n and 


#522 DeLuxe — 
Assortment of 12 
screw drivers. 
Every driver 
branded and 
warranted. Retail 
from 20¢ to 60¢. 


#806 Recessed 
Head Screw Driv- 
er. Extra large 
handle. Retall 
4 50¢ each. 


FULLER TOOL COMPANY, Garrison & Faile Sts., NEW YORK 59, N. Y. 
SALES OFFICES 
A. —. Fuller, 16 Hudson St., New York 13, N. Y Fuller Tool Co., ltd., 404 


té ry t v r rea 
Hardware Agency Co., 89 Broad S!., Boston 10, Mass M. M. Davis, 1754 Mohican St., Philadelphia 38, Pa 


Sanford Bros., Mocksville, N. Carolina 
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“Other production enterprises in- 
cluded a hot water heater factory at 
Albert Lea, Minnesota, two new 
soybean processing plants, and saw 
mills at Canoe, British Columbia, 
and Benton, Arkansas. A survey 
completed in October showed 158 
mills, factories and refineries owned 
by cooperatives affiliated with Na- 
tional Cooperatives and the Cooper- 
ative League. 

“To implement postwar plans 
new warehouses were authorized, 
land purchased, or buildings were 
under construction in Indianapolis, 
Oakland, Calif., Chicago, Superior, 
Hartford, and the Baltimore-Wash- 
ington area. 


Trade Cutoff 


“International trade between co- 
operatives was cut off almost entire- 
ly by the war and other interna- 
tional cooperative activities severe- 
ly curtailed. First substantial new 
business in that field has been or- 
ders for oil to be shipped from 
U. S. co-op refineries to coopera- 
tives in Sweden and France.” 

The foreign order for oil re- 
ferred to is carried in another news 
column of the Ohio Cooperator, as 
follows: 

“An international order for more 
than $500,000 worth of lubricating 
oil for shipment to France was re- 
ceived recently by Consumers Co- 
operative Association which serves 
cooperatives in nine states from its 
headquarters here. The orders calls 
for 2,175,000 gallons of lubricating 
oil in 40,000 drums, at the rate of 
1000 drums daily through early 
February. The oil is being shipped 
from the cooperative refinery in 
Coffeyville, Kansas, to Houston 
Texas, where it will be loaded on 
vessels bound for France. 

“This French order, closely fol- 
lowing shipments of CCA oil to 
Sweden, is another proof, in the 
opinion of many cooperators, that 
the international petroleum cooper- 
ative now in process of organiza- 
tion, is economically sound. 

“The thousands of oil drums 
bearing the CO-OP label which will 
be .lodded on Gulf Coast vessels to 
be carried across the Atlantic are 
symbols of cooperative non-profit 
business. They will carry a mes- 
sage of good will and peaceful co- 
operation from American coopera- 
tors to those in France.” 

Is it pertinent to ask, if this or- 
der for 2,175,000 gallons lubricat- 
ing oi] shipped abroad, is sold with- 
out profit and without taxes? 
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Returning to Mr. Campbell’s 
article: 

“The first postwar international 
cooperative conference brought rep- 
resentatives of 14 countries to Lon- 
don in September. U. S. Delegates 
were Murray D. Lincoln and How- 
ard A. Cowden, President and Vice 
President of the Cooperative 
League. At the London meeting 
steps were taken to merge the op- 
erations of the International Co- 
operative Wholesale Society and the 
International Cooperative Trading 
Agency. The Conferences also ap- 
proved the formation of an Inter- 
national Cooperative Petroleum As- 
sociation to undertake international 
trade and production of petroleum. 

At the San Francisco Conference 
creating the United Nations Organ- 
ization, cooperative representatives 
proposed the formation of an In- 
ternational Cooperative Office in 
UNO and urged that the Interna- 
tional Cooperative Alliance be rep- 
resented in the Economic and So- 
cial Council. 

To keep pace with expanding 
business facilities, training, educa- 
tion and recreation programs were 
planned at local, regional and na- 
tional levels. One of the outstand- 
ing developments of the year in- 
cluded a drive by Ohio Farm Bu- 
reau for a thousand additional ad- 
visory councils. 

At year’s end, four new coopera- 
tive hospitals are being organized 
in the Pacific Northwest, and one 
at Pelican Rapids, Minn. General 
interest in the cooperative health 
field is growing. 


Biggest housing cooperatives in 
America was planned and finances 
assured with construction to begin 
as soon as material is available. It 
will be known as the East River 
Cooperative Homes and will be built 
at a cost of $5,000,000 in New York’s 
lower East Side. Many other groups 
throughout the country were pre- 
paring to build as soon as possible.” 


Another Aspect 


Leaving the question of tax 
equality, there is a political and so- 
cial aspect to the Cooperative move- 
ment, on which our members should 
be informed. 

“Victor Reuther, brother of Vice- 
President Reuther of UAW-CIO, 
has resolved doubts on UAW aims. 
He is high in UAW councils, was 
chairman of the resolutions com- 
mittee at the last convention, and 
currently heads the Union’s com- 
mittee on postwar policy. 

“In December Common Sense 
Magazine, written before the strike 
was called, he stated that the real 
purpose of organized labor today 
should be the complete nationaliza- 
tion under a socialistic government 
—of all but useful and efficient 
small businesses which would be 
left under private controls. He has 
no use for the capitalistic system 
which made America the greatest 
industrial nation and which out- 
produced and defeated the indus- 
trial machine of all the Axis 
powers. 

Continuing, he writes: 

“It is clear that we cannot attain 





Edmund Orgill (left) Orgill Bros. & Co.. Memphis, Tenn., president elect of the 
S.W.H.A., receives the gavel from R. R. Witt, builders’ Supply Co., San Antonio, 
Tex., retiring president. at the final meeting on Thursday morning. 
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the Four Freedoms by a return to 

. ‘free enterprise,’ the ‘Ameri- 
can way’ or any of the other verbal 
dodges of the status quo... the 
profit-taking power of monopolistic 
free enterprise is the bottleneck 
that is barring our path to full pro- 
duction and full employment... 
private ownership of monopolistic 
industries must be replaced by 
forms of social ownership, such as 
TVA and cooperatives, all funda- 
mentally democratic in character.” 

Mr. Lincoln, president of the Co- 
operative _League of the United 
States, addressed the annual meet- 
ing of the Ohio Farm Bureau Co- 
operative Association, and is quot- 
ed in the Columbus Dispatch, Feb. 
27 of this year, as follows: 

“On all sides you hear through 
speeches, radio and paid ads by the 
National Association of Manufac- 
turers that it was the unbridled pri- 
vate property system that made this 
country great. I definitely challenge 
that statement. It has been our sys- 
tem of democracy with its conse- 
quent freedoms together with tre- 
mendous natural resources that has 
made this country what it is.” 


The Reasons 


Last year three veteran execu- 
tives of the Farm Bureau resigned 
after differing with Mr. Lincoln on 
postwar policies. According to the 
account in the Ohio State Journal, 
Mr. Hensel, special counsel, said the 
difficulty arose over his belief and 
that of the three others who re- 
signed, that the organization should 
devote itself to the agricultural 
field, while Mr. Lincoln urged clos- 
er cooperation with organized labor 
and added ventures into the con- 
sumer cooperative field. On numer- 
ous occasions cooperative spokes- 
men are reported to have stated, 
that the day of private capitalism 
is past, and only through coopera- 
tives can this country regain its 
prosperity and be prepared to meet 
world competition. 

Such statements are a direct chal- 
lenge to you as independent busi- 
ness men, and as loyal Americans, 
who have seen our country grow 
strong, while those nations operat- 
ing under the system these speak- 
ers advocate have, with one excep- 
tion, grown weaker and not one of 
you would want to live in the coun- 
try excepted. 








FE Latest News on 
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LIGHT WEIGHT — BALANCED — QUIET 


Not only its eye appeal but its performance will thrill you, for the 
Precisionbilt Mosquito Reel is as smooth running as it is handsome. 
Gears work quietly as you strip off the line — adjustable single direc- 
tional click and drag mechanism goes into action only when line is 
being taken out, automatically shuts off during “winding in:’ Split- 
second “take apart” for speed and efficiency in changing spools. Sturdy 
aluminum alloy construction, well ventilated for quick drying of line. 

Capable fishermen with years of precision manufacturing experi- 
ence are building the Mosquito 
and other Precisionbilt Reels for 
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The Industry's Responsibility 
In Producing Homes 


|S yer ae production can be expanded by pro- 
viding priorities and allocations of materials 
and equipment required by manufacturers; by 
use of war plants and new facilities to increase 
production capacity and by balanced wage and 
price adjustment. Agreement with those princi- 
ples is the construction industry's responsibility 
in providing homes, according to Mr. Petters. 


By GEORGE A. PETTERS 
Johns-Manville Sales Corp., 
New York N. Y. 


At the Tuesday Session 
National Association of 
Sheet Metal Distributors 


; \ ITH the winning 


of the war, America has met her 
most vital challenge and now faces 
an entirely new responsibility—the 
winning of the peace. That peace 
can be securely won only if we sus- 
tain a prosperous and stabilized 
construction market and provide 
the means of maintaining optimum 
employment. 

Construction is our second big- 
gest industry. It extends far be- 
yond the manufacturers of building 
materials, the contractors and dis- 
tributors. Factories and homes re- 
quire steel, sheet metal, electricity, 
fuel, heating equipment, paint, 
hardware, furniture and many other 
items. Construction is peculiar in 
that a high volume is both the re- 
sult and the cause of a high na- 
tional income. 


The most critical problem facing 
the construction industry today is 
that of housing. 

It is difficult to say just how 
many housing units will be required 
during the next 10 years to over- 
come the housing shortage. Re- 
search groups, economists, labor 
organizations, writers and govern- 
ment bureaus have given estimates 
varying from about 800,000 to 12,- 
000,000 annually during the next 
10 years. Perhaps 1,000,000 hous- 
ing units per year will be required. 

Because of industrial strife it 
has not been possible for the sup- 
pliers of building materials to get 
into production and, as a result, 
nothing like the 1,000,000 figure 
will be approached in 1946. The best 
estimate for this year is from 400,- 
000 to 450,000 housing units. 

How to increase the volume to 
1,000,000 units a year is the prob- 


G. A. PETTERS 


lem — your problem — my problem 
and that of the entire construction 
industry. 

But rather than dwell on the rosy 
outlook from the standpoint of de- 
mand, which is definitely assured, 
we should concern ourselves pri- 
marily with the hazards which we 
are already facing. Unless these 
are met in a militant fashion 
through the enlistment of congres- 
sional support for the private con- 
struction industry, the future of 
private competitive enterprise is 
anything but bright. 

Let us trace the developments of 
the last three months as these ob- 
stacles arose from causes entirely 
beyond our control. 

When Germany was smashed and 
Japan defeated, something quite un- 
expected happened here at home 
Almost overnight the goal post 
were changed. No longer was the 
objective 30 per cent more jobs to 
take care of our veterans. The de- 
mand became 30 per cent more 


‘There is no justification for burdening the taxpayer 
with an additional load and perpetuating deficit 
financing, which is simply continuing to pour oil on 
the flames of inflation.” 
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... 4 Doggone Good Toot/ 








There is No Substitute for Good 
Tools — and Duro-Chromes 
are “Doggone Good”! 


DURO hand tools are so beautifully balanced that they feel 
like an extension of one’s own arm. When a mechanic picks up 
such a tool, he knows that tool is RIGHT, and the way the 
tool performs confirms his opinion. That’s how DURO tools 
bring OUT the skill and experience that are JN a man; the 
mechanic enjoys using them, and the boss appreciates the better 
work that’s done. That is why—across the nation and around 
the world, in every language—both men and management agree 
that ““DURO Tools are Doggone Good Tools” . . . Duro Metal 
Products Co., 2649 No. Kildare Ave., Chicago 339, Illinois. 
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OVER A BILLION BUILT SINCE 1916 
ALSO MAKERS OF DURO MACHINE TOOLS 
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lwages for those who already had 
jobs. Dangerous strikes resulted. 
|The whole industrial life of the na- 
tion was threatened and the unity 
of the country seriously disturbed. 

In many cases where strikes had 
not occurred, manpower which had 
been hard at work during the war 


jemergency decided to go on vaca- 


| |tion through the channels of un- 
; employment compensation. 


| Coincident with these difficulties, 
ithe unrealistic attitude and policies 
of OPA and their unwillingness to 
lact promptly on the most pressing 
needs of manufacturers for relief 
on ceiling prices prevented the re- 
jsumption of full production on a 
vast number of urgently needed 
building materials. OPA can be di- 
rectly charged with the responsibil- 
ity for delaying maximum produc- 
ition of brick and clay tile, hard 
‘wood flooring, asbestos roofing and 
siding shingles, asphalt roofings, 
gypsum products and a host of 
others. 

By unrealistic attitude on the 
‘part of members of the OPA, I re- 
fer to their contention that if a 
jmanufacturer was able to show a 
profit on his over-all production, he 
‘should not insist upon the right to 
make a profit on one or more indi- 
vidual commodities. 

Recognizing that the acute hous- 
ling shortage is the most critical 
problem of our first post war year 
land that lack of labor and materials 
lare the greatest factors contribut- 
jing to this shortage the following 
ithree basic facts were submitted to 


_ |Wilson Wyatt, Federal Housing Ex- 


peditor, as the major reasons for 
shortages of materials: 

| 1. Lack of labor in the factories 
iwhere building products are made 


and where raw materials are ob- 
tained. This is being seriously ag- 
gravated, of course, by current la- 
bor unrest, strikes, and the untime- 
ly competition of unemployment 
relief. 

2. Blanket ceiling prices which 
frequently do not cover actual cost 
of building materials production le: 
alone provide a fair profit. The 
OPA has been inexcusably slow and 
reluctant to make needed price 
changes, and this is holding up 
construction of homes for veterans. 

3. Searcity of new equipment 
needed to expand production facili- 
ties. 

And the following as the major 
reasons for skilled labor shortages 
at the building sites: 

Limitations imposed by local 
craft unions on the admission of 
apprentices; lack of modern train- 
ing programs to develop new skilled 
workers in relatively short periods 
of time; reluctance of certain craft 
unions to permit the use of labor- 
saving methods, materials and 
equipment; and short standard 
work weeks established by craft 
unions during the depression years 
as a measure of job protection for 
members. 

It was contended also that the 
answer to the acute housing short- 
age did not lie in further govern- 
mental regulation or in the con- 
struction of housing by government. 
Appropriating funds for publicly 
built housing will in no way in- 
crease the supply of materials and 
equipment. Private industry will 
utilize all available building prod- 
ucts more quickly and more eco- 
nomically than the government 
can. Furthermore, legislation can- 
not produce materials or houses. 


A.H.M.A. ADVISORY BOARD 


P. B. NOYES 
Oneida, Ltd. 





FAYETTE R. PLUMB 
Fayette R. Plumb, Inc. 


ISAAC BLACK 
Rusell & Erwin Mig. Co. 
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The report to Mr. Wyatt was | 


concluded with the following recom- 


mendations in the form of a five- | 


point program: 


1. To relieve materials shortages | 
due to price ceilings which make | 
the manufacture of certain building | 
products unprofitable, the OPA law | 
or the administration of the exist- | 
ing law should be immediately | 
changed so that manufacturers will | 


get quick relief on items where 


there is a loss or no profit incen- | 


tive. Such price adjustments should 
be sufficient to provide manufactur- 
ers with their actual cost, plus a 
prewar normal profit percentage. 


2. To relieve labor shortages, | 
both in the production of materials | 
and in the construction of houses, | 


government auspices should be used 
to bring together all organizations 
in the construction industry to 
sponsor a campaign to acquaint 
workers with the many opportuni- 
ties for life-long careers in this 
industry; to increase and intensify 
training programs; to enlist the 


support of union leaders to increase | 
the number of hours in the stand- | 


ard working day and to permit the 
use of modern labor-saving meth- 
ods, materials, and equipment; and 
to admit more apprentices, modify 


their qualifications, and shorten ap- 


prenticeships. 


3. To arouse communities to the | 


fact that the provision of adequate 
housing is essentially a local prob- 


lem, the government should ask the | 
cooperation and help of all branches | 
of the construction industry to | 


stimulate local educational cam- 


paigns to spur home construction 
through private enterprise and to | 


provide home building sites ade- 
quately supplied with sewerage, 
water, light and power facilities. 
4. To implement priorities al- 
ready established, which may need 


to be continued for a limited period | 


during the emergency until supply 


and demand are more nearly in bal- | 
ance in the open market, manufac- | 
turers should be given access to all | 


essential raw materials going into 
finished building products; they, 
together with contractors and dis- 
tributors, also should be given first 
call on all equipment and supplies 
for plant additions that are neces- 
sary for the production of increased 
volume. 

5. To alleviate as quickly as pos- 
sible much of the immediate de- 
mand for additional housing, par- 
ticularly for homeless veterans, full 


emphasis should be given to repair | 


and remodeling, to reclaiming old 
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RED BRAND FENCE 


Farmers everywhere are glad to hear that RED BRAND 
fence is again becoming available. And it’s good news 


to dealers, too, for nearly all Keystone dealers have 
a long list of unfilled orders for RED BRAND. 


However, even though we are now in full production on 
RED BRAND fence, it will be many months before 
we are able to “catch up” with the demand. 


But, meanwhile you can be 
sure that shipments will be 
made as promptly as possible 
and that each Keystone dealer 
will receive his proportionate 
share. As always, it pays to 
be a Keystone dealer. 


| KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 


Also Steel Posts, Poul 
try Netting, Barbed 
Wire and other fenc- 
ing products. 























N.A.S.M.D. 
ADVISORY 
BOARD 


EUGENE FOLEY 


Bayonne Steel 
Products Co. 


homes and converting existing 
homes into multiple dwellings, thus 
achieving maximum results with 
minimum amounts of materials and 
labor. 

In the face of what was a truly 
practicable and realistic approach 
to the problems, on Thursday, Feb. 
7, Mr. Wyatt issued his “Veterans’ 
Emergency Housing Program” as 
a report to President Truman. 

That program, consisting of 15 
major points, includes many sound 
proposals which private industry 
can endorse and support. The ob- 
jective is most laudable and we 
agree that veterans should have 
preference in the rental or purchase 
of available housing, both new and 
reclaimed old houses. Provision 
must also be made for some civilian 
hardship cases. 


Points of Responsibility 


In my opinion, it should be the 
industry’s responsibility in the pro- 
viding of homes to agree on the 
following points: 

That the production of building 
products should be greatly expand- 
ed, (1) by providing priorities and 
allocations of materials and equip- 
ment required by manufacturers, 
(2) by use of war plants and new 
facilities to increase present pro- 
duction capacity where necessary, 
and, (3) by wage and price adjust- 
ments, provided these adjustments 
are in balance. 

While agreeing with these objec- 
tives, however, we differ with some 
of the methods proposed by Mr. 
Wyatt to attain them! 

Agreement with the need for re- 
cruiting additional on-site and off- 
site construction workers, and with 
the recommendation that non-essen- 
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A. J. BECKER 
Ohio Hdwe. & Roofing 


Co. 


tial construction be postponed dur- 
ing the remainder of the housing 
emergency. 

Agree that rent controls should 
be continued for the time being in 
many areas, but it is necessary that 
a workable formula be adopted 
promptly to take into account in- 
creased operating costs experienced 
by landlords. 

Recommend that consideration be 
given to transferring rent control 
on existing structures to the FHA 
in order to coordinate this activity 
with the control of rents on new 
dwellings. 

Agree that favorable terms 
should be offered with respect to 
mortgage insurance, but urge that 
the Congress seek the advice of 
thoroughly experienced financing 
authorities before arriving at its 
decisions in this field, in order to 
avoid unsound lending and to guard 
against jerry building. 

As for the appropriation of addi- 
tional funds to relocate war hous- 


ing we believe that full use should 
be made of this type of emergency 
shelter. This fnoney will be wasted 
in providing uneconomic temporary 
shelter, but it will be wasted in a 
good cause to provide for our 
veterans. 

We should not only agree whole- 
heartedly with Mr. Wyatt’s pro- 
gram for local community partici- 
pation but we should also recom- 
mend the program be strengthened 
in several respects. We believe that 
responsibility for development of 
home sites should be assumed en- 
tirely by state and local govern- 
ments. We urge that decisions as 
to the essentiality of non-residential 
construction be made locally by in- 
dividuals familiar with the local 
needs. 

We should agree fully with Mr. 
Wyatt that private industry must 
play the leading role in meeting the 
housing need. Implementation of 
any building program must be at 
the local level, however. 


Labor Costs 


We should agree that labor is en- 
titled to a fair return for its share 
in the task. But we wish to point 
out that direct and indirect labor 
costs account for 85 to 90 per cent 
of the cost of building a home and 
that unjustified increases in wage 
rates will be immediately reflected 
in the prices which veterans and 
civilians alike must pay for their 
homes. 

Among the recommendations with 
which we should not agree is the 
proposal to increase the production 
of building materials by offering to 
the construction industry $600,000,- 
000 in subsidies, which are referred 
to as premium payments. 

As an industry we should be op- 
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BOARD 


F. O. SCHOEDINGER 
F. O. Schoedinger. 


BRUCE HAINES 
E. E. Souther Iron Co. 
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GLADDING ADVERTISING 


WILL BENEFIT YOU mosT! 


NEW customers...NEW profits...for you! 


Today Gladding advertising is reaching right into your neighborhood 
to bring more customers into your store! This campaign is the most 
extensive in our 130-year history! It not only resells the old-timers 
who read the sporting magazines ... but it pre-sells the millions of 
new enthusiasts . . . new customers who may outnumber “old timers’’ 
four or five to one! 

Indeed, we’re using such favorite magazines as COLLIER’S, SATUR- 
DAY EVENING Post and TRUE, in addition to the leading outdoor 
magazines ... we’re reaching over 20 million prospects. . . just to 
focus the attention of thousands in your locality where it can pay 
off .. . for you! 

ORDER GLADDING LINES NOW! Cash in on Gladding’s powerful 
unprecedented advertising . . . and Gladding’s reputation for 
leadership! Enjoy greater volume, larger profits .. . from fast-moving 
Gladding lines. Supplies are limited at present ... but your jobber 
will gladly see that you get your share. .. and more 

supplies are on the way! Ask your dealer 

for Gladding lines . . . today! 


These are some of the national 
magazines that are selling thou- 
sands of people right in your neighbor- 
hood on fishing . . . with Gladding! 
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IT’S ALWAYS GOOD GOING WITH 
GLADDING 
Invincible Nylon. World 


Famous Casting 
Line. Waterproofed. ® 
Hard-braided, tough, 
durable. 


Ripple Nylon Fly. (Not 
shown). Popularly 
priced. Oil finished. 


Dauntless Nylon Fly. Oil- 
tempered, satin-sur- 
faced. Especially 
flexible, long-wear- 
ing. 


Comorant Salt Water Line. Twisted 
hemp. Our finest grade. Ma- - 
chine laid. 


Excelsior Trolling. (Not 
$m. (Not chown.) Shown.) Selected 


Braided hemp on : 

25-yd. block. Up to po a ge tage on 

72-pound test. -yd. coils. Popu- 
lar seller. 


FRE Send for Gladding’s 46-page 
catalog showing complete line. 


GLADDING 


FISHING LINES 
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LACE this brand new, amusing five- 

color Victor mouse trap dispenser along- 
side your cash register or in some other 
prominent spot on your counter. Display a 
pile of mouse traps around it. You'll sell 
more Victors with this “silent salesman.” 
Designed by a prominent artist, it pleasantly 
reminds customers that they need 
mouse traps. 

Victor mouse traps are quick, efficient 
sure death for mice. Order from your jobber 


today. (Holdfast display also available.) 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTORS 


the TRAPS that people know 


iposed to the use of subsidies for 
this purpose. There is no justifica- 
tion for burdening the taxpayer 
with an additional load and perpet- 
uating deficit financing, which is 
simply continuing to pour oil on 
the flames of inflation. Moderate 
price increases where necessary to 
open up bottlenecks are, in our opin- 
ion, the only practical way to stim- 
ulate production in a peacetime 
economy. These adjustments should 
be made without delay. 

We should be opposed to the idea 
of giving rapid tax amortization to 
the building industry as a concealed 
subsidy. 
| Not only should we oppose sub- 
‘sidies, including accelerated tax 
amortization, but we see no occa- 
sion for the Federal Government to 
guarantee markets for materials 
‘manufacturers. Presumably this 
provision would be confined to the 
‘manufacturers of  prefabricated| 
‘homes produced under costly and| 
lartificial conditions. This appears 
'to us to be a subterfuge to get ap- 
ipropriations from Congress ee 








\public housing that Congress might, 
not make directly. 


Subsidies Unfair 


To provide outright subsidies for| 
prefabricated homes would be gross-. 
lly unfair to the many thousands of| 
‘small builders and contractors who 
\build conventional homes and who 
carry the entire burden of the re- 
pair and remodeling market. The 
ibulk of these subsidies would of| 
necessity go to a handful of large! 
‘manufacturers. This would be gross 
discrimination against the small, 
‘contractors upon whom the country, 
‘must depend for 90 ‘per cent of our| 
‘home construction and repair. 

As for the recommendation in 
'the plan that the Wagner-Ellender-| 
‘Taft Bill receive early approval, we 
‘should strongly oppose this. This is| 
ino time to spend billions of dollars| 
jon long-range planning which in no| 
|way can help meet the current hous-| 
\ing emergency. 

Specifically with respect to opa| 
‘price control, I want to give you| 
some definite recommendations 
iwhich I believe you will agree are 
for the national welfare and eco- 
nomically sound in the interest of 
private enterprise. | 

These recommendations have been| 
suggested by Lewis H. Brown, 
president, Johns-Manville Corpora- 
tion, as a nine-point program to get| 
the country back to work. 

1. Since the OPA now has a man- 





N almost every section of the country, 
the muskrat roams the marshes, ponds 

and stream banks. A prolific breeder and 
valuable fur bearer, he is the staple item 
in our fur crop. 

Farmers, boys and outdoorsmen will 
again be trapping ‘rats this season and get- 
ting cash for the pelts. They will want a 
trap that pays off. Unless a muskrat is 
properly trapped, he will twist himself free. 
The Oneida Jump No. 1 JG Stop Loss Trap 
is designed to catch and hold muskrat... 
combines the stop loss principle with com- 
pact underspring Jump design. 

No. 1 JG will be featured in fall advertis- 
ing appearing in leading farm, outdoor and 
boys’ publications. Your customers will be 
looking for JG’s. Be sure you have them. 

Have youreceived 
the book “How To 
Catch More Fur?” 
It tells about many 
fur bearers—how to 
trap them and the 
right trap to use. 
Send for your copy 
today. It’s free! 
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ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTORS 


the TRAPS that trappers know 


HARDWARE AGE 








atry, 
onds 

and 
item 


will 
get- 
nt a 
it is 
free. 
Trap 
bees 
om - 


rtis- 
and 
| be 
em. 
ived 
‘To 
ww?” 
any 
w to 
the 
use. 
‘Opy 
’ 


ICA 














date from Congress to fix all prices 
in order to accomplish an objective 
necessary for war, Congress must 
be asked to give OPA a new man- 
date to prevent runaway inflation 
and to accomplish the entirely dif- 
ferent objectives of peace. 

2. Instead of controlling all prices 
the OPA should be instructed to 
exercise control only over a limited 
list of scarce items where control is 
necessary until supply catches up 
with demand. These items should 
be specified by Congress and addi- 
tions to the list made by OPA and 
the President subject to the later 
approval of Congress. 

3. Congress should state in the 
mandate that price control is tem- 
porary; that the objective is to get 
away from it as soon as possible 
and get back to price determination 
in the market place where govern- 
ing factors are competition and the 
decision of the individual citizen 
to buy. 

4. Congress should prescribe a 
formula for fair pricing as a guide 
to all sellers of scarce commodities 
in this temporary period when de- 
mand exceeds supply. 

5. Manufacturers or sellers of 
scarce commodities should submit 
price schedules based upon the fair 
price formula to the Administrator 
for his approval. Businessmen 
would thus have an incentive to 
price below the fair price formula 
to avoid rejection by the OPA. 

6. OPA should be given power to 
investigate and take into federal 
court, and thus bring before the bar 
of public opinion, those individuals 


who, when given a chance to exer- 
cise freedom under a prescribed 
formula, violate that privilege by 
charging more than a fair price. 

7. Congress should prescribe that, 
when supply and demand come into 
approximate balance on any item 
designated for price control, the 
OPA must remove controls without 
undue delays, thus giving everyone 
an incentive to produce to the limit 
of capacity so as to bring about 
freedom from government controls 
as soon as possible. 

8. Such a new mandate from 
Congress should be made effective 
at once, instead of at the expiration 
date of the present act on June 30, 
1946, and Congress should instruct 
the OPA to eliminate controls on a 
gradual basis so that all controls 
will end on a definite termination 
date fixed by Congress. 

9. Congress should specify that 
the function of OPA is not to fix 
prices but to protect the public 
against unfair prices and that 
prices on each item must be suffi- 
cient to encourage full production 
and hence full employment as soon 
as possible. 

Such a program would go a long 
way toward bringing about full pro- 
duction and preventing a runaway 
inflation. 

All we in the industry ask from 
government is that we be given 
public policies which will encour- 


age and not hinder construction— . 


that the forms and economic phil- 
osophies which are our true heri- 
tage and tradition be undisturbed. 


A.H.M.A. ADVISORY BOARD 





S. HORACE DISSTON 


Henry Disston & Sons, 
Inc. 
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A. E. ALVERSON 
Greenlee Tool Co. 





D. A. MERRIMAN 


American Steel & Wire 
Co. 


















































MILK 
FILTER DISCS 













PERFECTION USERS 
REPEAT 


Year-around sales and 
profits to dealers who 
sicck and display PER- 
FECTION Discs. 



















Standard sizes— plain, 
single or double cloth- 
faced. 















ORDER FROM WHOLE. 
"SALE HARDWARE 
JOBBERS 









Free dealer helps, pro- 
motion and display ma- 
terial available on re- 
quest. 
















SCHWARTZ MFG. CO. 


TWO RIVERS, WISCONSIN 



























The Pricing of Iron and 


——— methods by which mill prices have been 

increased are most important to distributors 
because ... generally, the exact amount of those 
increases may be passed on by distributors.” 


By E. L. WYMAN 


Head Warehouse and Surplus 
Material Section 
Metals Price Branch 
Office of Price Administration 
Washington, D. C. 


I ia than devote 


the entire time allotted me to speak 
on the question of price control, I 
believe it would be far more to the 
point to explain some of the prob- 
lems arising from the recent in- 
crease in steel prices at the mill 
level and their effect on distribu- 
tors. 

In the case of heavy steel prod- 
ucts resold by warehousemen under 
the so-called zoning systems, the 
amount of increases in the appli- 
cable basing point base prices per- 
mitted producers by Amendment 15 
to Revised Price Schedule No. 6 
may be added. 

In the case of merchant wire 
products in which many of you are 
interested, the mill carload basing 
point base price may be increased 
by the amount permitted producers, 
the ceiling price is then calculated 
in the usual manner provided for 
in the Schedule. 

In the case of secondary prod- 
ucts, the increase granted mills may 
not be added after the distributor’s 
price is calculated. The calculation 
is made on the increased mill base 
price. 

In the case of pipe or oil country 
tubular goods, the applicable 
freight basing card discounts or 
basing point prices may be in- 
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creased by the amount granted pro- 
ducers, the maximum price is then 
calculated in the usual manner as 
provided for in the Schedule. 

In the case of tool steel, the max- 
imum prices established in para- 
graph (j) of Revised Price Sched- 
ule No. 49 may be increased by the 
amount of the applicable increase 
granted producers. 


Amount of Increase 


The amount of the applicable in- 
crease granted producers may also 
be added by resellers when maxi- 
mum prices have been established 
in orders issued under paragraph 
(k) (1) (ii) (a) by the Office of 
Price Administration and in the 
case of all products for which max- 
imum prices are determined by ref- 
erence to prices which the seller had 
in effect on a specified date. 

Now as to the mill price changes 
themselves, some of them will be 
classed by you distributors long 
familiar with steel pricing as 
unique, to say the least. Suffice it 
to say. that they were recommended 
at a joint meeting of the Steel Mill 


* * * 


At the Tuesday Session 
National Association of 
Sheet Metal Distributors 


Steel Products 





E. L. WYMAN 


General Advisory Committee and 
OPA, and that the exigencies of 
time and of the situation were con- 
siderable factors. 

The methods by which mill prices 
have been increased are most im- 
portant to distributors because, as 
outlined previously, generally the 
exact amount of these increases 
may be passed on by distributors. 

The examples given below are 
some of the most important changes 
which you distributors must be 
familiar with in order to price prop- 
erly. : 

Mill prices on wrought iron pipe 
and Toncan iron pipe are not calcu- 
lated in the same manner as has 
always been customary..To the price 
now arrived at by list and discount 
the mills may now increase their 
previously established applicable 
maximum prices (base price plus 
extras) by 8.2 per cent (eight and 
two-tenths). 

Maximum prices on all alloy steel 
products except stainless may now 
be calculated by mills as follows: 

The applicable maximum prices 
(base price plus extras) formerly 
established by the Schedule may be 
increased by 4 per cent. This is a 
departure from the past method of 
pricing. Now all types of extras 
including quantity extras may be 
marked up by this 4 per cent. 

On all carbon and alloy steel tub- 
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YESTERDAY! 


1880... President Ruther- 
ford B. Hayes—bustles and 
high-wheel bicycles—and a 
young fellow named Edison 
was puttering around with a 
substitute for coal-oil lamps. 
It was that long ago that 
Richards-Wilcox began to 
make the world’s finest door 
hardware! 


TODAY! 


Millions of dollars are being 
saved every year for American 
industry by R-W Automatic Fire 
Door Equipment . . . priceless 
man-hours are being saved by . 
new, revolutionary R-W Zig-Zag 
Continuous Power Conveyors. To- 
day, as for 66 years, R-W’s com- 
plete line keeps pace with 
progress. 


TOMORROW! 


Since peace has returned to every American the right 
to demand the best, let the famous Richards-Wilcox 
complete line furnish the right answer to every door 
hardware requirement. More important than ever, then, 
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These R-W Lock Joint Trolley Tracks and Ball Bearing Hangers show the 
wide range of sizes available, and the versatile principle upon which R-W 
Conveyors and Doors operate—smoothly, quietly, efficiently. 


AUR 





will be the exclusive R-W Lock Joint Tracks and Ball 
Bearing Hangers shown here. 

To prepare for tomorrow’s big business, get in touch 
today with the nearest R-W branch office listed below. 
Acquaint yourself with the complete Richards-Wilcox 
line—“A Hanger for Any Door that Slides.” Free cata- 
logs and engineering counsel always available without 
obligation. Plan today to profit tomorrow with Richards- 
Wilcox! 


Richards-Wilcox Mfg. Co. 


- 
oF © wee se oe oe ee 
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NONE-BETTER Thin 
Wall Socket Sets sell 
rapidly because they 
are designed for today’s 
jobs in shop, home and 
farm. These modern Thin 
Wall Sets adapt themselves 
readily to hard-to-reach, hard- 
to-turn spots which yesterday’s 
tools can’t touch. 


The NONE-BETTER Thin 
Wall Socket Set illustrated is a 
professional kit containing 49 
pieces as shown. It covers a 
wide range of work under a 
wide range of conditions. It 
will reach through narrow open- 
ings into obscure corners with 
ease. 





NONE-BETTER profits are 
yours for the asking. You are 
furnished with attractive display 
boards to boost sales in your 
store. You sell a product of un- 
rivaled performance and Guar- 
anteed quality. And you handle 
a line sold in hardware stores 
exclusively. Modernize your 
stock today. 








sold only in theffbetter hardware stores 
| THE NEW BRITAIN MACHINE CO 
NEW BRITAIN, CONN. 
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ing (other than oil country tubular 
goods and carbon steel pipe), the 
previously established maximum 
base prices may be increased on hot 
finished products by 6.6 per cent; 
on cold finished products by 9.9 per 
cent. Previously established ap- 
plicable extras which were calcu- 
lated as a percentage of the base 
price may not now be marked up 
but any extras which were not cal- 
culated as a percentage of the base 
price may now be marked up 8.2 per 
cent. For example, in Schedule D 
—Round Seamless Steel Mechanical 
Tubing—under miscellaneous ex- 
tras, the previously established heat 
treatment extra may not now be 
increased, the same applies to the 
retort-annealing extra; however, 
the pickling and sandblasting extras 
may now be increased by 8.2 per 
cent. This is only an isolated exam- 
ple of the new treatment of these 
extras. 

It will be well for you distribu- 


tors to study carefully all mill price 
schedules on items resold by you. 
Your resale price depends on the 
permission granted the mill. 

The maximum base prices and 
extras formerly established on black 
plate other than can making quality 
may now be increased by 8.2 per 
cent. 

Resellers of rail must be very 
careful because mill previously es- 
tablished base prices and extras 
have always been on a gross ton 
basis. The new permitted increase 
which in turn may be passed on by 
resellers of rails is $5 per net ton. 

Resellers of bale ties should note 
the following: previousiy estab- 
lished maximum mill prices have 
been on a column basis, the increase 
now permitted mills by amendment 
is 32%% cents per 100 pounds. It 
would be wise for resellers in pass- 
ing on this increase to figure 32% 
cents per 100 pounds on the net 
weight of the mill delivered carload 











— we 


H. K. Zust Heads Old Guard 


OL. HARRY K. ZUST, Camil- 
lus Cutlery Co., New York 
City, was elected president of the 
Old Guard, succeeding J. Frank 
Boxwell, The Yale & Towne Mfg. 
Co., Charles Town, W. Va., at the 
annual meeting held during the 
Triple Victory Hardware conven- 
tion in Atlantic City. Other officers 
are: B. E. Strader, Remington 
Arms Co., Inc., Bridgeport, Conn., 
first vice president; Gardner Lips- 
comb, Dallas, Tex., second vice 
president and R. P. Boyd, Knox- 
ville, Tenn., secretary-treasurer. 
At the Tuesday morning joint 


|session of manufacturers and 


wholesalers R. R. Witt, Builders 
Supply Co., San Antonio, Tex., re- 
tiring president, Southern Whole- 
sale Hardware Association, pre- 
sented roll of honor pins to Mr. 
Boxwell; Stanley Woodward, Rub- 
eroid Co., Baltimore, Md.; A. H. 
Deveney, Atlanta, Ga., manufactur- 
ers’ agent; L. L. Sullivan, Atlanta, 
Ga., manufacturers agent and Till- 
man Cavert, Cavert & Lipscomb, 
Nashville, Tenn., manufacturers 
agent, all past presidents of the Old 
Guard. George H. Harper, Na- 
tional Enameling & Stamping Co., 
Baltimore, Md., responded to the 
address by Mr. Witt. 

The Old Guard’s annual meeting 
was at the Marlborough-Blenheim, 
foilowing the roll of honor presen- 
tation. Members of the Executive 





COL. H. K. ZUST 


Committee of the Old Guard are C. 
R. Eaves, Chattanooga, Tenn., man- 
ufacturers agent, chairman; C. L. 
Petersen, Bridgeton, N. J., manu- 
facturers agent; L. S. Pickup, Chi- 
cago, IH., Stanley Works; G. C. 
Barton (new) Ames Baldwin Wy- 
oming Co.; R. R. Wendt, Spring- 
field, Mo., Phoenix Mfg. Co., and 
Mr. Boyd. 

That evening the annual dinner 
was held at the Brighton Hotel, 
with honored guests, officers of the 
Southern and National Wholesale 
Hardware Associations, American 
Hardware Manufacturers Associa- 
tion and past presidents of ‘the 
Southern Wholesale Hardware As- 
sociation. 
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price as the permissible increase 
since it has not been customary for 
steel mills to split columns and un- 
til official interpretation is issued, 
use of a split column might not be 
proper. 

Most of you distributors here are 
vitally interested in galvanized 
roofing and siding, also painted 
roofing and siding. The Steel Mill 
Products Section is issuing an in- 
terpretation to the effect that gal- 
vanized roofing and siding is to be 
considered a galvanized sheet prod- 
uct and that painted roofing and 
siding is to be considered a hot 
rolled sheet product, and that the 
increases granted mils on galvan- 
ized sheets and hot rolled sheets 
shall apply te the above mentioned 
products, respectively. 

The Steel Mill Products Section 
is issuing within the next few days 
an interpretative letter covering 
other points not mentioned here. I 
suggest you watch for these inter- 
pretations very carefully because, 
as stated before, the build-up of 
your prices depends on the in- 
creases permitted the mills. 

Everything I have mentioned to 
date is most uninteresting to others 
than resellers of steel. However, 
some questions may have been an- 
swered that inevitably arise when a 
change is made in a price structure 
as complicated as that of steel. 

What about price control as it 
directly affects the distributor of 
steel? You went through the great- 
est consuming market in history 
with prices practically stable over 
a seven year period. At the end of 
the war you were not faced with 
the prospect that “the bottom would 
drop out” and leave you with a high 
priced inventory. Your inventory 
was normally priced and you had 
no worries on that score. 

What about the future? You 
have a definite stake in the fight 
against inflation. A reputable es- 
tablished firm stands to lose much 
more than the speculator and the 
broker with no investment. Un- 
controlled material price increases 
week by week, and the inevitable 
demand of labor for higher wages 
due to an increased cost of living 
would give you a constant headache. 
Increased production brought about 
by such means would be a doubtful 
asset. 

It is a real asset however for you 
as a distributor to function without 
Vicious price and labor cost changes. 

There is an old Chinese proverb 
that says, “Keep your eye on the 
earthworm and miss the moon.” 
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TIPS You Can Trust 








is UARGRAVE 




















CINCINNATI TOOL Co. 


HARGRAVE 


TESTED TOOLS 


Here are some swell tips you 
can rely on for bigger and bet- 
ter sales — Hargrave Chisels 
and Punches. These famous 
tools are Individually Tested for 
Hardness and Toughness. As 
a result, they're rugged enough 
to give your customers lasting 
service despite toughest use. 
Hargrave Chisels and Punches 
are made from special analysis 
steel, trip-hammer forged (not 
drop-forged). Each tool is prop- 
erly balanced and propor- 
tioned. And there is a Chisel 
and Punch for every job. 


Also illustrated from top to 
bottom are: Improved Spring 
Clamp, Super Junior Forged 
Steel Clamp, No. 44 Super 
Clamp, No. 40 Forged Steel 
Heavy Service Super Clamp, 
Clamp Fixture and File Cleaner 
with Chip Plow. All Hargrave 
Clamps are Individually Tested. 
Sizes range from 34" to 10’ 
openings, from !/." to 16" deep. 


WRITE FOR CATALOG 
showing the complete line of 
Hargrave Clamps, Chisels, 
Punches, File Cleaners, Brace 
Wrenches, Washer Cutters, etc. 


THERE IS A STOCK AT YOUR NEAREST 
HARDWARE JOBBER 
Montgomery Rd. Cincinnati 12, Ohio 
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The Sheet Steel Situation 


LTHOUGH “steel capacity was expanded by 
15,000,000 tons during the war most people 

fail to consider that there was no expansion in 
light flat-rolled capacity in the war years and the 
total of such capacity is and will for several years 
to come be slightly less than pre-war. At the same 
time the flat rolled-industry, with somewhat less 
capacity, with deliberate restrictions on output. 
with crews still only partially trained, is called 
upon to meet a demand unprecedented in our 
history . . . consumer products of every descrip- 
tion, require flat-rolled steel as their principal 


component.” 


By NORMAN W. FOY 


General Manager of Sales 
Republic Steel Corp. 


>. of times a 


day we are asked by some steel user 
who appeals to us in desperation, 
“Where is all the steel going?” This 
is a difficult question, for which I 
have no pat answer, and I think we 
ought to go back a little bit and re- 
view a little history to get perhaps 
some basic understanding of what 
the present difficulty is. 

Over the past 25 years the con- 
sumption of sheets and strip has 
steadily risen in relation to other 
steel products. In 1920 there were 
6.71 tons of all other steel products 
consumed for each ton of sheet and 
strip. By 1940 this ratio had de- 
clined to only 2.49 tons of all other 
products for each ton of sheet and 
strip. To put it another way, there 
were 149 tons of sheet and strip 
produced for each thousand tons of 
other products in 1920. In 1940 
there were 402 tons of sheet and 
strip for each 1000 tons of other 


products. It must be kept in mind 
that from 1926 to 1940 there was 
very little over-all growth in the 
total production capacity for steel, 
and this rapid expansion in flat- 
rolled output was therefore at the 
expense of other steel products. 
Other forms of steel went more 
heavily into sheet, but the basic 
steel production during that period 
increased very little. 

The increase in flat-rolled pro- 
duction was made possible by the 
advent of the continuous mills, the 
first of which was built about 1926. 
When our own 98-inch mill in Cleve- 
land was ready for production in 
1937 it was freely predicted that we 
and other producers would never 
be able to find enough tonnage to 
operate mills of such capacity 


ie 
At Tuesday Session 


National Association of 
Sheet Metal Distributors 








NORMAN W. FOY 


profitably. Today we could use an- 
other one just like it if we had the 
steel ingot capacity to supply it. 

It is well to point out here that 
while the continuous mills provided 
a steadily increasing capacity for 
flat-rolled steel during the 15 years 
preceding the war, their very mag- 
nitude prevents any rapid expan- 
sion in rolling facilities at the pres- 
ent time. Such a mill with its sup- 
plementary equipment represents 
an investment of 20 to 35 million 
dollars, depending on size, and re- 
quires a minimum of two years to 
build. 

As recently as 1935 there were 
594 hand mills in operation. Today 
there are 199 hand mills still listed 
as active, but many of them have 
not operated for some time and 
many May never resume. Quite a 
few others, as you know, have sus- 
pended operations quite recently 
due to inability to secure sheet bar, 
which under OPA ceilings shows 
the steel producer a substantial loss. 

The loss of this hand mill pro- 
duction is particularly painful at 
the present time. Many of our cus- 
tomers point out that they never 
used steel in the grades and finishes 
produced by the hand mills and 
therefore feel that they should not 
be affected by such discontinuance. 
They overlook the fact that a large 


“While the strike lasted only four weeks, we have lost 
from six to eight weeks’ output due to the complications 
involved in starting operations after a complete shut- 
down. 1946 will therefore be a 10 month year at best 
in so far as sheet production is concerned.” 
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tonnage of the sheets produced for 
galvanizing by the hand mills must 
now come from the continuous mills 
in the form of cold-rolled sheets. 
This directly affects the tonnage 
available for cold-rolled sheet cus- 
tomers. The situation is further 
complicated by the withdrawal of 
some steel companies from produc- 
tion of galvanized sheets and other 
flat-rolled products. 

When the war came along, total 
flat-rolled production had built up 
from 434 million tons in 1920 to 14 
million tons in 1940, largely 
through the advent of the continu- 
ous mills as mentioned before. In 
the early war years, however, there 
was relatively little need for light 
flat-rolled steel, which dropped to 
15 per cent of normal, while the de- 
mand for ship plates was insatiable. 
The war requirements tended to 
concentrate on the heavier steel 
products, plates for ships and for 
construction structural steel, gun 
steel, all the heavy things that we 
needed to build armament. Many 
of the continuous mills, including 
our own, were converted for the 
production of plate and turned in 
an amazing performance. Plate pro- 
duction on the continuous mills 
reached 500,000 tons per month and 
literally saved our shipbuilding pro- 
gram, enabling us to create in rec- 
ord time the vast amount of ship- 
ping required to service our armies 
all over.the world, thus shortening 
the war immeasurably. 


Present Day Headache 


One of our headaches today re- 
sults from the conversion of strip 
mills to the production of plates. 
When these mills were turned over 
to plate production they needed far 
fewer men to produce their full ca- 
pacity in sheets. I find that during 
the war period, on our particular 
continuous mill, when we were 
turning out the maximum tonnage 
of plates, we required 950 men per 
day for the plate operation, while 
the lighter and more varied peace- 
time production requires 1650 men 
per day. We lost a large part of 
our skilled organization, as did 
other mills under similar circum- 
stances. The difficulty of rebuilding 
such an organization and the ex- 
tended training period required is 
one of the reasons that flat-rolled 
production figures have been some- 
what disappointing since the end of 
the war. 

In addition to this all of us have 
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R. H. GATES 


Turner, Day & Wool- 
worth Handle Co. 


been dedevilled by deliberate slow- 
downs and other restrictions of out- 
put by labor. It is too early to tell 
definitely whether or not the strike 
and subsequent wage increase will 
correct this condition but we have 
some grounds for optimism. Offset- 
ting this increased production, if 
we get it, is the huge tonnage lost 
during the strike. While the strike 
lasted only four weeks, we have lost 
from six to eight weeks’ output due 
to the complications involved in 
starting operations after a com- 
plete shut-down. 1946 will there- 
fore be a 10 month year at best in 
so far as sheet production is con- 
cerned. 

People are always reminding me, 
when we point out our inability to 
accept more tonnage, that steel ca- 
pacity was expanded by 15 million 
tons during the war’and they can’t 
understand the present situation. 
They fail to consider that there was 
no expansion in light flat-rolled ca- 
pacity in the war years and the to- 
tal of such capacity is and will for 
several years to come be slightly 
less than pre-war. At the same 
time the flat-rolled industry, with 
somewhat less capacity, with delib- 
erate restrictions on output, with 
crews still only partially trained, is 
called upon to meet a demand un- 
precedented in our history. It is 
unnecessary for me to quote any 
figures on the huge backlog of de- 
mand for consumers’ durable goods. 
Automobiles, stoves, refrigerators, 
washing machines, appliances and 
consumer products of every descrip- 
tion, require flat-rolled steel as 
their principal component. 


FRANK A. BOND 
The McKay Co. 


HARRY B. CURTIS 
Bridgeport Hdwe. Mfg. 
Co. 


Nearly every manufacturing cus- 
tomer we have has either expanded 
his plant to produce two or three 
times his pre-war output or is in 
the process of doing so. Some of 
these expanded production lines re- 
quiring flat-rolled steel primarily 
have no hope of full operation for 
some time to come. 

We do not think manufacturers 
have been unrealistic in their ex- 
pansion plans. Our investigations 
indicate the huge demand for al- 
most everything is authentic and 
the money is available to satisfy it. 
It does appear, however, that for 
the first time in American history 
our productive capacity will fail to 
measure up to demand for some 
time to come. 


A Touchy Subject 


Rationing steel among our regu- 
lar customers is a touchy subject 
and since we have no more flat- 
rolled capacity than we had pre- 
war, the logical procedure of select- 
ing certain normal pre-war years 
and arriving at an average monthly 
quota was established. In the light 
of wartime expansion and post-war 
demand, this quota seems very 
small to many of our good friends, 
but the sum of all the quotas is our 
total capacity to produce. We have 
no surplus we can dip into to sat- 
isfy individual needs. The indus- 
try has been accused of channeling 
too much steel through its own 
manufacturing divisions. Our par- 
ticular company has a number of 
manufacturing divisions producing 
various products. When it comes to 
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The Quality Floor % Supporting Utility 


For Homes, Farms and 
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Perma-Jack is a brand new kind of product that a surprising 
number of your customers need—the adjustable jack-and-post 
that enables them to fix sagging floors themselves, at a frac- 
tion of the cost of hiring a contractor. When they see it in your 
store—they buy—and install it themselves, easily—a neat per- 
manent fixture in their homes. 

Don’t lose the extra money this conveniently packaged item 
offers you. Join the leading hardware retailers and jobbers 
everywhere who are discovering new, worthwhile extra sales- 
volume in Perma-Jack. Retails for only $10.95—full profit. 
Does your own store or home floor sag? Try Perma-Jacks your- 
self—see how easily and inexpensively they solve the problem. 
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H. B. WILSON 
Mathias Klein & Sons 


a question of dividing the available 
steel we treat our own manufactur- 
ing divisions on exactly the same 
basis as our customers. If it is 50 
per cent for everybody else, they 
get 50 per cent. 

Our company, like most compa- 
nies in the steel industry, has a 
finishing capacity considerably in 
excess of its steel capacity. In nor- 
mal times that works out very well, 
because if the demand for one 
product is down the steel goes into 
another product. If the country 
was building lots of automobiles, 
it may not have been building 
railroad cars. If the oil industry 
was good, the farmers weren’t buy- 
ing, but seldom if ever did we have 
a demand that put a strain on every 
finishing facility. Consequently we 
always had enough steel. The de- 
mand, today, for every type of steel 
product, bars, pipe, wire, is just as 
pressing as the demand for sheets. 
Rarely in normal times do all 
branches of the steel business oper- 
ate at capacity and our blast fur- 
nace, open-hearth and other melt- 
ing capacity is more than adequate. 
Today the real limitation on our 
operations is the amount of steel 
we can melt. 


Flat-Rolled Steel 


Flat-rolled steel is going to be 
very tight for the next two years. 
There is no way to get quick relief 
from this condition and steel users 
will be obliged to adjust their sched- 
ules to the availability of their ma- 
jor raw material. There can’t be 
any seven million car automobile 
years in the immediate future, 
though the industry probably could 
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JOSEPH E. STONE 
The Stanley Works 








R. G. THOMPSON 
The Lufkin Rule Co. 


build that many cars if the neces- 
sary materials were available, and 
certainly could sell them. The same 
thing goes for other steel-consum- 
ing industries. ._If I seem to be 
throwing cold water on a lot of 
hopes and plans I can only say that 
this is the realistic way to look at 
it. 

The steel industry is allocating 
its output qn a fair and impartial 
basis and is better equipped to do 
so than any government agency. If 
the industry is permitted to con- 
tinue on this basis without further 
interference by amateur Washing- 
ton planners, it will see that all 
customers entitled to steel get as 
much as overall limitations permit. 
This won’t, and can’t, be as much 
as they want, but it will be fairly 
done. If any attempt is made by 
the government to establish further 
controls on steel the results will be 


, 


SPENCER T. OLIN 
Western Cartridge Co. 


disastrous. The government does 
not now have the personnel to han- 
dle such a program intelligently nor 
can it draft them from private in- 
dustry now that the war is over. 

Most of our problems, as I think 
you will agree, would be solved 
rather quickly if business men were 
permitted to operate in the manner 
their common sense and experience 
have taught them to be for the 
greatest good of all concerned, un- 
hampered by controls and restric- 
tions, many of which have some 
socialistic goal in view. We shall 
never be free from our present con- 
fusion while such controls continue. 

We think this country has suffi- 
cient steel capacity for its normal 
needs and for export. The require- 
ments of the next few years, both 
domestic and export, will be highly 
abnormal, and export demand will 
be abnormal for many years to 
come. 


British and French Steel 


The British and French steel in- 
dustries will be occupied for a gen- 
eration in rebuilding Europe. The 
German industry has been reduced 
to a shadow of its former propor- 
tions. Russia will need all the steel 
it can produce and more for its own 
industrialization program and for 
the restoration of its tremendous 
war-time destruction. This means 
that for the next 25 years the world 
must come to us for its steel. 

Once the great domestic short- 
ages are made up we can comfort- 
ably satisfy our own needs and 
those of many other countries. In 
the next several years all of us must 
settle down to programs that are 
capable of achievement. The signs 
of returning sanity in Congress 





RICHARD HARTE 
Ames — Wyoming 
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may give us all reason to hope that 
the bungling interference with the 
sensible conduct of our various 
businesses is finally beginning to 
wane. I hope we can look forward 
in the not far distant future to do- 
ing business again in the American 
way, under which any man or any 
company prospers in proportion to 
the service rendered and the unfit 
fall by the wayside. When that time 
comes, I am confident we can look 
forward to the greatest period of 
prosperity we have ever seen. 


The Story of 
The Atlantic City 
Convention 


(Continued from page 146) 


“You will recall that Geoffrey 
Baker, Deputy Administrator for 
Price, this morning stated that 
butts and hinges in the building 
hardware field will be priced to- 
morrow at an increase with the 
wholesaler receiving the 1941 gross 
margin. This, in the opinion of 
your Executive Committee should 
be the case with all of the items we 
carry. 

“Our members are bound to be 
affected by the increases in the 
prices of products fabricated from 
steel and it is our sincere hope that 
vigorous protests in each instance 
where absorption is required be 
registered with your Senators and 
Congressmen. If you do not place 
on record your views frequently, 
your Congressmen will not be in a 
position to express the consensus of 
opinion of business men. Our Asso- 
ciation has registered your protests 
but letters received from you, gen- 
tlemen, will make a far greater im- 
pression upon your Congressmen 
because each letter involves the vote 
of a constituent.” 

John S. Tomajan, The Washburn 
Co., Worcester, Mass., was reelected 
president of the Manufacturers. 
The N.W.H.A. reelected Edward F. 
Pritzlaff, John Pritzlaff Hardware 
Co., Milwaukee, Wis., as its presi- 
dent, while the Southern Wholesale 
Hardware Association elected Ed- 
mund Orgill, Orgill Bros. & Co., 
Memphis, Tenn., to succeed R. R. 
Witt, Builders Supply Co., San An- 
tonio, Tex., as president. A. M. 
Vorys, Vorys Bros., Inc., Columbus, 
Ohio, succeeded Bruce Haines, E. E. 
Souther Iron Co., St. Louis, Mo., 
as president of the National Asso- 
ciation of Sheet Metal Distributors. 
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Specify Air Express _ Better Business Buy Than Ever 


Shipments go everywhere at the speed of flight between principal U. S. 
towns and cities, with cost including special pick-up and delivery. Same- 
day delivery between many airport towns and cities. Fastest air-rail 
service to and from 23,000 off-airline points in the U. S. Service direct by 
air to and from scores of foreign countries in the world’s best planes — 
manned by the world’s best crews — giving the world’s best service. 









Write Today for new Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17. Or ask for 
it at any Airline or Railway Express office. 


EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
= eg oe the AIRLINES of the United States 
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HEAD YOUR BUYING LIST 


ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 


DELUXE MODEL 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 


Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 








ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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Details on other officers and direc- 
tors are given elsewhere in this 
issue. 

The Old Guard and the X Club 
held their semi-annual luncheon 
meetings and the Central States 
Hardware Club held its pre-conven- 
tion stag dinner at Hackney’s on 
Sunday evening before the official 
opening of the convention, all being 
well attended. 

As in pre-war days there was an 


excellent’ entertainment program. 
For the ladies there was a bridge 
and tea in the East Solarium on 
Tuesday afternoon. That evening 
Dunninger, the mental telepathist, 
demonstrated his powers in the 
Wedgewood Room. Wednesday af- 
ternoon the ladies of the convention 
enjoyed boardwalk chair rides. The 
Victory Ball, Wednesday evening in 
the Blenheim Ballroom, was the 
climax of the social program. 





The Unfair Tax Advantages of Cooperatives 
(Continued from page 153) 


in every community. Any one of 
these in your community can be 
used as a basis for further expan- 
sion.” 

It is competition of this unfair 
sort that is driving taxpaying busi- 
nesses out of business—or forcing 
them, in self defense, to become co- 
operatives themselves. 

It is this kind of tax avoidance 
that is seriously depleting the rev- 
enues of the states and of the Na- 
tion. 


Tax Avoidance Is Legal 


How, you may well ask, has this 
situation come about? 

It is all well within the letter, if 
not the spirit, of the law. The leg- 
islative history of cooperative tax 
exemption bids fair to become a 
classical example of the frustration 
of the people’s will by a persistent 
minority. 

It has been accomplhshed over a 
period of more than a quarter of a 
century, uninterrupted by changes 
of administration or of political 
party dominance. ; 

By law and lobby and liberal ad- 
ministrative rulings, the coopera- 
tives have had written into the stat- 
utes of the Nation and the several 
states a series of exemptions, priv- 
ileges, favors and subsidies that 
have permitted them to grow from 
little local businesses to mammoth 
corporations, with a philosophy that 
today actually threatens our form 
of Government. 


It has all been done while busi- 
nessmen, bankers and lawyers slept, 
in utter ignorance of the appalling 
significance of what was being done 
to them and to the Nation’s econ- 
omy. 

Cooperative income tax freedoin 
was first spelled out in detail in the 
Revenue Act of 1916, which ex- 
empted “. .. farmers, fruit growers 
or like associations, organized and 


operatéd as a sales agent for the 


‘ purpose of marketing the products 


of its members and turning back 
to them the proceeds of sales, less 
the necessary selling expenses, on 
the basis of the quantity of produce 
furnished by them.” 

There was no substantial change 


_in the 1917 law, but in 1918 the co- 


operative lobby got busy and sug- 
gested various expansions of the 
exemption privilege. One of the 
proposals roused the ire of Senator 
Robert M. LaFollette, Wisconsin— 
the senior Senator LaFollette. In 
the Senate debate he rose to his feet 
and made a statement that I want 
to read to you because it shows how 
a so-called radical of that time 
viewed the situation: 

“The existing law”, said Senator 
LaFollette, “very properly provide4 
for exemption from the corporation- 
tax section of farmers, fruit grow- 
ers, and like associations organized 
and operated for the purpose of 
marketing their products, and 
which are operated without profit. 
These associations are mere selling 
agents for the individual farmers. 

“In the pending bill, page 51, this 
very just exemption of the existing 
law is expanded and the door is 
thrown open and the opportunity 
given for the evasion of the corpo- 
ration-law tax. The provision of 
the pending bill not only applies to 
such non-profit associations, but it 
extends the exemption to include 
associations that act as selling 
agents not only for their own mem- 
bers and without profit, but which 
also sell for non-members. Where 
these associations make profit a3 
the agent of a non-member, suci 
profit is taxable.” 

Senator LaFollette killed the pro- 
posed expansion at that time—but 
it has since been fully written into 
the law, and from that time on, 
more and more special privileges 
were added, first by rulings of the 
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SATURDAY EVENING POST 3,422,083 
BETTER HOMES AND GARDENS, 2,379,925 
AMERICAN LEGION 1,440,344 


Other nationally read 
magazines 1,063,613 


Newspaper mats of ready-made 
advertisements. 


Window streamers and posters. 


Attractive, eye-catching counter 
displays. 








Order from your jobber now! 


“6-12” is a registered trade-mark of 


Carbide and Carbon Chemicals Corporation 


Unit of Union Carbide and Carbon Corporation 
UCC 
30 East 42nd Street, New York 17, N.Y. 
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generous Treasury and later by 
laws of Congress itself. 

It is significant, however, that 
nowhere in the long history of co- 
operative legislation does there ap- 
pear any intent on the part of the 
Congress to expand cooperation be- 
yond its original purposes to mar- 
ket the products of farmers, fruit 
growers and the like and to buy for 
them such supplies as they needed 
in their business of farming. 

Nowhere is there evidence of in- 
tent to grant Federal tax freedom 
to cooperatives engaged in mann- 
facturing or distributing such prod- 
ducts as lipsticks, hand lotions, 
cigars, cigarettes, electric toasters 
and other products which can only 
remotely be considered as farm sup- 
plies. 

Nowhere is there evidence that 
the Congress ever intended the sim- 
ple Federal tax exemption of farm- 
ers’ and fruit growers’ cooperatives 
to pave the way for the overthrow 
of our basic economy and the estab- 
lishment of a new social order or a 
Socialistic cooperative common- 
wealth. 

Yet, the original simple provi- 
sions of the law have been expand- 
ed until such a result is now plainly 
in sight. 

I have given you a brief history 
of Federal legislation freeing co- 
operatives from responsibility to 
pay income tax. It is by no means 
the whole story of special privileges 
that have also been given to farm- 
ers’ cooperatives. For instance: 

Under the Capper-Volstead Act 
of 1922 they cannot be declared a 
monopoly. 

Under the Robinson-Patman Act 
of 1936 they are permitted to give 
rebates and discounts which are 
forbidden to other business. 


The A. A. A. Act of 1935 is wide- 
ly interpreted as giving them pref- 
erence in the purchase or sale of 
products for Government account, 
though the law says only that they 
should be given recognition and en- 
couragement. 

Under the A. A. A. Act of 1938 
they can get special low rates on 
railroads. 

Under the Securities Act of 1933 
they can sell stock without SEC 
scrutiny or approval. 

Under the Farm Credit Act of 
1933 they can borrow Federal 
money on highly preferential terms. 

Under the Surplus Property Dis- 
posal Act of 1944 it is entirely pos- 
sible for the administrator to give 
to cooperatives without charge, war 
materials that are being paid for 
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by taxpayers’ money—though, ac- 
tually, they are buying such surplus 
property at wholesale prices for 
sale in competition with all small 
taxpaying retailers. 

They can break through OPA 
price ceilings. 

Add to all these preferences the 
great propaganda bureaus that have 
been established in Washington for 
the promotion of cooperation, the 
county agent system of the Depart- 
ment of Agriculture which works 
largely for cooperation, and many 
other special privileges, and you 
can see how formidable a competi- 
tor private business is up against. 


Growing Under 
Special Privileges 


Let me read to you a statement 
made a few years ago by Mr. A. G. 
Black, when he was Governor of 
the Farm Credit Administration. 
Mr. Black said: 

“Farmer cooperatives have been 
given by the people, through their 
Congress, some very important ad- 
vantages—advantages not accorded 
to privately or corporately owned 
business ... Tax exemption under 
certain conditions, if there is no 
change, will result in a tremendous 
advantage to the cooperative form 
of organization. As taxes on pri- 
vate and corporate business in- 
crease, that advantage to cooperz- 
tion becomes greater . . When 
taxes are absorbing a large part 
of the earnings of private business, 
the cooperative form of business 
really provides an enormous advan- 
tage.” 

To verify that statement of Mr. 
Black’s, let me call to your atten- 
tion a recent book by two Harvard 
Business School men, J. Keith Buz- 
ters and John Lintner, entitled “Ef- 
fect of Federal Taxes on Growing 
Enterprises.” By actual case his- 
tories, they discovered that a busi- 
ness that pays no Federal income 
tax can increase its net worth ap- 
proximately 4 times faster in 10 
years than one that pays 40 per 
cent tax—a very obvious advantage. 

That advantage has actually been 
far greater in the case of the co- 
operatives. During the war years 
taxpaying corporations have paid 
to the Federal Government from 25 
to 80 per cent of their earnings, 
while the co-ops have paid little or 
nothing. Without attempting to 
estimate the additional advantage 
resulting from tax-freedom ‘at the 
State level, it has been possible for 
co-ops to grow 14 times faster, 
when figured for a 10-year period. 


If two companies, one a taxpay- 
ing business and the other a tax- 
free co-op, should start with $100,- 
000, the taxpaying business could 
grow to a worth of $501,000 in 10 
years, while the tax-free coopera- 
tive would have $5,766,000. In nu- 
merous actual instances co-ops have 
grown at just about this rate. 


Cooperation Is 
Not Mutual Trading 


Much of the cooperative claim to 
tax exemption is based on the out- 
moded theory of mutual trading, 
or agency relationship. Co-op lead- 
ers will tell you that their system 
is like the farmer who sent his 
hired man to town to buy three 
bags of feed. The hired man shop- 
ped around and brought back the 
three bags of feed and one dollar 
in change out of the $10 bill the 
farmer had given him. That’s all 
there is to cooperation, these lead- 
ers explain—it wouldn’t be fair to 
tax the dollar change. 

The facts are that modern co- 
operative operations are easily dis- 
tinguishable from mutual trading. 

Cooperatives buy and sell for 
their own account and not for the 
accounts of members. 

Cooperatives are corporations 
and have their own existence, sep- 
arate and apart from their mem- 
bers. 

Cooperative corporations enjoy 
limited liability. -Their members 
have no continuing liability for the 
losses suffered by the cooperative 
corporation. 

Cooperative corporations do not 
operate with absolute loyalty to 
their mutual members. 

Cooperatives do not return all 
gains over and above actual ex- 
penses incurred to their members. 

Cooperatives commingle the prof- 
its and losses of many transactions, 
while under mutual trading theory 
each transaction must stand on its 
own. 

Cooperatives derive profits from 
the investment of capital and from 
many other sources. 

Cooperatives buy for inventory, 
though under the theory of mutual 
trading every transaction is unde"- 
taken for the individual members. 

Cooperatives do business with 
non-members, and this by no 
stretch of the imagination could 
be called mutual trading. 

Cooperatives do not _ allocate 
losses which they may suffer by 
assessing their members, but de- 
pend upon adequate reserves to off- 
set them. 
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Cooperatives build reserves far 
in excess of their requirements. 

Cooperative corporations raise 
funds from outside sources by the 
sale of preferred stock and borrow- 
ings to finance their undertakings. 

Cooperatives engage in process- 
ing and manufacturing operations, 
employ labor and provide many 
other services which result in prof- 
its from activities other than the 
simple selling of produce or the pur- 
chase of supplies. 

The following actual cases reflect 
the advantage gained from the co- 
operatives’ ability to accumulate 
tax-free reserves and capital: 

The Cooperative Grange League 
Federation Exchange of Ithaca, 
New York, increased its net worth 
and capital reserves from $5,810,- 
257 in 1939 to $13,223,110 at the 
close of 1943, an increase of $7,- 
412,853 or 110 per cent. Its earn- 
ings for the four-year period 
amounted to $10,065,000. 

Such cases as these—and thou- 
sands of others that could as easily 
be presented—are altogether dif- 
ferent from the concept of coopera- 
tion that was in the minds of the 
members of Congress when tax ex- 
emption was written into the laws. 


Regular Corporations 
and Co-op Corporations 


You will be told, quite likely, 
that cooperatives pay income taxes 
like most small unincorporated 
businesses—through members who 
are said to correspond to the part- 
ners and proprietors of little busi- 
nesses—and that no other tax 
should be required. 

You will also be told that double 
taxation of cooperative income 
“wouldn’t be fair.” 

This is evasive double talk—and 
nothing else. 

Most taxpaying businessmen will 
agree that double taxation isn’t 
fair—but it happens to be the law 
of the land that the earnings of a 
corporation shall be taxed first in 
the hands of the corporation and 
then again in the hands of the 
stockholders who receive those 
earnings in dividends. 

More than 80 per cent of co- 
operatives have become corpora- 
tions so their members can escape 
personal liability for losses. These 
cooperative corporations are no 
more like the little business part- 
nerships or individual proprietor- 
ships than the United States Steel 
Corp. is like a corner grocery store. 

Having chosen to become cor- 
porations, they should be taxed a3 
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corporations. Only in case they are 
unincorporated, should they be per- 
mitted to get away with payment 
of tax as partnerships. 

You will be told, too, that pay- 
ing taxes on income would destroy 
cooperation. That is nonsense. Any 
cooperative management that says 
this lays itself wide open to the 
suspicion that it is too inefficient 
to handle other people’s money. 
Privately-owned businesses have 
long been able to pay their due 
share of Federal income taxes— 
low or high—and make a little 
money besides. A decently run co- 
operative can do as well. 


What Does the Future Hold? 


For private enterprise, the future 
is bleak unless action is taken soon 
to correct the unfair competitive 
situation that now exists. 

With their coffers filled with 
tax-free accumulations, the coopera- 
tives are announcing plans for ex- 
pansion in size and into all manner 
of enterprises. 

They are buying out taxpayers 
who can no longer live and prosper 
in the face of this competition. 
They are entering new fields and 
presenting new tax-free competi- 
tion to hardware dealers, farm im- 
plement dealers, electric appliance 
dealers, grocers, and many others. 


They say that they are going to 
set up in every community in the 
land a co-op food store, a service 
station, an appliance outlet, health 
service, an electric co-op and a 
credit union. 

They say “we need more canner- 
ies, more refineries, more printing 
plants and scores of other enter- 
prises.” 

They are prqposing to open 
10,000 automobile supply stores— 
competing on Main Street in every 
town with established taxpaying 
dealers. 

New groups are planning to open 
consumer cooperative stores in the 
cities. Labor unions are talking of 
entering manufacturing business, 
in the name of cooperation. 

Their inspiration is tax freedom. 
They have learned that it is pos- 
sible to do business—and to get 
rich quickly—without paying taxes. 

Small business in every city and 
town will be hurt. Farmers will be 
hurt, too. The little advantage that 
their own cooperative businesses 
have enjoyed will be turned against 
them—for there are vastly more 
consumers than there are farmer 
producers, and the majority will 
rule. 





The Remedy 


The remedy for the present un- 
fortunate situation lies in equality 
of Federal and State income taxa- 
tion among all types of business, 
and the elimination of special priv- 
ileges that operate to the advantage 
of one segment of business and the 
disadvantage of other segments. 

Revival of the old American prin- 
ciple of equality of justice, of op- 
portunity and taxation will in no 
way impair the usefulness of the 
cooperative way of doing business. 

Legitimate cooperation has a 
definite place in our economy. It 
enables groups of farmers to mar- 
ket their products and to buy some 
needed supplies. Businessman have 
no objection to cooperatives’ enter- 
ing any fields they choose, retail- 
ing, wholesaling, marketing, mannu- 
facturing, mining, oil well drilling, 
petroleum refining, or any other. 

But there is no reason why they 
should be permitted to compete 
with established business under 
preferential laws. 

It is the first rule of fair com- 
petition that the competitors should 
play the game under the same set 
of rules. 

Equality of income taxation is 
the sole issue between taxpaying 
businessmen and cooperative mem- 
bers. 

With such equality, the competi- 
tive situation that is now drving 
small business to the wall will be 
cured and we shall reestablish 3 
stable economy. 

With such equality, co-ops would 
pay into the Federal Treasury an 
estimated $300 million under the 
lowered rates of 1946—and every 
taxpaying business and individual 
would get 5 per cent more reduc- 
tion in Federal income taxes than 
is provided by the recent Revenue 
Act. 

To expose this whole situation to 
the scrutiny of businessmen and 
the public so that they could readily 
understand what they were up 
against, and in their own interest 
do something about it—there came 
into being, a little over two years 
ago, the National Tax Equality 
Association. It was the express 
purpose of our organization to con- 
duct the: necessary activities to 
awaken the businessmen and the 
public to the seriousness of the 
situation. 

We feel we have succeeded. The 
issue has been characterized by 
Congressmen and other govern- 
mental officials, as the hottest do- 
mestic issue in the country. We are 
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It’s New!—It’s 
Different!! 
THE 


KAY ver Spray 


HOSE NOZZLE 


Has Strong Customer Appeal 
Displayed On the Counter, 
Sells Itself... 


AND HERE’S WHY— 


Positive Control Right in The 

V Palm Of Your Hand. From Tight 
—off to Gentle Mist to Heavy 
Stream. Instantly—No fuss, No 
trouble. 


~ Easily Operated With One Hand. 


Slightest Pressure Regulates The 
Vv Sprayer Stream to The Exact 
Force Desired. 





Automatic, Instantaneous Shut- 
V off with release of Pressure On 
Lever. 


Vv Is Thoroughly Leak Proofed. 
Vv Always Ready for Use. 


Who Needs “LEVER-SPRAY?”’ 
Practically Everybody Who has 
Watering or Washing to do. 
To suggest a few: The Home 
Owner, The Professional or 
Amateur Gardener, For Wash- 
ing Cars, For Cleaning Porch 
or Basement and for innumer- 


able odd jobs that require 
streams of water at various 
pressures. 


Hardware Wholesalers and 
Dealers Will Find THE KAY 
LEVER-SPRAY HOSE NOZ- 
ZLE A BUSINESS and Profit 
Builder. Write Today for Prices 
and complete details. 
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informed that hearings will soon 
be held by the Ways and Means 
Committee, looking toward legisla- 
tion to correct the gross inequal- 
ities that now exist. There is much 


| work ahead, despite the fact that 


the NTEA has issued numerous re- 
search reports, distributed approxi- 
mately 4,000,000 pieces of printed 
matter on this topic, and worked 


| closely with some 1,200 other civic 


organizations which have endorsed 


| the principle of tax equality. 


This fight cannot be won by 
NTEA. We can only provide the 
ammunition and the coordination 
which is, of course, essential. The 
battle must be waged and won by 
the organizations and groups repre- 


senting the small businessmen of | 


| this country. 


A number of autonomous state | 


committees have been formed, aris- 
ing from a spontaneous desire on 


| the part of business leadership to 


contact their congressmen on their 
own home ground. It falls upon 
the National Tax Equality Asso- 
ciation to furnish these committees 
with the facts and publicity mate- 
rial which they must have if they 


| are to be effective in their activ- 


| gressman from Indiana, 





ities. 

The Association maintains offices 
in Chicago, New York, Dallas and 
Memphis. Our Washington Coun- 
sellor is Bill Boehne, former con- 
and a 
member for many years of the 
Ways and Means Committee. We 
have a strong board of directors, 
ably presided over by Ben C. Mc- 
Cabe, our president, who sets the 
policies that guide the activities of 
NTEA. 

We are very grateful for the sup- 
port that has been given to us, 
financially and otherwise, by the 
members of this Association, and 
we wish to pay particular tribute 
to Mr. William P. Tracy and his 
Committee on Co-operatives, Mr. 
George Fernley, Mr. Seth Marshall 
and others who have realized the 
seriousness of this problem and 
maintain a close contact with the 
officers of our organization. 


It is likely that this fight will 


| grow in intensity during the next 


18 months, and we wish to assure 
the hardware wholesalers, dealers 
and manufacturers that we are in 
this fight to the finish, We know 
we are fighting for a just cause, 


| and this is one fight on the behalf 


of American business and Ameri- 

can free enterprise that is not 

going to be lost through lack of 

effort, appeasement and fear. 
We are going to win. 
















GOOD OLD 
DEPENDABLE 


ALLIGATOR 





Few products for the farm and shop 
trade have been accorded the world- 
wide acceptance of Alligator Steel Belt 
Lacing —and there are some sound, 
basic reasons why most hardware and 
implement dealers stock Alligator — 
reasons that show up on the profit side 
of the ledger. 

It’s an old, old story but one that we 
believe you as an aggressive dealer, out 
to build yourself sound, profitable vol- 
ume will want to review again—and 
so briefly here it is: 


@ Alligator Steel Belt Lacing has al- 
ways been sold through standard trade 
channels. 

@ Alligator has always been a profit- 
able item with dealers. The margin is 
good and the turnover is excellent. 
Many dealers tell us that on the basis 
of percentage of profit per dollar in- 
vested, Alligator is one of their best 
lines. 

@ Alligator is widely known to the 
shop and farm trade. For more than 30 
years it has been used throughout the 
world and it has been backed by ad- 
vertising in 140 trade papers. The 
trade knows Alligator Steel Belt Lac- 
ing and asks for it by name. 

@ Alligator is made in a complete 
range of sizes so the exact size can be 
used for the particular belt thickness 
to be joined. There are 12 sizes rang- 
ing from No. 00 to No. 75 to join belts 
from thin tapes up to belts 54” thick 
made of any material. Alligator is also 
made of Monel and Everdur and in 
long lengths for wide belts. 


Bulletin A-60 gives the complete de- 
tails of Alligator Steel Belt Lacing 
with size chart, and prices on standard 
boxes and cartons of Economy Pack- 
ages; also includes prices on long 
lengths of Steel, Monel and Everdur. 


Order from your Jobber 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 44, Ill. 


ALLIGATOR 
STEEL BELT LACING 


For more than 30 years the most univer- 
sally used belt lacing in the world 














The Fight for Tax Equality 


. a heard Vernon 


Scott state the case for tax equality 
and the magnitude of this greatest 
menace to private business and free 
enterprise. He has told you of the 
organization that is now aggres- 
sively fighting the battle for you. 
I know that many associations have 
been organized to represent busi- 
ness and fight their battles, but I 
have never seen or heard of one 
that has the spirit of the men in 
the National Tax Equality Associa- 
tion. 

I think you ought to know that 
the president of this association, 
Ben McCabe, operates a small but 
successful line of grain elevators in 
the Northwest, and some three 
years ago he and his brother de- 
bated whether they would sell out 
to the co-ops or fight them, and they 
decided to fight them. Since then 
Ben has spent most of his time with 
the Equality Association at no 
salary. He has never turned in an 
expense account, and he also is a 
large contributor. 


100 Per Cent Suited 


The men he has picked to do this 
job are as near 100 per cent suited 
for their various jobs as you could 
wish for. They have talent and an 
understanding of the job. They 
know what the job is, and they 
know how to do it. All that this as- 
sociation needs now to make its 
program successful, in my opinion, 
is the wholehearted support of pri- 
vate business. The groups here 
represented are one of the most 
powerful and influential groups of 
businessmen in America. 

No matter what line of business 
you are engaged in, if it is a pri- 
vate business enterprise, you will 
gain if we are successful in this 
fight for tax equality because the 
more the tax load is equalized the 
easier it will be to bear. And the 
more we have all business on an 
equal tax basis, the more equal will 
be business opportunities. In the 
hardware business we have some 
30,000 retailers who are 100 per 
cent fighting for tax equality. I 
personally know that this year at 


204 


By SETH MARSHALL 
President, 
Marshall-Wells Co., 
Duluth, Minn. 
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the various state retail hardware 
conventions, the managing direc- 
tor of the National Retail Hard- 
ware Association, Rivers Peterson, 
stood up before various groups of 
dealers, many of whom were not 
only members of his association but 
also belonged to cooperative whole- 
saler groups. He didn’t hesitate to 
speak out for tax equality, even 
though some of the members of his 
association would temporarily lose 
the benefits of their present tax 
subsidy. He can do this without 
offending them because he knows 
they believe in tax equality and 
should pay equal taxes. 

None of us should fear lining 
ourselves up on the right side in this 
battle, whether we sell farmers or 
co-ops or Government-owned busi- 
nesses. No one can blame us for 
fighting for tax equality. We have 
the wholehearted support of all the 
hardware trade publications. You 
know we wholesalers are banded to- 
gether in this as we have never 
been before. We want you manu- 
facturers to get in this fight too. 
If you want to preserve your pres- 
ent sources of hardware distribu- 
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At Wednesday Joint Session 
of Wholesalers and Manufacturers 


tion you should help us to do this. 
Also you should be interested in a 
tax saving for yourselves. 

Why wait until this growing 
octopus enters your front door be- 
fore you start to fight? Let’s fight 
them when they are on the other 
side of the street. I know the whole- 
salers here are doing their part in 
raising money and urging salesmen 
and dealers to realize the menace 
of tax subsidized competition. You 
manufacturers here have a bigger 
stake in this than we wholesalers 
have. You pay more taxes, you can 
gain more—just figure it out your- 
self. 

We are going to have 40 per cent 
Federal income tax for the next 10 
years. If we can get all business 
income on our tax rolls and increase 
the take five hundred million dol- 
lars of tax money that should be 
paid, it certainly should relieve the 
tax load on those now paying it. 
If you can save three per cent on 
your tax bill for the next 10 years, 
you certainly ought to be willing to 
support our program. 





H. B. Wilson 
Is “Chief X” of X Club 


T THE annual luncheon meet- 
ing held during the Triple 
Victory Hardware convention of 
the American Hardware Manufac- 
turers Association, National Whole- 
sale Hardware Association and the 
Southern Wholesale Hardware As- 
sociation, at the Marlborough-Blen- 
heim. March 12, H. B. Wilson, 
Mathias Klein & Sons, was elected 
“Chief X” of the X Club. Mr. Wil- 
son, a past president of the Ameri- 
can Hardware Manufacturers As- 
sociation, succeeded Henry J. Alli- 
son, Allison-Erwin Hardware Co., 
Charlotte, N. C. George H. Harper, 
National Enameling & Stamping 
Co., 1901 Light St., Baltimore, Md., 
was elected secretary-treasurer of 
the club for life. The club is com- 
prised of past presidents of the 
Old Guard, Southern Wholesale 
Hardware Association, National 
Wholesale’ Hardware Association 
and the American Hardware Manu- 
facturers Association. 
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MODEL 415 
Wheel 5 x1 x 3 
Weight 8 Ibs 


Accurate portable tool, attractively finished in durable 
baked enamel, is easy to use and’ carry ... clamps on 
anywhere. Excellent tool for use in tool kits, by 
carpenters, lathers, mechanics and plumbers. 

Ideal for home use as well. 


Sold through jobbers and wholesalers only. 


HARDWARE SALES CORP. 


Sole Distributor 


242 CANAL STREET, NEW YORK 13, N. Y., Cable Address: ‘‘APPLIANCE”’ 
CAnal 6-0820-1 
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Report of A. H. M. A. Secretary 


CHARLES F. ROCKWELL 


Delivered at Manufacturers’ Thursday Session 


INCE we last met in Atlantic 

City, a vast amount of meta- 
phorical water has gone over the 
equally metaphorical dam—a series 
of momentous events which have 
successively influenced the feeling 
of most thinking Americans. The 
physical and mental relief and sense 
of exultation which followed the 
culmination of hostilities have 
gradually given way to sober con- 
sideration of the disturbing real- 
ities which have confronted us, and 
which promise to continue for 
many months to come. 

Even a magnificent victory, won 
by tremendous sacrifices for the 
noblest of ideals, does not insure 
the translation of those ideals in- 
to the consummation of peace. 
Selfishness and lust for power still 
flourish among the nations of the 
earth, and the taint of power 
politics is everywhere apparent. 
We fought the war for the 
preservation of American prin- 
ciples, but it now remains for us 
to continue to fight the internal in- 
fluences which seek to impose upon 
us some form of industrial social- 
ism, without regard to the impair- 
ment or loss of individual freedom. 

Eric Johnston was_ recently 
quoted as saying—“All Europe is 
going hell-bent for socialism. If 
we in this country believe in 
capitalism, as so many of us pro- 
fess to do, it would be well for us 
likewise to go hell-bent for that,” 
and the suggestion seems sound. 


Financial Stability 


Trade associations have shared 
the uncertainties and perplexities 
of business, but it can be reporte:l 
that your organization has emerged 
from the turmoil of the past year 
with no impairment of either 
numerical strength or financial 
stability. 

The mandatory cancellation of 
the southern convention in 1945, 
and the necessary postponement of 
the customary October meeting 
created a situation whereby for 
the only time in our history no con- 
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vention was held in an entire cal- 
endar year. And as these conven- 
tions may be likened to the prin- 
cipal product of a manufacturing 
concern, and temporarily we had 
no merchandise to offer, it is a 
tribute both to convention value 
and to the loyalty of our member- 
ship that our roster has continued 
to gain. Since our Atlantic City 
convention in October of 1944, we 
have added a total of 26 new com- 
panies as follows: 


New Members 


Aluminum Industries, Inc., Cin- 
cinnati, Ohio. 

Chicopee Manufacturing Corp. of 
Georgia, New York, N. Y. 

Columbia Steel Co., San Fran- 
cisco, Calif. 

Columbian Enameling & Stamp- 
ing Co., Inc., Terre Haute, Ind. 

Congoleum-Nairn, Inc., Kearny, 


N..J. 

Dupli-Color Products Co., Chi- 
cago, Ill. 

Duro Metal Products Co., Chi- 
cago, IIl. 


Ekco Products Co., Chicago, IIl. 

Flex-O-Glass Co. (Warp Bros.), 
Chicago, II. 
The Gates Rubber Co., Denver, 
Colo. . 

The C. L. Gougler Keyless Lock 
Co., Kent, Ohio. 

The Martin Hardsocg Co., Pitts- 
burgh, Pa. 


The Holo-Kromo Screw Corp., 
Hartford, Conn. 

Inland Rubber Corp., Chicago, 
Ill. 

Knape & Vogt Mfg. Co., Grand 
Rapids, Mich. 

Mechling Bros. Chemicals, Divi- 
sion of General Chemical Co., 
Philadelphia, Pa. 

Plomb Tool Co., Los Angeles, 
Calif. 

Protected Steel Products, Wash- 
ington, Pa. 

Quaker Rubber Corp., Phila- 
delphia, Pa. 

Radbill Oil Company, Philadel- 
phia, Pa. 

Shelton Plane & Tool Mfg. Co., 
Shelton, Conn. 

Shirley Corporation, Indian- 
apolis, Ind. 

Taylor Instrument Companies, 
Rochester, N. Y. 

Toastmaster Division, McGraw 
Electric Co., Elgin, II. 

Van Cleef Bros., Chicago, IIl. 

Winsted Edge Tool Works, Win- 
sted, Conn. . 


Wage Price Policy 


Vacillation in Washington, con- 
flict between governmental agen- 
cies and the diverse policies of their 
administrative heads, added up to 
uncertainty and confusion which 
have set back reconversion many 
months—with the end not yet in 
sight. The new wage-price policy 
set forth by the Administration has 
not brought an end to industrial 
turmoil, and by many is held more 
likely to break down entirely by 
mid-year than it is likely to prove 
workable. 

Thus earlier expectation of great 
productivity and generally prosper- 
ous conditions throughout the cur- 
rent year is likely, as it now ap 
pears, to be greatly modified. With 
respect to the first half at least, 
the period may in fact prove rather 
to have been one of costly deflation 
in the transition to a peace-time 
economy of relative stability, for 
which in the second half there is 
better prospect. 
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PROFITS NOW—IMMEDIATE DELIVERY 











O’Malley 2X Faucet Repair Sets come packed 12 units to am ee 
a carton, in a colorful, attention-creating carton dispenser, 
ready to display and go to work making profits for you. y Ps 




















This impulse item has won the praise and confidence of 
thousands, because it is easy to use—precision-made to fit | 
without trouble, and low in price. It’s an excellent year- 
’round seller—a fast-moving Spring, Fall, and Winter item 
for keeping faucets in repair by preventing fuel and water- 
wasting leaks. 


| 





This O’Malley 2X Faucet Repair Set repairs faucets of 3”, 
1", 54", and 34" sizes. These ee sizes i be taken care of HARDWARE CO. 
with two cutters... small cutter for the average size faucet 
up to 5%”, and the larger cutter for 34” faucets. Each set 
complete on self-selling display card with five high grade 
bibb washers. 











Sold by leading jobbers in the United States and Canada. Order from 
them direct... if your jobber does not carry the O’Malley line, send us 
his name and address. Jobbers write, wire or phone for details. 
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EDWARD O’MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Midwestern Rep, Northwestern Rep. New York Office California Rep. Canadian Rep. 
IRVING S. KEMP CO, PACKERS SALES CO. 1133 Broadway E. M. ROBITSCHER DORKEN BROS. &CO. 

218 N. Jefferson St. 304 Hughes Bidg. Eastern Sales Mgr. 290 7th St. 408 McGill Sr. 

Chicago, We. Portiand, Ore. HARRY M. PETERSON San Francisco, Cal. Montreal, Can. 

















IT'S TIME FOR 
OUTDOOR 
SPORTS 


FLRG vv i 








SPRING 
SPORTING GOODS 
WINDOW 


MERCHANDISE: Fishing 
rods, reels, fish lines, fly cases, 
fish nets, creels, tackle boxes, 
fish hooks, sinkers, golf tees, 
golf balls, golf clubs. golf sets, 
tennis rackets, tennis balls, 
flag sets, food jugs, vacuum 
bottles, electric lanterns, flash- 
light and batteries, fishing 
baits, lures, flies, bicycle bas- 
kets, dry cells, bike horns, 
bike lanterns, boat seats, 
baseballs, softballs, gloves, 
bats, etc. 


BACKGROUND: Center 
panel of pink corrugated ma- 
terial or painted wallboard. 
Side panels of light green 
material. Cut-out letter for 
panel of dark green material. 


Display Sporting Goods and Moth Goods 
In Your Late April Windows 


HARDWARE AGE Original Window Display IDEAS 


MOTH GOODS 
WINDOW 


MERCHANDISE: Storage 
cabinets of different types and 
sizes, also moth balls, moth 
flakes, moth spray. sprayers, 
vaporizers, etc. 

BACKGROUND: Center 
panels of bright red corru- 
gated material or painted 
wallboard. Side panels of the 
same material. Cut-out let- 
ters for center panels of dark 
brown material. 
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WARDROBE 
CABINETS 


® PRACTICAL 


SPACE SAVERS 
* GUARD AGAINST 


MOTHS 
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TRADE MARK REG. 
Styled for the future... available today. 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality...equips 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 





No cloth « No paper 


Snaps in easily 
Cannot pop-up or fall out 
Fits all standard makes 


TRADE mane REG. 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 











Designed by Vaculator with many advanced features 
... heavy duty construction ... full generous size... 
“thammered-effect” finish ... it’s “tops” in quality and 
performance. List price $15.75 


MARCH 28, 1946 


An electric coffee maker stove that incorporates 
quality, design and performance. Top is chrome plated 
... base is black plastic with two-heat brew and warm 
switch. List price oveces Sad 























MEET OLD HI 
FROM H-I 


. +. He's the latest addition to the H-I 
sales force—an old timer who's an au- 
thority on fish and fishing tackle. His 
job is to tell millions of fishermen about 
the great new, faster selling line of 
postwar H-I fishing tackle for every 
fisherman and every kind of fishing. 
You'll meet “old Hi from H-I" on the 
pages of leading magazines in the out- 
door field and so will millions of pros- 
pects for new fishing tackle. 


What's the latest word on availability? 
H-I is producing tackle in ever increas- 
ing quantities and, while the demand 
still greatly exceeds the supply, many 
items are—or shortly will be—avail- 
able. 


HORROCKS-IBBOTSON COMPANY 


UTICA, N. Y. 


Manufacturers of the largest line 
of fishing tackle in the world. 
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DEALERS EVERYWHERE SAY: 


“Yes Sir, Columbia 
is the Bike to Sell!’ 














“ 

Im selling CoLuMBIAs now! And be- 
| lieve me— it’s a revelation. You don’t 
have to tell folks that a CoLuMBIA is the 
| best buy. They know that. It’s the great 
name in bicycles—not only the easiest 
| to sell but the hardest to sell against! 
That’s why I’m glad I’ve lined up to 
handle Co_tuMsBiA BicycLes.” 

Yes, millions of prospective bicycle 
buyers are pre-sold on Co_uMBIA. It’s 
the bike everybody—youngsters and 
grownups alike—recognizes as the 
leader ... the quality bicycle ... the 
pace-setter in style and best basic 
bicycle construction. Plan now to 
build your business with CoLUMBIA 
Bicyc.es! 


(HE WESTFIELD MANUFACTURING CO; 
WESTFIELD, MASS. 


SINCE 1877... 
AMERICA’S FIRST BICYCLE 
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For Speedy, Profitable Counter Sales... 


Stttlluto 
PLASTIC WHISTLE 


SPORTSMEN, athletes, trainers, officials and 
youngsters “go for’ these colorful San-DURO 
Whistles. Produce a clear, penetrating note. 
In blue, red, yeliow, and white—mounted on 
an eye-catching, self-vending counter display 
card. Your jobber can quote you and supply’ 
you promptly, 








ECLIPSE MOULDED PRODUCTS COMPANY 


Plastics Div. of General American Transportation Corp. * 5154 NORTH 32nd STREET @ MILWAUKEE 9, WISCONSIN 
Manufacturers of San-DURO BRAND PLASTIC PRODUCTS and PRODUCERS OF PLASTIC ITEMS CUSTOM-MOULDED 
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Time-Savers for the Salesman 


HERE are several items of 
equipment all salesmen and 
other active employees in the 
hardware store should have which 
will save them a lot of time. The 
following suggestions will not apply 
entirely in the larger stores where 
often the salesman’s job is restricted 
to a single department or line. 
However, in the average small 
store the salesman must be a jack of 
all trades. A pair of good pliers will 
come in handy. The pliers should 
have a good cutting device but do 
not need to be of the side cutting 
type. There are many times when 
such a tool is required to get the 
merchandise for the customer. A 
pair of pliers on hand at that time 
saves time. 


Screw Driver Needed 


A small screw driver is also a 
handy tool to have. Items need to 
be adjusted, opened or tightened so 
that customers can see how they 
work. The salesman with a screw 
driver can save time for there are 
many uses for this tool around the 
store. This also prevents employees 
from using new tools for these repair 
jobs, a custom that is very common 
in the retail hardware store. 


Have a Rule 


There are many things to be mea- 
sured each day so a good 6 ft. fold- 
ing rule or steel tape should be 
included as standard equipment for 
either the salesman or employee. 
Yardsticks for measuring various 
goods never seem to be where they 
are supposed to be unless they are 
nailed down. The well equipped 
salesman saves time for the customer 
and for himself by having one on 
hand at all times. 

Naturally, if the salesman is to 
carry this equipment with him it is 
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essential that he have some way to 
keep it on his person. The jacket or 
store coat equipped with several good 
pockets is ideal for this. Side pock- 
ets can be divided for the tools and 
designed so that they will not always 
fall out. These coats, in many in- 
stances, are furnished by local laun- 
dries. 


Store Coats Handy 


The store coat also provides a 
place for the salesman to carry his 
sales book. These books should be 
with the salesman no matter where 
he is, for then he is always ready to 


take an order. No matter where he 
is working he can write up his order 
on the spot. Every firm knows of 
instances where merchandise was not 
charged, due to the fact that the 
goods were delivered from a ware- 
house or other stock not located on 
the main sales floor. The salesman 
who carries his sales book with him 
will save time and make fewer mis- 
takes. 

And don’t forget to carry the vari- 
ous previously mentioned items about 
with you in the store. They will help 
both the customer and yourself and 
will aid in speeding up sales. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each questien correctly answered is worth 20 points. A grade of 
100 is excellent; 80 is good; 60 is fair; 40 is poor; and 20 is very 


poor. 
page 278. 


The correct answers to these questions will be found on 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Determine the sales volume needed to cover the estimated ex- 
penses of $15,000 for 1946 and leave the owner 5 per cent profit on 
sales. The business has demonstrated that it can earn a margin of 


30 per cent. 


2—Dealer pays $1.75 for 90-lb. slate covered roll roofing in 10- 
ton lots. In less than’ 10-ton quantities he pays $1.95 per roll. Figure 
what per cent the increase is of the 10-ton roll price. 


3—Two trucks are used in a hardware business. Purchase price 
of “A” truck was $800; of “B” truck $1,000. Rate of depreciation 
has been figured at 20 per cent per year. “A” truck is two years 
old, “B” truck three years old. Find total depreciation that has been 


charged off. 


4—Customer purchases a washing machine for $90, pays one 
third down and finances the balance. Finance charges are figured 
at rate of 6 per cent on the $60 balance due. Figure finance charges 


customer will pay for the year. 


5—Dealer pays $1.50 a doz. for a stain remover in 6 doz. quan- 
tities and receives 1 doz. free goods. He sells the item retail at 20 
cents. Find margin on the line considering the free goods. 
(Answers on page 278) 
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\ LOX-IN 


This striking three-color eye-impelling, 
self-dispensing counter display supplied 
complete packed with 36 individually 
boxed Silex Lox-in G!oss Filters 
Also supplied in package of 24 with 
dispenser display on request 


THE J i LEX COMPANY 


TRAOEMARK REGISTEREO U & FAT OFF 


HARTFORD 2, CONN. -_ ST. 


MARCH 28, 1946 


GLASS FILTER 


The Lox-in glass filter, another Silex innovation, carries an unconditional 
lifetime guarantee against breakage..and we will replace it with a 
new one entirely free of charge under the terms of the guarantee 
printed on each individual package....The Lox-in glass filter is a 
sensational development. . it is one more example of Silex leader- 

ship in the coffee maker industry... for here at last is a glass filter 

which answers every need, with features that are unequalled. 


1. The first glass filter that locks in...can‘t bob up, 
wobble or fall out. 


2. Makes clearer coffee than other clothless filters 
..@s proven by scientific tests. 


3. Tops for convenience..easy to use..washes 
instantly. 


4. Not alone fits Silex perfectly.. but most 
other glass coffee makers as well. 


—r 
THE FINEST APPLIANCES 18 THE WORLD 


JOHNS, P.Q@., CANADA 





READ IT IN HARDWARE 





New of Retailers, Jobbers 
and Manufacturers and 
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Builders’ Hardware Show | 
Promises to Be Biggest Ever 


The exhibit that will be held 
in connection with the conven- 
tions of the National Contract 
Hardware Association and the 
American Society of Architec- 
tural Hardware Consultants, to 
be held at the Palmer House, 
Chicago, Sept. 3 to 5, will be the 
greatest show of builders’ hard- 
ware staged, according to John 
R. Schoemer, executive secretary- 
treasurer of both the Association 
and Society. 

At a meeting of the board of 
governors, last October, it was 
decided that an exhibit would be 
held this year only if manufac- 
turers showed a desire for one. 
By the middle of this month 44 
manufacturers have indicated 
their intention to participate and 
81 booths had been contracted 
for, so it is most likely that all 
available space will soon be en- 
gaged. 

The Association and Society 


have decided to give the central | 


role in the convention to the 





producers and business sessions | 
will be reduced to a minimum | 
so that meetings will not conflict | 
with exhibition hours. 

The preliminary convention 
programs are as follows: 

Sept. 2—l pm. N.C.H.A. 
Executive Committee and Board 
of Governors. 

Sept. 3—9 a.m., Society Execu- 
tive Committee; 10 a.m., Society 
Board of Governors; 11 a.m., 
private showing of exhibits to 
officers and directors; 1 to 6} 
p.m., exhibition. 

Sept. 4—9 a.m., N.C.H.A. gen- 
eral meeting; 1 to 6 p.m., exhi- 
bition. 

Sept. 5—9 a.m., Society gen- 
eral meeting; 1 to 6 p.m., exhi- 
bition, and 5 p.m., banquet. _ 

Manufacturers have heen in- 
vited to invite all their custom- 
ers, regarless of whether they are 
members of the organization. 
Hence no registration or admis- 
sion fee will be charged. 








Borg-Warner Forms Norge Heat Div. 
To Make and Market Home Equipment 


Plans have been compieted for 
the establishment of a new Borg- 
Warner unit to be known as the 
Norge-Heat division, with How- 
ard E. Blood as president. Mr. 
Blood is also head of the corpo- 
ration’s Norge and Detrvit Gear 
divisions in addition to being 
a director. 

C. S. Davis, president of Borg- 
Warner, 310 S. Michigan Ave., 
Chicago 4, said the division 
was created to bring the utmost 
efficiency into the manufacturing 
and marketing of Norge residen- 
tial heating and _ conditioning 
equipment “in anticipation of a 
greatly expanded demand in the 
months and years ahead. 

Mr. Blood stated that initial 
production would include output 
of several improved models of 
automatic thermostatically - con- 
trolled oil-fired furnaces, utility 


214 








| 

HOWARD E. BLOOD 

room and under floor heating 

units, oil-fired water heaters and 
air filter units. 


VAL G. WINSTON 


OLIN GROUP CREATES 
SOUTHERN DIVISION; 





WINSTON IN CHARGE 


Val G. Winston has been ap- | 
pointed southern division man- | 
ager of the Western Cartridge | 
Co., Winchester Repeating Arms | 
Co. and Bond Electric Corp. di- | 
visions of Olin Industries, Inc., 


East Alton, III. 

In his new responsibility, Mr. | 
Winston will supervise sales in a 
newly-created Southern division, 
including Alabama, Arkansas, | 
Florida, Georgia, Louisiana, Mis- | 
sissippi, New Mexico, North 
Carolina, Oklahoma, South Caro- 
lina, Tennessee and Texas. He 
will make his headquarters at 
603 Republic Bank Bldg., Dallas. 

Mr. Winston, who has been 
district manager at Dallas, will 
continue to serve as vice-presi- 
dent and general manager of the 
Texas Powder Co., another Olin 
Industries subsidiary. 

Since Nov. 1, 1925, he has 
served concurrently as a sales 
executive in the powder and ex- 
plosives branch, and the fire- 
arms, ammunition and _ electric 
products business. 


MISENER MFG. CO. 
MOVING PLANT 
The Misener Mfg. Co., 326 E. 
Washington St., Syracuse, N. Y., 
saw manuafcturer, will move to 
200-208 Walton St. The company 
has purchased the building at 





the new address. 


FLORENCE STOVE ELECTS 
NEW EXECUTIVE V..-P. 


At the annual meeting of the 
Florence Stove Co., 205 School 
St., Gardner, Mass., F. J. Hoe- 
nigmann was elected executive 
vice-president and director. He 
will be in charge of operations of 
the firm, with factories in Gard- 
ner, Mass., Kankakee, IIl., and 
Lewisburg, Tenn. 

He has been executive vice- 
president and general manager 
of the Cribben and Sexton Co., 
Chicago, for six years and sales 
manager for ten years. Mr. Hoe- 
nigmann is chairman of the Gas 
Range division of the American 
Gas Association and is also a di- 
rector of the Gas Appliance 
Manufacturers Association. 

R. L. Fowler was re-elected 
president and chairman of the 


F. J. HOENIGMANN 


board. H. O. Berry, manager of 
the Gardner factory, was elected 
a vice-president, and _ vice-presi- 
dent W. T. MacKay, head of the 
Kankakee plant, was made a8 
director. 


—_—_— 


NEW FIRM TO MAKE 
WATER HEATERS 


Columbia Mfg. Co. is the firm 
name under which Darwin Max- 
son and H. A. Delscamp have 
published a certificate that they 
are conducting a water heater 
manufacturing business at 2551 
Fernwood Ave., Lynwood, Cal. 
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ELECTS - 
VP. American Steel & Wire Co. Advances May; | 1942 as chief of the wire and ROBERT HUMPHREY 
? | rod branch of the steel division| HEADS MOREHOUSE & 

ng of the New Head of Sales Is H. M. Francis |**°, “2°, 4P"'y ‘director of the | WELLS, WHOLESALE FIRM 
5 School | steel division at the time of his ; 
. J. Hoe John May, vice-president in| Mr. May’s services with the | departure in August, 1945, . the annual stockholders 
executive charge of sales of American| wire company dates back to | ‘ ele ye . be 
= Steel & Wire Co. Rockefeller | 1909. He was made a salesman | P. H. STEVENSON RETURNS att Gre artes ee 
—< gs C nd 13, io, has | in the electrical and wire rope | TO L & H AS DIST. MGR. 

sales division in 1910 and in IN SOUTHEAST 
Ill., and 1922 was appointed manager of , 

electrical and wire rope sales. The A. J. Lindemann & Hover- | 
eo In March, 1931, he was made | 5°" Co., 601 W. Cleveland Ave., 
manager assistant general manager of Milwaukee, announces the return 
ten Cos sales of the American Steel & of Pierce H. Stevenson as dis- 
and sales Wire Co. Mr. May was appointed — anew for the sale of 
Mr. Hoe- general manager of sales in L & H electric ranges, water 
f the Ces March, 1937, and in September heaters and “Kerogas” products 
Aniastens of the same year was elected | i” the Southeastern states with 
an a de vice-president. headquarters in Atlanta. 
Appliance Mr. Francis entered the em- Mr. Stevenson was formerly 
ion. ploy of the American Steel & L & H district manager in Bir- 
re-elected Wire Co. as a messenger in the |mingham, but during the war 
ae i New York office in 1915, and | ¥¢#"S served the government, 

later became a salesman. Subse first as a civilian employee in the 

quently he was transferred to War Dept. and later transferring 

Philadelphia as assistant man- |‘ 2” executive position with 

—S =~ a returned | OPA. ROBERT HUMPHREY 





NN 


vanager of 


JOHN MAY 


been appointed assistant to the 
president to aid in general com- 
mercial and sales policies. Mr. 
May is succeeded by Harry M. 
Francis who has been elected 
vice-president in charge of sales. 
Mr. Francis has been assistant 
vice-president. 

Mr. May and Mr. Francis are 
two of the best known figures in 
the steel and wire industry. 








In 1927, he was transferred to | 
the Boston office of the company | 


as manager of the manufacturers 
trade department, and in 1934 
became New England district 
manager of sales. He remained 
in that capacity until April, 
1937, when he was promoted to 
the position of assistant general 
manager of sales with headquar- 
ters in the company’s main offices 
in Cleveland. His appointment 
as assistant vice-president sales 
was made in 1938. 

Mr. Francis joined WPB in 





ay 


P. H. STEVENSON 








Eastern Hardware Golf Association 





805-825 N. Morgan St., Decatur 
60, Ill. Robert Humphrey was 
elected president to succeed Wil- 
bur Humphrey, who retired as 
president and was elected chair- 
man of the board. Other officers 
named are: D. L. Johnson, vice- 
president; H. Ray Myers, secre- 
tary, and Herman Walker, trea- 
surer and assistant secretary. 

Directors elected are: Wilbur 
Humphrey, Robert Humphrey, 
Ralph J. Monroe, Charles H. 
Ruedi and Leslie Dillehunt. 

Wilbur Humphrey, who is suc 
ceeded by his son, has held the 
presidency for more than 25 
years. He joined the firm about 
60. years ago. 





oes was founded in 1859. 
vice-presi- To Hold 10th Tourney May 23, 24, 25 The firm was f 
= The tenth annual tournament | vania R.R.’s, the station stop be- ete 

af the Eastern Hardware Golf ing Water Gap, Pa. By road it) a1 1JED CONTROL BUYS 

Association will be held May 23, | is approximately 90 miles from IVISION 

24 and 25 at Shawnee Country | either New York or Philadelphia. SOLENOID D 
AAKE Club, at Shawnee-on-Delaware,| The rates are $12 per day, OF HENRY VALVE 
ERS Pa. American plan. Greens fee will The Allied Control Valve Co., 
be sie ill There will be a qualifying | be $2 per day, week days, and $3 | Inc., South Norwalk, Conn., has 
wf "Me | round of 18 holes of medal play | for Saturday and Sunday. Ac-| acquired the Aircraft Solenoid 
ae ‘a at any time on Thursday, May | commodations are limited to 125 | division of Henry Valve Co., Chi- 
yA a 23. Match play will begin Fri- | persons so it will be necessary | cago. Hal McPherson, formerly 

“3 ved day morning and will continue | to double up in rooms. Reserva- | with Henry Valve Co. as chief 

nl *561 cn Saturday, with suitable prizes. | tions should be made immedi- | engineer, is now with Allied as 
a “al The club can be reached by | ately, with the Inn, according to | vice-president in charge of engi- 
od, Cal. HARRY M. FRANCIS | the Lackawanna and Pennsyl- | H. L. Gilliam, secretary. neering. 
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ua DON’T WORRY ANY MORE...READ THIS 


. . . Now, in one package, you can sell a scientif- 
ically compounded all purpose super-spray that 
will satisfy your customers and make your cash 
register ring profits. It’s Knox-Out, a powerful 
air spray with strong ingredients for immediate 
ae down plus the full 5% of DDT recom- 
mended by the U. S. Depart- 
ment of Agriculture for residual 
surface action. It deals “double 
death” by its double action. 


1. KILLS IN THE AIR 


99% knock dewn and kill when 
sprayed in the air. 


2. KILLS ON SURFACES 
Sprayed properly on screens, wood- 
work, etc., the DDT coating kilis bugs 
for weeks afterwards when they light 


















or crawl. 






Stock this double-action spray 
to end all this confusion awed 
DDT and bug killers. Knox-Out is no ordinary 
insecticide. [ts super quality is proved by — 
results and it will bring super mt om to the dealers 
who have it. 

This powerful sales story will be told to the public 
this summer with hard hitting ads in The Saturday 
Evening Post, in big newspapers, over the radio, 
in store displays, with booklets and leaflets. 












Pints, Quarts, Gallons in cases. 


oe 8 rar oe 


Double-Action SUPER Insect Spray 
5% DDT Added 


PENNSYLVANIA SALT 
ony, 
ey 








% AND STOCK 


Knox-Out Powder 
in the cylinder 
blower packace — 
10% DDT for bu-s 
in cracks, ents, 
roaches, bedbuas, 
silverfish, poultry 
lice, dog fleas. 






















MAN F TURING C PANY 
' 






1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 





New Yor! « Chicauc © St. Louis © Pittsburgh ¢ Cincinnati e Minneapolis e Wyandotte e Tacoma 
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Clayton & Lambert Mfg. Co. Moving 





From Detroit to Louisville, Ky.; 


Monarch Div. 


The Detroit, Mich., plant of 
the Clayton & Lambert Mfg. Co., 
which had been utilized, through- 
out the war period, in the pro- 
duction of millions of 40-milli- 
meter steel shell cases monthly 
for Navy task forces, has been 
sold to the Navy Department for 
use as “stand-by” arsenal fa- 
cilities. 

As a result of the deal Clay- 
ton & Lambert will transfer its 
executive offices and primary 
manufacturing activities to Louis- 
ville, Ky., thus terminating a 57- 
year tenure in the Michigan in- 
dustrial center, during which the 
company was engaged in the 
manufacture of fire pots and 
blow torches, of which it is the 
world’s largest producer, and the 
fabrication of metal stampings 
for the automotive and other 
industries. 

Some time ago the firm began 
to enlarge the plant facilities at 
Louisville acquired in the 1945 
purchase of the Hoffman Gas & 
Electric Heater Co. This project, 
involving an outlay of approxi- 
mately $650,000 for construction 





to Move to Ohio Soon 


and the installation of additional 
processing and material handling 
equipment, is about completed, 
and the blow torch and fire pot 
division, formerly housed in 
rented quarters at Dearborn, 
Mich., has been moved to Louis- 
ville in its entirety. 

Assuming that adequate sup- 
plies of raw materials will be 
available, the firm expects that 
the enlarged Louisville plant’s 
output of gas, electric and fuel 
oil water heaters and “Heat 
Tools,” will attain a high level by 
fall, involving increased employ- 
ment in both divisions. 

Undisturbed under the com- 
pany’s new set-up will be the 
operations at Middletown, Ohio, 
of its Lamneck Products Div., en- 
gaged in the production of such 
prefabricated farm structures as 
silos and corn cribs, as well as 
furnace pipe and fittings. It is 
contemplated, within the near 
future, to remove the company’s 
Monarch building hardware divi- 
sion, now located in Detpoit, to 
Middletown. 











| 
| 





| 





G. WEBBER KNIGHT | 
} 


WASHINGTON OFFICE 
OPENED BY PENNSALT 


G. Webber Knight has been 
appointed manager of the Wash- 
ington, D. C., office of the Penn- 
sylvania Salt Mfg. Co. 

Mr. Knight, with office Room 
. Me kh BS BU TW. 
will look after all company in- 
terests in the capitol and will 
act as a clearing house in all 
Pennsalt matters involving both 
domestic and foreign government 
agencies. Mr. Knight has been 
with the company for 21 years 


BOB HAEGER QUITS NAVY, 
REJOINS SIMPLEX 


After 28 months in the Navy, 
Robert D. Haeger has returned 


| to American Ironing Machine 


Co., Algonquin, Ill., in the ca- 
pacity of assistant to Joseph 
Groshans, general sales manager, 
who has long been carrying the 
responsibility of the company’s 





ROBERT D. HAEGER 


sales, advertising and saies pro- 
motion. 

“Bob” Haeger joined “Sim- 
plex” in 1932 and worked in all 
departments. In 1939 he was 
made service manager. 





in managerial positions. 
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A. E. EDELSON 


WHITLOCK SUPPLY ADDS 
THREE REPRESENTATIVES 


The Whitlock Supply Co., 17 
Warren St., New York City 7, 
locksmiths’ supply house, has ap- 
pointed A. E. Edelson as district 
representative in Detroit for 
Michigan; Karl Triest in Cin- 
cinnati, for Ohio and Kentucky, 
and G. W. Phelps in Riverdale, 
Md., for Virginia, Maryland and 
Washington, D. C. 

Mr. Edelson has been associ- 
ated with the hardware field 
close to a quarter of a century 
both as buyer and salesman. 
Mr. Triest has represented many 
outstanding wholesalers during 
his many years in the hardware 
industry and is well acquainted 
with the leading hardware deal- 
ers in Ohio and Kentucky. Mr. 
Phelps was formerly a purchas- 
ing agent for Union Carbide 





KARL TRIEST 


Corp. Construction Dept., and 
sales representative for G. E. 
Supply Corp. 


G. W. PHELPS 








SLAYMAKER LOCK CO. 
ENGAGES WILLIAMS 


Fred A. Williams, recently dis- 
charged naval lieutenant, is the 
new assistant sales manager of 
Slaymaker Lock Co., Lancaster, 


FRED A. WILLIAMS 
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Pa. Prior to his naval service, 
Mr. Williams was associated 
with Ketchum, Inc., of Pitts- 
burgh, serving as campaign and 
publicity director, In this ca-| 
pacity he directed promotional| 
campaigns in many large cities. | 

Mr. Williams spent the last 
two years in the Navy. While in 
the Pacific he served as a com-| 
munications officer on the staff! 
of Admiral Nimitz. He served 
as assistant camp commander at 
JCA Guam, and as communica- 
tions watch officer at Apra Har- 
bor, Guam. 


FRANK A. FEELEY OPENS 
HIS OWN AGENCY 


Frank A. Feeley has announced 
his resignation from Butler Bros., 
Chicago wholesale house, after 
serving them for over 27 years, 
as buyer of housewares. He will 
enter business for himself as a 
manufacturers’ representative for 
housewares, operating out of Chi- 
cago. 


























MARQUART SAYS IN 34 YRS. 
Mee NER AUTOMATIC WASHER 


HAS REQUIRED ONLY MINOR. 
mm R 





EPAIRS / 


After a third of a century of use, this 
faithful Automatic Washer ‘‘seems 
to be wearing out.’’ Today’s Auto- 
matic Duo-Disc Washers come from 
this same long-lived ‘‘line.’’ They’re 
doubly famous: They give users splen- 
did service; they give Dealers more 
net profit which they can keep. 


It will pay you to get in touch with 
* your nearest Distributor (name on 
request). 





Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 


Everybody Knows the “‘AUTOMATIC’’! 
—Only WASHER with the DUO-DISC Feature 
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Builders’ Hardware Groups 
Plan Educational Program 


National Contract Hdwe. Association and American 
Soc. of Architectural Hardware Consultants are to 
meet jointly. 


A decision to proceed with a 
definite educational plan was 
reached at sessions of the Amer- 
ican Society of Architectural 
Hardware Consultants and the 
National Contract Hardware As- 
sociation, held March 7, 8 and 9, 
at the Hotel Roosevelt, New 
York. 

Manufacturers and distributors 
were well represented. 

The education committee ap- 
pointed a sub-committee com- 
posed of Meade M. Johnson, The 
Yale & Towne Mfg. Co., and 
John R. Schoemer, executive sec- 
retary-treasurer of both groups, 
to interview several correspon- 
dence schools to determine if a 
feasible correspondence course 
can be developed. 

One of the most important 
changes proposed by the consti- 
tution revision committee was a 
new clause requiring a!! appli- 
cants for membership to take an 
examination for admission to the 
Society after June 30, 1947. 

Tt was decided that a revision 
of the present examination is uec- 
essary and Mr. Johnson, Mr. 
Schoemer and Howard Mac- 
Carthy, Jr., MacCarthy Hardware 
Co., Baltimore, were named by 
Joseph R. Raymer, Raymer Hard- 
ware Co., St. Paul, Minn., presi- 
dent of the Society, to prepare 
one. 

The last day of the sessions 
was devoted to a meeting of the 
joint executive committee of the 
Society and the National Con- 
tract Hardware Association. 

Officers of the Association and 
the Society and a number of ont- 
of-town members attended a din- 
ner meeting of the Metropolitan 
chapter of the Society, held 
March 8, at the Midston House. 
The chapter chairman, Linus H. 
Northrup, welcomed the guests 
and introduced Fred Janis. chair- 
man of the program committee, 
who acted as toastmaster. Mr. 
Raymer spoke briefly and com- 
plimented the Metropolitan chap- 
ter on its work. 

The guest speaker was Harold 
Reeve Sleeper, A.1.A.. weli known 
in the architectural profession 
as the author of Architectural 
Graphic Standards. Mr. Sleeper, 
who has taken a great interest in 
builders’ hardware for a number 
of years, expressed his views 
fully on the subject. 
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read letters from three 


He 


prominent New York architects | 


in which their opinions on build- 
ers’ hardware were set forth. One 
of these urged better arrange- 
ment and simplification of build- 
ers’ hardware catalogs. 


FRANK LLOYD WRIGHT 
DESIGNS NOVEL LAB 
FOR JOHNSON’S WAX 


A l5-story glass tower, de- 
signed by the famous architect, 
Frank Lloyd Wright, is the fea- 
ture of a modern wax research 
laboratory to be built this year in 
Racine, Wis., by S. C. Johnson & 
Son, Inc., makers of Johnson’s 
Wax. 

The new building, which will 
mark the 60th anniversary of the 
founding of the business, will be 
a companion to the Johnson ad- 
ministration building which was 
also designed by Wright and 
completed in 1939, 

The new laboratory will be a 
compact, tall stack, rising 156 
feet in the air, serviced directly 


from a circular masonry stem | 


connected to floors at the center 





of each of the fifteen levels that 
make up the building. Each 
level is to be brilliant with sun- 


light in every part and air con- | 
ditioned, heated, serviced com- | 


plete from the central shaft. 


| E. H. RUESCH TO HANDLE | 


HOTPOINT SALES IN 
CHICAGO DISTRICT 


E. H. Ruesch has been ap- 
pointed Chicago district sales 
manager of Edison General Elec- 
tric (Hotpoint) Appliance Co., 
5600 W. Taylor St., Chicago 44. 
Mr. Ruesch has been a sales spe- 
cialist in various sales areas for 
the company since 1933. His 
headquarters are at the com- 
pany’s Merchandise Mart offices. 


E. H. RUESCH 





HARVEY W. AUERBACH 


AUERBACH TO FORM 
TOY COMPANY 


Harvey W. Auerbach has re- 
signed as general manager and 
director of operations for the 
American Toy Works, Inc., 
Brooklyn, N. Y., and expects. to 
form his own company following 
a vacation in Miami Beach and 
Havana. 


NEW YORK EXPORTERS 
TAKE NEW QUARTERS 


The Reethof-Fischmann Corp., 
export firm, has moved to new 
quarters at 51 Madison Ave., 
New York 10. Among other 
things the firm exports are 
paints, house furnishings and cut- 


lery. 








“HOIST YOUR SALES” is the dynamic slogan of Universal's 1946 sales campaign just 
announced by Landers, Frary & Clark in a whirlwind series of coast-to-coast meetings, con- 
ducted by B. C. Neece, vice-president, W. J. Cashman, director of promotion and publicity, 
and H. M. Parsons, vice-president. 

Meetings with distributors and company salesmen got underway recently in New Britain, 
Conn., with W. J. Cashman heading up a clinic to instruct distributors in the carrying out 


of this unique program. 


Concurrent with national advertising Lan 


ders, Foaey & Clark will supply its dealers and 


distributors with “Hoist Your Sales" campaign kits monthly, tuned to the season and Uni- 
versal’s advertising program. These will contain floor and window displays, banners for 
wall or windows, window cards, decals, window valances, consumer folders, catalogs, coun- 
ter signs, blow ups of national advertising, stationery, demonstration kits, sales training 
guides, radio scripts, Dealer's Digest, ad news mats, telephone sales plans, service sales 
plans, promotion calendars. There are three separate kits each containing sales promo- 
tional materials developed specifically for each of the major appliance divisions. 

In discussing the plan Mr. Cashman told that nearly a million dollars is being spent to 
promote “Universal” products in 1946. 
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A xml cooking is the new way to 


prepare more healthful, appetizing meals. 


LEAD THE PARADE 


AND REAP THE PROFITS It saves the precious minerals and vitamins in 


vegetables ... makes the less expensive cuts 


--obe ready for the demand with of meat tender morsels of goodness. 


Buckeye extra heavy “waterless” cookware is 
what your customers will want to do the job 


with this new, easy method of cooking. 


Buckeye extra heavy ware is the last word in 
style,economy, efficiency . . . it’s the perfect ware 
for healthful, “waterless” cooking and for all 
other types of top of range cooking—boiling, 
braising, frying. 


Sell Buckeye extra heavy ware in sets as the one 
shown above, or as individual pieces. Other sets 


and matching pieces will be announced soon. 


Order by catalogue numbers—1065 Five Quart Dutch 

Oven... 1011 Chicken Fryer (10%" diameter)... 

1063 Three Quart Sauce Pot... 1062 Two Quart 
Sauce Pot. Four piece set is No. 1060-45. 
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--tn matched sets 


he last word in Cabinet Hardware De- 
sign. The DeLuxe style shown above is one 
of four modern Cabinet Hardware styles in 
matched sets, now available in Bright Chrom- 
ium Plated lasting finish. 


Each of the four styles, The DeLuxe, Aristo- 
crat, Master and Utility, is in a design and 
price range to satisfy every taste. Because of 
high “eye appeal” design and top quality 
construction and finish, these National Lock 
matched Cabinet Hardware sets sell on sight. 
All are “profit-packed” for quick sale. 


Four modern display boards of 
your choice are available for your 
display windows and counters. 
Take advantage now of this profit- 
able hardware selection. Write 
for attractive descriptive catalog. 





NATIONAL LOCK COMPANY 
Builders Hardware Division 


Rockford, Illinois 








Garden Tools Industry Lauded 
In Valley Forge Caravan Broadcast 


Tribute to the garden tools 
industry was made in a broadcast 
of the Valley Forge Caravan, one- 
hour radio show that delivers a 
salute each night to one of 
America’s industries, under the 
sponsorship of the Adam Scheidt 
Brewing Co., Norristown, Pa. 
The broadcast, on March 6, origi- 
nated from Station KYW, Phila- 
delphia. 

Special mention was made of 
Edward Durell, president of the 
Union Fork & Hoe Co., Colum- 
bus, Ohio, and his sales promo- 
tion manager, Jerry Newman; 
D. S. Morrison, assistant sales 
manager of the Animal Trap Co., 
Lititz, Pa., and of Miss Mary 





Lou Taber, of the advertising de- 
partment of the Supplee-Biddle | 
Co., Philadelphia, for their help | 
in preparing the program. 

The announcer pointed out | 
that during the war these repre- | 
sentative producers played a vital | 
role in the manufacture of arms | 
and equipment of all kinds. The | 
Animal Trap Co. was mentioned | 
for having set aside its produc- | 
tion of hand garden tools to man- | 
ufacture bullet cores. Folding 
canvas cots, parachute parts and | 
artillery and tank components as | 
well, earned them top citations. | 

Mr. Newman, of Union Fork & | 
Hoe, was quoted as saying, “The 
bulldozers got the headlines and 
their drivers were the glamor 
boys. But on many a hastily 
prepared landing strip it was 
sweating G.I.’s with small tools 
and plenty of muscle who waved 
in the first planes to land. The 
garden tool industry made its 
share of bayonets, bomb fuses, 





plane parts and other imple- 
ments of war. Many Seabees 
and G.I.’s, however, are thankful 
that the factories kept at their 
big job of turning out millions of 
strong, sturdy American tools. 
The mud-spattered soldier dig- 
ging a drainage ditch by the side 
of a German road couldn’t see 
glamour in war. His best friend 
at the moment was a well-built 
shovel to do his job.” 


T. A. HYDE 


HYDE WITH PACKARD 
TO DIRECT SALES 
T. A. Hyde, formerly vice 
president of the Henry G. 
Thompson & Son Co., has been 
elected a director and_ vice- 
president of the E. B. Packard 
Co., Inc., 114-118 Liberty St.. 
New York 6, N. Y., manufactur- 
ers’ agents and distributors. He 
will be in charge of sales. 








AN ENGRAVED MACHETE, in a specially made ma- 
hogany case, was recently presented by Charles D. Briddell, 
of Chas. D. Briddell, Inc., Crisfield, Md., manufacturers of 
cutlery and metal tools, to the Ecuadorian Minister of Pub- 
lic Works, who accepted in behalf of the President of Ecuador. 
Shown at the reception which was given by the Briddell firm 


and O. B. Hirsch Co., Inc., at 


the Waldorf-Astoria, in New 


York, were from I. to r., Minister H. Sr. Jorge Montera Vela, 
Sra. Maria Pareja dé Maulme, Sr. Emilio Maulme, Robert P. 


Hussey, Thomas H. Briddell, O.-H: -Hirsch and Charles D. 


Briddell. 
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E. G. LINDQUIST 


RICHARD HESSE 


194 Exhibits at Ace Hdwe. Corp. Shou; 


125 Franchise 


The 22nd annual convention 
and exhibit of the Ace Hardware 
Corp., 1319 S. Michigan Ave., 
Chicago 5, Ill., wholesalers, was 
held at the Hotel Sherman, Chi- 
cage, Jan. 28, 29 and 30, with 
700 Ace dealers, their families 
and friends in attendance. Every 
Ace store was represented. Presi- 
dent Richard Hesse presided. 

Exhibits of 194 manufacturers 
occupied every available foot of 
space on the mezzanine and up- 
per and lower exhibition halls 
of the Sherman. Business ses- 
sions were limited to discussions 
of general conditions affecting 
merchandise; the reinstatement 
of regular and consistent adver- 
tising which was discontinued 
during the war; the more than 
125 applications for franchises 
which accumulated during the 





Applications Studied 


war when no affiliations were 
made; and revisions and im- 
provements of check-lists, bul- 
letin and catalog services. 

E. G. Lindquist, vice-president 
and secretary, gave a resume of 
1945 activities and outlined com- 
prehensive expansion plans, in- 
cluding the assimilation of many 
of the applicants for affiliation. 
Dealers commended the policy 
which prevailed during the war 
in not adding new stores, but 
giving stores in the organization 
all the merchandise obtainable. 

It was decided to continue the 
policy of doing no direct busi- 
ness with either individuals or 
industrial accounts. 

The social highlight was a 
cocktail hour, banquet, entertain- 
ment and dance which concluded 
the convention. 








CLINTON DRINKUTH (right), advertising manager of 
Boyle-Midway Inc., accepting the Certificate of Public Ser- 
vice from Donald B. Douglas, representing the Brand Names 
Research Foundation. The award was made at a dinner in 
the Hotel Astor, New York, and honored four Boyle-Midway 
products: ‘3-In-One Oil,’ “Diamond Dyes,” “Black Flag” 


and “Old English Wax.” 
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peace of mind 
helps you... 


Much of the manufacture of a pocket 
knife is performed by hands or by hand- 
controlled machines. Therefore, the qual- 
ity of the knives you sell rests largely in 
the hands that work on them. To turn out 
consistently good quality a workman 
must have peace of mind. Camillus 
achieves this—through progressive 
management that regards the worker 

as the most important link in the pro- 
ductive chain, through worker bene- 

fits considered the most liberal in 

the industry and through a Profit- 
Sharing Trust that makes each em- 
ployee a direct participant in the 
success of the firm. This assures 

» you a finer quality product to 
sell...a steadier source of 

supply. For your top-quality 

A, line look to Camillus Cutlery 

DX) Company, New York 17, N.Y. 


CAMILLUS 


MAS “tee EO Ge 

















JOHN SMYLY 


J. M. DALGLISH & CO. 
APPOINTS SMYLY 
GEN. SALES MGR. 


John Smyly was recently ap- 
pointed general sales manager of 
J. M. Dalglish & Co., St. Paul, 
Minn., hardware manufacturers. 
Mr. Smyly joined the Dalglish 
January, 1944, as an 
engineer and served in this ca- 
pacity until the end of hostili- 
ties. 

During the early part of the 
war, Mr. Smyly served as chief 
of the medium and heavy tank 
manufacturing program with the 
U. S. Government and later as a 
director of the Detroit Gray Iron 
Foundry and the Detroi: Alloy 
Steel Co. 

He has been known in auto- 
mobile circles for many years 
through his association with GM 
in the Chevrolet, Cadillac, and 
Pontiac division. His  back- 
ground includes engineering, pro- 
duction and sales. 

Mr. Smyly will be in charge 
of sales of both the consumer 
line which includes lawn mow- 
ers, cooking utensils, grain 
scoops, coaster wagons, milk 
cans, etc., and the _ industrial 
production line. 


Co. in 


5 MILLION DOLLAR PLANT 
BOUGHT BY EMERSON; 
MOVE IN SEPTEMBER 


The Emerson Electric Mfg. 
Co., St. Louis, Mo., has an- 
nounced a postwar expansion 
program which involves moving 
all manufacturing and office 
facilities from its downtown 
buildings, to one of St. Louis’ 
newest and most modern plants, 
located at 8100 Florissant Ave., 
following lease arrangements 
with the Reconstruction Finance 
Corp. 

This $5,000,000 plant, on ap- 
proximately 40 acres, was erected 
under Emerson-Electric’s super- 
vision, for the development and 
manufacture of airplane gun 


turrets during the war. Emerson- | the Taylor Electric Co., radio and 


Electric had previously acquired | 


the 162-acre tract on which it is 
built and completed its first 
plant there in 1940, 

All Emerson-Electric opera- 
tions will be consolidated at this 
location and the entire move is 
scheduled for completion in 
September. An enlarged pro- 
gram of production of electric 
motors, electric fans, arc weld- 
ers and several new products is 
under way. 


ADMIRAL CORP. NAMES 
REGIONAL MANAGER 


Admiral Corp., 3800 Cortland 
St., Chicago, has appointed Paul 


PAUL R. DYE 


R. Dye as regional manager for 
all Admiral products. Mr. Dye 
was formerly sales manager for 





appliance distributors, in Mil- 
waukee. 


CARLAN PRODUCTS, INC. 
NEW BLINDS CONCERN 


Herman Levine, for over 20 
years with Weiss & Klau Co., 
New York, latterly as general 
credit manager, resigned to be- 
come vice-president and secre- 
tary of the newly-organized Car- 
lan Products, Inc., of 1618 Coney 


| Island Ave., Brooklyn, N. Y. 
| 


This new company succeeds 
the Albert Mfg. Co., of that ad- 
dress. Carl Landau, former 
owner of the latter company, is 
president of the new firm. 

Carlan Products will extend 
its manufacture, sale and distri- 
bution of window shades, vene- 
tian. blinds, venetian blind sup- 
plies and allied products to a 
national basis. 


‘MIRRO’ TOYS AGAIN 
ON THE MARKET 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., announces 
that after an absence of five 
years, “Mirro” aluminum toy sets 
will again be produced. 

A complete line of toy sets, 
representing a variety of kitchen 
utensils just “Like Mother’s” will 
be priced to sell at 25c to $2.00 
retail. 

For the present, in order to 
meet the demand that is antici- 
pated, a plan of allocated distri- 
bution based on pre-war pur- 
chases will be put in effect. 








J. A. SEUBERT 


J. A. SEUBERT HEADS 
ESTATE STOVE CO. 
John A. Seubert has been elect- 
ed president of The Estate Stove 
Co., Hamilton, O., manufac- 
turers of gas and electric cooking 


| and coal and oil heatiag stoves, 


recently acquired by Noma Elec- 
tric Corp. through its subsidiary, 
Triumph Industries, Inc. David 
Kahn, formerly president of Es- 
tate Stove, has been elected 
chairman of its board of direc- 
tors. 

Mr. Seubert is also president 
of K-D Lamp Co., Cincinnati, 
another Noma subsidiary, and 
will retain both executive posts 

At a special meeting of Estate 
stockholders, Mr. Seubert and 
John Bess, another Noma execu- 
tive, were elected directors. 











THE SALES GROUP representing the Impe rial Knife Co., the Ulster Knife Co. and the 


Kingston Cutlery Co. recently held a five-day sales conference in Providence and New York 


City. 


Among those attending were, from left to right, front row, C. Corbett Cole, Atlanta, Ga.; 
Harry B. Hazelton, St. Louis; H. C. Williams, Charlotte, N. C.; James G. Sullers, New York, 
and A. G. Williams, Franklin, Va.; back row, George R. Olson, Minneapolis; P. H. Vivian, St. 
Louis; Larry E. Gray, Birmingham; E. H. Talmon, New York; Arthur J. Woodland, St. Paul 


and Walter T. Kelley, Boston. 


Executives of Imperial-Ulster-Kingston reviewed the wartime record. Together they pro- 
duced a heavy percentage of all the pocket knives, carbine bayonets, trench knives an 
other special edged articles used by the millions in the armed forces. Both Imperial and 


Ulster won “E” Awards. 


It was pointed out that difficulties in procuring raw material might tend to postpone a re- 
turp to full pre-war activity for some months to come, and so production will have to be 


allotted to the trade. 
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Buy insecticides containing DDT with care 
...then you can sell them with confidence 


Each of Gulf’s three new insecticides con- 
tains the correct amount of DDT for its 
recommended use, as determined through 
exhaustive research by Gulf’s Entomo- 


OUR customers have heard much 
about DDT. 
They will want to use this wonder-work- 
ing new insect killer to cope with the in- 
sect nuisance in their homes. 

So what you need to get more profit 
from the bug business is the right com- 
plete line of household insecticides with 
DDT. 

Read what these Gulf insecticides ... 
each containing the right amount of DDT 
for its particular use. . . will do for your 
customers. See if you don’t agree that 
the Gulf BIG 3 line is the right line. 

All three are priced for quick turnover. 
Advertised retail prices: Quick-Action 
Gulfspray ... pints 25¢, quarts 45¢ (same 
as prewar); Trak ... pints, 25¢, quarts 
45¢; Tag... pints 35¢, quarts 59¢. 


Ph 
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QUICK-ACTION GULFSPRAY 


Pyrethrins plus one quarter of one per 
cent DDT make this new Gulf “space 
spray”’ a contact insecticide that lives up 
to its name, Quick-Action Gulfspray. 

Quick-Action Gulfspray is for spray- 
ing into the air to knock down and kill 
flies, mosquitoes, moths, gnats. It also 
quickly kills many crawling insects... 
ants, bedbugs, fleas. And Quick-Action 
Gulfspray is particularly effective against 
roaches. 

Pyrethrins are combined with DDT in 
Quick-Action Gulfspray to make the 
surest killing, quick-action spray that 
Gulf has ever made. 


secticide Act. 


TRAK INSECT SURFICIDE 


Trak contains 6% DDT, makes use of 
this new insecticide ingredient in a dif- 
ferent way. 

You spray or brush Trak on screens, 
walls, porch ceilings, and other surfaces 
where insects alight or crawl. One thor- 
ough application of Trak leaves a DDT 
residue that, unless it is removed, kills 
flies, mosquitoes, moths, ants, fleas, sil- 
verfish, and many roaches for weeks and 
months. 

Sell Trak in combination with Quick- 
Action Gulfspray . . . Quick-Action for 
fast kill, Trak for prolonged effective- 
ness. Trak and Quick-Action Gulfspray 
are the ideal insect-killing team! 


logical Laboratory. The labels of each give 
detailed directions for use and comply fully 
with the requirements of the Federal In- 


TAG BEDBUG KILLER 


Tag is Gulf’s brand-new bedbug killer 
with 5% DDT plus organic thiocyanates. 

Tag is for spraying on mattresses, 
springs, and in crevices where bedbugs 
lurk. The organic thiocyanates in Tag 
kill all bedbugs that are wet by the spray. 
And Tag’s DDT leaves a residue that is 
deadly to new arrivals. One application 
of Tag, made as directed, is effective for 
as long as six months. 

Tag is the bedbug-killing product that 
retailers in thickly populated neighbor- 
hoods have long been looking for. 





BACKED BY BIG ADVERTISING 





Quick-Action Gulfspray and Trak 
will be promoted by a big-audience, 
twice-a-week radio program. 

Tag will be promoted by extensive 


newspaper advertising. 


Ask your jobber about these Gulf 
insecticides. Or write or phone your 
nearest Gulf Sales Office. 











GULF OIL CORPORATION + GULF REFINING COMPANY 


For profits from bugs, go__ 
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Petroleum Specialties Division 
Gulf Bidg., Pittsburgh 30, Pa. 












































3 MILLION FURNACE REPLACEMENTS will be made 
—now, and during the first five years following the 
war. Your community will share in this highly re- 
munerative business, and you can profit directly—both 
from installing new furnaces and from the sale and 
installation of “A-P” 3-Piece Automatic Regulator Sets. 












EVERYONE wants automatic heat control for hand- 
fired furnaces—and you're the one to supply your 
trade with this modern efficient “A-P” Automatic 
3-Piece Regulator Set: 









“A-P" WALL THERMOMETER 


Controls room temperature to a de- 
gree above or below setting. Easy to 
install. Attractive cover contains ac- 
curate thermometer. Convenient 
manual setting controls steady heat. 











“A-P" LIMIT CONTROL 


—prevents built-up furnace heat from 











making room temperature greatly ex- 
ceed thermostat setting. 
= Set dial according to sea- 
son and outside tempera- 
ture—stopping overheating and waste 
of fuel. 










AUTOMATIC PRODUCS “A-P" DAMPER REGULATOR 
COMPANY 


2442 -C N. THIRTY-SECOND STREET 
MILWAUKEE 10, WISCONSIN 





with unusual lifting power. A 
sturdy unit—corrosion resistant 
for basement installation — 
needs only once-a-year oiling. 
Automatically relatches at next 
operation after stoking fire. 
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FRANCIS BOWEN HAW 


Francis Bowen Haw, 62, secre- 
tary-treasurer of the Haw Hard- 
ware Co., Ottumwa, Iowa, whole- 
sale hardware distributors, died 
suddenly at 8:30 a.m., March 5, 
of a heart ailment. 

Mr. Haw was born in Ot- 
tumwa, March 18, 1884. He at- 
tended Ottumwa High School, 
Iowa State college at Ames and 
Iowa Wesleyan college. He was 
engaged in farming ia Montana 
and Iowa until 1910 when he 
joined the Haw Hardware Co. 
He filled many positions, in 
stockroom, sales and office until 
becoming secretary in 1928 and 
secretary-treasurer in 1934, 

He is survived by one son, 
Corp. Robert Arthur Haw of the 
army, now in the Philippines, 
and two brothers, E. A. Haw, 
president of the Haw Hardware 
Company and Arthur of Lansing, 
Mich. 


J. S. ENGEL 


J. S. Engel, assistant vice-presi- 
dent of Remington Rand, Inc., 
and general sales manager of the 
Electric Shaver Div., died March 
18, in New York. 

Mr. Engel was with Remington 
Rand for 33 years, starting as a 
typewriter salesman. He was 
later transferred to the Buffalo 
retail district office as manager 
where he became one of the na- 
tion’s ablest typewriter demon- 
strators and salesmen. 

In 1937 he was chosen to rep- 
resent the new electric shaver 
division, as western sales mana- 
ger, and in 1941 was promoted 
to general sales manager. 





GEORGE McC. 
LAUGHLIN 


George McCully Laughlin, 73, 
a director of the Jones & Laugh- 
lin Steel Corp., third largest steel 
company in America, died March 
9, at his winter home in Lake 
Wales, Fla. Mr. Laughlin was 
a grandson of James Laughlin, 
Pittsburgh steel manufacturer, 
who with Benjamin Franklin 
Jones in 1853 established the 
great steel firm. He joined the 
firm in 1893 after serving for a 
time as superintendent of the 
company’s Soho plant. 





J. CHESLER 


J. Chesler, founder of J. Ches- 
ler & Sons, manufacturers of 
builders’ hardware, 41-49 Varick 
Ave., Brooklyn 6, N. Y.,.died 
Feb. 7. 














W. T. STILLMAN 


WILLIAM T. STILLMAN 


William T. Stillman, 68, presi- 
dent and treasurer of the Still- 
man Hardware Co., Oshkosh, 
Wis., died March 4. He was at 
one time a salesman for the 
wholesale firm of Medberry-Fin- 
deisen Co., and later became its 
vice-president. In 1912 he 
bought an interest in the Ralph 
M. Burtis Co., and later changed 
its name to the Stillman Hard- 
ware Co. 

He was a past president of 
the Wisconsin Retail Hardware 
Association, and a director of the 
Hardware Mutual Casualty Co. 
and of the Hardware Dealers 
Mutual Fire Insurance Co. 

Survivors are his widow and a 


son, W. Mead Stillman. 


W. I. MARSHALL 


W. I. Marshall, a vice-presi- 
dent of the W. W. Woodruff 
Hardware Co., wholesale and re- 
tail, 424-426 Gay St., Knoxville, 
11, Tenn., since 1926, and active 
in the sales department until his 
death on Feb. 23, was aged 77. 
He joined the firm 41 years ago. 





J. R. SMITH 


J. R. Smith, 69, owner of a 
hardware store at 2717 Fourth 
Ave., Louisville, Ky., died early 
Feb. 14, at his home at the same 
address, following a brief illness. 
A native of Meade county, he 
had owned the hardware busi- 
ness for 24 years. 

He is survived by his widow, 
Mrs. Rebecca Owings Smith; 
one son, Richard L. Smith; 4 
sister, Mrs. Guy Trent, of Downs, 
Ill., and a grandson. 

Funeral -services were held 


Saturday, February 16. 
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JOSEPH W. McLEAN 


Joseph W. McLean, for 4 
years associated with the Si- 
monds Saw and Steel Co., died 
in Philadelphia, March 7, from 


JOSEPH W. McLEAN 


an extended illness which began 
shortly after his retirement on 
Nov. 1, 1945, as president of 
Simonds Abrasive Co., Philadel- 
phia. 

Mr. McLean’s first position 
with the Simonds organization 
was as clerk in the Chicago 
branch where he started in 1901. 
Transferring to the San Fran- 
cisco office about 1903, Mr. Mc- 
Lean’s presence of mind saved 
the company records at the time 
of the earthquake and fire in 
1906. Returning to Chicago as 
district sales manager in 1917 he 
continued in that capacity until 
1930 when he, was elected secre- 
tary and a director of Abrasive 
Co. (now Simonds Abrasive Co.), 


a division of Simonds Saw and | 


| 
| 


Steel Co. That same year Mr. 
McLean was made general man- 
ager and in 1941 became presi- 
dent. 


CHARLES BRUCE HARPER 


Charles Bruce Harper, 71, re- 
tired founder of the C. B. Har- 
per Hardware Co., Richmond, 
Va., passed away Feb. 21 at his 
home. Mr. Harper was born in 
Staunton, Va., Dec. 27, 1874. He 
moved to Richmond in 1889 and 
soon thereafter entered the hard- 
ware business. In 1900 he 
founded the company which 
bears his name. He was a mem- 





ber of Grace Covenant Presby- | 
terian Church, Joppa Lodge, No. | 


40, A. F. & A. M., and BPOE 
Lodge No. 45. 

Surviving are his widow, a 
son, four daughters, and a grand- 
daughter. 


JAMES T. KEOGH, SR. 


James Thomas Keogh, Sr., 87, 
president and treasurer of the 
Becker-Keogh Hardware Co., El 
Paso, Tex., died Feb. 25. Mr. 
Keogh came west in stage coach 
days from St. Louis, Mo., as a 
salesman for the Simmons Hard- 
ware Co. He settled in El] Paso 
in 1882. 


GEORGE E. PRATT 


George E. Pratt, 65, for many 
years a representative of the 
Nicholson File Co., died March 
13, at his home in Pratt’s Junc- 
tion, Sterling, Mass. He was 
formerly connected with the 
Simonds Saw & Steel Co. 








MAJORITY OF SURPLUS 
MOTOR VEHICLES 
NEED REPAIRS 

Sampling of the condition of 
motor vehicles available in sur- 
plus as of December 21, 1945, 
showed that more than 54 per 
cent required repairs, 68 per 
cent were not useable as vehicles 
and only 6.1 per cent of the 
trucks and jeeps were new, the 
Surplus Property Administration 
announced. No new passenger 
ears were available. 


The inventory as of December 
31, 1945, listed 31,084 surplus 
motor vehicles, an increase of 
3,406 cars over the November 
30 inventory. The bulk of these 
vehicles were trucks and jeeps, 
totalling together 26,513 for No- 
vember and 29,882 for December. 

While acquisitions in Decem- 
ber of trucks, jeeps and passen- 
ger cars mounted above those of 
the preceding month, officials 
pointed out that the proportion 
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of vehicles in poor condition will 





tend to increase in the inventory, 
since they move at a slower rate. | 
A total of 11,587 motor ve 
hicles, largely trucks and jeeps, | 
were acquired in December as 
compared with 10,187 the preced 
ing month. Exactly 8,181 motor 
vehicles were sold in December | 
for $6,965,027.62, representing | 
$16,851,118.01 in original cost to 
the government. 
posals were slightly higher, due | 


to heavier sales of trucks and | 


jeeps. 











Latest News on 


RECONVERSION 


on page 246 











EVERY RENTAL RECORD 


= 


Sac slips ring up the cash register. And 
every rental record on American floor sanders 
is a double sales slip. It rings up the cash 
register twice! It records the amount derived 
from rental charges and also the amount of 
extra supply sales made in connection with 
the rental. Yes, profits come from two sources 
when you are in the floor sander rental busi- 
ness...RENTAL profits, SALES profits. 


& sure of a highly profitable and depend- 

able rental business by using AMERICAN floor 

sanders. Remember, simplicity of design, 
tamperproof construction, 
low upkeep cost make Ameri- 
can’s first choice for profits 
in the rental field. 


Write for complete informa- 
tion, no obligation. 


The Americah Floor Surfacing 
Machine Co., 522 St. Clair St., 
Toledo 3, Ohio. 


November dis: | 5. - 


AMERICAN 




















Janney -Semple-Hill Appoints England 
To Head New Major Appliances Dept. 


Janney-Semple-Hill & Co., Inc., | 


22-36 S. 2nd St., Minneapolis 1, 
Minn., wholesale hardware dis- 
tributors, has established a new 
major appliance division, in 
charge of O. H. Englund. 

Mr. Englund, who has been 
with the firm for 28 years, will 
have responsibility for procure- 
ment and sales promotion of 
washing machines, electric and 
gas ranges and hot water heat- 
ers, sewing machines, cefriger- 
ators, farm and home freezing 
units, dairy sterilizing and wash- 
ing equipment and other major 
appliances which will be added 
at such they become 
available. 


time as 


| 
| 





0. H. ENGLUND 








MAYTAG CO. PROMOTES 
J. BERKELEY CLAIBORNE 


J. Berkeley Claiborne, who has 
been employed by the Maytag 
Co., Newton, Iowa, for nearly 


J. B. CLAIBORNE 


eight years, has been appointed 
assistant to V. R. Martin, general 
sales manager. 

Claiborne started work for 
Maytag in August, 1938, and has 
served in almost all departments. 
During the war he was liaison 
man between Maytag and prime 
contractors for whom the com- 
pany was supplying machined 
products. 


—__ 


ELIOT R. SELINGER 
STARTS AGENCY 


Eliot R. Selinger, formerly 
with the Eagle Lock Co., has 
started a manufacturers’ agency, 
covering all of Maryland, Vir- 
ginia and the District of Colum- 
bia, with his office at 3639 Ingo- 
mar Place, N. W., Washington 
15, D. C. 


At present Mr. 


226 





Selinger is 


representing Penn Hardware Co., 
Caldwell Mfg. Co., Henry L. 
Hanson Co. and the Steelcote 
Mfg. Co. and expects to acquire 
other lines. 
OLSON ELECTED V.P. 
BY HOLLINGSHEAD 
FOR ‘WHIZ’ DIV. 


R. M. Hollingshead Corp., 840 
Cooper St., Camden, N. J., manu- 
facturers of automotive and 
household chemicals, has named 
L. M. Olson as vice-president in 
charge of the “Whiz” Automo- 
tive div. T. J. Bagley, a vice- 
president of the company, has 
been elected executive vice-presi- 
dent. C. R. Ferris has been 
elected secretary, in addition to 
retaining his office as assistant 
treasurer. 

Mr. Olson joined Hollingshead 
in 1925 as office manager of the 
St. Paul division. He latet be- 
came credit manager of that di- 
vision and was advanced suc- 
cessively through numerous posi- 
tions until in 1939, he was trans- 


L. M. OLSON 





ferred to the company’s head- 
quarters at Camden and assumed 
complete direction of sales of the 
“Whiz” Automotive Division. 


TWO VETERANS NAMED 
FIELD REPRESENTATIVES 
BY BENDIX 


Appointment of two war vet- 
erans as special field representa- 
tives is announced by W. F. Lin- 
ville, general sales manager for 
Bendix Home Appliances, Inc. 
They are Gordon D. Payne, De- 
troit, and Robert A. Morris, 
Portland, Ind. They are head- 
quartering at the home office. 

Mr. Morris was decorated with 
the Navy Cross and the Croix de 
Guerre with palm for his ex- 
ploits in commanding an LCT 
flotilla in the Normandy inva- 
sion. He served as an operations 
officer for an LSM flotilla in 
support of the Okinawa invasion. 
His rank upon discharge was 
lieutenant. 

Formerly with the J. L. Hud- 
son Co., Detroit, as a salesman 
and member of the executive 
training squad, Mr. Payne man- 
aged a store at Albion, Mich., 
and was personnel manager of 
the L. H. Field Co. department 
store, Jackson, Mich., before be- 
ing drafted in 1941. He served 
in the army five years, emerging 
as a major. Four and half years 
were spent in this country as a 
training officer. 





TROUTMAN IN CHARGE 
ROCKY MT. DIV. 
COLORADO FUEL & IRON 


The Colorado Fuel & Iron 
Corp., Continental Oil Bidg., 
Denver, Colo., has promoted G. E. 


G. E. TROUTMAN 


Troutman from assistant to divi- 
sion sales manager of the Rocky 
Mountain division. 

Mr. Troutman has been with 
CF&I since 1932 as a salesman 
and later as district sales man- 
ager for the Kansas City district. 
In 1941 he was appointed assis- 
tant sales manager of the Rocky 
Mt. Div. 








W. L. Thornton, West 


Retiring After Nearly Half Centary 


Mr. 
ceeded as first vice-president of 
the firm by S. G. Rogers, who is 
also general manager and sales 


W. L. Thornton, first vice-presi- 
dent, Bluefield Supply Co., whole- 
sale firm of Bluefield, W. Va., 
which he helped to form 25 
years ago, is retiring after almost 
half a century in the trade. He 
will continue as a director. 

Mr. Thornton went to Bluefield 
in 1902 to take a job with the 
Harry Hardware Co. Later he 
joined the Bluefield Hardware 
Co. 

Mr. Thornton’s experience and 
mature judgment, in the opinion 
of his associates, have been im- 
portant factors in the company’s 
spectacular growth. Last year’s 
sales topped the $9,000,000 mark. 

Still young in spirit, the 
veteran wholesaler recalls the 
many changes that have taken 
place in the business in an era 
that has been marked by the 
transformation of his section to 
the present highly industralized 
center. 

One of his sons, J. W. Thorn- 
ton, is a department head at the 
Bluefield Supply Co. 





Virginia Wholesaler, 


Thornton has been suc- 


manager. Mr. Thornton also 
headed the mine and mill sup 
ply department and will be suc 
ceedd there by M. W. Kellerman. 


W. L. THORNTON 
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Yes Sir! Profit on 1 Koiled Kord 


Equals Profit on 5 Ordinary Cords 
FIGURE OUT YOUR PROFIT: 


10 ordinary appliance cords @ 60c average ea. . . $6.00 
Dealer's profit © 334% 

10 Kellogg DeLuxe Koiled Kord Sets @ $2.95 . . . $29.50 
Dealer's profit @ 3344% 


Average profit, each 98's cents 
EXTRA PROFIT, 1 Carton Kellogg Koiled Kords . . . $7.83 


And it's just as easy to sell ten Kellogg Koiled Kords 
from the highly stimulating, self-display carton as 
ten of the ordinary kind. Why? Because Koiled 
Kords have a strong sales appeal that starts them 
moving as soon as your customers spot them on the 
counter. They sell fast because housewives and 
others are tired of the old straight cords that kink 
and fray and always get in the way and wear out all 
too soon. Today, buyers demand a durable, long-life, con- 
venient appliance cord . . . one that won’t kink, fray, tangle 
or dangle. And they want this kind of cord now. Sell them 
Kellogg Koiled Kords . . . the patented, longest-wearing 
cords on the market. Give them their money's worth! 


KELLOGG KOILED KORD S-T-R-E-T-C-H-E-S 6 FT. EASILY 


RETRACTS TO 1 FT. qp—mmmay”* 


Yes, housewives and other buyers go for this patented, ex- 
clusive, Kellogg Koiled Kord—the cord that proved its 
practicability, ruggedness and dependability aboard U. S. 
submarines, planes, ships and tanks in every war theatre, 
in all climates. Koiled Kords use no metal springs or elastic 
bands. The tough rubber cover is permanently molded into 
the spiral shape to provide lasting retractability and con- 
ductor life. 

ORDER FROM YOUR JOBBER—Your jobber can supply 
Kellogg Koiled Kords and help you be first to offer them to 
your customers. Stock this sure-fire profit item now. Simply 
use these code numbers when you place your order. 

No. 6000-2 (with attachment plug and heater jack) List $2.95 Each 
No. 6000-1 (with attachment plug only) ..... . List 2.75 Each 
"Retail Prices Protected byFair tradeActs”] Slightly Higher West of Rockies 


KOILED KORD DIVISION 
KELLOGG SWITCHBOARD & SUPPLY COMPANY 
6646 South Cicero Avenue, Chicago 38, Illinois 

leading Manufacturers of Telephone Systems, Radio Apparatus and 
Industrial Electrical Equipment 
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PROFITABLE TO SELL. 

They're reasonably priced and discounts are sub- 
stantial. Each pump is exceptionally well constructed 
of high grade bronze. 
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NOW AVAILABLE, PROMPT DELIVERY. 
6 Distributed nationally by leading hardware jobbers, 
@ by wholesale farm implement houses, ship chandlers, 
pump distributors, wholesale plumbing companies, etc. 





These pumps are 
available in 4 sizes, 
from %" to 14" 


8302 Wilshire Boulevard @ 
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available to help build your sales. 


The pump with the RUBBER impeller! 
(oil resistant) 

JABSCO PUMP COMPANY 

Beverly Hills, California 
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HARDWARE BRIEFS 








ARKANSAS 
The DeQueen (Ark.) Hard- 


| ware Co., under the management 


of Cecil Dillahunty, has been 
opened in the new Grady Bldg., 
which was constructed for the 


| business in DeQueen, Ark. Mr. 
| Dillahunty 


had three years’ 
Army service in North Africa 


| and the Mediterranean theater, 


prior to which he was in the 
hardware business for seven 
years. 


Vann Brown and Herbert Kre- 
gel have opened the Brown- 
Kregel Appliance & Sporting 
Goods Store at 1522 Rogers 
Avenue, Fort Smith, Ark., and 


| will handle a full line of house- 


hold hardware, bicycles, electri- 
and sporting 
goods. 

The Neal Hardware Co., E. D. 


has moved from 
Little Rock to 502 E. Washington 


| Ave., North Little Rock. Two 


show windows are being enlarged 
and the interior is being re 
decorated. 


GEORGIA 


Work has started on new 
Crawford Hardware Co., Hogans- 
ville, Ga., building. It will be of 
concrete blocks with tile front. 


INDIANA 


The new Epler Hardware & 
Appliance Store, at 5500 S. Me- 
ridian St., Indianapolis, Ind., 
opened for business March 2. 
Allen Epler is owner. It con- 


| tains 3,500 sq. ft. of space and is 


located on a one acre plot. There 
is ample parking space for 80 
autos. Elbert G. Brock is mana- 
ger of the hardware department 
and Wray E. Howland of the 
electric appliance department. 


IOWA 

Kleih’s Hardware Store, Du- 
buque, Ia., is being continued by 
the family of George J. Kleih, 
who died Jan. 3. Fred H. Kruse, 
a son-in-law who has been with 
the business for more than 20 
manager, and is as- 
sisted by another son-in-law who 


| was recently discharged from the 


Army after three years in the 


ETO. 


LOUISIANA 
Gondeau-Huey Hardware and 
Paint Co. has opened new store 
at 3520 Plank Road, Baton 





Rouge, La. H. N. Goudeau was 
for 18 years with Tobias-Gass 
Co. W. W. Huey was for 19 
years with Coca-Cola Bottling 
Co. Hardware, housewares, 
fishing tackle, builders’ hardware, 
farm implements and parts, gar- 
den tools, paints and wiring fix- 
tures will be featured. 


MAINE 


The Kimball Hardware Co., 
Waterville, has moved into new 
and larger quarters at 21 Silver 
St. The new store has new fix- 
tures and was completely reno- 
vated. Harold W. Kimball, Jr., is 
manager. 


MASSACHUSETTS 


Glazer-Fox, Inc., is a new re- 
tai! hardware firm incorporated 
in February to do business in 
Haverhill, Mass. Incorporators 
are Abraham Glazer, Rose Kritz- 
man and Benjamin Kritzman of 
Haverhill, and Earle Fox and 
Miriam Fox, of Portsmouth, 
N. H. 


MISSOURI 


J. F. Mitchell, formerly of 
Lebanon, Mo., has purchased the 
Carter Hardware Company at 
Carthage, Mo., from Charles C. 
Carter, who has been in the 
hardware business since 1917. 
The new firm will be known as 
the Carthage Hardware Com- 
pany, it was announced by 
Mitchell. 


NEW YORK 


The Booth Supply Co.. 9311 
63rd Drive, Rego Park, L. lL, 
N. Y., is enlarging its present 
premises by 3,000 sq. ft., to per- 
mit display of more complete 
lines of hardware, power tools, 
housewares and related lines. 


The Wallace Armer Hardware 
Co., Schenectady, has been sold 
to Clarence W. Bodenstab who 
has been connected with the 
firm since 1923. 


_——- — 


STOCKHOLDERS APPROVE 
PARAFFINE MERGER 
WITH SCHUMACHER 

Stockholders of The Paraffine 
Cos., Inc., have voted for a 
merger with Schumacher Wall 
Board Corp. 

Stockholders of Schumacher 
Wall Board Corp. were to con- 
sider approval of the merger at 
another meeting. 
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OKLAHOMA 


The Cragin-Hickman Hardware 
Company, Ponca City, Okla., so 
incorporated 20 years ago, has be- 
come the Hickman Hardware 
Company with W. W. Hickman 
and his two sons, Clyde and 
Jack, now sole owners. 


The Clark-Darland Hardware 
Company, Tulsa, Okla., has an- 
nounced that it will open a 
neighborhood hardware store in 
the shopping center at Pine 
Street and Cincinnati, a new sub- 
urban area now being built. 


TENNESSEE 


Best Lumber & Hardware Co., 
Wm. Best, owner, announced that 
it would start construction of a 
$40,000 building adjoining pres- 
ent store at 3455 Summer Ave., 
northeast section of Memphis, 
Tenn. There will be a plate 
glass front and extensive displays 
about entrance. Side walls will 
be of brick or loading bearing 
tile. Building area will be 57 
by 120 ft. with office space and 
repair shop rear, also provision 
for electrical department. Pres- 
ent store will be converted into a 
30 by 35 ft. display floor for cab- 


TEXAS 


Ray Lighthall, former owner | 
of the Gulf Supply Co., Beau- | 
;mont, Tex., has opened a new | 


hardware business known as 
Ray’s Supply Co. The new 
store is located at 760 Liberty 
St. 


Oscar Nau, of Nau’s Hardware 


Department Store, Corpus Christi, | 
plans to install a model all- | 





electric kitchen on the mezzanine 
of the store. 


| Edwards Hardware Co. is con- 


| structing a $30,000 one-story 
brick store building in the 1600 
block of Westheimer, Houston, 


move about March 1. 


VIRGINIA 


A new hardware, automobile 
supply, paint and electrical ap- 
pliance store opened at 16 West 
Main Street, Salem, Tuesday, 
February 19. H. R. Johnson is 
the owner. The building which 
the company is occupying is al- 
most completed and the firm will 
be known as the H. R. Johnson 





inets, mantels and mill work. 


Company. 








CHRISTOPHERSEN WITH 
SMALLER BUSINESS 
OF AMERICA 


George Bissett. Sr., president | 


of the Bissett Steel Co. and 
president of Smaller Business of 
America, Inc., 4500 Euclid Ave., 
Cleveland 3, Ohio, a non-profit | 
organization, looking after the | 
interests of small business firms, | 
has announced that S. R. Chris- 
tophersen has been appointed 
to an executive position with 
Smaller Business of America. 
Mr. Christophersen comes to 
the organization with years of 
experience in organization, sales 
promotion and service to small 





S. R. CHRISTOPHERSEN 
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business. Since June 1, 1943, he 
has served as industrial consul- 
tant of Technical Advisory Ser- 
vice and as special assistant to 
the regional director of Smaller 
War Plants Corp., in charge of 
promotion, special activities and 
public relations. 


FRIGIDAIRE CONDUCTS 
10-DAY SCHOOL FOR 
SALES PERSONNEL 


The Frigidaire Div., General 
Motors Corp., Dayton 1, Ohio, 
launched the most extensive sales 
management training program in 
its history on March 4, when the 
first ten-day training school for 
more than 300 key district per- 
sonnel got under way in Dayton. 

Seventy-five appliance sales 
managers and district represen- 
tatives of the 44 Frigidaire dis- 
tributing organizations through- 
out the country, together with 
factory sales department people, 
were in attendance and were 
thoroughly familiarized with all 
phases of organization, products, 
advertising, sales promotion, pub- 
licity, sales, distribution and ser- 
vice. Other schools will be held 
soon. 

The school was the initial move 
to acquaint all key district per- 
sonnel with Frigidaire products 
and methods so as to foster co- 
operation between the factory, 
districts and dealers. 


into which the company will | 





40 Feet of 


“ on-Made kan 


PRIDE-O-LAWN 


SPRINKLER 


It Does 


LIFE. 


wear-proof. 





_- 





Cover an area 40 feet in diameter with an 
evenly distributed drizzling spray that rivals 
rain, and this performance is guaranteed FOR 


It gives this lifetime service because it is heavily 
cast aluminum alloy throughout, with a water 
lubricated brass bearing that is practically 


And it has beauty that makes it a sight-seller. 








It Does Not 


out. 





Clog or lose alignment because it has no noz- 
les to become silt filled, no arms to bend, 
loosen or break, and no parts that rust or wear 


In full, it has none of the mechanical failures 
that turn customers into kickers. 








ii 





It Has 


proven its speed of sale with leading Jobbers 
and in Garden Departments of foremost stores, 
by an astounding sequence of repeat orders. 








Retails at $3.45 with a profit pay-back that is big 
business. Order from your Jobber or direct from 


INLAND MANUFACTURING Corp. 


158-164 Ellicott St. 


Buffalo 3, N. Y. 
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A. B. BECKMAN IN TEXAS 


Fair was held at the Hotels Mc- 


area, Camp Miles Standish, 


WITH RAWLPLUG DALLAS | Alpin and Breslin and at perma-| which was built in record time. 
| He was transferred to Washing- 


| ton, in December, 1944, for as- 
signment to special labor rela- 
tions work in connection with 
Army 
plants. 


A. B. Beckman has been 
placed in charge of the Rawlplug | 
Dallas Co. which services the | 

| 


nent showrooms at 200 Fifth 
Ave., 1107 Broadway and other 
buildings. 


CORNELL BROS. STORE 


BURNS; WANT CATALOGS 


A. B. BECKMAN 





entire state of Texas. The Dal- 
las branch is in new and larger 
quarters in its own building at 
1600 Cedar Springs Ave. 


CENTRAL STATES CLUB 
GIVES LARGEST PARTY 
IN ITS HISTORY 


Entertaining with a dinner at 
Hackney’s, ~ !antic City, N. J., 
on March lv, prior to the open- 
ing of the Triple Victory Conven- 
tion of hardware manufacturers 
and wholesalers, the Central 
States Hardware Club, Inc., was 
host to the largest gathering of 
members and guests in its his- 
tory. Guests overflowed into the 
restaurant’s main dining room 
and some had to be turned away 
to the regret of the club’s officers 
and directors. Over 300 attended. 

To avoid a similar experience 
at the next convention, it is 
planned to accept only advance 
reservations and the entertain- 
ment committee has already made 
definite arrangements for a new 
and better location for the party. 


HORATIO D. CLARK 
NEW SECRETARY OF 
TOY MANUFACTURERS 


Horatio D. Clark, manager of 
the American Toy Fair and assis- 
tant secretary of the Toy Manu- 
facturers of the United States of 
America, Inc., for the past 25 
years, has been appointed secre- 
tary of the manufacturers’ organ- 
ization. He succeeds James L. 
Fri, who resigned Jan. 1. 

Mr. Clark has long directed 
the association’s annual toy fair. 
This year’s show, held in New| 
York, March 11 to 23, drew an/| 
attendance of over 8000. The 
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The Cornell Bros. Hardware 
store in Tuckahoe, N. Y., owned 
and managed by John T. Fix, 
was completely destroyed by fire 
earlier this month Temporary 
headquarters and show room 
have been established at 109 
Lake Ave., adjoiring the dam- 
aged site and plans are being 
made for the construction of a 
new building. Catalogs and price 
lists are desired to replace those 
destroyed in the fire and Mr. Fix 
is anxious to have salesmen call. 


C. G. REMMO APPOINTED | 


ASST. SALES MGR. 
FOR ‘LAUNDERALL’ 

F. L. Jacobs Co., 1043 Spruce 
St., Detroit 1, automotive parts 
and household appliance manu- 
facturers, has appointed Clyde G. 
Remmo assistant sales manager 
for the “Launderall” automatic 
washing machine, and O. D. 
Bleakley as national service man- 
ager of the “Launderall.” 


GLENWOOD RANGE CoO. 
ENGAGES LABOR 
SPECIALIST 


Lt. Col. Frederick E. Win- 
chester, Army labor relations 
specialist, now on terminal leave 
has been appointed manager of 
industrial relations for the Glen- 
wood Range Co., Taunton, Mass. 

He served with the New En- 
gland Division Engineers on con- 


of strike-bound 


seizures 


| DISTRIBUTION PLANS 


MADE FOR KING RAZORS 


The King Razor Corp., 342} 
an- | 


Madison Ave., New York, 
nounces that it is now in produc- 
tion with the new “King” oscil- 
lator razor, on which plans have 
been completed for nation-wide 
merchandising and distribution. 

Universal Agency Associates, 
Inc., Boston, of which Charles 
E. Johnson is president, and John 
B. Zumwalt, Sr., is vice-president 
and director of sales, has been 
| appointed national distributor. 
| The country will be divided into 
18 territories, each to be cov- 
ered by factory representatives. 
The Universal Agency will also 
appoint 375 wholesalers. 





RICHARD W. V. MURPHY 
JOINS MORRISON FIRM 
IN SAVANNAH 


Richard W. V. Murphy has ac- 
cepted the vice-presidency of the 
Morrison Hardware Co., 234 W. 
Broad St., Savannah, Ga. He was 
previously connected with a Co- 
lumbia, S. C., bank as assistant 
cashier. 


JOHN N. TWEEDY OPENS 
BOSTON AGENCY 


John N. Tweedy has establish- 
ed an office as manufacturers’ 
representative at 80 Boylston St., 
Boston 16, Mass. For 11 years 
he represented The Yale & 
Towne Mfg. Co. in the New En- 





struction of the Taunton staging 
; 


gland territory. 








Dartmouth Grads Meet at Convention; 


Plan to Hold 


Whenever two or three Dart- | 
mouth men get together there’s 
apt to be a good time, and with 
this thought in mind Spencer E. 
Cram, of the W. Bingham Co., 
Cleveland, rounded up ten alumni 
who were attending the sessions 
of the American Hardware Man- 
ufacturers Association, for a 
breakfast, March 13, at the Marl- 
borough-Blenheim. 

So enjoyable was the occasion 
that it was decided to make it an 
annual event. Other Dartmouth 
hardware men are invited to 
communicate with Mr. Cram at 
this time so that they may be 
notified of next year’s breakfast. 


an Annaal Breakfast 


Cram, Class of °31; Edward F. 
Studwell, ’°31, manufacturers’ rep- 
resentative, Philadelphia; George 
B. Pitts, °29, the Pitts Corp., 
Jamestown, N. Y.; Frank X. 
Quinn, ’31, American Fork & Hoe 
Co., Cleveland, O.; Cornwall Mil- 
ler, 39, manufacturers’s represen- 
tative, Philadelphia; J. S. Stiles, 
*36, Morley-Murphy Co., Green 
Bay, Wisc.; D. C. Swander, Jr., 
*35, Columbian Vise & Mfg. Co., 
Cleveland, O.; Stuart A. Russell, 
19, J. Russell & Co., Inc., Holy- 
oke, Mass.; S. A. Fuller, '14, 
Jones & Laughin Steel Corp., 
Pittsburgh, Pa., and George S. 
Case, Jr., ’29, Lamson & Sessions 





Those who attended were: Mr. 


Co., Birmingham, Ala. 





DEVOE & RAYNOLDS CO. 
PROMOTES FRANKLIN 


Lee Franklin who has served 
as store manager and assistant 
branch manager at Little Rock, 


LEE FRANKLIN 


Ark., for Devoe & Raynolds Co., 
Inc., 44th & Ist Ave., N. Y. 17, 
paints and artists’ supplies, has 
been promoted to branch man- 
ager. Mr. Franklin joined Devoe 
in 1937. 


HERBERT M. PFEIFFER 
BINGHAM CO. DIRECTOR 


Herbert M. Pfeiffer, of the W. 
Bingham Co., Cleveland, Ohio, 
hardware wholesaler, was re- 
cently elected a director of the 
firm. 

Mr. Pfeiffer is first vice-presi- 
dent of the American Society of 
Architectural Hardware Consul- 
tants and a member of the ex- 
ecutive committee. 


Vv. A. KAMIN TO HANDLE 
‘MOTOROLA’ SALES IN 
NEW YORK DISTRICT 


Vernon A. Kamin has been ap- 
pointed regional sales manager 
for the New York territory by the 
Galvin Mfg. Corp., 4545 W. 
Augusta Blvd., Chicago, makers 
of “Motorola” radios. 

Once a commercial shipboard 
operator, Mr. Kamin pioneered 
a number of engineering and 
sales developments in the radio 
field. Along with Herb Frost, 
he inaugurated the radio depart- 
ment of Sears Roebuck & Co., 
later resiging to become presi- 
dent of the Corona Radio & 
Television Corp. 

As general manager of the 
Goodyear Tire & Rubber Co. 
radio division, he successfully 
merchandised several well-known 
lines of car and home radios un- 
til entering Army Signal Corps. 

When recently released from 
active duty he held the rank of 
lieutenant colonel. 
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SAYS DEALER 
JONES: 


NSTEAD of scattering effort in 

a dozen different directions, 
more and more houseware dealers 
find it pays to concentrate on 
NESCO—one fast-moving, nation- 
ally advertised, nationally recog- 
nized line that has everything. 

One source of supply for five 
major kinds of housewares reduces 
time needed for buying, provides 
more time for selling. When one 


“For better selling 





in Housewares... 





I’ve streamlined | 
my buying around § 
the NESCO line’ 


reputable brand name is featured 
up and down the ladder, the sell- 
ing job is automatically more 
effective. Deadwood and shelf- 
warmers are eliminated. 

For faster turnover, greater 
profits, become a 100% NESCO 
dealer. Talk it over with the 
NESCO Selected Distributor in your 
trading area. If you don’t know 
who he is, write to: 


NATIONAL ENAMELING AND STAMPING COMPANY 
World's Largest Manufacturers of Housewares 
EXECUTIVE OFFICES: 287 N. 12vh ST., MILWAUKEE 1, WISCONSIN 


SALES OFFICES 
1462 Merchandise Mart, Chicago » 200 Fifth Ave., New York * Western Merchandise Mart, San Francisco 


Candler Building, Atlanta « 
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Ambassador Building, St. Louis 





It’s profitable to become 
a 100% NESCO Dealer 


¢ 
3 























WALTER C. WEED, 35, | 
HEADS 128-YEAR-OLD 
BUFFALO FIRM 


Walter C. Weed has 
elected president of Weed & Co., 
128-year-old Buffalo wholesale- 
retail hardware concern at 95 E. 
Swan St. Mr. Weed, 35, suc- 
ceeds his uncle, the late Shelton 
Weed, who died Feb. 1. The new 
president entered the business at | 
the age of 20 and has worked 
in almost all of the company’s | 
departments. He has been trea- 
surer since 1941, an office he will 
continue to hold. 

Weed & Co. was established in | 
Buffalo in 1818 and is one of the | 


| 
| 


been 


& Son, Inc., Racine, Wis., wax 
manufacturers. 

Carse, known as a_ public 
speaker and writer in the field of 
retail selling, display, and retail 
promotions, previously was with 
the Kawneer Co., Niles, Mich., as 
advertising and sales promotion 
manager. He spent 11 years 
with the electric appliance divi- 
sion, Westinghouse Electric 
Corp., in advertising and sales 
promotion. 

REFLECTO LETTERS CoO. 

BUYS NEW PLANT 


Reflecto Letters Co., 110 W. 
27th St., New York City, manu- 
facturers of “Reflecto” letters and 
figures and of “Perma-Glow” 
luminous plastic house numbers, 


| has bought a two-story factory 


| building 
| N.Y.C. 


411-13 101st St., 
thousand square 


at 
Ten 


| feet of factory space will make 


| in 


possible an important expansion 
productive capacity, which 


| will allow the addition of several 
| new items to the line of products 


in the hardware trade. 


A. P. BERRY TO DIRECT 


| HARDWARE PROMOTION 


WALTER C. WEED 


oldest concerns in the United 
States. It has been owned and | 
operated by the Weed family 
throughout its long existence. 
JAMES B. CARSE JOINS 
JOHNSON’S WAX 


James B. Carse has been ap- | 
pointed industrial sales promo- 
tion manager for S. C. Johnson 


| Safety Razor 
| Whelan Stores, as its director of 
| manufacturers’ 


FOR AD SERVICE 


Advertisers Exchange, Inc., 381 
4th Ave., N. Y. C. 16, which cre- 








ates the advertising and mer- | 
chandising promotions fo: over | 
1500. independent retail hard- | 
ware, food and drug stores, ae, 
appointed Alfred P. Berry, for- | 
merly associated with the Gillette 
Co. and United- 


relations, Hard- | 
ware and Housewares Div. 

Mr. Berry’s duties will be to} 
develop a closer coordination be- 
tween the advertising, merchan- 
dising, and sales plans of na- 

' 





TENNESSEE RETAIL HARDWARE ASSOCIATION'S new 
president Joe Kelso, Jr., (left) Brownsville, and secretary- 
treasurer Morris Jones, Louisville, Ky. Other officers elected 
at the association's 9th annual convention, Feb. 18-19, Jack- 
son Hotel, Nashville, Tenn., were: first vice-president, Way- 
man Hillis, McMinnville; second vice-president, Joe Wright, 
Sweetwater. directors, W. G. Best, Jr., Memphis, J. R. Cox, 
Nashville; FE. G. Price, Elizabethtown; John Hancock, Lexing- 
ton; Dave Maddux, Cookeville, and Dick Wright, Jr., Knox- 


ville. 








BARROWS LOCK WORKS 
GIVES TERRITORY 
TO BANTZHAFF 


tional manufacturers and retail- 
ers with the objective of accel- 
erating the sale of branded prod- 
ucts through reliable and well 
established independent retail 
hardware stores. 


George W. Bantzhaff, veteran 
hardware man, has been ap- 
—— pointed sales representative of 
E. W. MEDDEN RETIRES 
AFTER 50 YEARS WITH 

GOULDS PUMPS, INC. 


After 50 years of service, E. W. 
Medden, treasurer of Goulds 
Pumps, Inc., Seneca Falls, N. Y., 
has retired from active duty. 

C. E. Andrews, who has been 
with the company for 38 years in 
the cost and accounting divisions, 
has been elected to succeed him 
as treasurer. 








FOURTEEN EX-SERVICEMEN BACK AT AMERICAN HARDWARE SUPPLY—Here 
are 14 former G.I.'s now back on the job at American Hardware Supply Co., 41-43 
Terminal Way, South Side, Pittsburgh, Pa., dealer owned wholesale house. Other former 
servicemen, not previously associated with the company, are now also employed by the 
organization. Left to right, front row, seated: Robert Morrow, Robert Smith, Robert Mc- 
Cullough, Howard Schuetz, Nelson J. Brindle, Donald Strong and William Udischas. Rear 
row: Robert C. Taylor, Leonard F. Meis, Paul Wick, Thomas Neeson, Paul Paff, Leo Hol- 
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lein and Edmund J. Garrahan. 


GEORGE W. BANTZHAFF 


the Barrows Lock Works, North 
Chicago, Ill., for Michigan, Ohio, 
and Indiana and some of the 
larger cities bordering on that 
area. 

Mr. Bantzhaff had been in the 
office of the firm creating new 
catalogs. After six years with the 
Rayl Co., Detroit, he was ass0- 
ciated for 18 years with Buhl 
Sons Co., Detroit, where he be 
came manager and buyer of its 
builders’ hardware department. 
Still later he was a buyer for 
the Bullock-Green Hardware Co., 
Detroit. 
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| AMARILLO HDWE. CO. 
| ELECTS OFFICERS 
| 





R. C. Neely, Jr., has been 
elected secretary of the Amarillo 
Hardware Co., Amarillo, Tex., 
wholesale hardware distributors, 
and Jim F. Tolleson, recently 
discharged from the army, has 
been elected treasurer. Bruce 
Cathey was recently named as- 
sistant secretary-treasurer and 
G. C. Ratcliff was elevated to 





















































the vice-presidency. Other of- 
ficers reelected at the annual 
stockholders’ meeting were Ed 


Hardin, president; E. O. Bagot, 
vice-president, and E. W. Pipkin, 
vice-president. 


NEUBAUER TO COVER 
WESTERN NEW YORK 

| FOR “MIRRO” 

The Aluminum Goods Manu- 
facturing Co. of Manitowoc, Wis., 
has announced the appointment 





| 
| 





KENNETH NEUBAUER 


of Kenneth Neubauer, recently 
discharged from the armed 
forces, as “Mirro” sales repre- 
sentative for western New York 
State. He will assume his new 
duties immediately. Mr. Neu- 
bauer is a graduate of the Uni- 
versity of Wisconsin and before 
his entry into the service worked 
in the advertising and sales de- 
partments, 


LOS ANGELES POT & 
KETTLE CLUB NEWS 


The Los Angeles Pot & Kettle 
Club showing a steady in- 
crease in selected members. The 
latest to be received are John 
S. Lewis, of Osgood & Howell, 
and George E. Geider, National 
Die Casting Co. M. M. Barker, 
Bisell Carpet Sweeper Co., has 
been reinstated. Edward O. Hal- 
lock, vice-president and sales 
manager of the California Hard- 
ware Co., put on his annual St. 
Patrick Day luncheon on March 
12, this one topping all previous 


is 
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| the most prosperous condition in 


| ware 


CONGRATULATING EACH OTHER on their appointments 

as assistanc general sales managers of the Proctor Electric 

Co., 3rd & Hunting Park Ave., Philadelphia 40, Pa., are 

T. P. James, left, and H. S. Perkins. Mr. James will direct 

sales activities for major volume outlets and Mr. Perkins will 
be responsible for general dealer distribution. 








efforts. Treasurer Harry Grant’s;tion which will be held Friday 
report showed the club to be in| and Saturday, June 21 and 22. 
Business sessions will be at the 
| Galvez Hotel, which will be con- 
_ | vention headquarters. The Texas 

| Hardware Boosters Club will 


CANADIAN AGENT NAMED , 
have its headquarters and enter- 


Nu-Products, Inc., Constantine, | tainment at the Buccaneer. 
Mich., has appointed Sydney | 
Jones, 640 Brock Ave., Toronto, 
Ont., as its exclusive sales ropes: | FRED W. HEITMANN 
sentative in Canada. REJOINS HOUSTON FIRM 


- Fred W. Heitmann has re- 


TEXAS WHOLESALERS | joined the F. W. Heitmann Co., 
TO Mar St na | Bh nce te thee oenddean and 
AT GALVESTON | 4% 


assistant manager, after serving 
The Texas Wholesale Hard-|in the Army for nearly four 
Association will return to | years, part of which time was in 
Galveston for its annual conven- | the ETO. 


its history. 











VACULATOR AWARDS its President's Trophy to Bob 


Flower (left). R. |. Flower, New England sales representative 


for the Hill-Shaw Co., 311 N. Des Plaines St., Chicago 6, 
manufacturers of ‘Vaculator’ glass coffee makers, is 
shown receiving the President's Trophy from H. Perlman. 
company president. It is awarded annually to the salesman 
who has the highest rating for his contribution of promotional 
effort during the year. The award was made at the annual 


| sales department dinner at the Palmer House, Chicago. 








| 
| 








GRAHAM HEADS HDWE. 
DIV. FOR LEGAL AID 
SOCIETY DRIVE 


Harold S. Graham, president 
and treasurer of John H. Graham 
& Co., Inc., New York City, man- 
ufacturers’ representatives and 
export agents, again has ae- 
cepted the chairmanship of the 
hardware division of the Legal 
Aid Society’s appeal. The So- 
ciety is currently campaigning 
for $168,000. Mr. Graham joined 
John H. Graham & Co., Inc., in 
1912 and became its president in 
1925. 

Mr. Graham expressed his in- 
terest in the services being ren- 
dered by the Society to the many 
thousands of persons, regardless 
of their race, creed, or color, 
who are unable to pay the fees 
of a private attorney. Last year 
the Society helped or repre- 
sented in court 34,142 clients, 





HAROLD S. GRAHAM 


approximately 25 per cent of 
whom were servicemen, or vete- 
rans, and their families. 





WILSON INDUSTRIES, INC. 
NAMES REPRESENTATIVES 


Wilson Industries, Inc., 551 W. 
Lake St., Chicago 6, Ill, has 
named Sydney Jones, 640 Brock, 
Toronto 4, Canada, as its East- 
ern Canadian direct representa- 
tive. E. B. Complin will serve in 
the same capacity for Western 
Canada, with offices in Room 
608, Powers Bldg., Winnipeg. 


OTTO PETTIS BUYING 
FOR WACO FIRM 


Otto Pettis, formerly with the 
Amarillo Hardware Co., Ama- 
rillo, Texas, wholesale and retail 
firm, and later in the Navy, is 
now purchasing agent of hard- 
ware and kindred lines for the 
San Antonio Machine & Supply 
Co., wholesale-retail firm of 
Waco, Tex. 
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Already many progressive jobbers are increasing 


their profits with Buffalo Bolt’s new and improved 


circle © cap screws. Available in all stock sizes— 
both bright and black satin finish—these money- 
makers have proved a profitable addition to the 
regular line of circle fasteners ... convincing 
evidence that, as always, you make greater prof- 


its with Buffalo Bolt. 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 




















PENNSYLVANIA RUBBER 
ENGAGES COACH TO 
SELL SPORTS LINE 


Harry H. Rice: has been ap- 
athletic 
goods sales of Pennsylvania Rub- 


pointed manager of 


ber Co., Jeannette, Pa. 





HARRY H. RICE 


In his new post Mr. Rice will | 


head up the sales of all the com- 


pany’s athletic lines, including | NEW PAINT LABORATORY | 


tennis balls, of which Pennsyl- 
vania is one of the oldest manu- 
facturers. 

Mr. Rice joins Pennsylvania 
after serving for three years as 
head of the Army physical train- 
ing program at the University of 
Maryland. He served for many 
years as both a high school and 
college football coach and as a 
scout for both college and profes- 
sional football teams. He served 
on the staff of the Army and 
Navy physical fitness training 
program at the University of 
Michigan between 1942 and 1943, 
He holds a masters degree and 


has completed the major require- | 


ments for a Ph.D. degree. 


HUGE PLANT EXPANSION 
FOR NEW INSULATION, 
“FOAMGLAS” 


Pittsburgh Corning Corp. has 
announced plans for a $300,000 
expansion of existing facilities 
for the manufacture of “Foam- 
glas,” at its Port Allegany, Pa., 
plant. 

Construction of a new plant to 
house a melting furnace will 
begin as soon as weather condi- 


tions permit. Additional build- 
ings designed to house batch 
handling and cullet crushing 


equipment will be erected at the 
same time. 

“Foamglas,” a product of the 
glass industry’s wartime research 
program, was developed primarily 
for use by the armed forces as 
a flotation agent and as 2 mois- 
ture-proof and heat resisting in- 
sulation material in ship con- 


ganic material which is claimed 
not subject to the deterioration 
commonly affecting other type 
insulations. 


BENNETT-ECO SALES 
DIRECTOR NAMED 


A. F. Jordan has been ap- 
pointed vice-president and direc- 
tor of sales for Bennett-Eco prod- 
ucts, by the Service Station 
Equipment Co., Muskegon, Mich. 

Mr. Jordan and the executive 
sales office of the company will 
be located in Chicago, but until 
such time as suitable accommo- 
dations are available he will 
operate from Muskegon. 
Myers will continue in his ca- 
pacity as general sales manager 
with headquarters at the Muske- 
gon plant. 


nected with the U. S. Air Com- 
pressor Co., Cleveland, O., as 
general manager and vice-presi- 
dent in charge of sales. 





GLIDDEN COMPANY OPENS 


11001 Madison Road, Cleveland. 
Fully equipped to investigate 


and lacquer developments, the 
structure was built at a cost of 
approximately $250,000 and con- 
tains close to 12,400 square feet 
of floor space. It is staffed by 40 
chemists and research techni 
cians under the direction of T. A. 
Neuhaus, chief chemist and lab- 
oratory head. 

Edward Schulte is the Glidden 
Co.’s technical director in charge 
of all research and laboratory 
operations of the paint and var- 





all the problems of paint, varnish | 


T.. Wat 


Mr. Jordan was previously con- | 


A new and modern research | 
and development laboratory, has | 
been put in operation by the | 
Glidden Co., at its main plant at | 


| 





nish division. , 


There are separate sections for 
analysis and production of water- 
mix paints, oil paints, varnish 
and lacquer. In addition, there is 
a department set aside for spe- 
cial research work. 


GOODYEAR SALES 
PERSONNEL CHANGES 


The promotion of R. W. Fitz- 
gerald, formerly manager of its 
Detroit district, to be western 
division manager, with headquar- 
ters in Los Angeles, has been 
announced by The Goodyear Tire 





cumbed to illness last month. 

M. C. McAlonan, manager of 
the Oklahoma City district, will 
succeed Mr. Fitzgerald as man- 
ager of the Detroit district. 

R. G. Miller, 
| Peoria district, becomes manager 
of the Oklahoma City district. 

L. L. Passmore, district store 
supervisor, Chicago, has been 
| promoted to manager of the 
| Peoria district. 





PERFEX BUYS GOV’T 
PLANT BUILDING 


The Perfex Corp., Milwaukee, 
Wis., manufacturer of automatic 
temparature controls and indus- 
trial engine radiators, has an- 
nounced the purchase of the man- 
ufacturing plant at 710 South 


| Third St., which it operated dur- 
| ing the war as its optical divi- 


sion. The building, which con- 
tains 63,000 sq. ft. of floor space, 
will be used to increase produc- 
tion. 

Including 66,000 sq. ft. now 
under long term lease, the corpo- 
ration has a total of 314,000 sq. 
ft., nearly five times the plant 
area which comprised Perfex 
when it started in 1934. 


and Rubber Co. He succeeds the | 
late E. L. Mefford who suc- | 


manager of | 





ELLINWOOD INDUSTRIES 
ENGAGES DAVISON 
From plowing the Pacific with 
the Navy to selling plows and 
other farm equipment for Ellin- 
wood Industries, Los Angeles, is 








ROBERT B. DAVISON 


the path taken by Robert B. 
Davison who has been named 
western division sales manager 
of the farm equipment division. 





CHI-NAMEL MARKS 
50th ANNIVERSARY 
AS PAINT FIRM 


Fifty years of continuous, suc- 
cessful operation is being cele- 
brated this year by the Chi- 
Namel Paint & Varnish Co., 
1101 Third St., S., “Minneapolis 
15, Minn. The business was 
founded as a_ partnership by 
three Cleveland men in 18%, 
and known as the Ohio Varnish 
Co., but the products then as 
now were marketed under the 
trade name “Chi-Namel.” 

The company claims to be the 
first to use China wood oil or 
tung oil in the manufacture of 
varnishes and enamels. 














struction. It is a cellular inor- 
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its first annual sales conference at the Hotel Kenmore, Boston, Mass., Jan. 3 to 
speakers included Robert Hatch, assistant to the president of Sterling Paint & Varnish Co., 
Malden, Mass.; Robert Goulder, president of the Goulder Household Brush Co., Cleveland, 
Ohio; Gerald Paine, vice-president of the United Gilsonite Laboratories, Scranton, Pa., and 
Louis Podell, vice-president and Thomas Hanlon, chemist, of the Spartex Co., New York. 
Shown from left to right are: J. S. Carder, C. R. Bell, W. S. Manchester, V. S. Manchester, 
L. M. Wilkins and A. E. Weber. 








W. S. MANCHESTER CO., 32 Amherst Road, Waban, Mass., manufacturers agents, held 


5. Guest 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 
Machine Screws | Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 


MARCH 28, 1946 


A DRIVING FORCE in 
BUSINESS! 


‘ “A HEAD OF THE TIMES” 
Any Reed & Prince Screw Driver or Bit fits 
any size or style of Reed & Prince Recessed 
Head screws or bolts and assures 


QUICKER TURNOVER . . . GREATER PROFITS 


NO STOCKING OF SLOW MOVING SIZES 
SATISFIED CUSTOMERS . . . REPEAT SALES 


Available in several sizes for your 
convenience. Sturdily constructed of high 
grade alloy steel, firmly set in hardwood or 
plastic handles, a Reed & Prince Driver will 
work overtime in any man’s kit. Bits are avail- 


able for all makes of Hand or Power Drivers. 


This attractive counter display — a sure-fire sales 
help — featuring the Reed & Prince Screw Driver in five 
popular sizes, will be sent to you with your initial order. 


] 
} 
| 
4 














SOUTH DAKOTA RETAIL HARDWARE ASSN. in con- 
vention, Feb. 19-21 at Sioux Falls, elected the following of- 
ficers: president, Henry Desnoyers, Clark; vice-president, L 
C. Shortridge, Thunder Hawk. Reelected to the executive 


boa rd were 


Pierre, and Elmer Strobel, Canova. 


Elmer Misterek, Delmont; F. J. Hodoval, Fort 


Noble Thormodsgaard, 


Canton, is the new board member. Eric Heidepriem, Custer, 
retiring president, was elected to the advisory board while 
Theodore Funk, Groton; P. O. Beaulieu, Winner, and William 
Weidensee, Gettysburg, were reelected. Earl Erlandson, Cot- 
tonwood, was reelected manager-treasurer. 

Photographed, front row, left to right, are Messrs, Heide- 


priem, Funk, and Desnoyers. 


Standing, left to right, are 


Messrs. Erlandson, Misterek, Hodoval and Thormodsgaard. 

The association resolved to petition Congress against the 
tax exemption of cooperatives and against the price absorp- 
tion policy of the OPA. Retention of the Miller-Tydings 


Amendment was favored. 








WHITWORTH TO DIRECT 
RAND-WILLIAMS SALES 


John J. Whitworth has been 
named national director of sales 
of the Rand-Williams Mfg. Co., 
Inc., 377 Broadway, New York 
13, national marketers and patent 
developers of specialty products 
for housewares, home-furnishings, 
hardware, electrical appliances 
sporting goods, toys and novel- 
ties. 

Mr. Whitworth nationally 
known in the metal trades, has 
had extensive experience in both 
domestic and foreign markets. 
He was formerly closely allied 
with the Far East market and 
particularly the China market 
prior to the war. 


NATIONAL SILVER UPS 
FLATWARE PRODUCTION 
IN EXPANDED PLANT 


Because of an anticipated in- 
crease of up to 100 per cent in 
the 1946 production of flatware 
by the National Silver Co., New 


the highest peak in the history of 
the company, but the great pro- 
portion of such sales went to 
Government agencies or for es- 
sential civilian requirements as 
were then prescribed by regula- 
tions of the War Production 
Board. Based on present sales 
trends the volume for 1946 will 
be considerably higher than 
1945.” 

In addition to the Brooklyn, 





| N. Y. plant a much greater ex- 


pansion program is planned for 
other products manufactured in 
the plants located in Taunton, 
Mass., and Muncie, Ind. With 
the main offices and showrooms 


located in New York, National | 
Silver has branch offices and | 


showrooms at Miami, Chicago, 
Los Angeles, and San Francisco. 


K-D LAMP, NOMA UNIT, 
GETS BIGGER PLANT 


To provide for an expansion 
program, K-D Lamp Co., Cincin- 
nati, manufacturers of original 
and replacement automotive light- 
ing equipment and accessories, 
has acquired a plant with more 
than 140,000 square feet of fac- 
tory space at 1910-1916 Elm St., 
Cincinnati. K-D Lamp Co. is a 
wholly-owned subsidiary of Tri- 
umph Industries, Inc., which in 
turn is owned by Noma Electric 
Corp. 

Founded in 1916, K-D Lamp 
Co. several times has outgrown 
its facilities, according to John 
A. Seubert, president, as its busi- 
ness grew into its present volume 
as one of the world’s largest 
manufacturers of truck, trailer 
and farm machinery lighting 
equipment. 


HEADS ORDER SERVICE 
FOR BLACKSTONE CORP. 


Marshall A. Larson, sales de- 
partment, Blackstone Corp., 
Jamestown, N. Y., has returned 
from active service in the U. S. 
Army to resume new duties in 
the company as manager of order 
service, according to John M. 
Wicht, vice-president and general 
manager. 


LENK PLANT ADDITION 
NEARS COMPLETION 


An addition to the present 
plant building of The Lenk Mfg. 
Co., Newton Lower Falls, Mass., 
is nearing completion and will 
| soon be providing needed space 
| for stepped-up production of 
Lenk “Blotorches,” electric sol- 
| dering irons and solders 
| home and industrial use. 

Three new representatives have 
been taken on to handle the 
Lenk line throughout the East. 
John A. Birch, West Acton, 
Mass., will cover the automotive 
trade through New England. 
Seymour Lowenstein, 362 Collins 
Ave., New York, will also cover 
the automotive trade in New 
York State including New York 
City. Harry Hanser Co., 1841 
Broadway, New York City, will 
handle the line in Delaware, 
Maryland, District of Columbia 
and New Jarsey. 


fo r 


GEORGE HEADS PHILCO 
ACCESSORY SALES 


Following four years Army ser- 
vice with the Signal Corps, Ray- 
mond B. George has returned to 
the Philco Corp., Philadelphia, 
as sales manager of the accessory 
division. 

Mr. George served as manager 
of tube sales and, later, as man- 
ager of all accessory sales for 
the New York branch of Philco 
Distributors, Inc., from 1946, un- 
til he entered the Army shortly 
after Pearl Harbor. Starting as 
a second lieutenant in the Signal 
Corps, he rose to the rank of 
major and was Signal Corps sup- 
ply officer of the Atlantic ASF 
Depot prior to separation from 
the service. 














York, Bernard Bernstein, vice- 
president of the firm, has an.- | 
nounced that the company’s 
Brooklyn, New York plant will 
greatly expand its facilities for 
flatware manufacture over and 
above its increased facilities for | 
the making of cutlery. 

Mr. Bernstein declared: “Flat- 
ware sales during 1945 reached | 
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HORTON BRISTOL SALES CORP. sales representatives and officials of its advertising 
agency are shown in a picture taken at a meeting held recently at Bristol, Conn., when the 
1946 line of golf clubs was presented. Shown from left to right, are: Back row: Everet 
W. Hoyt, the Charles W. Holt Co.; John Gavin, Eastern sales representative; Frank A. 
Whipple, Charles W. Holt Co.; J. H. Hurst, sales department; Al McCann, New England 
sales representative; center row: William J. Beuhrer, and Joe Finn, mid-western district 
sales representatives; Tom Higgins, sales manager; H. L. Judd, assistant treasurer; 
Melinder, production manager; front row: M. C. Treadway, secretary-treasurer; H. C. Lager- 


blade, president; T. G. Treadway, vice-president and R. W. Mickam, Charles W. Holt Co. 
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rank of * ZIPPO is going all out for their dealers. The biggest advertising program is 
rps sup- = ie now underway. The above picture represents but a partial list of what is 
tic ASF —_ planned to back you up in selling, selling and selling the new post-war 
= Som ve > \ silver-like ZIPPO Windproof Lighter. 


Please bear with us should we make partial shipments, the demand has 
exceeded our most optimistic estimates. 


The new beauty, the graceful rounded corners and edges, the new silver-like 
finish, the snugger shape have made the ladies go for them as fast as the 
ex-GI Joes and the boys who have waited over four years for their favorite 
ZIPPO. This means big sales for every ZIPPO dealer, doesn’t it? So, if you 
haven’t stocked them we suggest that you send the coupon below. 


Remember: There is no raise in price—a real $5 value 
for $2.50. No dealer or customer ever paid a cent 
to repair a ZIPPO. It's guaranteed for its lifetime. 


ZIPPO MFG. €O. BRADFORD, PA. 





Attach to letterhead and mail. Ha § 
rtising ZIPPO: i 
en the Please send price list of post-war ZIPPO Windproof 
nk A. 
ngland 
W. J. Signed 
Lager- FLINTS --seavicK Ss FLUID 
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| Corp., will head all sales activi- 


| handling 
| radio receivers 


| GARDNER TO DIRECT 
AERCO FARM SALES 


J. J. Gardner has been named 
sales manager of domestic and 
foreign sales of Aerco Corp., 
12024 Center St., Hollydale, Cal. 


ties of distributors and retailers 
Westinghouse home 
in the United 
States, Alaska and Hawaii. 


HILO VARNISH MAKES 
SALES APPOINTMENTS 


Two additions to the sales | 
force of the Hilo Varnish Corp., | 





| Brooklyn, N. Y., were announced 
recently by the company’s presi- 


NEW CONTINENTAL CAN CO. OFFICERS and retiring | 
officers, shown at a recent meeting in the firm's offices, 100 
E. 42nd St., New York 17, are from I. to r., T. C. Fogarty, 
new vice-president in charge of sales; Allan M. Cameron, new 
vice-president in charge of equipment development and re- 
search; W. H. Funderburg, retiring vice-president in charge 
of sales; Hans A. Eggerss, executive vice-president; J. F. 
Egenolf, retiring vice-president in charge of manufacture, and 
Paul Pearson, vice-president now in charge of operations. 

Mr. Fogarty was formerly general manager of the eastern 
division of Continental Can Co., and was elected to his new 
post at a meeting of the board of directors, Feb. 27. At the 
same time Mr. Pearson, formerly vice-president in charge of 
equipment development and research, was named vice-presi- 
dent in charge of operations. Mr. Cameron moved up from 
general manager of equipment development and manufacture 
to the position vacated by Mr. Pearson. Mr. Funderburg is 
retiring because of ill health but will remain with the company 
temporarily in a staff advisory capacity. ‘ 











MICHIGAN DIE CASTING, | resentative group now being | 
GERITY-ADRIAN formed and others will be an- 
PLAN MERGER | nounced in the near future. J. Y. 

Officers and directors of Michi- | gga Pte me 

gan Die Casting Co., Detroit, and - ‘oT mn a , Peach 7 

Gerity-Adrian Mfg. Corp, of| po") A Chambers tata, 

Adrian, Mich., have approved a | tll: John ‘Oo. Olsen pee) 

merger of their companies. Siuck- Ohio: teh V Costello Buffalo, 

holders of both companies will N Y: cial D. Wixson De. 
meet on March 4 to vote upon | troit, Mich.: Semuel S. Egert, | 

ratification of the agreement. The | New York, N. Y.; and Emery B 

merged company is to be known Hatch oe Saget = Sage i. 

as the Gerity-Michigan Die Cast- | ah on ag 


ing Co. 





The plan.is claimed to offer | LOCKE REPRESENTS 
MASTER METAL 


manifold advantages to both | 

as Gerity-Adrian| Master Metal Products, Inc., | 

specializes in chrome, cadmium, | 291 Chicago St., Buffalo 4, N. Y.. 

has announced the appointment’| 

of Ed Locke, Hazin Bldg., Cin- | 

cinnati, as its divisional sales | 

manager for southern Ohio and | 

Indiana on “Sanettes,” “Master” | 

Tool, Cash and Bond Boxes and | 
“Master” Charcoal Grills. 


companies, 
and silver-plating of die castings | 
for automotive and other parts | 
also manufactures its 
line of plumbing and bathroom | 
fixtures and as such, it is a large | 
purchaser of die castings. Michi- 
gan Die Casting Co., on the other 
hand, a buyer of 
plating since it sells a substantial 


and own | 


is quantity 
HERRMANN SALES MGR. 
WESTINGHOUSE HOME | 


RADIO DIVISION 


G. Herrmann, former 
vice-president of the 
Zenith Radio Corp., has been 
named sales manager of the 
Westinghouse Home Radio Divi- 
sion, Sunbury, Pa. Announce- 
ment of the appointment, which 
completes organization of the di- 
vision’s headquarters staff, was 
made recently by Manager Har- 


old B. Donley. 


portion of its output in finished 
form. 

Edgar 
assistant 


9 SALES AGENTS NAMED | 
FOR NEW SOLDERING IRON 


Sales agents appointed to rep- 


the “Kwikheat” 


static soldering iron have been 


resent thermo- 
announced by Howard M. Irwin, 
sales and advertising manager for 
Sound Equipment Corp. of Cali- | 
fornia, 3903 San Fernando Rd., 
Glendale 4, who are manufactur- 
ing the product. | Mr. Herrmann recently 

The following nine individuals | signed as sales manager of the 
are the first of a nationwide rep- | Emerson Radio & Phonograph 


re- 
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tion. 


| to Switzerland, to send catalogs | ing. 
| and price-lists. 


dent, Carl J. Schumann. 


Guy A. Beardsley will take 


| over the eastern Connecticut and 


eastern Massachusetts trade sales 
territory formerly serviced by the 
late James E. Curley. Bernard 
Goldenhill, recently discharged 
from the Army Air Forces as a | 
captain, will be assigned to an 
industrial territory upon comple- 
tion of a familiarization course 
of products and policies at the 
factory. Mr. Goldenhill saw ser- 
vice in both the European and 
Pacific theatres of operation as a 
B-29 pilot and received the Dis- 
tinguished Flying Cross, the Air 
Medal, and a Presidential Cita- 


J. J. GARDNER 


Mr. Gardner assumed his new 
duties Feb. 15, and is supervising 
sales of farm equipment and at- 
tachments, which are a part of 
Aerco’s expanded manufacturing 
program. 

The sales and_ distribution 
problems of marketing farm ma- 
chinery are well known to Mr. 
Gardner, as a result of his 28 
years’ with the J. I. Case Co. He 
entered the Case organization as 
a factory employee, and pro- 
gressed to the parts and service 
departments and then to account- 
He then was placed in 
charge of Pacific southwest sales. 


SWISS FIRM SEEKS 
CATALOGS 


The Baumgartner-Heim & Co., 
Zurich-Oerlikon, Switzerland, has 
announced its intention of ex- 
panding its distribution of Ameri- 
can hand tools, garden tools, 
builders’ and general hardware. 
The company invites American 
manufacturers and _ exporters, 
who are interested in exportation 




















FATHER, SON AND GRANDSON confer on plans for « 
new addition to the plant of the Hanson Scale Co., 523-531 
N. Ada St., Chicago 22, Ill., which is now under construction 
and should be completed by May |. From left to right, the 
principals of the firm are Stan L. Hanson, Marius H. Hanson 
and Stanley B. Hanson. 


HARDWARE AGE 





ECT 
LES 


| named 
tic and 

Corp., 
ile, Cal. 


is new 
ervising 
and at- 
part of 
icturing 


ibution 
rm ma- 
to Mr. 
his 28 
Co. He 
ition as 
d_ pro- 
service 
ccount- 
ced in 
st sales. 


for a 
3-531 
ction 
x the 
Anson 


AGE 


. [Minat-Macom @lael-laniat- 
*-¢ RED ARROW BIG 3 


Watch Sales Grow with HY-GRO «32-13 


The Soluble Plant Food and 
Starter Solution 


You'll grow plenty of sales with HY-GRO— 
the great 13-26-13 formula with growth 
hormones, minerals and other plant nutrients 
added. Now packed and nationally advertised 
by McCormick—makers of Red Arrow Gar- 
den Spray. 

HY-GRO comes in 25c, $1 and $4 sizes— 


sells easily when you tell customers this: 
“Plants have no boarding-house reach—so 
reach the roots with HY-GRO. Dissolve in 
water. Pour on. Plants get food at once. Pro- 
duces amazing results as starter solution or 
all-season fertilizer.” 

National magazine advertising in 1946 tells 
this same HY-GRO story to many millions 
of home gardeners. Tie up with this advertis- 
ing and you'll ring up plenty of profitable sales. 





Red Arrow Asst. Pays 92% Mark-Up 


More Flowers Mean More Garden Spray Sales 


There'll be a lot more flower gardening this summer—and that means a lot more 
sales for Red Arrow Garden Spray. And Red Arrow Garden Spray again contains 
both Pyrethrum and Rotenone to insure double-barreled results. 

Order Red Arrow Garden Spray from your jobber now in the No. 720 Assortment. 
Costs you $5.40, sells for $10.40, gives you 92% actual mark-up. Assortment 
contains 24 one-ounce bottles (packed in four display cartons as shown at right), 
2 four-ounce bottles, and a good supply of Insect Chart Folders. 

What’s more, Red Arrow Garden Spray is being advertised in a dozen big national 
magazines—reaching many millions of home gardeners during the 1946 insect 
season. Order the long-profit No. 720 Assortment from your jobber now. 





Here’s 5% DDT that’s A-1 for Profit 


Get the Facts on Red Arrow 
Wall & Screen Spray 


Here’s one DDT product on which you can 
build really profitable volume. It’s Red Arrow 
Wall & Screen Spray—packed for the seed, 
hardware and farm supply trade and priced 
accordingly. 

Red Arrow Wall & Screen Spray contains 5% 
DDT in an odorless petroleum base. Sprayed 
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or brushed on walls, screens and other sur- 
faces, it kills flies, mosquitoes and bedbugs— 
and one application keeps killing for weeks 
after drying. Plenty of sales opportunities— 
plenty of uses—for residences, farm buildings, 
kennels, hospitals, schools, many others. 
Red Arrow Wall & Screen Spray gives you a 
dependable 5% DDT spray under a well 
established, nationally advertised brand that 
your customers know and trust. Get in touch 
with your jobber, or write us today giving 
your jobber’s name, for full details. 


CONTAINS S°.DDT 








Red Arrow Department 


McCORMICK & CO., INC. 
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THAR’S 


THAT 
THAR 
KESTER DISPLAY! 


Dispray the attractive green carton 
of Kester Metal Mender prominently on 
your counter or with the wiring supplies. 
It’s a popular, fast-moving item . . . profit- 
able to you in direct sales and as a customer 
“bring ‘em ’in-er.” 


These days, when new, articles are 
scarce, more people are interested in mend- 
ing things than ever before. Your trade 
already knows about Kester Metal Mender 
—it’s been nationally advertised for years. 
It’s the convenient home solder anyone can 
use. The flux is right in the solder—no 
mess or fussing around—just apply heat and 
the job’s done! , 


Play up this famous home solder for 
all it’s worth . . . you'll find it more than 
worthwhile in sales, in profits, in repeat 
business, and in customer good-will. 


Order from your jobber 





KESTER SOLDER COMPANY 
4207 Wrightwood Avenue Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


KESTER 


METAL MENDER 


| Mr. MacCarthy, “are 


Salesmanship Is Slighted As Factor 


In Post-War Plans, Dealers Are Told 


New York area distributors 
for Proctor Electric Co., 3rd and 
Hunting Park Ave., Philadel- 
phia 40, at a dinner meeting 
held at the Hotel Lexington, 
New York, Feb. 23, were told 
by Oswald MacCarthy, Proctor 
eastern sales manager, that both 
labor and production manage- 
ment are failing to recognize 
the function of selling as a 
major factor in postwar recon- 
version and economic growth. 

“Pent-up markets, huge con- 
sumer demand, dammed-up pur- 
chasing power,” according to 
fancy 
phrases that are largely sheer, 
unadulterated bunk. Three to 
five dealers exist today for every 
one the market will support. 


Similar percentages apply to 
wholesalers. All are clamoring 
for merchandise. Factory sales 
forecasts, based upon this syn- 
thetic demand, have no ceilings 
and are utterly false. The most 
important individual in the 
whole transaction—Mrs. Amer- 
ican Homemaker—hasn’t been 
consulted. Or, if she has, she 
has told the same story of her 
needs to each retailer who has 
asked her and all have believed 
her, with the result that each 
of the five dealers mentioned 
are talking about the same con- 
sumer purchase. 

“It’s about time we got down 
to earth and realized that plenty 
of two-fisted selling must pre- 
cede the mass buying we are 
counting upon.” he concluded. 








COLUMBIA RECORDING 
MAKES SALES CHANGES 


Jack Hein, formerly district 
manager for the Chicago territory 
of Columbia Recording Corp., 
1473 Barnum Ave., Bridgeport 8, 
Conn., has been appointed as- 
sistant to Paul Southard, vice- 
president in charge of sales, and 
will handle distribution. Prior to 
coming with Columbia Mr. Hein 
was the Chicago branch mana- 
ger for the American Record 
Corp. 

Joe Lucas, district manager for 


Columbia before the war, has 


returned from the Navy to take 
over the Chicago district which 
Jack Hein is leaving. 

Joseph Bott, formerly record 
salesman for Tri-State Distribu- 
ting Corp., Columbia’s Cincinnati 
distributor, replaces Bus Cross in 


‘the Charleston-Pittsburgh-Cincin- 


nati - Columbus - Louisville _terri- 
tory. Bus Cross is taking over the 
Cleveland - Detroit - Toledo -Syra- 
cuse-Buffalo territory. 

Ken McAllister returned from 
the Navy on March 4 to take 
over a position in the sales de- 
partment in charge of merchan- 
dising. 
INSULATION MANUAL 

READY FOR ISSUE 


“Insulation and Your Home,” 
an informative handbook pub- 
lished by the National Mineral 


| Wool Assn., 1270 Avenue of the 


Americas, New York 20, N. Y., 
is now off the press. 
This booklet is designed to 


give both the home-owner and 


members of the building trades a 
practical understanding of min- 
eral wool insulation, its uses, its 
forms, its methods of installa- 





tion, and other points of impor- 
tance. 

As a handbook it provides 
yardsticks developed by noted 
consulting engineers to deter- 
mine relative comfort and econ- 
omy rating, and savings in fuel 
costs achieved by various thick- 
nesses of insulation. It describes 
the characteristics and features 
of mineral wool,, and where and 
how to use it. 


E. J. FIESER RETURNS 
TO WASHBURN CO. 


Ed. J. Fieser, sales 
representative of The Washburn 
Co., has resumed his position in 
the Chicago area after serving 
nearly four years in the Army. 
Mr. Fieser enlisted in the Army 
Air Corps in May, 1942. At the 
time of his separation he was a 
statistical officer in the Air Force 
at Orlando, Fla., with the rank 
of captain. He will be located 
in the Chicago office of the com- 
pany at 944 Merchandise Mart. 


former 
















ED. J. FIESER 
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H. A. MOULTON NAMED 
REGIONAL SALES MGR. 
OF EUREKA 


Harry A. Moulton has been 
named regional sales manager 
for the Middle Atlantic States 
area served by the Eureka divi- 
sion of the Eureka-Williams 
Corp., 6060 Hamilton Ave., De- 
troit 2. 

During the war Moulton was 
associated with the Pioneer divi- 
sion of the Bendix Aviation 
Corp., in Teterboro, N. J., as 
director of sub-contracting. Be- 
fore that he was with the Anchor 
Post Fence Co., where he served 
as a regional sales manager of 
that organization’s chain link and 
oil burner divisions. 

Mr. Moulton will make his 
headquarters in Eureka’s newly- 
opened sales offices in the Em- 
pire State Bldg., in New York 
City He will be assisted by 
Deane Lynch. 


CECO STEEL PRODUCTS 
MOVES OFFICES TO 
CHICAGO PLANT 


Ceco Steel Products Corp. has 
just transferred its general offices 
from Omaha to its manufacturing 
division headquarters in Chicago. 

As another step toward in- 
creased shipments, the manufac- 
turing division plant, located at 


5701 W 26th St., Chicago 50, is 


| being enlarged now by more 
| than 50 per cent. Construction 
will be completed by July. 

This plant is one of 14 owned 
by the organization, and manu- 
factures windows, doors, screens, 
weatherstrips, joists, roof deck, 
lath, steelforms and othe~ build- 
ing products. 

ANDERSON STOVE CO. 

IS PURCHASED BY 
BREEZE CORPS 


Breeze Corporations, Inc., 
Newark, N. J., has purchased for 
cash the Anderson Stove Co., 
Inc. and Foundry Service, Inc., 
both of Anderson, Ind. 

Production of kitchen gas 
ranges will be increased at the 
Indiana plants with the aid of 
parts manufactured in New Jer- 
sey Breeze plants. 


J. L. GILLEN CO. 
HAS NEW PLANT 


J. L. Gillen, president of the 
Dowagiac, Mich., company bear- 
ing his name, has announced the 
completion of a new brick build- 
ing comprising 2800 square feet 


laboratory and an attractive dis- 
play room. The company manu- 


oil burning furnaces. 











A. H. MOHRHUSEN, (left), general merchandising man- 
ager of Devoe & Raynolds Co., Inc., at the Brand Names 
Research Foundation New York Area testimonial dinner re- 
cently held at the Hotel Astor, receiving from A. O. Buck- 
ingham, vice-president of Cluett, Peabody & Co., Inc., and 
chairman-elect of the Foundation, its Certificates of Public 
Service awarded to the brand names ‘“Wadsworth-Howland 
1845,” “Devoe & Raynolds Company, Inc., 1848,"" “Pee Gee 
1867," “Peaslee-Gaulbert 1867," “Beckwith-Chandler 1893,” 


and “Devoe Artists’ Materials 
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of office space, 13,200 square | 
feet of warehouse space, a | 
modern engineering and research | 


factures automatic oil burning | 
and electric water heaters and 





\ You Can Make NEW 
Money Handling These 


THE STREAK (7M) 22-inch 


Stock delivery on this pump. No 
waiting! Complete line of pumps ranges 
in rated capacities from 3,000 gallons per 
hour to 90,000 gallons per hour. 


More than 216,000 centrifugal pumps will be 
bought this year by farmers, ranchers, utility com- 
panies, industrial firms, and others who are your 
customers. Here’s thousands of dollars in new 
business — ripe and ready for your picking. 

Now, and for the first time in the history of 
hardware retailing, Barnes Manufacturing Company 
offers dealers a greater merchandising combina- 
tion — the first real opportunity to cash in on the 
“new money” in this pump market. First, Barnes 
Automatic Centrifugals are the ‘'33,000 for 1” 
pumps. They deliver not 1000! — not 10,000! — but 
33,000 gallons of water pumped for 1 gallon of 
gas used. That’s greater economy! That's greater 
customer acceptance! Second, Barnes backs you 
up with more of its own money spent in national 
advertising — in dealer helps. That’s greater co- 
operation with the dealer. 


Remember, you won’t go wrong tying in with 
these Barnes Self-Priming ‘33,000 for 1” pumps. 
Don’t let this new money slip past your cash 
register. Write today for full details and the name 
of your nearest distributor. 





| LJARNES MANUFACTURING CO. 


Quality Pumps Manugacturers for 50 Years 


MANSFIELD, OHIO 














75 Architects, Contractors Attend 
Reception of Palace Hardware Co. 


The ““Modernfold” door on display. 


The leading architects and con- | 


tractors of Northern California 
were entertained at a reception 
given by the Palace Hardware 
Co., Inc., 581 Market St, San 
Francisco 5, Cal., distributor of 
builders’ hardware and related 


| 


new P & F Corbin residential 
unit sets, Corbin builders’ hard- 


| ware, Stanley Works hardware, 


| operators 


building specialties, to mark the | 


opening of its new sample room. 


The event featured a preview of | 


the first Pacific Coast showing of 
the “Modernfold” door. 

Among the 75 architects and 
contractors attending was the 
head of the local of the Califor- 
nia Architects Association, the 
head of the Home Builders Asso- 
ciation, the leaders of the Asso- 
ciated General Contractors Group 
and the San Francisco Housing 
Authority. 

The spotlight was 
“Modernfold” door, made 
New Castle Products Co., 
Castle, Ind., one of which 
shown in use on the major ap- 
pliance sample room. Other 
merchandise featured 


on 
by 


is 


was 


the | trict 


New | 


the | 


| AVCO automatic 





garage door 
and the _ Stanley 
“Magic Eye” door opener. 


EVANS PRODUCTS CO. 
MAKES TERRITORY 
ASSIGNMENTS 


troit 27, Mich., 


by A. W. Shields, general sales | 


manager, following the division’s 
annual sales meeting in Detroit. 
and service functions 
will be combined by Evans dis- 
managers under a new, 
policy outlined by Mr. Shields. 
District managers will now work 
with the distributing agencies on 
both sales and service. 


Sales 








The party was “aired” by Station KYA. Bill Brown (right), KYA pub- 
lie events announcer, is shown interviewing Robert L. Dohrmann, vice- 


president of Palace Hardware Co. 
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At the meeting, Mel Robb, 
sales manager, and C. C. Van 
Wagoner, service manager, out- 
lined the division’s 1946 sales 


| and service training program. 


The following territories were 
assigned to district managers: 
William Flanagan, New England 
territory; J. V. Clement, south- 
eastern territory; R. L. Sanford, 
northwestern territory; O. E. 
Swanson, southwestern territory; 
R. B. Faltermeier, western cen- 
tral territory, and R. L. Baldwin, 
west coast. 

Distribution on Evans oil-burn- 
ing home heaters and water heat- 
ers in the United States and in 
Mexico will be made by West- 
inghouse Electric Supply Co. and 
independent distributors, and in 
Canada by the Canadian Fair- 
banks Morse Co. Ltd. 


AMERICAN STOVE CO. 
TO BUILD OFFICE 


The American Stove Co., man- 
ufacturer of “Magic Chef” gas 
ranges, has incorporated many of 
the newest ideas of structural 
and aesthetic design in its pro- 
jected administration building to 
be constructed in St. Louis, Mo. 
This six-story building, an out- 
standing example of contempo- 


| rary design for large office-type 


| structures, 


will centralize the 


| principal offices and executive 


a3 | activities of the company at its 
Streamlining of the field sales | 


organization of the Heating and | highway Blvd. in St. Louis. The 
Appliance Div., Evans Products | 


Co., 15310 Fullerton Ave., De-| showroom and_ entrance lobby 


was announced 


| 759 Western Ave., 





new location on South Kings- 
entire ground floor will be a 


with window walls. 


COROAIRE HEATER 
NAMES TENNESSEE 
DISTRIBUTOR 


A. W. Conley, vice-president 
and general manager of the 
Coroaire Heater Corp. has an- 
nounced the appointment of 
House-Hasson Hardware Co., 
Knoxville, 
Tenn., as distributors for Coro- 
aire winter air-conditioning units 
in the Knoxville territory. 


HOW TO BUY SURPLUS 
TOOLS EXPLAINED 
IN BOOKLET 


A booklet “How to Buy Sur- 
plus Machine Tools” has been 
prepared by the National Ma- 
chine Tools Builders’ Associa- 
tion, 10525 Carnegie Ave, Cleve- 
land 6, Ohio. 

It gives suggestions as to how 
to go about buying government- 
owned surplus machine tools, in 
the light of the experience of 
manufacturers, as well as infor- 
mation secured by the association 
from the War Assets Corp. 





PERFEX CORP. FORMS 
CANADIAN SUBSIDIARY 


The Perfex Corp., 500 W. 
Oklahoma Ave., Milwaukee 7, 
Wis., manufacturer of automatic 
temperature controls and indus- 
trial engine radiators, has an- 
nounced the formation of a 
Canadian subsidiary to be known 
as Perfex Controls Ltd., with 
headquarters at 73 Simcoe St., 
Toronto 1, Ont. 

Opening his offices in Toronto 
on March 15, and actively head- 
ing the Canadian operation is 
Vice-President Edward G. Spall, 
a native of Canada. Mr. Spall is 
a veteran of 17 years’ experience 
in the heating appliance field. 
Assisting him at Toronto, is 
Murray K. Bowman, handling 
sales and field service. Mr. Bow- 
man has been associated with the 
machine tool industry. 


PLASTIC PRODUCTS 
IN NEW QUARTERS 


Plastic Molded Products, Inc., 
formerly located at 1305 N. 
Western Ave., have moved to 
larger quarters at 1235 W. Sixth 
St., Los Angeles 14, Cal. 


WHEELING NAMES LONG 
TO MANAGE COLUMBUS 
WAREHOUSE 


G. M. Long has been appoint- 
ed manager of the Columbus 
warehouse of the Wheeling Cor- 
rugating Co., succeeding E. B. 
Carter, who has been made vice- 
president in charge of sales at 
Wheeling. Mr. Long has been as- 
sistant to the manager at the 
Long Island City warehouse for 
several years, and, prior thereto, 
was a road salesman for the same 
company. 


UNIFORM SCREW THREAD 
STANDARDS REPORT 
PUBLISHED 


Recommendations to the indus- 
tries of Great Britain, Canada 
and the United States as to how 
they may carry out the work of 
unification of screw thread stan- 
dards, through their respective 
national standardizing bodies, is 
included in a report of the 
American Standards Association, 
70 E. 45th St., New York 17. 

The report gives the results of 
a conference on unification of 
screw thread standards that was 
held last October, in Ottawa. 

The spur to the completion of 
unification was the experience of 
the war. Urgently needed equip- 
ment was sometimes kept out of 
action for months waiting for re- 
placement parts because British 
and American screws were not 
interchangeable. 
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Tuey’re long-time friends of every family — 
favorites of all your customers. And when 
“Thermos” is once again in full production, 
you'll have a ready market for one and all of 
these famous products. 

Thermos, like all industry, is faced with 
shortages of materials. As these materials be- 
come available, you'll have a complete and pop- 
ular line of ““Thermos” brand vacuum ware. 

Your customers have become more and 
more dependent on “Thermos” brand vacuum 


bottles and lunch kits, for work and play 


THE AMERICAN THERMO 


B 
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§ BOTTLE 


alike. And they remember the smart service 
of the ice preservers, jug sets, coffee servers, 
and food jars—pre-war products they'll want 
again. 

You can look forward to a big vacuum ware 


market ahead. 


THERMDs 


TRADE-MARK REG. U. S. PAT. OF Fe 


BRAND VACUUM WARE 


COMPANY, NORWICH, CONNECTICUT 


s Limited, Londor 














Some Housewares, Sports Goods 
. Freed From Price Control 


(Washington Bureau 
of “ HARDWARE AGE) 


Effective March 6, price ceil- 
ings have been removed from a 
number of sports goods, house- 
hold accessories and housewares, 
and miscellaneous items. At the 


same time, OPA announced sus- | 


pended price controls on fire- 
arms, ammunition and_ light 
bulbs. 

Exempted were: 
Kitchen items 


sold to con- 


sumers for 30 cents or less, to 
dealers for 20 cents or less, and 
to jobbers for 15 cents or less; 
and portable household and pic- 
nic- type ice chests. 
Silver-plated, chrome _ or 
chrome-trimmed carafes, jug sets 
or coffee servers sold for house- 


| hold or personal use; cocktail 
| shakers, ice bowls and buckets; 


high lead content crystal glass- 
ware that is completely hand- 





finished (without use of rings or 
molds). 

All the following sports equip- 
ment not heretofore exempted: 
water sports, fishing, archery, 
badminton, baseball, basketball, 
football, bowling,. billiards, box- 
ing striking bag, wrestling and 
fencing; croquet, golf, field and 
ice hockey, shuffleboard, sled- 
ding, skating, skiing and tobog- 
ganing; squash, volleyball, soc- 
cer, softball, and paddle, table 
and lawn tennis. 

Miscellaneous items were ar- 
tists’ supplies; cowbells, cattle 
leaders, bull rings and bull 
snaps; gas masks, safety goggles 
and respirators; tent supports; 


unglazed flowerpots; and special 
purpose suits, coats, pants, 
aprons, gloves, etc, containing 
metal and mineral insulation and 
reinforcement or fabric or leather 
specially treated to resist extreme 
heat or cold or chemically free 
agents. Items of natural, syn- 
thetic or substitute rubber are 
specifically excluded from the 
list. Shoes sold with skates are 
included but shoes sold sepa- 
rately remain under present ceil- 
ings. Snowshoes are specifically 
exempted from control. 

Items suspended from price 
control are: all types of electric 
lamp bulbs including fluorescent, 
therapeutic, gaseous, carbon and 
erclight 








OPA’s New-Wage Price Policy 
Gives Instant Consideration 
To Cost and Wage Increases 


(Washington Bureau 
of HARDWARE AGE) 


OPA plans to apply the new 
wage-price policy to reconversion 


industries were discussed on 
March 7 when officials of OPA 
met with 23 chairmen of advisory 
committees representing indus- 
tries which were wholly or sub- 
stantially out of production dur- 
ing the war period. 

The OPA position with respect 
to the reconversion formula 
which is applied to arrive at ceil- 
ings on reconversion products 
was outlined by Griffith Johnson, 


assistant director of the Con.- | 
There is | 


sumer Goods Division. 
no change, he said, in the basic 
formula, which allows for 1941 
costs, adjusted to allow for legal 
increases in basic wage rates and 
materials price increases. The 
basic change, he pointed out, is 
that the new wage-price policy 
permits OPA to give immediate 
consideration to current material 
cost increase and to wage in- 
crease approved by the National 
Wage Stabilization Board. The 
present task, Mr. Johnson said, 
is to recalculate the reconversion 
formula, with relation to particu- 
lar industries, to take into ac- 
count approved wage increase 
and increase in the general level 


of materials costs resulting from | 


the new wage-price policy. 

The method to be followed, 
Mr. Johnson said, is to bring 
industry surveys which resulted 
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in earlier announcements of “in- 
crease factors” for particular 
products up to date. Members of 
each reconversion industry will 
be quickly contacted by OPA 
asking for up-to-the-minute infor- 
mation on approved wage in- 
creases which have been granted. 
The application of the steel 
price increase as well as in- 
creases in the cost of other ma- 
terials will be substantially the 
same as that reported in Harp- 
ware Ace, February 28, page 
106. Since OPA already has in- 
formation concerning materials 
price increase it will be able to 
act quickly in recalculating ma- 
terials increase factors once it 
has up-to-date wage information. 
At the meeting’s conclusion, in- 
dustry members present strongly 
urged that OPA abandon its 
“philosophy” which looks toward 
increased labor productivity in 
the production of civilian goods. 
One industry representative said 
that on the basis of seven-months’ 
operating experience, it is be- 
lieved that his industry can ex- 
pect that labor productivity dur- 
ing the next few months, 
compared with pre-war turnout, 
will not go higher than 80 pct. 
“Last July,” he said, “the 
theory of increased labor produc- 
tivity probably was an admissible 
one. But now it is no longer an 
academic question. After seven 
months, our industry is getting 
not more then 50 pct of pre-war 





productivity. It is just too much 
to expect that men who for four 
years have forgotten how to work 
will come back and immediately 
produce goods in greater volume 
than ever before.” 

Industry representatives also 
recommended that OPA give 
consideration to allowing total 
costs in recalculating the recon- 
version formula, to include such 
items as “fringe” wage increases, 





salary adjustments, and increased 
overhead expenses. 

Industries represented at the 
meeting covered the following re- 
conversion products: metal fur- 
niture, bed springs and mattres- 
ses, mechanical _ refrigerators, 
vacuum cleaners, edectric ranges, 
washing machines, typewriters, 
office machines, stoves, utensils, 
bicycles, small electrical appli- 
ances, lawnmowers, radios, clocks 
and watches, and flatware. 








14-QT. GALV. PAILS 
PUT ON WAC SALE 
(Washington Bureau 
of HARDWARE AGE) 
' The War Assets Corporation 
has announced a fixed price sale 
of 186,253 new galvanized 14 
quart pails, valued at $97,176, 
and declared surplus by the 
Navy. 

The items are extra heavy deck 
or general purpose pails with 
raised bottoms, wired top rim 
and heavy steel wire bails. 

Regions having inventories 
have been instructed to circulate 
priority claimants for 20 days and 
then to place remaining inventory 
on sale to the public. The mini- 
mum number to be sold to one 
purchaser will be established by 
the regions at the discretion of 
the associate director. 

Quantities of the pails located 
in the various regions are re- 
ported as follows: Region 2 
(New York)—70,900; Region 7 
(Fort Worth) —45,352; Region 9 
(Denver) —70,000; Region 10 
(San Francisco) —11,636. 





The sale will be a continuous 
program. Other regions will offer 
this material as it becomes avail- 
able. 

TEE, STRAP HINGES 
AND HASPS PUT ON 
FIXED PRICE SALE 


The War Assets Corp. has an- 
nounced a nation-wide sale at 
fixed prices of tee hinges, strap 
hinges and hasps. 

All of the items on hand in the 
regions are to go on sale imme- 
diately. The sale will continue 
as new supplies are received from 
the services. Priority claimants 
will have first claim on the 
articles. 

The maximum and minimum 
quantities which may be pur- 
chased will be decided by the 
regions. 

WAC said that it would be im- 
possible at this point to estimate 
the exact quantity of the items 
which will be on disposal In light 
of the shortage, however, it was 
felt that the sale should go into 
effect now regardless of the quan- 
tity available. 
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SIZES: 
8-ounce, 
packed 24 to the carton 
16-ounce, 
packed 24 to the carton 
32-ounce, 
packed 12 to the carton 
1-gallon cans, 
packed 6 to the carton 
5-gallon cans, 
packed 1 to the carton 





..- A QUALITY PRODUCT YOU ARE PROUD TO SELL 
WAREHOUSED AT on 
58 POINTS IN U.S.A. 
PAN 


NAA 


NATIONALLY ADVERTISED. . . 


ST 


SPITS F 
* By U m : : ADVERTISED IN 
urp 


Saturday Evening Post 
Life 


ACCEPT NO SUBSTITUTES 
Better Homes & Gardens 


American Home 
House & Garden 
House Beautiful 
American Weekly 
This Week 
Parade 


Total Circulation 29,348,282 


out of 10 Painting Contractors and Master painters prefer 
9 the old reliable, standard paint thinner: Gum Turpentine. So 
be sure you have plenty in stock for the Spring painting season. 

Gum Turpentine has a place in every home. Cleans wood- 
work, furniture, porcelain and metal fixtures, bed springs, paint 
brushes. Packed in lithographed tins and emerald green bottles, 
Gum Turpentine is a quality product you are proud to sell. Order 
from your wholesaler or write for name of nearest distributor. 


AMERICAN TURPENTINE FARMERS ASSOCIATION COOPERATIVE, VALDOSTA, GEORGIA 
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In a joint action to avert the 


| possible shut-down of rubber | 


and canvas footwear production 
| because of the critical shortage 
| of cotton textile fabric, the War 
Assets Corporation and the Civi- 
lian Production Administration 
has channeled 626,000 yards of 
surplus cotton sheeting and drill 


| to the industry. 


In order to channel the fabrics 
directly to the manufacturers of 
rubber and canvas footwear, CPA 
issued Directive 14 to PR-13 
(effective March 6, 1946) which 
permitted the sale of the ma- 





terial direct to the industry upon 
certification to WAC and CPA 
that (1) the purchaser is a man- 


| ufacturer of rubber and canvas 
| footwear; and (2) the fabric ob- 
| tained will be used only for the 


manufacture of rubber and can- 





| WAC Acts to Prevent Shut Down 
Of Rubber- Canvas Footwear Products 


| vas footwear of vulcanized con- 


struction. 

Nine of the twelve manufac 
turers now engaged in the pro- 
duction of rubber footwear have 
been allocated varying quantities 
of the fabrics under the program. 
The quantities were agreed upon 
at a meeting of representatives 
of the entire industry with the 
two government agencies. Three 
of the twelve manufacturers will 
not participate in the allocation 
program since they have enough 
fabric on hand at present to con- 
tinue operations. 

WAC has notified its Atlantic 
and New York regional offices— 
where the fabrics are located—to 
make immediate deliveries of the 
allocated quantities to the quali- 
fied purchasers upon receipt of 
certified checks. 








WAR ASSETS ADMN. 
APPOINTS 33 AIDS 
(Washington Bureau 
of HARDWARE AGE) 

Effective March 25 with estab- 
lishment of the War Assets Ad- 
ministration, successor to the 
War Assets Corp., 33 directors 
have been designated to handle 


| WAA surplus property activities 


throughout the country through 
a new field system. Each of the 
newly designated directors has 
been actively engaged within 
RFC regional agency offices, in 
supervising disposals in his re- 


| spective region for WAC, an RFC 


subsidiary. 
The list of regional directors 
follows: H. L. Kennon, Atlanta; 





McClellan Ratchford, Birming- 


| ham; John Millea, Boston; J. K 
| Wilson, Charlotte, N. C.; F. A. 
| McLaughlan, Chicago; Roland D. 


Schell, Cincinnati; Floyd E. 
Brickel, Cleveland; A. G. Elmen- 
dorf, Dallas, Tex.; John A. 
Skeen, Denver; Henry F. Eck- 
feld, Detroit; Hamilton Morton, 
Ft. Worth, Tex.; Vernon M. 
Pomeroy, Helena, Mont.; Albert 
E. Regester, Houston, Tex.; Wil- 
liam J. Warren, Jacksonville, 
Fla.; John E. Kirchner, Kansas 
City; Serge F. Ballif, Los An- 
geles; Charles C. Christian, Little 
Rock, Ark.; R. M. Bottomley, 
Louisville, Ky.; Arthur W. Carl- 
son, Minneapolis; H. W. Mc- 
Menaway, Nashville, Tenn.; 
Leonard E. Barnes, New Orleans; 
Frank I. Seymour, New York; 





R. D. Wilbor, Jr., Oklahoma 





City, Okla.; Gordon T. Burke, 
Omaha; George L. Evans, Phila- 
delphia; L. T. Mudge, Portland, 
Ore.; A. H. Graham, Richmond, 
Va.; Charles G. Alexander, St. 
Louis; W. J. Walthall, San 
Antonio, Tex.; Joseph S. Willes, 
Salt Lake City, Utah; Leland C. 
Dedo, San Francisco; O. C. Bra- 
deen, Seattle, Wash.; and James 
G. Wilcox, Spokane, Wash. 


SURPLUS IRON GRIDDLES 
GO ON NATIONAL SALE 
(Washington Bureau 
of HARDWARE AGE) 
Approximately $39,331.20 worth 
of new cast iron griddles de- 
clared surplus by the Army are 
being offered by the War Assets 
Corp. in a nation-wide sale which 

began March 6. 

The maximum and minimum 
number of items which may be 
purchased in one lot will be es- 
tablished by the individual re- 
gion at the discretion of the 
Associate Director, but in a 
manner to assure equitable dis- 
tribution. 

Only regions having inventory 
will accept orders and each re- 
gion will fill orders only from its 
available supply. 

The griddles are 30 in. long by 
20 in. wide with grease groove. 
The cooking surface is flat, 
smoothly ground and_ clean. 
Handles are 5% in. in length 
and 1% in. wide and located in 
center at opposite ends of the 
griddles. Weight is approxi- 
mately 45 Ib. 
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CEILINGS PUT ON 
SURPLUS LADDERS 


Dollar-and-cent ceiling prices 
have been established for new | 
ladders declared surplus by vari- 
ous Government agencies and 
offered for sale in regular ci- | 
yilian channels, the OPA has 
announced recently. 

The retail ceilings, effective | 
March 19, 1946, are $1 per foot | 
for step ladders, 68 cents per | 
foot for single ladders, and 78 | 
cents per foot for extension lad- | 
ders. The ladders are made of | 
wood. 

On Government sales to whole- | 
salers, the ceilings are 36 cents | 
per foot for step ladders, 24 cents 
per foot for single ladders, and 
28 cents per foot for extension 
ladders, f.o.b. shipping point. 

On all sales to retailers, the 
ceilings are 50 cents per foot for 
step ladders, 34 cents per foot 
for single ladders, and 39 cents 
per fott for extension ladders, 
f.o.b. shipping point. 

War Assets Corporation ad- 
vises that a large quantity of the 
ladders are located in various 
parts of the country and will be 
offered for sale by regional offices 
of that agency. 

The ceilings established on 
sales to wholesalers are less than 
acquisition cost to the Govern- 
ment but are the highest prices 
that War Assets Corporation 
finds are obtainable after testing 
the market. 

On all sales at retail each lad- 
der must be tagged with the re- 
tail ceiling price. (Order 107 
under Supplementary Order 94— 
Special Maximum Prices for 
Certain Ladders—effective March 
19, 1946.) 


VET HOUSING PROGRAM 
ASSURED OF PROTECTIVE 
COATINGS BY INDUSTRY 


There will be sufficient pro- 
tective coatings to meet the 
needs of the expanding Veterans’ 
Emergency Housing Program 
during 1946 and 1947, Civilian 
Production Administrator John 
D. Small and Technical Director 
Clarence Farrier of the National 
Housing Administration were as- 
sured by members of the Paint, 
Varnish and Lacquer Industry 
Advisory Committee of CPA at 
a recent meeting. 

A remarkable increase during 
recent years in production of ti- 
tanium dioxide, a white pigment, 
will help to fill the need. Ti- 
tanium Dioxide is one of the best 
hiding pigments used in the 
thanufacture of paint. Produc- 
tion has been raised to 120,000 
tons annually and is still going 
up, the meeting was told. 

Members of the Advisory Com- 
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mittee said they expected the 


|yearly supply of the pigment, 
|which is also used in enamels 


and glazes, in linoleum and ar- 
tificial leather, lacquers, rubber, 
shoe creams and plastics, to in- 
crease to 220,000 tons within the 
next five years, but that it would 
not then have nearly caught up 
with the demand. 

The veterans’ emergency hous- 
ing program will take about 10 
per cent of the current supply of 
titanium dioxide, it was esti- 
mated, while at least 90 per cent 
of this as well as other types of 
paint will be needed in the tre- 
mendous repainting job called 
for on all kinds of construction 
in the United States because of 
neglect during the war. Because 
of the general need of repainting 
on nearly every building, mem- 
bers of the advisory committee 
said they looked forward to the 
most prosperous 


years in the | 


history of the protective coatings | 


industry. 


OPA SIMPLIFIES CHECKING | 


OF RETAILERS PRICES 
ON PRETICKETED ITEMS 


(Washington Bureau 
of HARDWARE AGE) 


As an aid to its district and | 
regional offices in their investiga- | 


tions of retailers selling pre- 
ticketed articles, OPA has pre- 
pared a list which will show the 
retail price in each state of the 
Union. This list covers the fol- 
lowing articles: Refrigerators, 
washing machines, gas_ stoves, 
electric stoves, vacuum cleaners 
and radios. 


All that is necessary on the 


part of OPA investigators to de- 


termine the retail price in a par- | 


ticular area is to choose the list 
pertaining to the state in which 
the retailer is located. The list 
contains the brand name of the 
item; the model number; the re- 
tail price; in the case of vacuum 
cleaners, whether attachments 
are part of the article or are 
separately priced; and in the 
case of radios, a description of 
the radio showing the number of 
tubes, the number of bands and 
a few other essential items to 
aid in identifying the article. 

In the case of some of the 
commodities listed, there are not 
included all of the commodities 
made by all the manufacturers. 
However, in every instance the 
commodities that are listed are 


the ones that account for the big- | 
gest volume of sales on a nation- | 


wide basis, so that the list actu- | 


ally represents 90 per cent or 
more of the volume of business 
done on these commodities. 

The list will be supplemented 
from time to time as new models 
come on the market. 


| 
| 
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like this 
handy, easy on 
nickeled pipe 


arRitacib 


STRAP 
WRENCH 


@ It sells easily because it meets a 
real need —to prevent wrench cuts 
and scratches on polished pipe. 
Strong I-beam handle and head in 
one piece. Handy hang-up hole. 
Easy to attach and use. Special 
webbing strap ofunusual strength, 
easily replaced. Two sizes: No. 2, 
Ve" to 2”, 17" strap; No.5, 1” to 5”, 
30” strap. A quality best seller — 
order from your Supply House. 


Popular RIGID 
Pipe Wrench, with 


guaranteed housing. 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL COMPANY ~ ELYRIA, OHIO, U.S. A. 
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Builders Hdwe. Prod. to Reach 75 Per Cent 
Of Capacity Daring 1946 With Hand 
Tools Approaching Normal Mark 


(Washington Bureau 
of HARDWARE AGE) 

Builders’ hardware production 
in 1946 is expected to reach 75 
per cent of maximum capacity, 
while production of hand tools 
should approach normal output 
during the year, according to the 
Civilian Production Administra- 
tion. 

However, the availability of 
specific types of hardware and 
tools will be limited by many 
factors, including strikes, ma- 
terials, OPA price policies, and 
the inventory position at the 
wholesale level. 

While hardware production 
will continue to rise it will not 
be too apparent to retailers be- 
fore mid-year, due to the fact 
that wholesalers are trying to 
build up seriously depleted in- 
ventories. 

Higher-priced bronze and brass 
hardware is expected to be more 
plentiful than steel and other low 
priced lines, because of OPA’s 
unrealistic pricing policies, 
which, according to Washington 


production experts, make it less 
profitable to produce cheaper 
hardware. The shortage in less 
expensive builders hardware is 
accentuated by the shortage of 
gray iron castings. 

The decline in shipments of 


ary follows the usual seasonal 
trend. 


for many months to come. Hand 
saws and cross cut saws will con- 
tinue in short supply. The sup- 
ply of auger bits is also low. 

Some forged tools will continue 
short throughout the year. 

Despite the fact that the num- 
ber of individual homes being 
built is directly related to the 
demand for hardware sold 
through retail outlets there have 
been no estimates made of the 
amount and type of hardware 
that will be required to meet the 
Wyatt housing program, which 
calls for the starting of 2,700,000 
homes by the end of 1947. 











EXPORT RESTRICTIONS 
PLACED ON SOME 
STEEL PRODUCTS 


In response to a request from 
the Civilian Production Admin- 
istration, the Office of Interna- 
tional Trade, of the Department 
of Commerce, has placed restric- 
tions on the export of several 
steel products essential to the 
housing program. 

The list includes structural 
iron and steel buildings, pre- 
fabricated and portable houses, 
metal window frames and win- 
dow sash, metal shutters, sheet 
culverts, prefabricated doors, 
copper wire, roof ventilators, 


sheet metal ducts and certain | 


zinc products. Quantities of any 
of these items valued in excess 
of $100 may not be exported 
without individual export license 
from OIT. 

It is expected that if other 
commodities needed for housing 
become in short 
will be added to the restricted 
list from time to time. 


WASHING MACHINE 
CASTERS GIVEN 
13.5 PRICE BOOST 
(Washington Bureau 
of HARDWARE AGE) 

An industry-wide increase of 
12.3 per cent in manufacturers’ 
ceiling prices for washing ma- 
chine casters over the levels pre- 
vailing on Oct. 1, 1941, has been 


250 


supply, they | 


| announced by OPA. An increase 


| of 7.3 per cent over Oct. 1, 1941, 
| levels in manufacturers’ ceiling 

prices for other types of casters 
| also was announced. The in- 

creases became effective Feb. 25, 

1946. 
| The increases will result in 
higher prices for manufacturers 
| who did not increase their prices 
| between Oct. 1, 1941, and March 
31, 1942, the base date on which 
| caster prices were frozen by 
| price control. The effect of the 
| increase on present prices will 
be dependent upon the amount 
by which manufacturers in- 
creased or decreased their prices 
for these items between October 
1941 and March 1942. 

The higher prices, however, 
will not result in any increase in 
the cost of the casters in retail 
stores, OPA said. 

Wholesalers of the casters will 
be required to absorb 37 per 
cent of the dollar increase, and 
the remainder is to be absorbed 
by retajl sellers. 


| 480,000. PICK MATTOCKS 
ON SURPLUS SALE 


Some 480.000 new five-pound 
| pick mattocks, declared surplus 


by the Army, and originally 








hardware and tools during Janu- | 
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costing the government $338,557, 
will be offered to _ priority 


claimants, veterans, and domes- | 


tic wholesale and retail dealers 
in a nation-wide disposal sale 


beginning March 9, the War | 


Assets Corporation announced. 
Described as standard type 
pick mattocks, finished in black, 
with a 3% inch width and an 
overall length of 19%4 inches, 
they are new and in excellent 


| condition. They will be offered 


especially to hardware, ma- 
chinery and mill supply dealers. 
The pick mattocks will be sold 


The steel strike will limit the | “st pean ges through a fol- 
types of tools that will be made | ‘°“'"S Ss os 
| gional offices maintained by the 


War Assets Corporation. 

Region 1—600 Washington 
St., Boston, 11, Mass. 

Region 2—6lst Floor, Em- 


pire State Bldg., New York, 1, 
» & 3 

Region 3—Lafayette Bldg., 
| 5th & Chestnut St., Philadelphia, 
| Pa. 
Region 4—704 Race St., Cin. 
| cinnati, 2, Ohio. 

Region 5—209 South LaSalle 
St., Chicago, Il. 

Region 6—699 Ponce DeLeon 
Ave., N. E., Atlanta, Ga. 
| Region 7—Neil P. Anderson 
Bldg., Fort Worth, 1, Tex. 
8—Troost Ave. & 
Road, Kansas City, 


Region 
Bannister 
8, Mo. 

Region 9—728 15th St., Den- 
ver Colo. 

Region 10—30 Van Ness Ave., 
San Francisco, Calif. 

Region 11—2005 Fifth Ave., 
Seattle, Wash. 











FEDERAL SIMPLIFICATION NEWS 








OPEN END AND 
BOX WRENCHES 


A proposed Simplified Practice 
Recommendation for open-end 
and box wrenches has been sub- 
mitted to producers, distributors, 
and users for comment or ac- 
ceptance, or both, according to 
an announcement of the Division 
of Simplified Practice of the Na- 
tional Bureau of Standards. 

The proposed recommendation 
covers all alloy and _ carbon, 
double-head, open-end and box 
wrenches, except small ignition 
or electrical wrenches, midget- 
type box wrenches, tappet 
wrenches, brake wrenches, etc., 
having openings that are not 
based on standard bolt sizes. Its 
purpose is to establish a useful 
standard of practice in the pro- 
duction, distribution and use of 
these wrenches. 

Mimeographed copies may be 
obtained from the Division of 
Simplified Practice, National Bu- 
reau of Standards, Washington 
2%. B. C. 


BRONZE, BRASS VALVES 


The standing committee in 
charge of reviewing and revising 
Simplified Practice Recommenda- 
tion R183-42, Bronze or Brass 
Valves, has approved a revision 
of the recommendation, and the 
Division of Simplified Practice of 
the National Bureau of Standards 
has mailed copies to all interests 
for approval or comment or both. 

The proposed revision applies 


|to gate, globe, angle and check 





* 








| valves made of bronze or brass 
| for primary pressures ranging 
from 100 to 350 pounds, and 1000 
to 2000 pressures for water, oil 
and gas. A simplified range of 
sizes is given for the various 
types and kinds of valves for 
each of the pressure ratings. 

Should the revision as pro- 
posed, or as adjusted in accord- 
ance with suggestions submitted 
during the review period, meet 
with general approval, it will be 
promulgated and printed. The 
effective date will be announced 
later. 

Mimeographed copies of the 
proposed revision may be obtain- 
ed from the Division of Simpli- 
fied Practice, National Bureau of 
Standards, Washington, D. C. 


HICKORY HANDLES 


Printed copies of Simplified 
Practice Recommendation R77-45, 
Hickory Handles, are now avail- 
able, according to an announce- 
ment of the Division of Simpli- 
fied Practice, National Bureau of 
Standards. 

This recommendation gives the 
grade symbols and necessary in- 
formation for grading long and 
short hickory handles. It speci- 
fies color of wood, number of 
rings, weight per cubic foot, and 
defects and blemishes for each 
grade. The current revision re 
duces the number of grades from 
8 to 6. The general adoption and 
use of this recommendation as 4 
standard of practice should re- 
sult in better utilization of 
hickory and at the same time 
meet all handle needs. 

Copies may be obtained from 
the Superintendent of Docu- 
ments, Government Printing Of- 
fice, Washington 25, D. C., for 5 


cents each. 
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“BURGESS 
. vibro -tool 


Trode Mark Reg. U.S. Pat. Off. 






offers the 
HARDWARE DEALER 
hese 


3 OUTSTANDING 
ADVANTAGES 








--» PLUS MANY MORE 


The Vibro-Tool is versatile . . . versatile in its appeal to 
all types of craft and shop workers because it is versatile 
in the results it accomplishes. 


The Vibro-Tool engraves on glass . . . writes on steel 
. .. tools leather . . . cuts out patterns . . . marks and 
identifies all kinds of industrial engineering and produc- 
tion materials. The Vibro-Tool sells under Fair Trade 
arrangements with the manufacturer for only $7.50; 
$16.15 with set of attachments. Write for dealer propo- 
sition today. 





HANDICRAFT DIVISION 


BURGESS BATTERY COMPANY 


190 N. WABASH AVE. + CHICAGO I, ILL. 
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Clean furnaces, oil, 
coal and wood burning 
stoves, brooder stoves, 
flues and chimneys with 


SOOTOFF 


Chimney Cleaner— Soot Remover 


A non-inflammable, non-explosive soot 
and fire scale destroyer that saves 
fuel and money. 

Easy to use and easy to stock, it 
builds repeat business. Write for 
trade prices today. 


VAL-A COMPANY 


700 W. Root St. Chicago 9, Ill. 





















Write for 


To J obb ers Our proposition 


O/,DDT 


IN 
CCC POWDER kills 





**10% DDT perfect answer to bedbug problem” 
... says U. S. Department of Agriculture 


oe ye cae Seep 08 of Gast new CCC Powder with 10% 

to- insect pests... DDT. Dust it under sinks, under 
Exterminate roaches, flies, rugs, in cracks and crev' 

lice, ants, silverfish, fleas, body wherever insects run. . then 

lice . . . and many other com- leave it on! 

mon pests. Pests die from contact . . . for 
It's easy! Just sprinkle on the months to come! 


USE ON ANIMALS 


De-flea —thoroughly! One-quarter teaspoonful of COC 
Powder Eine cee poate when , thru hair. Use on dogs, cattle, 
... but not on cats. 
Get CCC Powder with 10% DDT at your dealer. 











Spring Hinges 
of Quality 


The quality that is built into Chicago Spring Hinges is the 
result of experience and knowledge acquired during more than 
sixty years of sincere effort and honest endeavor to produce the 
finest line of Spring Hinges obtainable. 

Our "Triplex" Spring Hinges combine quality and design in har- 
mony with the most modern requirements in builders’ hardware. 


ChicagoS 


CHICAGO 


Type 2001 The ‘'Triplex"’ 








pring Hinge Co. 
U.S.A. 


NEW YORK 
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CARBOLA CHEMICAL CO., Inc., Natural Bridge, N. Y. 














| does not raise the grain. 








Fast-moving — Nationally Advertised — Franchised 


BUILD PROFITS FOR 1946 


LUMINALL 


It pays to sell the Luminall 
line of emulsion water- 
thinned paints. They are so 
easy to apply and so satis- 
factory to the user that they 
build good will in addition 
to profits. Nationally adver- 
tised since 1933. Protected 
by dealers’ franchise. Sell 
Luminall for high light reflection and low cost. Sell Ultra 
Luminall when washing is important. 








X-CELL-ALL 
LIQUID 
BRUSH CLEANER 
Will renew brush caked 


with old paint without 
damage to bristles. 


X-CELL-ALL 
REMOVER 


Made in the popular paste 
form as well as liquid. A 
fast-acting remover that 


Dealers and jobbers are invited 
to send for complete details. 


NATIONAL CHEMICAL & MFG. CO. 
3614 South May Street Dept. 3 Chicago 9 
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NOW-PIPE JOINT 
=", COMPOUND 


in Stick Form 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 


me = Lary Always Ready For Instant Use 
pone oot ad ECONOMICAL 


when turned. 








HANDY ... CLEAN 















Tested and Fully Ap- 
proved by Independ- 


Note these ent Laboratories 
FEATURES a 
% Withstands gasoline, y NO BRUSH 


oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 


% Lubricates and completely 
seals pipe joint threads, 
nuts, bolts, gaskets, turn- 
buckles, etc. 


% Contains no lead. Contains no in- 
jurious ingredients. 


Lake Chemical Company 


613 N. WESTERN AVE., CHICAGO 12, ILLINOIS "Cnemicat Con 


DEALER 




















HOPPE’s/ 
LUBRICATING 
Oil | 





Get THE PLUS Sales 
that Go with 
HOPPE'S No. 9 


If you are not handling Hoppe’s No. 9 you are 

missing a lot of sales. And, if you ARE han- 

dling it but are not offering Hoppe’s Patches. 
v Hoppe’s Lubricating Oil, Hoppe’s Gun 

Seeen, Grease and Hoppe’s Gun Cleaning 

gga) §=©Packs, you are missing a lot of addi- 
mate tional profits. 


Tie up with The Hoppe Line 
this year. Make nineteen forty-six a banner 
twelve months in gun cleaner sales. Get your 
order in to your jobber early and then take 
full advantage of Hoppe demand and Hoppe’s 
consistent advertising. 


Frank A. Hoppe, Inc. 


2314A North 8th St., Philadelphia 33, Pa. 





















































(omen mn 
¢ Hardware dealers are re- 
ceiving an ever increasing 
demand for a good rust re- 
mover. And RUST-I-CIDE is 


meeting the demand. 


RUST-I-CIDE is the best rust 
remover on the market. It 


has been sold for over 





twenty years. It has been 
imitated numerous times but 


never duplicated. 


RUST-I-CIDE removes rust in 
a matter of minutes... it 
is an excellent chromium 
cleaner . . . it is used to re- 
move stains on sinks, toilet 
bowls and other vitreous 


enamels. 


RUST-I-CIDE is inexpensive 
—it retails for 25¢ for 
4 oz. bottle; 45c—8 oz. 
bottle; 75c—16 oz. bottle; 
$1.20—quart; $3.60—gal- 
lon — with better-than- 
average profit for you. 
Order a supply today. 
















EXCELLENT 
CHROMIUM 
CLEANER 








Order through your distrib- 
utor, if he cannot supply you 
write us direct. 











RUSTICIDE PRODUCTS CO. 


3125 PERKINS AVE. CLEVELAND 14, OHIO 
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Merchant products—-The most 
recent revisions of R.P.S. 49 provided 
increases of 35 cents per cwt. for nails 
and 30 cents per cwt. on wire, on the dis- 
tributor’s price to retail dealers. On other 
merchant wire products the distributor is 
permitted to add the following sums—on 
fence, 25 cents per cwt.; 35 cents per cwt. 
on barbed wire; 25 cents per cwt. on posts 
and 32% cents per cwt. on bale ties, in 
addition to the usual percentage provided 
by Price Order 49. 

. > . 

Tool handles — Distributors of 
striking tool handles for axes, mattocks, 
etc., may take the same markup on special 
patterns lengths and finishes as permitted 
on regular handles, OPA ruled in amend- 
ment No. 18 to second supplementary regu- 
lation No. 14 under GMPR, effective 
March 12. 


a * 





Insect wire screening—Amend- 
ment 15 to RPS No. 6 on steel square 
mesh insect wire screening, 12 by 12, 16 
by 16 and 18 by 18, raised ceilings as of 
Feb. 15 8.2 per cent to the wholesaler, 
who passes the exact amount of the in- 
crease on to the dealer. 

+ * * 

Builders’ hardware, ete.—OPA 
granted March 13 a reconversion ceiling 
price increase of 10 per cent over prices 
charged Oct. 1, 1941, to manufacturers of 
builders’ hardware and related items. At 
the same time new methods of computing 
ceiling prices were given wholesalers and 
retailers. Included in the items affected 
by this action for manufacturers are cast 
iron, wrought steel and some wrought 
brass builders’ hardware items such as 
hooks, catches, hasps, brackets, drawer 
pulls, knobes, pulleys, furniture hardware, 
garage hardware, mending plates, door 
springs, basement window sets, steel, 
hinges, butt hinges, locks and lock sets 
and steel screw eyes. Among the classes of 
items covered by the order for whole- 
salers and retailers are awning hardware. 
bright wire goods, builders’ hardware, shelf 
hardware, cabinet hardware, casket and 
casket shell hardware, furniture hardware. 
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Regulation No. 591—Specified Mechanical 
Building Equipment, Amendment No. 7 to 
Revised Price Schedule No. 40—Builders 
Hardware and Insect Screen Cloth; 






garage hardware, key blanks, lavatory 

























hardware, luggage hardware, marine hard- Amendment 5 to Maximum Price Regula- 
ware (except turnbuckles), mail boxes, tion 413—Hinges and Butts; Supple. 
overhead door hardware, refrigerator hard- mentary Order No. 151—Jobbers’, Whole- 
ware, sash and sash pulleys, screen and Jers? and Retailers Maximum Prices for 
screen door hardware, showcase hardware Certain Hardware and Screen Cloth Items 
and window guards. Also covered are —all effective March 13, 1946, made these 
these classes of screen cloth: glass cloth, changes. 

glass screen cloth, non-ferrous and ferrous * * @ 

screen cloth (including phosphorous Stainless steel — Allegheny Lud- 
bronze), plastic cloth and plastic screen lum Steel Corp., Pittsburgh, Pa., one of 
cloth. Retailers markups vary from 33 1/3 the major independent producers of stain- 
per cent for rim lock sets to 100 per cent less steels, has increased the price of stain- 
for bright wire goods. Retailers prices for less steel by 8.2 per cent. This increase is 
nails are specially set at 8 cents per Ib. equivalent to that granted to steel pro- 
for 3D and larger, common only, and 10c ducers in the average realized price of all 
per pound for sizes smaller than 3D com- steel products as recently announced by 
mon and all other nails irrespective of OPA. Ceiling prices on stainless steel 
weight. Amendment No. 12 to Order No. were suspended in Oct. 1945, but this is 
48 under Section 22 of Maximum Price the first price advance made on this prod- 


















Wholesale Hardware Sales 
By sat Divisions, for January, 1946 
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Number | Percent Change | 
DIVISIONS of | January 1946 vs. Thousands of Dollars 
Firms a a a ee -| = "7 
January | December January January December 
1945 | + 3#41945 «| «(1948 1945 1945 
|_| Sail 
Ree 252 | +29 | +13 $32,596 $26,993 $28,873 
19h] Cl +28 | +0 745 582 621 
64 +2 | +14 4,443 3,542 3,905 
39 +22 = 5,307 4,366 5,537 
32 +21 +6 4,635 3,819 4,381 
24 | +36 +41 3,055 2,241 2,173 
20 +19 | +15 3, 105 2,603 2,707 
25 +25 | +25 5,780 4,622 4,612 
eR ae 10 +13 —12 1,079 951 1,223 
aku tauhaw daloadses odcke 20 | +4 +2 | = (4,447 4,267 3,714 
Bureau of the Census Prepared in Business Division by Current Wholesale Trade 






a Includes 35 reports received too late to be incorporated in Census Bureau published releases. 











States comprising regions: 
New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—(N. J., + Pa.) 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
Seuth Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacifice—(Calif., Ore., Wash.) 
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uct to offset the large increases in mate- 
rial and labor costs affecting stainless 
which have occurred in recent years, cul- 
minating in the 18%4-cent increase in wages 
just granted, a company spokesman said. 


* * * 


Mf and Mg Kraft—Effective Feb. 
19, 1946, the OPA has granted manufac- 
turers of the above grades a $5 per ton 
increase on all rolls up to and including 
18 in. diameter, a like increase is per- 
mitted on all sheets. This will apply to 
all basis weights. Since Feb. 19 all ship- 
ments of orange-weave wrapping paper are 
priced 25 cents per cwt. higher. 


* * * 


Belden sales—Belden Mfg. Co., 
Chicago, Ill., recently announced that 1945 
total sales had been $10,866,973, compared 
with $11,261,270 the year previous. 


* * * 


U. S. Plywood sales — United 
States Plywood Corp. and subsidiaries, New 
York, reported recently that net sales for 
the nine months ended Jan. 31, 1946, were 
$18,829,100 compored with $20,830,100 in 
the same period the year previous. 


* * * 


Fuel oil—OPA has authorized an 
immediate and_ substantial boost in 
residual fuel oil price ceilings at all sales 
levels throughout the U. S. The increase 
amounts to 21 cents a barrel, or %4-cent 
a gallon, in all areas except District 5 
(States of Washington, Oregon, California, 
Nevada, and Arizona and Hawaii). In 
those areas the increase is 15 cents a 
barrel. 


* * * 


Kerosene—The temporary increase 
of %-cent a gallon in ceilings of kerosene 





MARCH 28, 1946 











GIVE ME 
A LUFKIN TAPE WITH 


THE CHROME WHITE LINE 


THAT IS DURABLE = 


CHROME 
PLATED 
STEEL LIME 
WILL HOT CRACK, 
CHIP OR PEEL 


JET BLACK 
MARKINGS OW 
CHROME WHITE 

SURFACE... 
EASY T0 READ 


The surest way to build volume business is to sell satisfaction— 
and there’s full satisfaction in every inch of the husky line of 
a Lufkin Chrome Clad Steel Tape. Chrome plated line will 
withstand the toughest usage. Durable, accurate jet-black 
markings are always easy to read. Also available with hook- 
ring for one-man measuring. Build business with Lufkin—it pays! 


UF KIN 


THE LUFKIN RULE COMPANY, SAGINAW, MICH., New York City 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 


Announcing CLOVER Grinding 
Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Pbdiite 


CUATED ABRASIVES LAPPING 
AND GRINDING COMPOUND 
GRINDING WHEELS 





QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 
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Wholesale Hardware Inventories 


- sentiaititn Divisions, for aera? 1946 


|  END-OF-MONTH INVENTORIES (Cost) 





| Percent Cha 

















DIVISIONS | January 1 Thousands of Doilars | 

vs. 

— ae 
Firms | Jan. | Dee. Jan. Jan. | Dec. Jan. Jan. Dec. 
| 1945 1945 | 1946 | 1945 | 1945 1948 1945 1945 
GS & Teee...... 158 +25 + 5 | $30,569 | $31,612 | $37,546 177 170 188 
New England ..... 9 +32 -—1 972 739 979 210 196 264 
Middle Atlantic... . «4 | +7 +4 3,996 3,732 3,828 162 177 182 
East North Central 30 +34 +23 9,121 6,805 7,442 187 183 

West North Central | 25 +33 +6 7,966 6,004 7,538 187 176 

South Atlantic 16 +21 +0 2,226 1,833 2,221 117 127 182 
East South Central | 9 +31 +3 1,040 1,480 1,879 128 110 138 
West South Central 15 +21 —2 6,160 5,106 6,309 169 178 217 
Mountain... . 8 +17 +4 870 745 833 131 137 138 
as halinens «kas me 12 +22 -3 6,318 5,168 6,517 217 183 257 




















Bureau of the Census 


Prepared in Business Division by Current Wholesale Trade 


a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 


STOCK-SALES RATIOS b 








and distillation fuel oils announced by 
OPA will be extended indefinitely. The 
increase was scheduled to expire April 30 
in the East Coast, Gulf Coast and Middle 
West areas and on June 30 in the Pacific 
Coast region. At the same time OPA ex- 
tended the %4-cent kerosene and light oil 
price increase to the Rocky Mountain 
states of Montana, Idaho, Wyoming, Utah 
and Colorado, thus making it nationwide. 


* x . 


Stoves—MPR 64, Am. 5, effective 
March 15, grants a five per cent reconver- 


sion increase factor for manufacturers’ ceil- 
ing prices for domestic cooking and heat- 
ing stoves, except electric models. Whole- 
salers will absorb 25 per cent, retailers 


75 per cent of the increase. 


s * *# 


Pig iron—OPA has authorized 


an 


immediate increase of 75 cents a ton ceil- 
ing for pig iron. The adjustment, OPA 


said, will enable the industry to earn 
average rate of profit during the next 
months equal to its average rate duri 


1936-39. 


an 
12 
ng 








Wholesale Hardware Collections 
on Accounts Receivable « 


By Geographic Divisions, for January, 1946 





















































~ = 
ACCOUNTS RECEIVABLE Collection Percentages b 
| Stig cielo ‘ wails 
| Percent Chong 
DIVISIONS January 1 Thousands of Dollars 
vs. 
ope 
Firms Jan. Dec. Jan. Jan. Dec. Jan. Jan. Dec. 
1945 1945 1946 1945 1945 1946 1945 1945 
U.S. TOTAL.... 231 +8 — 6 | $24,198 | $22,423 | $25,698 103 98 110 
New — 17 +18 -—3 708 601 731 85 86 88 
Middle e.. ; 58 +4 -11 3,572 3,426 4,013 91 89 98 
East North Central... .. 37 +13 —10 4,814 4,278 5,340 104 101 112 
West North Central..... 32 +14 -11 3,399 2,970 3,827 118 112 131 
South Atlantic.......... 22 +20 —2 2,044 1,704 2,088 11 107 112 
East South Central. .... 16 +26 +37 1,945 1,543 1,421 85 113 
West South Central. .... 23 +7 -9 3,449 3,232 3,783 113 107 116 
Mountain. . . “aan 7 +23 —20 405 329 509 104 90 100 
Pacife....... sce 19 -11 —3 3,862 4,340 3,986 99 89 97 
Bureau of the Census 


‘ed in Business Division by Current Wholesale Trade 
Bureau published release. 


Prepar: 
ow a phe penny be Le me ee Le 
on percentages are obtained by dividing the collections by the accounts receivable for an identical group of 
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. Distribution Under 
Fair Trade 


(Continued from page 149) 


If this assumption was correct, 
then what we wanted was to make 
our ware as widely known to con- 
sumers as we could and at the 
same time as convenient and easy 
to purchase as possible. To reach 
the number of retailers that we 
wished to sell it was obvious that 
we would have to sell through 
wholesale distributors. With our 
existing sales volume we could not 
possibly afford to set up an or- 
ganization to sell direct to retail 
stores. Therefore, if we were to 
place ourselves in the hands of a 
group of wholesale distributors it 
is clear that we wanted them to 
take a real interest in our line, 
and to promote it aggressively, not 
merely list it. To accomplish this 
it seemed to us that we should 
make our line as attractive as pos- 
sible for our wholesalers to han- 
dle. We decided, therefore, to put 
all of our sales to retail stores 
through a limited group of author- 
ized distributors. Every piece of 
Pyrex Ware that you see on a re- 
tail counter today has been sold 
to that store through one of these 
authorized distributors, no matter 
whether it is the largest depart- 
ment store, the largest syndicate 
chain store, a national mail order 
house, or the smallest general 
store at the country cross roads. 
Furthermore, every one of these 
retailers had the opportunity to 
purchase our ware at exactly the 
same price as every other retailer. 


One Factor Missing 


In addition, as there is obvious- 
ly no need for more distributors 
than can thoroughly cover the re- 
tail stores that we wished to sell, 
we have, during the past six years, 
reduced the number of wholesal- 
ers handling Pyrex Ware from 
over 350 to 232 today. While this 
program of selling 100 per cent 
through a limited group of author- 
ized wholesale distributors should 
give them good reason for concen- 
trating their efforts on our line, 
there is one factor still missing. 

Inasmuch as under this policy 
of distribution all retailers are re- 
quired to sell at the same price, 
it is necessary that we give them 
some means of promoting our 
ware without using a price incen- 
tive. To accomplish this, we have 
concentrated all of our national 
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the Veapomer 


e--- BY CRAFTSMEN 


GREENLEE 
AUTOMATIC PUSH DRILLS 






When you talk hand tools to a fine workman, it is long- 
time, accurate performance that interests him most. And 
a you can guarantee this with a GREENLEE Automatic 
Push Drill! For its completely enclosed parts stay dirt 
and grit free. The special phosphor bronze drive nut 
easily withstands constant, heavy usage. Heavy chromium 
plating protects all exposed metal parts. Handle houses 
the drill points. Sell top quality... sell GREENLEE! 


GREENLEE: 


FOR THE CRAFTSMAN 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 













Auger Bits e Expansive Bits e Socket Butt Chisels ¢ Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers @ Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1803 Herbert Avenue, Rockford, Illinois, U.S.A. 
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Projecting Wings 


on Shank Prevent 
Blode from Turn 


ng in Handle 


ngenious Shoulder 
ormed in Blode Gives 
Added Strength to Super 


Grip Hondle 





SCREW DRIVER 


A new design in husky Screw Drivers that can 
. the blade, shank and shoul- 


really ‘‘take it” . 
der are forged from ONE piece of Tool Steel. 


When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 


they sell themselves—and quick! 


Made in a complete line of models and all sizes 
with square and round blades that run completely 


through selected hardwood and Pyraloid handles. 


Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
%” chuck capacity. 










WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 
Stock #4” x 3/16”, depth 634” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 


Aion 
tant sales 2© ND 
Get to know VIKING BA ALE 
in — we RAMES. 3 FRAMES 
WACK SAS COPING SA DRIVERS °. 
BLABLADES @ S* BAND SAWS. Ose 
ND DA alog that Seag TOOLS 

tor - L, good FORSBE 

and 


orsber 


© MFO. CO., BRIDGEPORT, CONN., U.S.A. 








HAROLD W. CONDE 


W. W. Conde Hdwe. Co. 
Executive Committee 
Retiring. N.W.H.A. 


advertising to the consumer at 
the four seasons of the year. In 
each of these four advertising 
campaigns we run advertisements 
in 18 of the leading national maga- 
zines and in 112 local Sunday 
newspapers; a total of 65,000,000 
printed advertisements or more 
than two for every family in the 
United States at each of the four 
seasonal promotions. At the same 
time, we supply to all retailers 
of whom we have knowledge, a 


| complete point of sale display kit. 


This gives the retailer a means 
of tying-in with our national cam- 
paign, and cashing in on our ad- 
vertising program. Usually this kit 
contains a large counter display 
stand, a four-color reprint of the 


| national ad mounted for display 


purposes, generally several small- 
er display cards, a mat which the 
dealer can use in his own local 
paper to help identify his store in 
his community as a source of sup- 
ply for Pyrex Ware, and finally a 
complete schedule of our national 
advertising so that he can judge 
the correct timing for his own pro- 


| motional efforts. 









By this method of helping deal- 
ers promote our ware without re- 
sorting to a price advantage over 
their competitors, we have great- 
ly increased our dealer tie-in ad- 
vertising. The total lines of dealer 
advertising, all of which is paid 
for 100 per cent by the dealers was 
72 per cent greater in 1944 than 
it was during the year of a major 
price reduction (1938) which is 
generally believed to be the best 
way to get promotional support. 
At the present time the total of all 
local tie-in advertising by dealers 
on our lines is running consider- 





ably greater than the space that 
we use in our national advertis- 
ing. To sum up, successful distri- 
bution, under a price maintained 
policy, and with sales through dis- 
tributors, carries a double-bar- 
reled responsibility. 

First, it is the manufacturer’s 
responsibility to provide the ad- 
vertising and the point of sale dis- 
play helps; to provide wholesalers’ 
salesmen with a knowledge of the 
line and selling methods, and to 
price the products at a level that 
will enable retailers to compete 
with all similar products on the 
market. 

Second, it is the responsibility 
of the wholesaler: 

To sell the line aggressively and 
see that every retailer who can 
logically handle it, has the oppor- 
tunity to buy. 

To maintain adequate stocks to 
back up his sales efforts. A dis- 
tributor’s value depends primarily 
on the service that he can give to 
his retail customers. 

To keep the manufacturer ad- 
vised of his worthwhile retail ac- 
counts so that they will receive all 
of the seasonal promotional mate- 
rial. 

To follow up his sales efforts 
and see that his retailers carry 
the full line, adequately display 
the ware and use the promotional 
material to its fullest extent. 

After all, neither the distributor 
nor we, as the manufacturer, can 
get a repeat order until the ware 
on the retailers’ counter has been 
sold to his customers. In short 
then, to reach the greatest volume 
of sales, we and our distributors 
must work together as a team to 
help retailers make more sales. 





F. E. BARKLEY 


C. M. McClung & Co. 
Executive Comm., Retir- 
tiring S.W.H.A. 
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W. W. French, Jr.'s, Address 


(Continued from page 163) 


he does, you run into terrible com- 
plications. It also went on to say, 
it might interest you, that the 
wholesale industry is very secretive, 
that they won’t give out any infor- 
mation and in their opinion that 
has contributed to public misunder- 
standing of the wholesaler’s func- 
tion, and they are not very compli- 
mentary about a wholesaler’s pub- 
lations. I am not saying that it is 
true; that’s just what is in the 
textbook that the Army is using. 

As these men work through the 
warehouse we have set up a sched- 
ule to move them from one depart- 
ment to another, just as fast as we 
can, on the idea that that keeps 
their interest up in their work. But 
we are very careful not to move 
them so fast that they can’t do de- 
cent work because we have to get 
our minimum wage scale out of 
them or we would lose our shirts on 
the deal. In addition to the bene- 
fit that we know these new men wil! 
get from a complete description of 
how they are going to work and 
how to do their job, we think it will 
be verv helpful to us when we have 
it written up exactly as it should 
be done and all the people in the 
place get to studying. We just 
know we are going to come up with 
a better way of doing things than 
we are doing now. We are requir- 
ing each man periodically to give 
us a written suggestion on how his 
job could be done better. One of 
the principal things this does is to 
let us kind of check on the man and 
see whether he has any talent and 
whether he is really thinking about 
his work. We have just had the 
first batch come in, and out of that 
there are some very fine discussion. 
So I know we will get a lot of bene- 
fit there. 

Now, after we have gotten him 
working along pretty well on his 
present job, we start in on this 
long-range program, which is very 
complicated. This is a study of all 
the various lines that the company 
handles. It is hard to lay out. We 
try to have a man study the items 
that he is actually working with. 
And to do that we have broken the 
classes into three general hardware 
classes, one mill and mine supply, 
one electrical, and we are working 
now on a warehousing class. For 
instance, if a man is working in 
stock in the mill and mine supply 
department, we try to have him 
study these same items. 
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“Okay, Joe! .. . time’s up! It’s my 
turn to wear the work gloves!” 


BOSS Jerzy 403—Outdoor work favorite 


Take your turn, Joe! 

Your unlucky pal knows those Boss Work Gloyes 

are made to protect working hands and keep 

them plenty warm, too. But a better day is on the way! 
Boss is making every effort to overcome shortages 

and increase work glove supplies. And Boss dealers 
continue to receive their fair share of allotments 


received by distributors at regular intervals. 


WORK GLOVES 


56 YEARS OF HAND PROTECTION 


THE BOSS MANUFACTURING COMPANY «+ KEWANEE, ILLINOIS 
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Prices in view 
make it easier 
for you 









Metal, china, glass and plastic 
products help sell themselves 
when marked with 


Sifaisde!] 


METAL MARKERS 


. 
‘ 


Blaisdell Metal Mar- 
kers make clear, dur- 
able price marks on all 
smooth or glossy surfaces. 
Marks that stay legible. 
The special process by 
which Blaisdell Pencilsare 
encased in paper, seals in 
the ingredients, prevent- 
ing oxidation—keeps them 
always fresh and ready. 


— Colors — 

792-T with thin black 

lead 
795-T with thick black 

: lead 
1] Glaisde!/ marks well 
ghARPEy = MARKING PENCILS 

FOR EVERY 


PURPOSE 


Order a supply 
from your dealer 
or mail the Coupon 
for FREE Sample 


2 Ae 
aX y= 


SThing - e” 


BLAISDELL PENCIL CO., 141 Berkley St. 
Philadelphia 44, Penna. 


Send me Free Sample of No. 
NAME ——— 
erTreer $$ 


CITY, ZONE, STATE 


OPT. H-1 
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William Franktfurth’s 
Address 


(Continued from page 161) 


| deducting the overhead of 60 cents 


leaves a loss of 10 cents for the sale 
of the quarter dozen, while when 


| we sold the full box there was a 


profit of 40 cents. 


Applied to Many Items 


A similar example may be ap- 
plied to any number of items on 
many of which the cost of breaking 
packages is considerably higher. 
I’m thinking of enameled ware, 
glass ware, items in bottles, and 
other fragile items, also small har- 
ness items and parts that require 
careful handling and packing. You 
may not agree with the illustration 
I have used or with the cost and 
profit factors, and it is true that 
breaking packages does not always 
result in a loss, but when packages 
are broken the profit will be 
smaller. 

It isn’t necessary to wait for the 
manufacturer to bring back mer- 
chandise in smaller packages. All 





jobbers now have many items that 


are properly packed and could en- 
courage full package selling. This 
can be accomplished by instructing 


salesmen, showing packing in cata- | 


logs, literature, and price lists for 


| salesmen and retailers, marking 
| some items to be sold in full pack- 


ages only, showing full and broken 
package prices where OPA and 
manufacturers resale schedules per- 
mit, and other ways. It is costly 
for manufacturers to provide these 


smaller packages and it would be | 


an injustice to them, to the jobbing 
industry, and the retailers we serve 
not to use this ‘opportunity to re- 
duce distribution costs. I don’t 


want to give the impression that | 


all items sold by jobbers should be 
packed in smaller units. This would 
be a mistake and would prove too 
costly. I believe that some items are 


| now packed in smaller units than 


need be. Some 5 cent and 10 cent 


items that sell readily but now | 


packed one dozen could be increased 
to two or three dozen. Others now 
packed six and twelve in a box sell 
so slowly that jobbers must break 
packages anyway. Manufacturers 
could pack these in larger quanti- 
ties and save the extra expense. 
This would also be an advantage 
to jobbers for they would have less 
packages to receive and place in 
stock. 

Manufacturers interested in this 
problem may wonder just what the 





BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be in a position to fill current orders 
promptly. We thank you for your forbearance, 


/ j/ / 
Alierki and Wathe: 


LIKE A 
SPONGE 


4 







Used WET, 
OAMP or DRY 


ALSO A 
SWELL 
DISHCLOTH 








/ ) / 
Cleans Dries GAM Polishes 





Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stitch 


locks each thread. Result: dense, long- 
wearing surface. 





Ilandsomely put up in red, white and 
blue display bands. Free counter folders. 


INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 


2 Pleces DUET #100 @ $1.00.......... $2.00 
2 Pieces DUET + 75 ee ekens 1.50 
7 Pieces DUET £ 50 je aakdadepenat 3.50 
12 Pieces DUET # 25 ate cscs 3.00 
23 Total Retell Value... ...<000000. $10.00 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 


Another Product of 


American Sponge & Chamois Co., Inc. 


49 Aan Street, New York 7 
245 Mission Street, San Francisco 5 


Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1868 DEMAND BY BRAND 


HARDWARE AGE 
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proper size package might be. This 
information could be obtained quite 
easily by checking with a compara- 
tively small number of jobbers lo- 
cated in various parts of the coun- 
try. It might be profitable for man- 
ufacturers to make periodic checks 
to determine whether a change in 
trend makes it advisable to change 
their packing on certain items. 

I think manufacturers have made 
good progress in providing the 
packages we need and that they 
will continue to do so. We are all 
faced with higher costs and smaller 
margins—selling in full packages 
is one way to combat this problem. 





Work Programs for Cities 
HOROUGHLY-PLANNED work 


programs are essential to sound 
budgeting. In fact, as now conceived, 
the budget is primarily an instrument 
for carrying out such programs. These 
not only permit a maximum degree of 
accuracy in arriving at the budget esti- 
mates, but can uncover many causes of 
waste which otherwise would probably 
remain obscure or hidden. They are 
also required for an effective plan of 
budget execution. 

Without work programs, depart- 
mental heads tend to base their ex- 
penditure estimates almost entirely 
upon past estimates and experience. 
This, in turn, makes the budget a rou- 
tine compilation of historical data in- 
stead of a special plan of operation 
designed individually for each year. 
Mounting governmental costs are fre- 
quently traceable to the practice of 
basing estimated expenditures prima- 
rily upon past experience. Too often 
these estimates are exceeded, with the 
result that a city tends to spend a little 
more each year without making a thor- 
ough analysis of its expenditures on the 
basis of service performance. 

Work programs thus have a special 
significance for civic groups interested 
in tax reductions. They make it possi- 
ble for these groups to analyze thor- 
oughly the anticipated cost of every de- 
partment of government in terms of ac- 
tual performance. Budget estimates of 
a municipality may not be greatly over- 
expended and budget trends may fail 
to reflect abnormalities. But there is 
still great opportunity for waste unless 
expenditure estimates are tied securely 
to the specific accomplishments antici- 
pated. 

—Tax Foundation. 





American taxpayers, both corporate 
and individual, will pay $5.9 billion 
less in federal taxes in 1946 under the 
provisions of Congress’ record-breaking 
tax-slash Revenue Act of 1946. 
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and dust off counter space for KitchenAid! 


Kxow your KitchenAid distributor? 
Yes? Then you're sitting pretty. 
No? Then you're missing the best 

bet in the field. Write us and we'll 

send you his name and address by 
return mail. You'll want quick action 
to cash in right now on the pentup 


demand for these top-quality mixers 
and unique kitchen coffee mills—and 
we'll be glad to give it to you. 

Remember, KitchenAid pioneered 
the home mixer field—has led in qual- 
ity and performance ever since. Better 
write today. 














a jtchele Hid 


The Hobart Manufacturing Co., KitchenAid Division, Troy, Ohio 
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Fly Rod Reel 


“Lord Weldon” is lightweight reel for 
fly rod. Center shaft steel bearing lapped 
and ground for free silent casting. Alumi- 





_— = — 
num frame and spool. Holds over 50 
yards of line. Single action; almost silent 


drag. Green baked enamel finish. Indi- 
vidually boxed. Guaranteed. List price 
$3.50. Immediate deliveries. Royalbilt 
Line, 1335 Folsom St., San Francisco 3, 
Cal. 


Motion and Sound 
In Counter Display 


There’s nothing better than motion or 
sound to make a display do its job of 
attracting the customer. This display util- 
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izes both, with rotating dial and “click” of 


the “Shox-Stok” fence controller provoking 
customer interest and encouraging him to 
take a folder from the handy “take one” 
rack on display. Stand also useful as a 
silent salesman in window displays. Dis- 
plays free to dealers who buy six “Shox- 
Stok.” Guaranteed Products, Wellington, 
Ohio. 


New Device Keeps 
Coolant Flow on Tool 


The “Coolant Cup” is a reservoir for 
coolant or cutting oil, which can be quickly 
attached to any lathe, milling machine, 
grinder, drill press or other metal cutting 
machine. Its purpose is to flow or drip 
fluid to cutting tool by means of a flexible 





metal hose which is quickly positioned 
and stays put. Has adjustable shut-off 
cock. Hose furnished in 9 in. length but 
is available in 12 and 15 in. on request. 
Bracket permits quick mounting and dis- 
mounting from tool post of lathe. Cup 
available in 1 or 2-qt. capacity with heavy 
cast cover. Complete Model No. 101, with 
1 qt. cup, $7.50, F.0.B. Newark, N. J. Tru- 
Punch, Inc., Box 14, Kingsbridge Station, 
New York 63, N. Y. 


Whiting Stokers 
Issues Booklet 


“How to Choose a Stoker” is the title 


of a 28-page booklet just published by 


Whiting Stokers, 11 S. LaSalle St., Chi- 


cago 3. The booklet has been designed to 
explain in non-teehnieal~language what to 
look for in the component parts of stokers. 


Free copies are available. 





Invisible Soap Tray 


Aluminum disc, the size of a half dollar, 
with three embossed feet, pressed into 
cake of soap keeps it off basin and pre- 





vents wastage and messy basin. Can be 
used repeatedly. Retails at 3 for $.10 o 
red and blue display card. Distributed by 
George Koch Son’s, Inc., 2112 Pennsyl- 
vania St., Evansville, Ind., for Victory 
Products Co., 1015 Main St., Evansville 8, 
Ind. 


Quick-Setting — 


Screwless Vise 

New Heinrich “Grip-Master” Screwless 
Vise is claimed to save much time lost in 
winding and unwinding the adjusting screw 
of common vises. Push or pull sets jaws; 
press on lever locks work in place. Built- 
in recessed parallels. Wide clearance be- 
tween jaw guides permits drilling through 
work. Removable V-jaw accessory for 
drilling round pieces available at extra 
cost. Four models list from $15 to $45. 
National Machine Tool Co., 1536 Clark St., 


Racine, Wisc. 
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Four-Color Display 


—— peer ane 


sv wits WITH... 


RAQVA 


VERBPEOOT BATTERIES 





Provides room for 26 “Leakproof” bat- 
teries. Display is 18 in. wide and high 
and is supported by an easel. Suitable for 
counter or window. Ray-O-Vac Co., Madi- 
son, Wis. 


Electrical Planning 
Booklet Issued 


For consumers, architects, builders and 
contractors, a new “Electrical Living” 
booklet illustrated in color with scenes 
from the Walt Disney production “The 
Dawn of Better Living” is announced by 
the Westinghouse Electric Corp., 200 E. 
5th Ave., Mansfield, O., for distribution 
through utilities and dealers. The 40-page 
booklet contains many practical ideas on 
planning and equipping kitchens, Jaun- 
dries and other rooms, and outlines four 
degrees of electrification according to the 
size and type of home. New ideas for 
lighting beauty and comfort are included. 
Wiring essentials are listed and discussed. 
Copies of the booklet (B-3560) are avail- 
able at 10 cents each from Westinghouse 
distributors, 


Portable Metal Cutting Saw 


ee a 






Made of cast aluminum construction and 
precision-made steel parts, it has a geared 
power drive and overall weighs only 14 lbs. 
Will make cuts from %-in. to 1%-in. round 
or irregular bars, pipe or conduit of fer- 
rous and non-ferrous metals. Cuts flush to 
any wall or surface and is held in place by 
the steel vise-jaw grip. With addition of 
an accessory, the bench-vise vase, the saw 
is readily converted into a sturdy Lench 
tool. Machine-Craft Mfg. Co., 3805 S. 
Alameda St., Los Angeles 11, Calif. 









KWIKHEAT’S 
BUILT-IN 
THERMOSTAT 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 


* LESS RETINNING NEEDED ~ 


* TIPS LAST LONGER 
* COOL, SAFE HANDLE 
* LIGHT WEIGHT 


The Kwikheat Soldering Iron 

has ample reserve power for 

your soldering jobs—225 watts 

held in check by a thermostat 

built right into the iron*—main- 

taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons)—prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 

is hot, ready to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 


#0 #1 #2 #3 #4 Gi #5 
$1.25 $1.25 $1.25 $1.25 $125 $1.25 


VANATTA 


*patented 


THERMOSTATIC SOLDERING IRON 


Sound Equipment Corp. of Calif « 3903 San Fernando Rd.. Glendale 4 Calif 











BIG SALES AHEAD 
ON MYSTIC FOAM! 


Mystic Foam is the ONLY Upholstery and 


Rug Cleaner Approved and Guaranteed by | ‘ 
GOOD HOUSEKEEPING INST, |/ 2/2t Brush Holder 


PARENTS’ MAGAZINE | A paint brush holder in two sizes, one 


AMERICAN MEDICAL ASSO | for gallon cans and a second for quarts 
‘i | and pints, fits standard cans. It provides 
No Other 


Upholstery & 
Rug Cleaner 
Can Make That 
Statement 


Nationally 
advertised in 
Good Housekeeping 
Ladies’ Home Journal 
Better Homes & 
Gardens 
Parents’ Magazine 
American Home 
Woman's Day 
Woman's Home 
Companion 
Hygela 


5 Point Promotion Plan 
Brings Immediate Profits 


If your jobber hasn’t Mystic Foam, write 
us (mentioning his name). Jobbers: Write! 
P. S. MYSTIC ZIP, the kid sister, helps you make 
two sales instead of one. 
MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 
The Mystic Foam Company, Los Angeles, Calif. 


during rains. Makers recommend it for 
treating major cracks and breaks. The 
powder, which is mixed with water on the 
job as needed, sets slowly and may be ap- 
plied with brush or trowel. Comes in 5-lb. 
packages and 25 and 100-lb. drums. Rear- 
don Co., 2200 N. 2nd St., St. Louis, Mo. 


“Tire-Trac” Provides 
Emergency Traction 


“Tire-Trac” provides traction for an icy 
street, or for car bogged down in a mud- 
hole or snow drift. Seven steel panels, 3 
by 6 in., are joined to make a two-foot 
runway. No jack or tool required. Cable 














a place to hold the brush, a wiping edge 
for surplus paint, a pallet for toning colorse 
and makes for a clean handle and clean 
brush. Eliminates damage from dripping 
paint can. Rustproof. Beugler Mfg. Co., 
1318 W. Second St., Los Angeles. 


“Giro-Prop” Toy 


= ae All metal, polished aluminum. Said to 
attain height of 200 to 300 ft. and de- 
signed so that it lands within 20 ft. of 
take-off. Individually packed in attractive 
box with one propeller. Suggested retail 
selling price, 59 cents. Operated with wind- 
| ing string. Herman M. Kruse & Associates, 
301 Forest Ave., St. Louis, Mo. 








STRONGMAN 


e 


Waterproofing for Walls 


| The Reardon Co., St. Louis, Mo., manu- 
| facturers of waterproof cement paints, an- 
nounce a new product, “Bondex Hydraulic 

H Waterproofing,” designed for stopping seri- 
‘Rope-tite” | ous leaks which occur in basement walls 
clamp holds 
line securely 


looped over bumper pulls ‘“Tire-Trac” 
along to solid ground. Folded it serves 
as wheel block. Makes firm base for jack. 
Morton Mfg. Co., 5105 W. Lake St., Chi- 
cago 4, Ill. 








| 
| 
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sistedooaad | Directional Control Feature of New Sprinkler 


GALVANIZED 





STEEL 
CLOTHES PROP 


by Ab 


by retail 


N. danger of falling 
wash! Won’t bend or snap! 
Rust-proof! Fast seller — 
most women buy three! 


KAM KAP inc. 


200 Sth Ave., New York 10, W. Y. 


| “Tri-Twirl” directional control features 
| make it uniquely different from conven- 
| tional sprinklers. Secret of its direc- 
tional control features lies in shield which 
rises from triangular-shaped base. With 
| this surface flat it throws a circular spray 
| over large area. With the shield up its 
spray covers a semi-circular pattern and 





can be used against the side of a house or 
porch. When tipped so it rests on shield, 
with base vertical, it can be used to water 
narrow strips such as boulevards, rows of 
flowers, etc. Working parts brass. 
Finished in red. To retail at $4.98. Lake 
Center Corp., 2744 Nicollet Ave., Minne- 


apolis. 
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3 Color Combinations 
In Canister Sets 


Immediate delivery is promised on a new 
line of metal canister sets by the Lauer 
Co., 546 W. Washington St., Chicago, Ill. 


Heavy gage prime plate, enameled white 
inside and out. Available in three dif- 
ferent color combinations—red and blue, 
red and green and red and black. Var- 
nished for extra durability. Sets of four, 
individually boxed, immediate delivery. 


“Mystic Foam” 
Now Packaged in Cans 


“Mystic Foam,” upholstery and rug 
cleaner, which was packaged in bottles 
during the war, is now in a new dress in a 





yellow can with blue and red lettering, 
carrying the Good Housekeeping Guarantee 
and Seal of Approval. Mystic Foam Corp., 
2003 St. Clair Ave., Cleveland 14, Ohio. 


Spreading Tool 
With a “Plumber’s Helper,” a spreading 


tool, a plumber is supposed to be able to 
spread a % in. tube to % in.; a % in. 


tube to % in. and a % in. one to % in. 


Claimed to eliminate the tedious operation 
of fitting couplings and simplify the solder- 
ing of joints. J. & J. Machine Co., 11604 
Superior Ave., Cleveland 6, Ohio. 
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It3 a 
SURE THING! 


PROVED THROUGH 
THE YEARS FOR 


RELIABILITY * UNIFORMITY 
DEPENDABILITY 


THE LENK une 


of famous soldering irons and fine meet the post-war demand the 
solders will keep retailer good- Lenk line is a lively one—and the 
will and create constant Profit. profits are as steady and de- 


Available now in quantities to pendable as the merchandise! 


Fork kkk 
MFG. COMPANY 


NEWTON LOWER FALLS 62, MASS. 


Manufacturers of Soldering Equipment Since 2919 


BURNING UP FOR A HOT ITEM? 
The FOLDAWAY Incinerator 


A PROVEN TRAFFIC-GETTER 
AND A PROFIT-MAKER! 


The FOLDAWAY all-welded incinerator has in- 
stant sales appeal. Durably constructed of heavy 
gauge metal’ it withstands high temperatures and 
retains its shape even when packed full. Scien- 
tifically designed for fast, safe burning. Attrac- 
tive enamel finish. A year round seller that moves 
like a torrent in Spring and Fall. Place your 
order now. : 

















HEIGHT—2414” 
DEPTH—18%” 
WIDTH—18%” 





| Folds flat to 37"x24"'x1'%4". Think of the saving in 
| stock space, freight and delivery costs and you'll 
| realize that there's money in this item at $2.15 
| each—retail O.P.A. ceiling. Costs you $15.42 per 
| dozen, F.O.B. Elwood, Ind. Terms 1% 10 days, 
| net 30. Minimum order—one dozen. 


| ORDER TODAY! Folded—37" x 24" x 11%" 


R. C. COX CORPORATION 


| 
| 205 W. Wacker Drive, Chicago 6, Illinois 
reo" Distributors of Monticello Wire Products 
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The 
FASTEST-SELLING 
APPLICATOR 
ON THE MARKET 


because it is practical and 
well-constructed. 






































“TEDDY” WAX APPLICATOR 


comes in two sizes 
$].00 ong $4.25 


Now put up with screw-in 
handles — one dozen in a 
box. (Handles enclosed in 
every box.) 


OTHER "TEDDY" ITEMS 
Wall Dusters 
Polishing Mitts 
Buffing Bonnets 
Winter Mittens 


(lamb's wool and leather} 


ORDER FROM YOUR JOBBER 





SEE OUR DISPLAY 
BOOTH +491 


HOUSEWARES SHOW 
ATLANTIC CITY AUDITORIUM 


ATLANTIC CITY, N. J. 
MAY 13-17, 1946 











STANTON SuPPLy Co. 
137 FEDERAL ST., BOSTON 10, MASS. 
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WHATS NEW 





| Matching Color 
Covers for Bowls 


Four large “Vinyl Film Bowl Covers’ 
have been made by Florence Textile Prod- 
ucts, 1178 S. LaBrea Ave., Los Angeles 35, 





















Cal., to match “Pyrex Ware in Color,” 
which were advertising nationally in news- 
papers this month. Covers fit different 
sized, colored bowls, from pint to 4 qt. 
Edged with unbreakable rayon elastic 
braid. Odorless, non-toxic, and washable. 
Dozen sets to box, weighs 2 lbs. $9 doz. 


| sets, 


Improved Putty 


The Landen Putty Works, Malden, 
Mass., is now supplying a putty developed 
by war-time research which is said to con- 
tain a new ingredient which was unob- 
tainable for civilian use during the war. 
Easier application, greater adhesion and 
cohesion and better lasting qualities are 
claimed for it. Maker states it will not dry 
out or become lumpy in the cans. New 
labels have been matle for the entire Lan- 
den line. 


| Whirling Sprinkler 


The Cleveland Lawn Sprinkler No. 20 
is claimed to give even coverage in a 5 ft. 
to 65-ft. circle. Whirls under all pressure 
and is said to develop a water fall simu- 
lating rain. Claimed not to stick or stall. 
Body of machined steel; copper, nickel 




































’ 


and chrome plated. Inner bearing bronze. 
Head, arms and nozzles brazed into one 
unit for strength. Base of heavy pressed 
steel with baked enamel finish. Base 9 by 
9 in.; 6 in. high. Individually boxed. 
Cleveland Vibrator Co., 2828 Clinton Ave., 
Cleveland 13, Ohio. 


Fence E rection H andbook 


As an aid to contractors, fence superin- 
tendents and others responsible for the in- 
stallation and maintenance of chain link 
fence, Wickwire Spencer Steel, 500 Fifth 
Ave., N. Y. C. 18, has issued a 40epage 
booklet. It treats on property lines, grade 
of ground, post spacing, footings, post holes 
sizes, concrete mixes, stretching, gate 
hanging and many other matters. Free. 


Swivel Stoker Scoop 


Claimed to save fuel by use in removing 
soft ash from fire bowl. Handle curved out 





of way of coal hopper. All-steel; weighs 
6 lbs. Immediate delivery promised. Lists 
at $4.95. Anderson Specialty Co., P. 0. 
Box 717, Bloomington, Ill. 


8-in-1 Instrument 


Has Multitude of Uses 


This plastic instrument combines in one 
handy gift item a letter weigher, ruler, 
magnifying glass, French curve, compass, 
protractor, spirit level and mitre. Ivory 
plastic, blue level and blue markings. 





Practical for architects, draftsmen, car- 
penters, engineers, craftsmen and handy 
men. Attractively boxed. Price $2. Parva 
Products Co., West Haven 16, Conn. 










Improved Enamel 


An improved quick drying enamel, 
“Quicé” is available in more than a dozen 
colors. The manufacturer states the prod- 
uct is a waterproof enamel giving long 
wear on wood, metal, concrete, plaster, 
wallboard or wicker. Colorful point-of- 
sale window and counter displays are fur- 
nished. Longman & Martinez, 46 Roeb- 
ling St., Brooklyn, N. Y. 


HARDWARE AGE 
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Light Weight Pump | 
Barnes automatic centrifugal, self-prim- | 


ing pumps have been completely redesigned 
to deliver more gallons at higher heads. | 
Claimed to deliver 33,000 gal. of water 
with a fuel consumption of one gal. of 

























gasoline. Light, easily portable. Recom- 
mended for irrigation, pumping-out flooded 
cellars, use in mixing concrete, farm uses, 
etc. The 2 in. model “Streak” can be de- 
livered immediately. This unit said to 
deliver 7,000 G.P.H. Has 2% H.P. air- 
cooled engine. Deliveries on the 1% in. | 
“Flash,” the 48-lb. light weight unit, un- 
predictable due to the uncertainty of gaso- 
line engines. Barnes Mfg. Co., Mansfield, 


Ohio. 











Booklet Tells When, 
How to Spray 


Pennsylvania Salt Mfg. Co., 1000 Wide- 
ner Bldg., Philedelphia 7, Pa., has pre- 
pared a new pamphlet on its three “Kryo- 
cide” products. The booklet opens to a 
9 by 14 in. chart which tells at a glance 
what garden crops can be sprayed or 
dusted with the natural cryolite-base insec- 
ticides. It tells what insects they control 
and when is the best time to use them. 









Automatic Shut-Off 
On New Hose Nozzle 


The flow through the new “Lever-Spray” 
Hose Nozzle is regulated by hand pressure 
and is automatically shut off when pres- 
sure is taken off lever. Claimed not to 
leak. Operated by one hand. For steady 
sprinkling knurled nut can be set to any 
degree of stream or spray desired and it 
can then be used as a stationary sprinkler. 












Non-rustable metal, nickel-plated and 
chromed. Internal parts of brass. Kay 
Products Industry, 310 Citizens Bldg., 





Cleveland 14, Ohio. Retails at $1.85. 
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WITH or 
WITHOUT COVERS 


ORDER NOW for PROMPT DELIVERY! 


STAINLESS STEEL 


> 


on LA 





2-3-4 quarts 


SAUCE PANS - SAUCE POTS 










Truly one of our finest metal ware! Made of heavy gauge stainless steel and special 
pluramelt. Choice of stainless steel handles, or panelyte handles. Ample supply for 
buyers who order now! 











LADLES 2-4-7-9 oz. © 


WE ALSO HAVE AVAILABLE 
ALL STAINLESS STEEL FRYING PANS 






Al 





(special pluramelt—heavy gauge). Choice of staini 
or panelyte handles. 
lameters 8'/2"' - 10/2"* 


BUTTER-CHIPS © ASHTRA 


steel h 


D 
SKIMMERS @ FORKS © CAKE TURNERS and SPATULAS 
plain or perforated @ COCKTAIL and JULEP eo ee © RACKS ¢ JIGGERS 











OFFICE: 16 East 52nd Street — Phone: Plaza 3-822 


5 
SHOWROOMS: Rooms 502-503, 1150 es — NEW YORK CITY 


FACTORY: Freeport, 


We invite you to visit our New York or Chicago Showrooms and see our exceptional 
line for home use, restaurant and hotel needs. 


FREEPORT MACHINE WORKS, INC. 


CHICAGO SHOWROOMS: Room 408 — ss weet Wacker Drive 

























Dazey De Luxe Can Openers are rolling 





always best—for quicker turnover and 


greater profits... 


Daey 


WARNE & CARTER AVES. 


off the assembly line. 
shiny—better than ever- the can openers 
American homemakers have been wait- 
ing for! Guaranteed five years. 5,000,000 


enthusiastic users. First in the field, 
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Can Opener! 
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pick a DAZEY! 






st. souls 7, MO. 






















































THE ORIGINAL 
GLASS-TOP FUSE 


A GREAT LINE 
FOR HARDWARE 


ASK YOUR 
WHOLESALER 





ROYAL ELECTRIC CO., inc. 


PAWTUCKET +« RHODE ISLAND 


makers of 
WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 


Compact Display Shows 
Flashlights, Batteries 


A compact, yet diversified “Usalite 
V-6” flashlight and battery department on 
a four-color display is offered by the 


ee 


ee ey 


YDB rtastticurs) 
& BATTERIES | 


W. 14th St., N.Y.C. Set comprised of two 
each of three flashlights and 48 cells. In- 
cluded are the exclusive “Usalite Swivel- 
head” and “Red-Head” Safety Flashlights. 


Dealer Aids 
For Lock Makers 


The Whitlock Supply Co., 17 Warren 
St., New York City 7, is offering two new 
free dealer aids. One is a full-color Wee 
Willie decal for use on windows and the 
other is repair tags which may be used on 
all repairs where return checks must be 











* CHRISTMAS LIGHTING Sets “ 


given to the customer. 


N? 31504 








ELECTRIC 
HEATING PADS 


New Improced Model 
For IMMEDIATE DELIVERY 


3 Heat, with high quality switch—size 
11 x 15. Fully Guaranteed. Individually 
Boxed. 


O. P. A. Retail... .*5.40 ea. 
YOUR Price .....%3.45 ea. 
In lots of less than 6.$3,60 ea. 








ELECTRIC IRONS 


Complete With Cord 
30-60 DAY DELIVERY 


O. P. A. Retail... .°5.65 ea. 
YOUR Price $3.60 ea. 





United States Electric Mfg. Corp., 222-228 | 


In lots of less than 6.33.70 ea. 


ORDER NOW 
For Early Delivery 








The HAROLD CO. 
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It's safest to stan- 
dardize on Safety 


Belt Hooks 
When applied, the 
binder bars lap over 
belt ends, prevent fray- 
ing, prevent hooks 
from pulling out, add 
to belt life. 


Safest because: 


Hooks are rigidly 
held in accurate 
alignment by patented steel binder 
bars before, during and after applica- 
tion distributing tension uniformly 
across the belt, maximum traction and 
minimum wear. 


Safety Belt Hooks come in sizes for all 
belts, cost no more than ordinary belt 
hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 

















5390 N. Menard Ave. Chicago 30, U.S.A. 
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P BUY | Hon. Henry Cabot Lodge's 
| Address 
ADS | 


(Continued from page 156) 


ALL ITEMS IN STOCK— 


|} a strong Army, Navy and Air | 


AAT nn SKIL 


odel 
FRY ORDER FROM YOUR JOBBER Force by the United States of | 
FOLDING AUTOMOBI America is our best defense 
ch—size = against aggression. I devoutly OF THE OLD MASTERS 
viduallly hope that we have at last learned ' AS REPRODUCED 


the lesson that your foreign policy 
is only as strong as the force in 
readiness behind it. 
The years before our entry into 
BABY SWING this war must have demonstrated 
No. 96. The will be in big de- to all of us that words and threats, 
io co this item. | Made trem bluffs and speeches are of no use 
inforeed for Font at all against a bloodthirsty dicta- 
tor. They just pay no attention to 
it whatever. Actions and deeds, 
and the potential to execute deeds 
are the only things that impress 
them. And remember that we, the 
American people, have never be-| Z 


10 ea. 
5 ea. 
0 ea. 
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PLAID 
BIKE 
SEAT 
COVERS 


Made from high-grade fibres, cloth walls 


| come involved in war because we 


were too well prepared. In this 
respect, therefore, a dynamic, com- 
petitive American industry is a 
very real protection against war 


with drawstring, cotton padded. Made for | | because it provides the equipment 
See: eee - | for our Army, Navy and Air Force 
SPRADLING'S Ine. || and because its potential, its abil- 

ST. LOUIS, MO. ity to turn out weapons by the mil- 
| lions, is a deterrent to those who 
' | would start another war. 


AN 
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Who Are the Criminals? 


You have had the question asked 
| you the way I have when you ad- 
vocate an adequate Army, Navy 
and Air Force, “Whom are you go- 
ing to fight?” And when somebody 
asks you that question they sit 
back and grin at you as though 
they had asked the $64.00 question 
HANGERS to which there is no answer. There 
Federal Specification are some very simple answers to ¢ 

Type 1825 that. One way is to ask this ques- KAYLAN CUT- 
tion, “What are the names of the f LER ocd t 
criminals against whom you main- Allesheny Lud 
tain your police force?” Nobody 
knows who they are, but we all be- 
lieve in a police force and we all 
know the existence of a police 
force can prevent the development 
of criminals. I am old enough to 
remember the days just after 
World War I, when some of us 
then were urging an adequate 
dozen pairs in box with screws Army, Navy and Air Force, and 

Order From Your Jobber people then would ask that ques- 
For 46 years Shelby’s consistent record of top quality tion, “Whom are you going to 


has earned Builder preference and Dealer loyalty. fight?” And at that ti ane vee ‘ 
THE SHELBY SPRING HINGE CO., Shelby, ee ee ae eee eee ee eee 4 

ae Sot just finished a war in which two | KAYLAN CUTLERY 
of our principal Allies were Italy | Sean 


hohlye SINCE 1696 Japan. So you just don’t know. — 


\ BUILDERS HARDWARE There is another aspect to this | 237 WOLF ST. SYRAC 


| 
Ji naeeemeenoem | matter of a free, competitive econ- | 


work will live f 
KAYLAN i: s NEW 


name in cutlery, but gen 
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WINDOW 
SCREEN 
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Made of durable wrought steel. 
For full length windows. Comes 
in Black Enamel and Bright 
Zinc finishes. Size overall, Hook 
¥%” x 2-1/16", Eye 2%” x 17%”. 


PACKAGING 


No. 77-00-3 Hanger Hooks and Eyes. Packed 
one dozen pairs in box with screws 

No. 77-00-38 Sets. Two Hanger Hooks and 
Eyes with one 114” Gate Hook and Eye per 
set. Packed one dozen sets in box complete 
with screws. 

No, 77-00-6 Hanger Eyes only. Packed two 
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Garden Cuslomers 


Our famous line of insecticides and 
fungicides are nationally advertised in 
home, farm and garden publications, 
as well as Sunday newspapers over the 
country. Your customers will ask for 
them by name, so be sure you can 
supply them 

CRABEX 
KILLOGEN 
MOLOGEN 

FUME-OGEN 
FUNGTROGEN 
TOXOGEN (D.D.T.) 

CORN EAR WORM DROPS 
OGEN ROACH & ANT KILLER 
TRI-OGEN— Dust & Spray 
Generous Markups 
Dealer Helps 
Write Today for Price-list and Trade 

Terms, 








| ROSE MFG. CO, | 


36 Ogen Bidg. 








EMBURY 


EMBURY MFG 
WARSAW. N.Y 


BEACON, NEW YORK 





omy as an agency for peace. As 
you have seen in the press, the 
Security Council of the United Na- 
tions Organization appears to be 
developing into the cockpit where 
the great powers publicly thrash 
out the world’s problems. One of 
the revolutionary results of this 
war has been the emergence of two 
super states, and when I say super 
state I mean a nation that has got 
the population, the resources, and 
the strong central government 
which enable it to wage modern 
war. There are only two nations 
that have got those three things, 
and they are the two super states, 
the United States and Russia. They 
are the only two that can wage 
modern war, by themselves. And 
so it follows that while others can 


disturb the peace of the world, | 


only we two can destroy it, and 
that a tremendous duty rests on 
both of these super states to do 
everything they can to perpetuate 
world peace. 


Russian Enthusiasm 


One of our American delegates 


at the recent conference in Lon- | 


don, Mr. Dulles, said in a recent 
speech, and I quote, “The Soviet 
leaders have strong convictions of 
their own and those 
strong conviction against com- 
promise.” That doesn’t surprise us. 


We live in great ignorance of the | 
Russians and they are equally ig- | 
It is estimated | 
that there are not more than 250 | 


norant about us. 


Americans in Russia and that 
there are not more than 2000 peo- 


ple in the United States who hold |} 
It is inevita- |F 
ble that we should be ignorant. | 
But we are beginning to realize the | ™ 
| fact that the Russians are full of | | 7 
enthusiasm for their system. for | 


Russian passports. 





Get that Screw 
ia STRAIT 


SELF CENTERING 
PUNCH 


Spring 
Action ! 


Help the carpenters build 10 million 
homes. 

Tapered to fit the hinge. 

Made of hardened steel. 

Sold thru Hardware Wholesalers. 
Electros & catalogue sheets free. 
Each doz. has a display card. 


Produced by 
STELRAY METAL PRODUCTS CO. 


SHELTON, CONN. 


Pat. Pending 





include a | 


what it has accomplished, and that | | ; 


-| thev have succeeded in conveying | 
| much of their enthusiasm to peo- 


ple all over the world. There seems 
to be an Evangelical quality, .a 
contagious quality about this en- 


thusiasm of theirs. Let me admit | | ~ 
frankly that speaking to you to- | 
| night on this night of March 11, | 
| with the International system as 
confused as it is now, I haven’t | 
got the answers or even part of | 
| the answer to the situation that | 
| perplexes us so much. We seem 
| to have gotten into a vicious circle 
| in our relations with Russia. It | 


seems to be on dead center, and 


| nothing that either of us seems to 
do seems to be right at the present | 


- f 


Here’s a big repeat item of top quality 
Diamond Points are packed in a new box which 
prevents breaking of “sticks.” They are made 
by an exclusive Red Devil process from espe- 
cially hard metal, treated against corrosion. 
Come stacked in strong sticks of 100 points each 
to fit driver. 


Two SIZES 

No. 1 Diamond Points 
3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
sticks) to o box. 

No. 2 Diamond Points 
1/2” long for No. 2 





Driver. 4,000 points (40 
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“VISIBLE” GLASS 
MAIL BOX 


NOW! IT HAS ° 
ENDURING ALUMINUM 
HARDWARE ACCESSORIES 

instead of Steel 

EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 


FEATURES 


@ Contents Are Visible 


@ Saves Time, Unnecessary Trips 
and Exposure in Bad Weather 

@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 

@ Harmonizing Aluminum 
Hardware 

@ Large Capacity, 12-in. Deep 

@ Distinctive On Any Home 


ONVENIENT 
oe oe 


ON THE MARKET 


For Quick Sales and Good Profits, the ‘Visible’ Glass Mail 
Box creates and supplies an important new year ‘round 
market on a handsome, useful new Household Specialty 
which has no competition. 
“Glass Retains Its Beauty Always” 

Profit by large postwar home building program. Don’t 
overlook this profitable business. Stock and display now. 
National advertising in leading home magazines is rapidly 
increasing the already large demand 


ORDER MODEL No. 32-Al 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 





Stop Leaks 
Permanently 


~ 


PRODUCTS 


2322 West 58th Street, Chicago, 36, II! 


MARCH 28, 1946 


| time. I am optimistic enough to be- 
lieve that that is a passing phase. 
I think there are encouraging signs. 





ments are, and that we will devel- 
op some sort of an efficient ar- 
rangement with them. Certainly 


We should hope that we will move | 
into an era where we will get to | 
know what is really at the back of | 
the Russian mind, what they really | 
fear, what their maximum require- | 


there can be no question of sur- | 


render of principle or of appease- 
| ment, or anything of that kind. We 
| must proceed on the assumption 


that it is better to be firm and defi- | 
nite and not talk too much, that it | 
| is essential to keep your word | 


| whenever you give 
| necessarily give it very often. We 


it and not | 


must proceed on the assumption | 


| that the Russians are a practical 
| people who have come along in a | 
| difficult, hard school of 
| tional relations, and who realize 


interna- 


that force is the thermal unit of | 


international politics. 


The American System 


But all of this brings me back 
to my point, that a successful, 
competitive, dynamic American 
economy is something about which 
we can and should enthuse our- 
selves. Of course, when you look 
at the performance of the Red 
Army, you can see that the Rus- 
sians have a right to be proud of 
a system which produced such 
military results, and it is believ- 
able to me that their system has 
improved their own peacetime eco- 





words. 


nomic conditions. But there cer- 


| tainly is every reason why we 


Americans should be strongly en- 





thusiastic about our system, its | 
military results in the war, its | 


material results in peace, and its 
safeguarding of those spiritual 


values which make the dignity of | 


man and give value to life. For the 
life of me I can’t see why we can’t 


develop a little contagfous enthusi- | 


| asm for our system to peoples in 
To have enthusiasm | 


other lands. 
for our system we must make it 


| work. Actions speak louder than | 
And a superbly function- | 


ing American economy will make | 


more admirers for us abroad than 
a ton of speeches. 


It will advance | 


in the most effective way possible | 
those spiritual values, free speech, | 


free worship, and the integrity of 
the individual human being in 
which we believe and which are 
still being trampled on, or which 
have never even been thought of, 


Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 


Bors * Plates * Sheets °* Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes ° Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels °* Tool 

Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants at: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 





New! A modern sure 
cure for condensation 
drip from cold water 
pipes. 
Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 


Quick, Easy to Apply 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll,enough for $4 25 
7 ft. of 14" pipe 1 “ 
Higher West of Rockies and Canada 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NeDrip Tape from your Jobber today 
J..W. MORTELL CO., 207 Burch St, Kankakee, Ill. 
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FOLDING 


CHAIRS 


Upheoistered and 
Pieia. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 





KITCHEN TOOLS 


ALL-ALUMINUM 
LADLES 





CAKE TURNERS 
STRAINERS 


METAL PRODUCTS 
Glendale 3, Calif. 


WESTERN 


5240 San Fernando Rd. 








WwooD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 

Wood Products Division 


MAINE INDUSTRIES COMPANY 
General Offices - Bangor, Maine 

















Remember When It's 


STOVES 


Oil—-Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 


DAVID B. TAYLOR CO., 


Wholesalers and Distributors 
101-103-105 Light Street 


Inc. 











Baltimore 2, Maryland 





Grow with SPAR-TEX 


QUALITY PAINTS 
Made Right! ‘Priced Right! 


THE SPAR-TEX COMPANY 


4309 Third Ave. New York 57, N. Y. 














A COMPLETE LINE 


77 car)’ Reaulaliorn 
on He Trade 


AMERICAN SHEARER MFG. C0, MATRUA, MoH 


Calf & Cow 


WEANER 





Tube Ate 
Rubber-Tired Wheels 
Friday. $12.95 flawed 

= a “tt 1A iD SE” all-purpose # ~ 
truck. Nationally known. Thou- i 
sands in use. Easy rolling 5x2” 
rubber wheels. 600 Ib. capac- 
ity.Send backexpresscollect 
if not 100% satisfied. Order 
from HANDEES COMPANY, 
Dept.140B2, Bloomington, Ill. 


Nailclip 


Precision made 
Hardened and ground 
Drop-hammer design 

Immediate delivery 


Twix Manufacturing Co. 
40-09 21st St. Long Island City, N. Y. 




















. TROY 


FILE Canes. Assures better workmenship and 
safety to user. Ft can’t «piit 


FILE CARD—cleans files, taps, and dies quickly anc 
thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 














FAST SELLERS! 


eenew - HYDRAULIC 


SELLS ON SIGHT GRAND 
STANDARD 


Jacks 
SAFETY DOOR HOLDERS 


Templeton, Kenly & Co. 
For Homes, Garages, Offices, Schools, 


Chicago (44) Ill. 
Churches, Theatres, ete. No tripping haz- 


Better, Safer Jacks Since 1899 ards! Adjustable levers for varying floor 


coverings. Solid | brass, or eadmium- plated 
steel. -R 


rubber 
shoes. 6 sizes. Bend for illustrated bulletin 
and free display offer. 
GRAND SPECIALTIES co. 
3130 W. Grand Ave., Chicago 22, Ill. 


BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users frem coast te coast 
Jabs the Animal Weans Them the 
Doing the Sucking Humane Way 
— An item That Repeats — 

SEE YOUR JOBBER 

__AUSTIN | MEG. CO., ROUND GROVE, MA. , 


YS NSHINE 
MglS 


Tree ‘ 
MADE IN U.S.A 


cHAM 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
MAVERHILL MASS 





























(HERE'S WHAT ) 
FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
la powder form... just 
nix with water and 
ase. Will not shrink. 
Sticks and stays pat. 




















Your jobber ¥ 

ean give im- 
mediate deliv- 

ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industria] users. 


Gripper Clips 


Suall and large Registered U. &. Pat. Ofies 


eines fer holding 
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GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 


The PLASTIC Repair Material 
In POWDER Form 
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CROSS 
Sterilized 











AS A NEEDLE ! 


W.W.CROSS & CO. INC. 
East Jaffrey, N.H. 














*Trade Mark Registered U. S. Pat. Off. 


Luminous—Plastic 
HOUSE NUMBERS 
eye 
catching 


NOVELTY 
APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day. Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


110 WEST 271th STREET, NEW YORK |. N 
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| in so many different parts of the | 


world. | 
So it is that the question of a 
free economy is the touchstone to 
everything, to material wealth, to 
individual freedom, and to the vast | 
deadly issue of war and peace. It | 
is no party question. It is the pos- | 
session of no faction; no manv- | 
facturer, no labor leader, no poli- | 
tician has any copyright on it be- | 
cause it involves everything which 


| the American people hold dear. 


All our people. That is what is 
needed. Just look at our recent 


| history in terms of our national 


unity. Look at the disunity in the 


| United States and in the Hawaiian 


Islands at the moment of Pearl 
Harbor. What a price we paid for 
division at that time. Then came 
the tremendous teamwork of the 
war; close unity on the home 
front, in factories, on farms and 
in the Halls of Congress. There 


| was stupendous unity on the fight- 


ing fronts, everyone selflessly 
overlooking his own personal angle 
for the common cause. Then the 
war stopped, and the unity dis- 
appeared into thin air. You see | 
what has been happening. Sup- | 
pose we had the same faith and | 
the same unity which existed here | 
before the end of the war. Suppos- | 
ing we agreed, in Gov. Stassen’s 
language, that we would, all of us, | 
champion, implement, stimulate | 
and encourage in every way that | 
we could an expanding, dynamic, 
competitive, American economic 
system of individual enterprise, 


private capital and free workmen, 


do any of vou doubt that we could 
put it across? And do any of you 
doubt that such an economic sys- 
tem would richly and generously 
reward every single man, woman 
and child in this country and be 
of lasting and growing value to 
the world? You and I know the 


answers to these questions. So in 


his innermost heart does every 
American. There need be no delay. 
There is really no excuse for doubt 
or for discouragement. Only a 
touch of the right leadership is 
required for the United States to 
resume ifs onward march, for af- 
ter all it is our free competitive 
economic system, interwoven with 
our free political system which | 
preserves our sources of inner | 
spiritual strength and which has | 
made America the great oasis in | 
our modern world Sahara and has | 
made it the hope of humanity | 
everywhere. 


VICHEK 


Sereu 


handle here shown. 


All give a good. smart 
appearance which 
helps sales. And they 
perform as well as 
they look which brings 
repeat sales. 








recognized standard 
of value. 


rue VLCHER 


TOOL COMPANY 
3001 EAST 87TH STREET 
CLEVELAND ‘4, OHIO 


| They are the tops—a 
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WING NUT ASSORTMENT 
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240 PIECES 
6/32 to V2 Galv. 3/16 and '/s Brass 


Another popular assortment for 
the hardware merchant. Compact 
stock, complete assortment in col- 
orful counter-dispensing packages. 
All fast-moving items with long 
profit and small investment. 


Quick Refilis Available 
Order Direct or 
From Your Favorite Jobber 


Shavone Gul and Scheu Co 


BOSTON 10, MASS, 














SIEBRING 


Hi Speed 


CULTIVATOR 
SHIELDS 


F/T ANY 


Standard 
Make of 
Cultivator! 


Enable HIGH SPEED CULTIVATING 


Cultivating speeds of 15 +0 18 milco an hour ove 
practical even the first time over corn or soy- 
beans. Protects me perfectly .. 

is wet. Prevents any dama ~~ 
one up or large clods. QUICKLY in- 
make To poner too. EASILY 


- even — 


diate delivery NOW! 
wrought pen. immediate pre 4 NO 


GYELLUIC MiG. co. 
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| be had in 
| wholesalers and retailers but after 
| this catch as catch can period of 





E. C. Erwin’s Address 


(Continued from page 157) 


financing, service or sales promo- 
tion. Add to this list of inexperi- 
enced established dealers the host 
of returning veterans, “assistant 
managers” and truck drivers, who 
almost drool as they look at the 
luscious green grass beyond the 
“specialty fence” and have a gleam 
in their eye as they speak of it, but 
who become fish-eyed and annoyed 
when asked how they expect to 
treat with some of the basic facts 
of sound retailing. Add these up 
and any wholesaler can quickly see 
ahead a tremendous task of train- 
ing and education. 

A good wholesaler is one who 
looks beyond the signing of a gold 
encrusted, deckle-edge franchise 
and of making an allotment from 
his next shipment and sees a clear 
responsibility in helping chart the 
retailer’s operation along the right 
lines. 

I do not see how a wholesaler 
can expect to be successful unless 
he assumes such a responsibility, 
for in the dog fight, which will 
surely come when production in 
this country reaches capacity, only 
the properly financed, well trained 
and well posted dealer may expect 
to survive. 


Profits to Be Had 


It is my belief that profits are to 
“specialty lines” by both 


merchandising has passed to earn 
those profits, both groups may not 


expect to handle automatic wash- | 
| ers as they would galvanized tubs | 
| or vacuum cleaners as they would | 
On the contrarv | 


mops and brooms. 
in order to profit from the sale of 


“specialty lines” I think that “spe- | 


cialty handling” is vital. 


Changes in state laws, providing 
rights, benefits, and privileges to vet- 
erans, members of the armed forces, 
their dependents and their organiza- 
tions were made by 46 states during 
1945. 


It has been estimated that hidden 
taxes consume $26.23 from a monthly 
salary of $200. That’s not counting the 
taxes that are boldly out in the open! 


CHARCOAL 


A useful, attractive can sell 
easily. Steel pron oy finish with 


foiding features for bility. Used any- 
where—backyards cnics, camps, hunting 
trips. Finest Soot barbecue for its price 


on the market. 
Retails For $19.95 


FAST 
SELLING 


PORTABLE 


HMP PRODUCTS CO. 
P. O. Box 407, Evanston, Ill. 














Another Paneioeh Feature 


WINGED-BOLT CATCHES 


Extra-long throw of sliding bolt moving 
parallel with door assures perfect opera 
tion at all times regardless of ordinary 
swelling or shrinkage of door. Improved 
precision winged-latch bolt mechanism 
(Pat. No. 2,233,278) is made for lifetime 
service and requires no lubrication for 
smooth, positive action. Reversible — 
easily applied to right hand or left hand 
doors up to 1%” thick. Two strikes in- 
cluded for flush or overlapping doors and 
for under-shelf application. 
Ask Your Jobber! 
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HEAVY DUTY POCKET KNIFE, ONE BLADE 
$7. Dez. 


AIDACO 
5 INCH — suases'?*** 
GSSE 
sito iis 00 18.00 
Per Dez. Per Doz. Per Doz. 





* BLADE $#300—S15. 00 PER DOZ. 
Terms: 2% Cash Net 10 Deys 
We Guarantee money back Hf Merchandise 
Proves unsatistactory upon + ~y- 
if material is unavailable, we reserve the ri 
substitute equal or higher cost merchandise of o similar 
asture at Ne Extra Charge 


BERNARD _ GOLDWEBER 


1133 re... how line 10, N. Y. 
WAtkins 9-6693 
WHOLESALERS’ INQUIRIES SOLICITED 

















y 


4 


| GAL. 


CAPACITY 


Complete one gallon fountain. Crystal 
glass jar with 434" dia. mouth for easy 
cleaning, threads solidly into heavy gal- 
vanized pan. The finest and fastest sell- 
ing chick fountain on the market. 


Retails at 60¢ each. 
Dealer's cost $4.80 per doz. 
Order from this ad. 
Available in any quantity 
THE NATIONAL IDEAL CO. 
914 Summit St. Toledo 4, Ohio 
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Geoffrey Baker's Address 


(Continued from page 160) 


concerns near where they are lo- 
cated. 

(9) The program for pricing in- 
dividual products for industries in 
an over-all profit position, was lib- 
eralized to aid production. 


(10) A program for decontrol | 


was developed and put into effect. 


To date, products with annual sales | 
of about $5,500,000,000 have been | 


decontrolled. 


(11) Adjustments for industries | 


affected seriously by sharp drop in 
war orders were authorized. 

(12) Adjustments are being pro- 
vided for reconversion industries 
when they get current cost experi- 
ence, or earlier when they have high 
and continuing “bulge” reconver- 
sion costs causing hardship. 

The above facts indicate that 
OPA regulations do make provi- 
sions for widespread individual ad- 
justments, from which great num- 
bers of individual firms and 
landlords have obtained and are ob- 
taining relief. 

These facts speak for themselves 
—it is imperative that you under- 
stand them—you have at stake as 
distributors cost stability for your 
planning and inventory protection 
—in supporting price control dur- 
ing this dangerous period you are 
recognizing the economic facts of 
life and paying premiums on a 
form of business insurance vital to 
your operations. 


Is It Necessary? 


While all this work was being 
done, there has been, nevertheless, 
an increase of recrimination by va- 
rious groups in industry and else- 
where. It has now reached the stage 
of white-hot fever of accusations, 
much of which has merely served 
to submerge the facts. Since we 
believe it vital to you and all the 


rest of the country that we continue | 


to operate, especially during the 
next six to eight months when: 
(1) Production is not yet ap- 
proaching demand. 
(2) When manpower and mate- 


rial shortages will not be totally | 


relieved. 


(3) When lower bond and tax | 


deductions add to _ purchasing 
power. 


(4) When wage'levels and em- 


ployment remains high. 
It is absolutely essential that you 
know whether price control is real- 








The Rest ate 
BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Prooucts Co. 
Marengo, Illinois 








Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 

















ly the villain of the piece as it has 
been portrayed. It all boils down to 
one question—‘“Is price control nec- 
essary, or isn’t it?” If you consider 
that it is not, that’s one thing—if 
you agree with us that it is a ne- 
cessity, although a distasteful one 
to American economy, that’s some- 
thing else again. 


Know Your Facts 


No matter what your personal or 
industry-wide opinions, please make 
sure of your facts before you criti- 
cize. One irate gentleman asked 
what we were going to do to get 
out of the way of clothespin pro- 
duction, price controls were a detri- 
ment, etc.—clothespins had, at that 
time, been out from under control 
for a long time. In a recent Con- 
gressional hearing the question was 
asked—“Is it true that production 
of building materials is one-fifth 
of what it was before?” The facts 
are that, with the exception of ra- 
diation, production of major build- 
ing materials is at least 75 to 80 
per cent of the 1941 production. 

It appears to be the easiest and 
most fashionable thing to do to 
criticize OPA. We’ve been the 
whipping-boy for a long time now 


—long enough that it doesn’t hurt 
us personally. However, such criti- 
cisms are irresponsible and cast re- 
flections on our integrity—we do 
object to that. (Rest assured that 
we’re as anxious as anybody to get 
away from the whole thing—lI, per- 
sonally, have devoted four long 
years to this work in wartime 
Washington, which in itself is no 
picnic, and I’m looking forward to 
the day that I can be a civilian 
again.) Such criticisms do no one 
any good. No man has the right to 
be irresponsible in matters such as 
these—he has the right and the 
moral responsibility to offer such 
constructive criticism as will assist 
those of us who are trying to do 
this job, to do it in a way that will 
be of benefit to all. 

We have experienced business- 
men in all our top jobs—they are 
all capable men but they cannot do 
this gigantic task alone. They need 
your help and you must be patient 
—there can be only so much work 
done by a given person in a given 
length of time. The Government 
has been put on a 40-hour week, but 
it’s a rare Saturday when you don’t 
see the cars parked in every direc- 
tion outside our building. We work 


nights till all hours, take the paper 
work home and, in general, drive 
our families completely crazy be- 
cause we do nothing but eat, sleep, 
drink and live OPA. We think it’s 
that important. What we must do is 
to convince you that it’s important 
—in the end, we are all consumers 
and it is the consumer and the dis- 
tributor, mainly, who will take the 
licking if price controls are re- 
moved too soon. 


If you hold your War Bonds until] the 
post-war tax rates are in effect you will 
benefit from a lower income tax rate 
on them. 

* * * 

Financial condition of state unem- 
ployment ‘compensation funds has im- 
proved considerably during recent 
years, having reached a total of nearly 
seven billion dollars at present com- 
pared with less than two billion dollars 
in 1941. 
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aren THINGS THAT STICK GR SQUEAK 


DOOR-EASE 1g 


Stenless Stich Lubrwcant 
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stele) 7.413 
STAINLESS STICK 
LUBRICANT 

tows jrawers doors 

tops binding sticking 

king. Nothing else like it 
Attractive 3 Color 
Display with 1 Dozen 
Sticks per Display. 


Sells for 10¢ @ stick 


a ae 


meu? TRIPLE ACTION 


ADVERTISED DRIPLESS, prc 


LUBRICANTS NEEDED IN EVERY 
HOME, 


OFFICE AND SHOP 
Colorful Action- 
Compelling Displays 

CONSISTENT PROFIT PRODUCERS 

That Sell on Sight 
Onder Today ! 
FROM YOUR JOBBER 
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AMERICAN 
DRIPLESS OIL 


Penetrates, lubricates, rust 
roofs Won't drip at 
200° F. Won't gum at 
20° F. A stream or a drop 
New 3 Color Display with 
Each 2-Doz. Dealer Carton 
Sells for 25¢ a can 
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FEDERAL 


Vz : . 
HOUSEWARES 


Looks complicated, doesn’t it! Well — we’re 
only joking, of course, about the “old pro- 
fessor” and his brainchild — but it’s no joke 









about the complications we encounter in 
trying to increase our production of FEDER- 
AL Practical HOUSEWARES. Too many 
inter-related factors over which we have no 













control! That’s why — for the present — all 










we can do is to keep on trying ... doing our 






Wns”: 
os 2 Pq) d) 


as 


best. Our one aim, you may be sure, is to help 

you in every possible way! Federal Tool Corp. 

400 North Leavitt Street, Chicago 12, Illinois; 
. . 200 Fifth Avenue, New York; Terminal Sales 
“‘He’s trying to develop a new machine that will speed up production Building, Seattle, Washington. 
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of Federal Practical Housewares! 
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SHOCK ABSORBER 


Enclosed Neoprene Cushion auto- 
matically adjusts the SWING-A- 
WAY CAN OPENER to any size 
or shape of can. This feature, 



























RETAILS coupled with the SYNCRO-MESH- 
% Oo 9 GEARS (patented) gives a floating 
2 knee-action, pressure that results 
in smooth, even cutting every time. 

($2.25in Far West) When talking can openers, ex- S 


plain this point of superiority to 
your customers. 












FRANK McCABE 
Says 

A 1946 Model SWING- 

A-WAY is better than 


the best pre-war 









Can Opener that 






was ever made. 





““Syncro-Mesh-Geared”’ 
CAN OPENERS 
SWING-A-WAY STEEL PRODUCTS, 1439 Merchandise Mart, Chicago 54, Ill. 
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This jovial fellow is on our payroll 
—but he’s working for you. He is 
the registered trade mark of JUICE 
KING home juicers, and stands for 
superior quality in materials .. . 
workmanship .. . design. He is your 
assurance of fast turnover and a pro- 
tected profit — your customers’ war- 
ranty that they are securing the fin- 
est home juicer made. NATIONAL 
ADVERTISING on JUICE KING 
appears in Ladies’ Home Journal 
. . » Good Housekeeping .. Better 
Homes & Gardens. 


These important features con- 
firm JUICE KING'S leadership: 


1. Single Stroke Handle. 2. 
Juice-All Strainer. 3. Deep- 
Well Cup. 4. Interlocking Cup, 
Strainer and Base. 5. Steel 
Handle. 6. Open Design. 


o— 


NATIONAL DIE CASTING C 


Touhy Ave. at Lawndale, Chicage 45, Iilinsis 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 


| of, May 15-17, 1946, inclusive; convention 


and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 


| Charlotte, Charlotte, N. C. Sally Couch 


Masten, 118 E. Fourth St., Charlotte, N. C., 


| is acting secretary. 


Eastern Hardware Golf Association, 


| annual tournament at Shawnee Country 


Club, Shawnee-on-Delaware, Pa., May 23- 
25, 1946. H. L. Gilliam, Wood Shovel & 


| Tool Co., 30 Rockefeller Plaza, New York 
| 20, N. Y., is treasurer. 


| Hotel, Orlando, Fla. 


Florida Retail Hardware Association, 
May 13-14, 1946, Anglebilt 
William W. Howell, 


convention, 


| Waycross, Ga., is secretary. 


Georgia Retail Hardware Association, 


| convention, May 7-8, 1946, Ansley Hotel, 


Atlanta, Ga. William W. Howell, Way- 


| cross, Ga., is secretary. 


Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 


| Flo English has her headquarters at the 
| Hotel Pennsylvania, New York 1, N. Y. 


| La. 





Louisiana Retail Hardware Associa- 
tion, Inc., annual convention, June 10-11, 
1946, at the Bentley Hotel, Alexandria, 
Mrs. David O. Mansfield, P. O. Box 
1696, Jackson 113 Miss., is acting sec- 
retary. , 

Mississippi Retail Hardware and Im- 
plement Association, Inc., annual conven- 
tion, June 3-4, 1946, at the Hotel Buena 
Vista, Biloxi, Miss. Mrs. David O. Mans- 
field, P. O. Box 1696, Jackson 113, Miss., 
is acting secretary. 

National Retail Hardware Assn., An- 
nual Congress, June 2427, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 

Triple Mill Supply convention, May 
6-8 inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and The Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, is general manager of the 
American association; Henry R. Rinehart, 


505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 


Total Twenty-six Billion 


E CANNOT get rid of all war 
expenditures until at least July 
1, 1947, and perhaps not for another 
year. Some of these aftermaths of war 
expenditures can properly be added to 
the public debt, but every one should 
be concerned about the permanent 
projects which we are asked to indorse. 
If we adopted to-day everything that 
the President has recommended, it is 
hard to see how we could get the bud- 
get below twenty-six billion dollars. I 
have always estimated the post war 
Army, Navy and Air Force at six bil- 
lion. They seem to want about nine 
and a half billion. Veterans will cost 
at least three billion. At present indi- 
cations the budget would look like 
this,—Navy three and a half billion, 
Army and Air Force six billion, Inter- 
est six billion, Agriculture two billion, 
Veterans three billion, Public Works 
one billion, General Departments (with 
increased salaries) two billion, Social 
Health and Welfare one and a half bil- 
lion, Amortization of Debt one billion, 
—total twenty-six billion. 
—Rosert A. Tart, 
Senator from Ohio. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 212) 


1—Answer. $60,000 sales volume re- 
quired at 30 per cent margin to cover ex- 
penses of $15,000 and the profit of $3,000 
representing 5 per cent of sales. 

2—Answer. The $1.95 roll price is 11.4 
per cent increase over the 10-ton price. 

3—Answer. Total depreciation $920. 
“A” truck depreciation for two years is 
$320; “B” truck depreciation for three 
years is $600. 

4—Answer. Finance charge is 6 per 
cent of $60 or $3.60. 

5—Answer. Margin on selling price is 
46 per cent. Cost of 7 doz. is $9 (1 case 
free) ; selling price of the 7 doz. is $16.80. 
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“SPEE-DEE” Fabric Cement 


now on the market, is used for repairing all 
fabric and canvas goods including clothing. 
It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 

Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


| tg wes ts hee see —— 
with anufacturers of "Spee-Dee" Products 
che RUBBERMAID OWOSSO, MICHIGAN 


BATHROOM COMBINATION 


When they ask for a bathtub mat, suggest a 

toilet top tray to match . . . and vice versa. 

The combination is a natural for double sales! 

Try it! | 

They're available in popular matching colors | 
| 











that harmonize with any color scheme. And 
your women customers will like that. 
Of course, you c-a-n sell each separately, 


ALWAYS 
but why write up one sale when you could 
make two? ] N 


Rubbermaid Houseware actually outlasts 


similar items made of natural rubber, 4 to 5 Ss iz A 5 oO N 


times. A new synthetic rubber specially de- 
veloped for Rubbermaid products gives them B ECAU SE 

greater re sistance to soap, grease, “heat. and a 
water. 


4647 
This complete line of high-quality houseware 
is constantly backed up with hardselling 
national adve ‘rtising to your customers. Re- 
member, women look to Rubbermaid for the hae Soa Wany User! 
¢ 


finest in rubber houseware. It’s a profitable 
line for you to handle. FOR BLACK LEAF 40 sells steadily because it has so 
Poultry many uses. Gardens, both flower and vegetable, 


Gardens need BLACK LEAF 40 to protect them from 


| Drench for Sheep 
- d Goats aphids and other soft-bodied sucking insects. 
ne Every poultryman at times needs the product to 
. a destroy chicken-lice and feather-mites. In proper 


Shrubs combination it ts used to control stomach worms 
HOUSE WARE in sheep and as a dip for ticks and scab on live 


We Advertise It stock. Most farmers and gardeners can use 
.. « You Sell itl BLACK LEAF 40—hence are prospective customers. 


THE WOOSTER RUBBER COMPANY Tobacco By-Products & Chemical Corp. Incorporated 


Louisville 2, ° ‘ Kentucky 











WOOSTER OHIO 








They Look for the Leaf on the Package 
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REACHING 
000,000 READERS THROUGH 


20, NATIONAL ADVERTISING 
' ONE WALKER with Everything Your Customers Wants! 


with FEATHERWEIGHT TOUCH 


First!—_with permanently installed 
metal folding foot boards. First!— 
with roomy rear trunk for bottles, 
etc. First!—with streamline design. 


PLUS 


Other important 
sales features 
and sales-get- 
ting dealer aids! 











PORCELAIN PLANTERS that just SELL and 
SELL and SELL! 


Baby Shoe Planters 
Blue, with Handpainted 
Pink Shoelaces and Gold 
Eyelets. Tan with Hand- 
painted Brown Shoelaces 
and Silver Eyelets. 


RABBIT 
PLANTER 
In 3 colors, Green, 
Tan and Royal Blue. 


No. 4224Z. $10.80 per doz. pairs 


Sold assorted only. Packed: | doz. pairs, 
3 ins. high. 12 Ibs. to the doz. pairs. 


Donkey Cart Planter 
Decorated in Two Colors, 
Brown and Black. 


No. 4436Z 

$3.60 per doz. 
Packed: | doz. asst. I!/2 ins. 
high, 1'/ ins. deep. 6 Ibs. 
to the doz. 
Be sure to send for our Complete 
Set Z of GIFT GOODS. We have them from $1.80 per doz. to 
$90.00 per doz. All big sellers. 


LEQ KAUL “aon 


No. 4482Z 

$3.60 per doz. pieces. 
Packed: | doz. in asst. colors. 
4'/2 ins. high, 4 lbs. per doz. 





333-335Z 
South Market St. 
Chicago 46, Ill. 
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WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 


HAND DECORATED 


HE war is won!...now 

... product by product, 
White Cross Electric Table 
Appliances are marching 
back, greater than ever. Now 
available are the smart, con- 
venient, gas or electric, wide 
or narrow neck Coffee-Vac 
models shown above. 

These efficient and luxuri- 

ous coffee-makers come to 
you in eight cup size only... with platinum banding 
--.wide-neck models complete with hinged decanter 
cover and double-purpose top cover with funnel holder 
of attractive, durable bakelite ... Specially designed 
features insure tight seal and perfect vacuum. Full-flavor, 
full-strength every time. »Clean, easy, fast filtration... 
THESE ARE NOW AVAILABLE! 


NOTE: Narrow-neck models are similar to 
those illustrated above—but less decanter cover. 


* * 


WHITE CROSS Preview 


As materials and facilities become available, White Cross will 


offer an all-star production including our best “‘performers’’! 
THE AUTOMATIC POP-UP TOASTER 
HIGH SPEED HOT-PLATES 
1000-W LIGHT-WEIGHT AUTOMATIC IRON 
WAFFLE IRONS—SANDWICH TOASTERS 


..-And many brand new products for greater convenience, service 
and freedom for America’s homemakers. 


* 
White Cross Delivers the Trend of Tomorrow... Today! 
LEADING JOBBERS EVERYWHERE 


NATIONAL STAMPING & ELECTRIC WORKS 


2220 WEST LAKE STREET ° CHICAGO 24, ILLINOIS 
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- Show Them How 
CHICAGO LOCKS 
Lock BOTH SIDES of Shackle 


—and you'll make a 


Quick, Easy Sale 


Every time! You bet—for when 
customers SEE the “Double 
Locking — Double Security" 
CHICAGO Locks give them— 
they buy on sight! Investigate. 
There's a “CHICAGO” 
Leck for Many Needs 


Padlocks. ‘‘Ace’’ Locks, Cylinder 
Locks, Single, Double Bitted Locks 


As manufactur- for Burglar Alarms and Airplanes. 


ers of Royal Gas 
Radiant Heaters 
we are supplying 
our distributors 
on a fair and * 
equitable basis. i = Drawer Lock No. 1970 


Cut Open View, Actual Size Shown Half Size 
Zone 14 














PLEASE BE PATIENT—THEY ARE 
DOING THEIR BEST UNDER CHICAGO LOCK CO. ecto 
EXISTING CONDITIONS. 


CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, TENN. 














QUICKE the new When You Are Looking 


HAND CLEANER § |For a Certain Product 


that removes GREASE, GRIME, PAINT 
without the use of water! 





and only the trade-name is known— 
look in the General Directory Section 


of the “WHO MAKES IT?” Number 








Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire representa- 


hich CLEANER 1, tives. 


. ” TRY IT YOURSELF! 


Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street, New York City 


Your Name 
Address 





of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged aphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 


100 East 42nd Street, New York 
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EE (co Horibf, Omen 


Pca comps gut IS BACK AGAIN’ 


line-driven generating 
plants have earned a 
reputation for highest 

















efficiency and depend- DISCONTINUED at the beginning of war be- 
ability. cause of the critical shortage of ingredients, 
this popular adhesive is again available in 
oan Units from 500 to new and improved form. 
~ 10,000 watts—station- Here's what it can do for your customers in 
line POWER PLANT ary or portable—AC tough jobs around the house, school, or office. 
os Model BLA-6N Dc—f 
anes. Sputtantien 500 watt. $1 30.00 or or every use 
aad 6 voit 100. watt in homes, on farms, in 


f.e.b. Chicago mines, on t j hi 
on construction jobs, Bonds a Wide Variety of Materials 
PINCOR in repair shops and in- Such as: 
LAWN MOWERS 


Hand and Power dustrial plants. Wood Fabric 


ELECTRIC HEDGE TRIMMERS ; Wallboard Leather 
POWER PLANTS Write for catalog today! Plaster Felt 


Dept. HA-2 Concrete Canvas Pape 

















Metal Linoleum 


PIONEER GEN-E-MOTOR Plastics Sheet Rubber 
oo ATION Glass Painted Surfaces 
Enamel Foil Etc. 


544 WEST DICKENS Ave 


BUY BONDS 


WITHSTANDS SHOCKS—Won’t crack loose. Keeps 
joints flexible—absorbs shocks and expansions of widely 
dissimilar materials that crack ordinary “brittle” ce- 
ments. 

RESISTS MOISTURE— Makes heat- and moisture-resist- 
ing bonds in bathrooms, kitchens, etc. 

CLEAN AND EASY TO USE—Does not stain or dis- 
color surfaces—it’s white! Noninflammable too! And 
since no heating is required, it’s quickly and easily ap- 
plied. 


- 
. A tA 7 ORDER YOUR SUPPLY of Casco Flexible Cement from 
your jobber’s today—with each attractive 6-tube carton 
you get a FREE supply of folders. 
NOZZLE mr? 


Also available in 2-pint, pint, 
quart, and gallon sizes. 





44 
At 


“Dixie”’ Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 
ately priced. The ‘‘Dixie’’ is one of a complete 
line of Nelson Noz- 

zles. All Nelson ——— 
sprinkling equip- 7 Fine ae Sees 
ment is sold only ES aaa 
through Hardware —— 


Jobbers. 


MFG. CO. 350 Madison Avenue, New York 17, N. Y. 
PEORIA, ILLINOIS ; DIVISION OF THE BORDEN COMPANY 
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GREAT NEW DISPLAY RACK 


Sells the New Minute Mop Line of 
Cellulose Sponge Household Cleaning Aids! 


® Toi-La-Kleen Brush 
® Bath Brush 
® Window Brush ® Wash Stand Brush 


And the Nationally-Known and Nationally-Advertised 


MINUTE MOP AND DRAINER 


Customers won't pass up the popular, labor-saving Minute 
line of Du Pont Cellulose Sponge items so attractively dis- 
played. Install this striking, sales-exciting display and these 
items virtually sell themselves. Each one specifically de- 


® Soap Bank 
® Dish Mop 


signed to ease a particular house-cleaning chore, is con- | 
veniently arranged to catch the eye—to stop your cus- | 


tomers and get their buying urge to working fast. 


A Sure-way EXTRA PROFIT-maker! 


“Minute Mop" is a famous name nationally advertised. When you 
introduce the complete, new Minute Mop line of drudgery killers you 


tie in real reputation with real, multiple sales appeal. That means | 


nothing less than rich, steady, extra profits to you. 


Set Up the New 
Minute Mop Display 
in Your Store 


DEPARTMENT STORES: Get this hand- 
some, sturdy sales-builder to work for 
you right away. Base measures only 15" 
x 16". Hardwood natural finish. Simply 
drop us a penny post card conned 
full particulars about Minute Mop's great, 
powerful merchandiser. You'll be way 
ahead In istentl pandi > 
So hurry—write today! HARDWARE DEAL- 
ERS: Ask your jobber for a smaller rack, 
available free with a 78-plece assortment. 


MINUTE MOP CO. 


17 East 23rd Street 
Chicago 16, Ill. 


eat) 


ew : 
‘soe * | ] 


ES 
"a 





_ 4 


Beautiful 4¢4-Coler Litho- 

— Backet Card Free on 
equest. 

Feature Minute Mop and 

Drainer with the appealing 

Bucket Card furnished free 

upon request. Write today. 
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MONROE 
Acclaimed The Finest 
From Coast To Coast 


Acclaimed by thousands as the HOTTEST 
HEATER line at the Chicago Furniture 
Show. You too will agree that MONROE 
Heaters, with their striking beauty and 
outstanding quality are the Heaters for 
you to sell. Modern MONROE Vented cir- 
culating Heaters will make available to 
your customers the !uxury of gas heat at 
a@ cost comparable with coal or oil. Un- 
rivalled gas economy resulting from the 
unique design of the Super Warm-Flor 
Radiant f G ter Burner make MONROE the choice of the 





| L.P.G. user as well as those using other gases. 


Famous Gasmaster Burner 
Orifice Inside Bell 


(Protected from damage) 
Monroe” Designed Valve 
(Precision and quality) 

Interior Baffles 

(Even flame distribution) 
Blue Flame Pilot 

(Light it once a year) 
More and Higher Ports 

(For perfect combustion) 


Beveled Crown 

(Better secondary aeration) 
Larger Air Bell 

(Abundant primary air) 
Horizontal Orifice 

(Dirt or Dust won't clog it) 


Let These Sales Features 
Increase Your Heater Volume 
®@ Automatic Lighting 


®@ No Moisture Problem 
@ A.G.A. Approval for L.P.G. 


Depth 


© Ultramodern Styling 
@ Abundant Radiation 
@ Warmer Floors 


Model illustrated is MRV-65, 65,000 B.T.U., Height 35", Width 33/2", 


| 203%4"". Other vented models in 45,000, 30,000, and 20,000 B.T.U. capacities. 


Also unvented Kool-Kabinet models. 


DEARBORN MONROE CO.  oivision oF vearsorn stove co 


3256 MILWAUKEE AVE., CHICAGO 18, tht San rates: 








SELL HEATING EQUIPMENT 
PROTECTION ON A TRIPLE 
PROFIT BASIS 


Every home is a market for these three items -— 
check this short list and convince yourself. 


1. AMEROID BOILER STOP LEAK —permanently 
stops all ordinary leaks and cracks in steam and hot 
water boilers below the water line—harmless to all types 
of metals. 


2. AMEROID HOME BOILER TREATMEMT — 
cleans rusty, dirty heating systems—steam or hot water 
—a quart can does the trick. Larger packages for 
apartment houses, hotels, etc. 


3. AMEROID FUEL OIL TREATMENT —teops fuel 
oil systems clean by eliminating sludge and carbon de- 
posits from nozzles, strainers, and coils—saves fuel and 
improves combustion. 


Write for the full story on these fast-selling prod- 
ucts today—your profit is high—purchase cost is low. 


Manufactured by 


E. F. DREW & CO., Inc. 

15 East 26th Street . New York 10, N. Y. 
Chieage: 919 N. Michigan Ave. « Boston: Chamber of Commerce Bidg. 
Distributed by 
R. T. Weil, 277 Broadway, New York 7, N. Y. 
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SG. 


- Depth 
acities. 





LOOK TO 


For Precision Wire Hard- 

ware, Cotter Pins, Plumbers’ 

Specialties, Flat Spring Keys, 
Riveted Keys, etc. 


a 
CONTACT YOUR JOBBER 





























BRIGHT «2 BRASS 


WIRE GOODS 


| HINDLEY MFG. CO. 60 Jovn St, Valley Falls, R.. HH 





Salt and Peppers 


“Always Seasonable” 
Colorful, molded plastic, light and dur- 
able, in a choice of bright hues, Modglin 
Sale and Peppers yield a long profit and 
greater customer satisfaction. Give 
them a display near your cash 
register, and see how the 
two work together. 


Note Newly 
improved 
Base Design 


high 


| Madge ‘UNDIE- PINS” smoot cone 
Bsn: Mark Reg. — of lasting 
value. 


SEND FOR CATALOG describing other profit-makers from the 
+ makers of Modglin Combs and other molded plastic items. 
se! Or See Your Jobber! 


MOLDED PLASTIC PRODUCTS 


3235 SAN FERNANDO ROAD: LOS ANGELES 41, CALIFORNIA 
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FEATURE THESE 


RUBBER ITEMS 


From one of the fastest selling, fastest growing rubber 
houseware lines in the country. 


Aso RENTS 


RUBBER BATH MAT 


Fine quality bath mat at a popular price. 
Husky, durable synthetic rubber. Liberally 
sized 1334 x 23. Can also be used as a pro- 
tective mat in shops, store floors, etc. In 
green, red or black. 


RUBBER DRAINBOARD MAT 


A “must” in every kitchen. Long lasting and 
serviceable. In green, red or black. 


se 
Retsil §~—- SPONGE RUBBER SEAT CUSHION 


Year-round staple. Very soft sponge rubber. 
A husky, durable seat cushion. 


IDEAL RUBBER CO. 
200 FIFTH AVENUE, N. Y. 10, N. Y. Date 


Please ship us via 


doz. RUBBER BATH MATS..... , ($1.09 Retail) 
doz. RUBBER DRAIN BOARD MATS ( .75 Retail) 
doz. SPONGE RUBBER SEAT CUSHIONS ( 1.98 Retail) 

Store Name 

Address..... 

Buyer's Signature ‘ Dept. 


285 




















~—- PRODUCTS 
CRACK 
FILLER 
FILLS HOLES 


Cracks, etc. 
in Wood-Stone 
5 oz.-1 tb. 


CONSUMERS GLUE CO. 


BRUSH CLEANER 
si 


WAX REMOVER 





Oo F 


Manufacturers Of 
PATCHING PLASTER 


WALL SIZES 
PAINT AND VARNISH REMOVER 
1515 HADLEY ST. LOUIS (6), MO. 


MERIT — 
TIGERGRIP 
Linoleum Paste 
Ready for use 
THE OLD 
RELIABLE 











HERE’S A REAL 
SPRING FEATURE! 


KEES SCREEN DOOR GUARDS Witte 

Yes, Kees Screen Door Guards are a universally popular eeller 
every spring. They protect screen cloth against pushing, 

out, and pulling loose. ae to fit doors up to 36” wide. 


Distributed Through Wholesale Hardware Trade 


A PROFIT MAKER 


ALL METALS 


SUPERIOR LABORATORIES + Grand Rapids 4, Mich. 














ELL ee 


PAINT & VARNISH 
REMOVER 


THAT MEETS 


U.S. GOVERNMENT 
Specification TT-R:251 


THE SHEFFIELD BRONZE PAINT 
RP Cleveland, Ohio 





BENGAL’S PURE TINTING 


COLORS-IN-OIL 


LOW PRICED TO DEALERS 


We aim to keep BENGAL’S Colors-in-Oil the 
finest colors in America. High tinting strength, and 
true tones. 

Priced very low, because of our mass production. 
Attractive labels. Prompt shipment. In \%-pints and 
quart cans. 


FREE 


Jobbers—Write for special offer 


BENGAL CO., 214 St. Nicholas Ave. N. Y. 27, N. Y. 


Write TODAY for free 14-pint sam- 
ple and dealer prices and discounts. 














Patented 
Ball-Bearing 
Center Drive 


Switch in 
Handle 


Two Handles 


FAA G Serrated Cutting Edge 


® Approved by nursery men and 
gardeners 

© Built to last a lifetime 

© 25' cord furnished 


14” Cutting Width 
© Cuts wood like a hair clipper 
cuts hair; weighs only 6 Ibs. 
© Trims all shrubbery; shapes trees 
® Cuts stems up to pencil-size 
Write today for illustrated folder 
SCHARTOW IRON PRODUCTS CO., Dept. 106-C-2, RACINE, WISCONSIN 





When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?" 
look in the General Directory Section of the “Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your "Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 

















SIPCO Llectric HEDGE TRIMMER | 


WNrec 
iin ING ROTEC j D E 


ROACH 
POWDER 





HERE'S A PACKAGE THAT'S 
BOUND TO BE A TREMENDOUS 
SELLER. Ask your 
Jobber about our 
SPECIAL FREE DEAL 
OFFER 
ROTENONE PRODUCTS CO., INC. 
Eest Orange, N. J. 
Sales Agents — some territory open 


IN THE NEW SENSATIONAL 


SQEEZIT 
PACKAGE 
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The Hack Saw Frame That 
“CUTS AROUND CORNERS” 


As shown cutting a feed line inside an aircraft 
wing section, this sturdy saw frame makes cuts 
impossible with conventional frames. The K-D 
No. 99 is a one piece noncollapsible all steel frame, 
quickly changed to take 3”, 6”, 8”, 10” and 12” 
blades. One 3” and one 12” blade furnished. 
Ideal for Maintenance 


Engineers, Plumbers, Ly é 
Janitors, etc. From your meee : 
Hardware Jobber or 7 
direct from the factory. qa 


Write for full information about other K-D Hard- 
ware items: Ratchet Wrench Sets, Pliers Sets, etc. 


LANCASTER, PENNSYLVANIA 
25 years of ‘Making Hard Jobs Easy”’ 


ieimanens 











The CHICAGO “V”.BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


fisk Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 

All pulleys are for “A” belts and come in 14” 
and 5%” bores. 


The Display Board is finished in red, white and 
blue and has space in the rear for additional sizes. 


Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 12, ILLINOIS 
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WALTERS 





EQUIPMENT 


Evidence increases of Steel-Fashioned growing 
popularity — the preferred deluxe equipment 
among home owners who seek quality first. 
Use the Walters line as one means to maintain 
the leadership of your store in your city; it is 
working for other merchants and will 


eer poll ar NY 


CA KM ON T 
ALLECGNENY COUNTY, PA. 











STEVENS 


No. 556 New POCKET LEVEL 
For Mechanics and Home Use — 


STEVENS 


Made of hard drawn 34" ceeaat LEVEL 
hexagonal aluminum tubing, 
51/4" long, equipped with 


pencil clip. 

Used for leveling machinery, 
appliances, plumbing, fabri- 
cating, automotive construc- 


tion and equipment. 


Packed 12 in a striking 
three color 


Sales Making Display Box 


that commands attention and does the selling for 
you. Weight:—1I2 oz. List price—75 cents each. 


E. a. STEVENS LEVEL co... 


Newton Falls, Ohio 














Shei On 
vianes 


Precision Built for Craftsmen 


Open hearth steel cutters tempered and ground. Fine grey iron bodies, 
rugged construction, perfect balance. Easy, accurate adjustments. 
Quality construction that craftsmen recognize. 


SHELTON PLANE & TOOL MFG. CO. SHELTON, CONN. 


Here’s No. | on the Tool 
“Hit Parade” 


SHOCK-PROOF 
SCREWDRIVERS 


XceLite originated a new idea in screw- 
drivers—and many years ago! Its de 
sign embodied the shock-proof (special 
transparent plastic) handle. Today, 
XceLite Screwdrivers still lead the 
parade in customer appeal and on-the- 
job performance. Excellent tools for 
radio, electrical, mechanical and gen- 
eral use. Finely machined blades of 
special alloy steel. Over 70 sizes and 
styles—there’s one for your every need. 
Write Dept. G for details and prices, 
including news on the attractive metal 
counter displays, again available due to 
lifting of war-time restrictions. 


SORRY 


we still can't 
make XceLite 
fast enough to 
meet all de- 


Orchard Park 


mands. 


QUALITY TOOLS 
PREFERRED BY THE EXPERTS 





PARK METALWARE CO., INC. 
New York 


Standardize on the FULL LINE 





Vow-positive 
WATERPROOF jy, 


= WIO 


The only positive waterproofer—that's SOLDINE V-110, the 
new, miracle coating for sporting, outdoor and marine fabrics. Not 
merely a water-repellent. Preserves tents, awnings, tarps, ponchos 
and all other types of fabric covering against sun and moisture. 
One thin application assures permanent waterproofing. Apply with 
brush or spray gun. Won't wash out—leaves fabric flexible. Pack 
aged in colorfully-labelled self-selling cans. ; 


So_DINE SEALING ComMPOUND Is your 
best bet for sealing cracks and moulding 
joints against the ravages of oil, 
weather, ete. SOLDINE PLASTIC 

PUTTY makes windows weather-tight 

and jolt-proof. 


Write So_pine Corporation, 9224 
North Ewing, Evanston, III. 


BDLDINE 


MANUFACTURING, CHEMISTS 








Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York 17, N. Y. 
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TRUNK 
STRAPS 


DURABLE 
EXTRA STRONG SURPLUS GOVERNMENT WEBBING 
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ROYAL CAGLE 


we SO, iy 
EAGLE STRIKE-PLATES 


a 
—— Fr) 


S22 |e 
Be 


RIVETED-JOINTS 


With today's accent on long-lasting, trouble-proof ef- 
ficiency, the ROYAL EAGLE attains new supremacy! Its 
RIVETED-STRIKE-PLATES—exclusive. with EAGLE—give 
it splendid strength and make certain that Joints can- 
not be twisted open, pulled apart or split off the wood. 
Perfect accuracy is always maintained because the 
RIVETED-STRIKE-PLATE JOINTS permit no stretch. And 
the STRIKE-PLATES—that cannot come off—prevent 
— so that the markings remain heavy and easy to 
read. 


EAGLE RULE MFG. CORP. 


514 Hunts Point Avenue New York, N.Y. 











THE NEW WIRE ROPE CLAMP 
That Really Holds the Line! 


Bx) 


CABL-OX clamps work on a brand 
new wedging principle. Holding power 
increases with the load and exceeds 
tensile strength of rope used. Does 
not crush and weaken rope like old 
style U-clips. Assembly is fast, neat 
. . . Saves breakdowns, equipment, 
injuries and expense. Can be used 
over and over. Cadmium plated. 


Cabl-ox 


Made in all sizes from Ys" to %”. 
For all wire rope applications. 
© FASTER e SURER e SAFER 
e STRONGER e ECONOMICAL 
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Ask your distributor or write for } 
illustrated folder and prices. { 


NUNN MANUFACTURING COMPANY 


Evanston, Iilinois 


(THE GLUE YOU SHOULD RECOMMEND TO YOUR BEST FRIENDS) 





= | |SAWAN AD IN THE POST 
FOR REAL FURNITURE 
GLUE THAT'S READY To 
USE WITHOUT HEATING. 


ll. GET SOME Now. -4 


—— 


( JOE, IM AFRAID WELL LOSE THIS = 
LITTLE CARVING THAT BROKE OFF 


THE COFFEE TABLE / 


DON'T WORRY, 





vd 
3 <=) Le | : 


MARCH 28, 
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BEST FRIEND 
Bee: ee oe, 
NATIONAL ADVERTISING 
TELLS ABOUT 


FRANKLIN 
Liguid Aide 
GLUE 


. TEST IT YOURSELF, 
FREE SAMPLE IF REQUEST IS 
MADE ON BUSINESS LETTERHEAD. 


FURNITURE FACTORIES USE 
FRANKLIN LiQuiD HIDE GLUE 














THE FRANKLIN GLUE CO. 


COLUMBUS 15 OHIO 
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MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN. IOWA 





(| MARSHALLTOWN fp 



























Toxite iis. 









That's our entire Post-War Policy at Putty Headquarters. Senha. This powerful dis- 
We'll have more machines, more help, more containers, —— infectant also kills 
more raw materials which all adds up to more putty. | im blue bugs, fleas, ticks, cattle lice, termites, 


It will be Better Putty, too, because it will contain 

a new ingredient, unobtainable during the War. It will 

be a finer putty, easier in application, with improved 

adhesiveness and better keeping qualities than was 
ever possible before. 

If you want Quality Putty, packed in non-leaking 

metal cans, at a fair price, we've got the answer 


LANDEN PUTTY WORKS = LSTOXITE LABORATORIES 


45 Irving Street Malden, Massachusetts "- ROX B CHESTERTOWN, MARYLAND 





--= at) 






















roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 


Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 






























AMERICA'S LARGEST 
and FASTEST SELLING 


ANT-TRAP at 10¢ 


NATIONALLY ADVERTISED 









Here It Is! 
The new type self wringing Mop. 





Sold in all the leading stores. 
Mop head is Renewable. 
Immediate Delivery. 


C. KREUSINGER CO. 


Manufacturers 


WHITE HALL, MD. 


Wring Easy | 
c 
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oem MACHINE KEYS 





, WOODRUFF KEYS, TAPER PINS 
“ ” f of oUF STRAIGHT PINS, COTTER PINS 
Stanho ” [tee fLogee —__HORSESHOE NAILS—— 


featuring « « « 


(ALL TYPES) 





STEEL 

STAINLESS SOLD BY 
wooonure avs BRASS, ETC. JOBBERS 
awe SQUARE AND ROUND END FEATHER KEYS, TIT KEYS, SPECIAL SHAPES 











“KOOLHEAD” FOUNDRY CHILL NAILS 





| STANDARD HORSE NAIL CORPORATION “4inct‘tez” NEW BRIGHTON, PA. 
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Wrought—Nut 


It: 
ae Sete 650 West Lake Street 





TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 


Alumaloy 
Chicago 6, Illinois 











DONT KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 


"Lifts from 1000 te 3000 Ibs. with ease."’ 


ELECTRIC ELEVATORS, HAND ROPE 
ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for Information and Prices. FOSTORIA, O. 














The LITTLE GARDEN WONDER 


ATTENTION Hardware 
Dept. and Seed Stores. We 
are now ready to supply 
you with The Little Garden 
Wonder, A Combined Four- 
In-One Hoe, Cultivator-Rake 
and Weed Puller. 

No equal for working in 
Shrubbery and Flower Gar- 
dens. Made of High Grade 
Carbon Steel with Polished 
Oak Handle, new on the 
market. will be a real seller 


Price $13.20 per doz. 
F.O.B. DeLand, Fla. 


Florida Improved Garden Tools Co., DeLand, Fila. 
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MAYHEW AMBERTUF SCREW DRIVERS 


FINE TOOLS 
Since C 1856 

Screw Drivers are designed by 

Toolmakers who will produce only 

the best. Larger, tougher handles, blades of 

fine steel fully polished. A leader with MAYHEW 

Chisels, Punches, Nail Sets and MAYDOLE Hammers they 

create user admiration and full profit satisfaction to Dealer. 


MAYHEW “Ambertuf” 


“Ask your Jobber Salesman” 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 














K HEATER 
“nd dd << 
Economical! Easy to 
Demonstrate 


THREE GOOD NAMES 


1—WARNER Engineering and Crafts- 
manship. 

2—CHROMALOX Electric Heating 
Units. 

3—MINNEAPOLIS-HONEYWELL Au- 
tomatic Temperature Control — 
combined in this fine Heater! 


Write for folder W88, 
fo 906 N. Summit St. 


NAL IDEAL CO.. TOLEDO 4. OHI 











INDUSTRIAL 


CASTERS 


7 SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 

@ PROTECT FLOORS 

write for particulars 

i eee eee Oe s meer a 

Evansville, Indiana 


Branches in Principal Cities 





ORIGINATED 1896 


a 


ae, MASQNS 
oS - =, 
wooD Vie 


AND ALUMINUM 


“MAYES GUARANTEES ACCURACY SERVICE 


ASK YOUR DEALER 


Cc 


*AND DURABILITY =» _" CA 


mavestoos MAYES BROS.TOOL MANUFACTURING CO.. Inc. Port Austin. Micu. 
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THERE IS More Profit 








FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 


REPAIR SHOP 
ELECTRICIAN 
STEAMFITTER 
PLUMBER 

SERVICEMAN | 


, GARAGE 
pte for FACTORY 
FARM 


WELDER 
HOME 


ALL MECHANICS EVERYWHERE | 


BETTER THAN A PLIER because it affords a, 
terrific “ with no unusug! hand strength. 


Let 


> 3, taney mo 


PLIER oR’ WRENCH 


SWIVEL JAW for 
Universal-Parallel Grip 


A WRENCH because its grip, | 





| CONGRESS DISPLAY 


ASSORTMENT— 


| SMALL INVESTMENT 


—LARGE PROFIT 


50 pulleys assorted of 27 popular 
| sizes with diameters from 14" to 


5”, each individually packaged in 
on attractive dust free box makes 


up the CONGRESS disploy assort- 
| ment. Above 3 color display cord 


and handy inventory card included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40. 


If your jobber cannot supply, or- 
der direct andsend jobber’s name 


Compare the prices, quality and mer- 
chandising helps of the CONGRESS 
line and you too, will agree that there 
is more profit in CONGRESS pul- 
leys. Wise dealers everywhere are 
switching to CONGRESS for long 
profit and fast turnover. 


CONGRESS PULLEYS are 
NATIONALLY ADVERTISED 


CONGRESS is building sales with 
advertisements in Popular Mechan- 
ics, Popular Science plus these in- 
dustrial publications—Industrial 
Equipment News, New Equipment 
Digest, Industrial Bulletin and Mod- 
ern Industry—building sales and 


profits for you. 
Dir CASTING 


CONGRESS *owision 


Detroit 12, Michigan 


Powerful, Adjustable 


Toggle Action See our full page cdvertisement— May9,Issve 














ADD A Kay Tite Se DEPARTMENT TO YOUR STORE 


@ Cellar Walls ond Floors Start this IDEA off with 


@ Concrete masonry 

@ Cinder block walls 

@ Cement Block walls 

@ Retaining walls 

@ Brick Woalls—Piers 

@ Copings 

@ Swimming pools 

@ Stucco surfaces , 

@ Fish ponds 

@ Pump and boiler pits 

@ Elevator pits 

@ Reservoirs 

@ Field and quarry stone 

@ Rough masonry 

@ Silos—Cisterns 
Can also be used as a mor- 
tar for pointing up brick & 
masonry, also to patch con- 


the Following Order: 


Six 10-lb. cans White KAY-TITE 
AND 


Six 10-lb. cans Gray KAY-TITE 
TOTAL SELLING PRICE$34.80 


CosT TO YOU __2090:88 
YOUR PROFIT $13.92 


You can stand squarely back of KAY-TITE...It will 
positively prevent the seepage of water....It's guaranteed 
to do the job...Anyone can apply it. Goes on like paint. 
FILL IN THIS COUPON AND MAIL TO- 


KAY-TITE COMPANY, West Orange, N. J. 


Please send us the $20.88 KAY-TITE DEAL 
F. O. B. Our Store 


























Users are always enthusiastic boosters. They 
will boos? your store as the place to get real 
waterproofing satisfaction...KAY-TITE is pack- 
ed in 10-Ib. cans, colors Gray and White. A 
10-Ib. can will waterproof 100 to 150 sq. feet. 
Write for Complete information 
Send your Jobber's Name 











_Address__ 





Jobber’s Name 





HARDWARE AGE 





1/16” INSTRUMENT SCREW DRIVER 


ARE, 
FARM 
ALER 


nd mer- 
GRESS 
at there 
SS pul- 
ere are 
or long 
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‘ORE rine - oe é ee ips Sern INTERCHANGEABLE PARTS 








rE A 

'E 7 TOOLS INI | 

80 There is a tool in it for almost all of the odd jobs that come up around 
the house, farm, etc. The hollow handle holds 7 interchangeable bits. 
The 7 tool bits are made of the finest alloy steel; handle is of the famous 

92 durable Celanese* plastic. 

ill Hallowell Speed Too! Kits illustrated at right: 
alt wi AUTO KIT: In two handle sizes, containing those tools most necessary to auto 
anteed maintenance. 
paint. SOCKET WRENCH KIT: In two handle sizes, containing sockets (12 point hexagon) for 


most all hex nuts (or bolts) from #4 up to and including 1/2 edt 
SOCKET SCREW KIT: In two handle sizes, containing a total of 17 bits, including hex 
bits, Phillips and slotted screw driver bits. 


Some territory still open for Suppliers. Write today for our attractive proposition. 





See our exhibit in Booths 326-328, at the A.S.T.E. 
New Era Exposition in Cleveland, April 8-12. 


Reg. U.S. Pat. Of SOCKET WRENCH KIT 
OVER 44 YEARS IN BUSINESS 




















JENKINTOWN, PENNA., BOX 736 + BRANCHES: BOSTON + CHICAGO ~- DETROIT + INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 
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MAKE SURE 
| OF 
MORE BUSINESS 
NOW |! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 





We can supply you with 
the following lists:— 





1880 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 per M. 
9980 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $11.00 per M. 
4594 Hardware Retailers whose sales are 
$20,000.00 to $30.000.00 Annually. 
For $11.00 per M. 


Senior Bale 18 x 14 x 33 inches 17534 Hardware Retailers whose sales are 
Junior Bale 18 x 13 x 18 inches less than $20,000.00 Annually. 
EASY TO HANDLE AND STORE— NO LEAKAGE For $11.00 per M. 


Turn Your Customers Into 32108 Hardware Retailers (Complete List). 
For $10.00 per M. 


SUCCESSFUL GARDENERS 9970 Lumber Yards 


Because PREMIER PEAT MOSS lightens heavy For $11.00 per M. 
soil, gives body to sandy soil—like a sponge, 793 Department Stores handling Hardware 
it holds moisture, plant food, prevents “run- | and Housefurnishings. 
ning off,” and feeds the roots. For $11.00 Complete 
By recommending certified PREMIER PEAT 
MOSS you assure your customers of success 
with seeds, plants, bulbs, fertilizer that you We also supply lists of hardware retailers in one 
sell — it means increased sales, good profits Sime enenes den 2 Gein: oa ae tg mn 
Gee anur eanéen eauster. 1en more than 2000 names and less than 10,00 
y g are purchased, the price is $12.00 per M names; 
NATIONALLY KNOWN and ADVERTISED wnen Sens Chen S008, COORD por 36. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 95c per M for the cards. 

We also do addressing and mailing of circular 
matter at reasonable rates. 














Ask for Details 


FREE i mie || HARDWARE AGE 
circulars and tee of high- Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 

















PREMIER PEAT MOSS CORP., 535 FIFTH AVE., N. Y. 


—_ HARDWARE AGE 











After cooking in magic minutes, the new EKCO Pressure Cooker 
stays to dinner! With its handsome serving cover, it brings the food piping-hot 
, =——_ to the table without using extra dishes. 

Equally exciting is the simplicity of the EKCO Pressure Cooker. Just 4 turn 
Just a twirl of the Finger- of the Fingertip Knob seals it. No gadgets, no loose parts, no cumbersome handles. 
attire tas amet Beautiful, and so beautifully simple, the EKCO will open millions of kitchens 

to the Pressure Cooker idea. Nationally advertised in 13 leading magazines. 


Wi EKCO PRODUCTS COMPANY 


ya 1949 North Cicero Avenue ¢ Chiedgo 39 





\ ee 7 “ These famous products make EKCO the Biggest Name in Housewares 
a _—— ni — FLINT Hollow Ground Cutlery; EKCOWARE Stainless Stee! Utensils; 
Just a flick of the Pressure . EKCO Pressure Cookers; A & J Kitchen Tools; GENEVA FORGE Cutlery; 
Control keeps pressure * j STA-BRITE Tableware; OVENEX Tinware; TRU-SPOT Flashlights. 
from exceeding the 
proper level. 


I go 


neceesoners : Ahad oes # , if @.,; @. eosgeases +1 
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FOR YOUR BIGGEST YEAR 
IN KITCHEN SINK SALES 




























Precision Built 


@ STEEL CABINETS 
@ <letime Stainless 


STEEL TOPS 


te KANT-RUST 
Ww KANT-TARNISH 
we KANT-STAIN 


te KANT-WARP uf 
oe KANT-D1SCOLOR 

















\ 

FIRST TIME ae 

ON THE MARKET \ * 
AS AN ALL-IN-ONE 

PACKAGED UNIT DUCHESS 


NATIONAL ~° 






“Ee _ 
ba 





BROOKLYN 22, W. 


HARDWARE 





AGE 








This Modern Floral is one of 
the 22 new Armorlite patterns, all pre- 
tested for salability, all typical of Bird 
style superiority. This one is a natural 
for bedrooms; has small floral decora- 
tions, background of textured leaves 
and rosettes. Narrow bleed-off border 
lends spacious feeling. In cedar (6215) 
and beige (6211). 


Ae bell / 


‘ 
WILL adel 
| (> REASON Armorlite rugs and yard goods are easy 


to sell is the pre-testing for consumer preference that’s 































behind them. Dealers know that enamel surface floor covering designs 
and colors must be right to spark the buying urge. Bird Armorlite de- 
signs and colors are right because every one is pre-tested before a con- 
sumer jury drawn from the income groups that comprise the market for 


enamel surface floor coverings. 


That’s why Bird beauty rings the bell . . . on dealers’ cash registers, 
on homemakers’ floors. And that’s why more and more volume-minded 
dealers are featuring Armorlite rugs and yard goods. How about you? 
Write now for the name of your Bird distributor. Bird & Son, inc., 
Dept. 133, East Walpole, Massachusetts. 


“For Style Superiority” 


BIRD ARMORLITE 


. ENAMEL SURFACE RUGS AND YARD GOODS 


a STAY BRIGHTER - LAST LONGER - CLEAN EASIER 
Bek * Reg. U. S. Pat. Off. 


BIRD & SON, inc., East Walpole, Mass: - 295 5th Ave., New York - 13-118 Merchandise Mart, Chicago 


BIRD 
rmoouels 
a 
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HNOK-EM-HOLD 
FLY KILLER 


Kills Flies on Contact 


This unconditionally guaranteed Livestock fly spray has 
been the choice of thousands of farmers for many 
years. It kills flies right now—has long lasting effec- 
tiveness and your customer must be satisfied or he gets 
It's Safe—has no harmful effects on 


his money back. 
Beautiful lithographed cans and 


humans or livestock. 
barrels make an attractive display. 


| HILL-EM-RWIRK § 


| for household use 


Nourse Kill-Em-Kwik is stainless and 
fragrant—Harmless to humans. Dead- 
ly to Flies, Ants, Mosquitoes, Bed 
Bugs, Roaches, Moths and Fleas. A 
contact insect killer that brings re- 
peat sales and real profits. 

















Wlounse | 
Insecticides Containing D.D.T. 


Now you can sell insecticides with D.D.T. that are both 
farm and laboratory tested. Our many years of ex- 
perience in producing quality products is your assur- 
Order from 
your jobber or write for full particu- 


ance of the effectiveness of these sprays. 


, lars and price list. 








RED LABEL RESIDUAL TYPE 
Contains 5% D.D.T., 3% Pyrin 
POWDERED INSECTICIDE 
Contains 10% D.D.T. 
WETTABLE TYPE POWDER 
Contains 50% D.D.T. 








7 


Tilia teen 


KANSAS CITY 8, MO. 












7 os 
(AAS &.9,*¢ 
ae Pe! 


YOUR CUSTOMERS GET 


DOUBLE SERVICE 


from EVERY INCH of 


R-V-LITE 


rtU- Purpose WINDOW MATERIAL 

















Because R-V-LITE is 
DOUBLE-LAMINATED on 
DOUBLE STRAND MESH 
for Double Strength 
and Double Life 
Free Dispensing Display Unit 
and Other Dealer Helps 


R-V-LITE repeat sale quality, R-V-LITE 
magazine and radio advertising, plus 
many powerful sales helps for your store, 
make it easy for you to sell R-V-LITE. 















Order from 
Your Jobber 
Today 





ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVENUE CHICAGO 18, ILL. 


HARDWARE AGE 














ORDER NOW FOR 
IMMEDIATE DELIVERY 


Alloy Pull, 34%,” 


No. 303—Aluminum 
brightly polished. 


centers, 4s ” overall, 








No. 302—Aluminum Alloy Pull, 22” 
verall, brightly polished. 


centers, 3 Vv,” © 


No. 304—Alv- 








Strike used for 
flush or double 
doors. 

Strike used for 
offset or overlap- 
ping doors. 


minum Alloy 
Pull, 3” cen- 
ters, 4” over- 
all, brightly 
polished. 


No. 309 — Aluminum Alloy 


Pull with Cat 
4” overall, 


ch, 3” centers, 
brightly pol- 


ished. Individually packe 
with 2 strikes for flush and 


offset doors. 


6”x12” Sample Boards 


| 
ANUFACTURERS OF BUILDERS 





These brightly polished 
pulls, with the appearance 
of Chrome Plating, are 
absolutely rustproof. 
Streamlined in the modern 
fashion, they are only 1/3 
the weight of ordinary 
geo yet strong and dur- 
able. Ord 

pei er through your 


.¢ ] 
No. 1—Steel Friction 
Catch, nickel-plated. 


@ 


me orw — Die-Cast Metal 
nob, 1”, chrome-plated. 


Ok 


No. — 
o. 110—Die-Cast Metal Knob, 





Available 


1-1/16”, chrome-plated. 
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DIC-A-DOO 
PAITs 
BRUS 
BAT 


DIC-A-DOO 
PAINT 

BRUSH 
BATH 


Er r 


a 
ss ‘ 


DIC-A'DOO 


CLEANER 








Fresh paint and wallpaper are helping American home- 


owners brush off that war-tired look. Keep ~ with your 
Rex pr 


customers’ needs. Get these Dic-A-Doo an 


ucts 


out on your counter! Profit from this all-out demand. 


DIC-A-DOO Paint Brush Bath 


Even back in wartime, Brush Bath sales were 
phenomenal. Now you’d think they were jet- 
propelled as America turns to home improve- 
ment. Sales are quick—customers come back for 
more. 


DIC-A-DOO Cleaner 


16 years of national advertising has made Dic-A- 
Doo the standard cleaner with both homeowners 
and painters. From interiors to exteriors, Dic-A- 
Doo does the big cleaning jobs fast—thoroughly. 
The profit margin is wide! 


REX PASTE 


Old timers know and count on Rex Paste. More and 
more of the younger men are asking for it today. 
Reasons: quick mixing and highest water absorp- 
tion. Rex is smooth spreading — easy slipping — free 
from lumps — and it never stains, 


REX WALL SIZE 


Seals quicker, lays smoother and provides a better 
foundation for paint, paper and kalsomine jobs. It 
can’t crack. Thousands depend on Rex Wall Size as a 
superior base for superior work. That’s why the call 
is most often for Rex! 


PATENT CEREALS COMPANY, GENEVA, N. Y. 


85,995,236 


sales-building mes- 
sages this year con- 
tinue to back Dic- 
A-Doo as a Nation- 
ally advertised buy- 
word, 


National Painters 
Magazine and 
American Painter 
and Decorator, 
combined circula- 
tion 127,000, 
spread the good 
word among the 
trade. Every ad- 
vertisement means 
more satisfied us- 
ers of famous Rex 
and Dic-A-Doo 
products. 


HARDWARE AGE 











“This ad answers a lot of questions 
for me. I’ve found from experience 
there was no single aluminum paint 
ideal for every purpose. On the 
other hand, I could never decide 
what kinds to stock, and what I 
could recommend them for—for 
real painting results!” 

THIS KIND OF CONFUSION will 
give away to clear-cut understand- 
ing—more aluminum paint sales— 
better aluminum paint profits— 


with “3 for 3’! From three types, 


you can meet every aluminum 


painting need quickly, correctly, 


and assure your customer good 
painting jobs every time! 
Leading home, farm, and paint 
magazines are carrying the “3 for 
3” story to your customers. Tell- 
ing them uses for 
ALUMINUM METAL AND MASONRY 
Paint— the right places to use 
ALUMINUM House PatintT— 
the places where ALUMINUM EN- 


the many 


AMEL is best. Ask your supplier 


guess 


ey HANI 
qa") 


what he is doing about “3 for 3” 
quality aluminum paints made 
with Alcoa Albron pigment, and 
identified by the Alcoa Albron 
shield on the package. ALUMINUM 
Company or America, 1984 Gulf 
Bldg., Pittsburgh 19, Pennsylvania. 


Sales offices in principal cities. 


ALUMINUM PAINTS 
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Its amazing cutability 
is praised by Woods- 
men, Lumbermen and 
Home Owners. 






Cuts and Rakes with both strokes 


LIGHTWEIGHT AND PERFECTLY BALANCED 
COMBINED WITH RUGGEDNESS 


Users like the quick blade change . . . in one 
easy operation. Just a simple snap of the patented 
cantilever-locking device and 500 pounds ten- 
sion is applied to the blade. Another advantage, 
all parts are permanently attached, nothing can 
be misplaced. 42” Nordic Raker Swedish Steel 
Blade is tapered and razor-like teeth cut faster 
and stay sharp longer. It’s a quality performer. 
Write to your jobber or ask us for information. 


« > b a: Sala 1 eee 
ae 


GENERAL STEEL WAREHOUSE CO., INC. 
1830 N. KOSTNER AVENUE, CHICAGO 39, ILLINOIS 















how” of saw design. 


LAWN EDGER 
WITH THE PLUS 
SALES APPEAL 


AVAILABLE NOW! 


Here is California's contribution to 
“better lawns’’ throughout the nation 





* EASY TO USE 
* TRIMS NEATLY 
* CUTS TWO WAYS 


Nf 
a A, aD 


The patented star-point, con- pri? é 
vex, cutter blade,of tempered / years of satisfying service. 
steel; and the patented “V" EEE St SS mT . 
shaped shear which trims Dealers everywhere wili sell this 
both ways, are exclusive Cass amazingly easy-to-use tool by the 
cade features. : : y 
























... areal high-quality, tempered steel 
lawn edge trimmer that will give 









gross... why not order a supply to 
take care of your trades springtime 
needs... they are available now! 


© © Sold Only Through 
7 ESTABLISHED 
Mi HARDWARE 

| WHOLESALERS 

| SHIPPED VIA FREIGHT 


|e «= PREPAID IN U.S.A. 









| The Mew 
Opie OOINT 
WEEDER 


DEVELOPED BY THE MAKER OF 
AMERICA’S FAVORITE. WEEDERS 








d you'll soon learn... 

weeder is the best 
Baver developed. It 

id action that 
Bgether like 
the thumb against the firs? two fingers. 
The pull is at the base of the root! 
Effective for big or little weeds. Made 
with aircraft type structural aluminum 
prongs for lightness plus strength... . 
Quality guaranteed. Superior to our 
other popular weed pullers . . . and na- 
tionally advertised to make sales doubly 
easy. Now in production .. . orders filled 
promptly. Ask your jobber or write... . 






that the 
all around 
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SITE, Pine St. Seattle 22, Wash. 
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Two-Tone 


Amber and Black 
SCREWDRIVER ASSORTMENT 


Makes Profits for Dealers 
Sales Start as Soon as Shown 
Howry Duty Handles a 
eo able—Shockproof SPs fi 
Highly Polish rou o—— ; 
Blades of pag hard ( t = Hi m - Lite 


ened and tempered Tool fm : ; % 
Dlx SCREW. DRI 
a as x 
UNGREAKABLE sHOoc! zg 


Steel. Securel 
in i agg y Anchored 





Attractive Four-Color 


COUNTER 
DISPLAY CARD 
with Easel 

Stock No. X-641 


Consists of: 
2 Each No. X-5166 
X-4 





X-44 with Clips 
Packed 1 Doze : 
k n ¢ 
with 1 Display } 
Weight 2'% Lbs. per 
assortment. 


Sold by Leading Jobbers 
AMALITE, INC. 


1884 Pitkin Ave. 
Brooklyn 12, N. Y. 





Deluxe 











SCREWS 
For Wood or Metal 


Southington Wood S 
crews, Dri 
a cad Sheet Metal en 
ne upheld their quality since 
867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
— also our catalog covering 
ee i 
- squares, tri-squares, bevels, 
PHILLIPS RECESSED 
HEAD SCREW 
FOR WOOD AND SHEET METAL ' 















UTHINGTON 


Driver fits se- 
curely into ta- 
pered recess — 
will not slip 
out, or work to 
one side. 


YQ Supply the in- 
creasing de- 
mand for these 


modern, time- 
saving screws. 
All standard 
s1Zes. 


THE SOUTHIN 
GTON 
BDpwe. MFG. co. 
Et. SOUTHINGTON, CONN. js7 
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Holt Floor Machines are built for the rugged 
demands of the rental trade. They are engineered 
to take a beating in the hands of inexperienced 
customers without losing an hour off the job. 
That's why hundreds of dealers insist on HOLT 
... they've found that a HOLT on the job is like 
money in the bank. Only HOLT features such 
exclusive developments as the Self Leveling 
Brush Bracket which eliminates brush “hop” 
and cuts down machine wear; the Self Lubricat- 
ing Floating Drive Gear which adds to machine 
life. These and many other advantages mean 
just one thing: in floor machines HOLT is the buy! 
Write today for FREE catalog. 


Two outstanding machines in the complete 
Holt line: (left) The Standard Control 
Streamliner Floor Sanding Machine 
and the Horizontal Rotary Edger. 





Holt Mfg. Co., 651-667 20th St., Oakland 12, Calif. 38 


PLEASE SEND ME 
Complete information about Holt Floor Machines am 
maintenance equipment. 1 understand there is no obligation. 


NAME: --- --- a lia el sium nil 
ADDRESS: deities 








s and floor 






































Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Allow Seven Words for Keyed Address 
or Your Address 








EB *BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Set solid, maximum, 50 words....... $5.00 2 
Each ” Cuts or special borders not allowed. 
SRN, coccosess ‘10 -DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount a 2 4 or more consecutive 
Positions Wanted e ad doy 
eS a set solid, ae _ No Agency Co ris —e i on Classified 
Rech sdditional word.......... ‘05 a 


REMITTANCE we ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 














VETERAN, 10 YEARS, HARDWARE 
SALES EXPERIENCE Desires Manufacturers’ 
Lines for New Jersey. Excellent contacts among 
hardware, mill supply and lumber dealers. Com- 
mission basis. Address Box K-498, care of 
a ae Ace, 100 East 42nd St., New York, 
1 A 


MANUFAC TURER’S | REPRESENTA’ TIVE 
AVAILABLE. College Man with General En- 
gineering Background, postgraduate in Business 
Administration, Broad Experience all phases busi- 
ness, veteran 4 years Naval Service, 35 years age, 
married, native Pacific Coast, desires represent 
small manufacturers in Pacific Northwest han- 
dling non-competitive consumers goods to hard- 
ware trade. Good finances. Excellent references. 
Write Box K-544, care of : <r Ace, 100 
E. 42nd St., New _York 17, N. 


MANUFAC TURERS “AT aaTON: ~ SALES 
AGENCY ORGANIZED BY VETERANS, ex- 
perienced, complete and faithful coverages; large 
following in New Jersey, desires Lines on commis- 
sion basis. Will consider carrying stock. Ad- 
dress Box K-499, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 





POSITION WANTED AS BUYER OR AS 
SISTANT:—Experienced hardware, tools, ma- 
chinery, housewares, etc., auto supplies, parts, 


equipment, retail and wholesale, reorganizations, 
systematizing, sales promotions, perpetual inven- 
tories; capable and efficient executive, college edu- 
cation, married, early forties, clean-cut, versatile, 
Jewish. Can locate anywhere. Presently em- 
ployed. Address Box K-536, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 

SALESMAN AND AREA SUPERVISOR. 
Intimate Knowledge Ilardware Jobbing and Res- 
taurant Supply Trade, familiar with Electric 
Appliances, covering twelve Southern States de- 


sires Connection Direct Factory Representative 
American, married, ten years on above territory. 
Own car. Headquarters Philadelphia. Address 
Box K-529, care of Harpwarg Ace, 100 East 
42nd St., New York 17, N. Y. 

HARDWAKE & TOOL MAN—INFANTRY 
COLONEL, 12 years active duty. Experienced 
manufacturing and sales executive: 15 years, 
mechanics’ tools; 4 years, builders’ hardware; 1 
year, scales. Want any kind of job with plenty 


of work, where | can use this experience. Will 
accept small starting salary with opportunity for 
advancement and responsibility. Will locate any- 
where. Age 51. Good appearance Good health. 
F. W. Pratt, 103 High Street, Greenfield, Mass. 


MILL — INDUSTRIAL SUPPLIES — CON- 
STRUCTION EQUIPMENT Executive Inter- 
ested in New Connection. Twenty years’ experi- 
ence covers purchasing and sales, manufacturing 
and distribution. Prefer purchasing position but 
will consider other types and will locate any- 
where. Address Box K-481, care of Harpwane 
Acg, 100 East 42nd St.. New York 17. N. Y. 


FACTORY REPRESENTATIVE—TWENTY 
YEARS’ personal contact among chain store syn- 
dicates hardware and electrical distributors in 
greater New York seeks line—references fur- 
nished. Address Box K-515, care of Harpwane 
Acz, 100 E. 42nd St., New York City 17, N. Y. 


~ SAL ES REPRESENTATIVE NOW CALL. 
ING ON HARDWARE TRADE on Long Island 
to Represent Old Established Plumbing Supply 
House on Commission Basis as a Side Line. Ad 
dress Box K-542, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 


SALESMAN, AMERICAN DESIRES FULL 
TIME LINE, Well rated Manufacturer, commis- 
sion basis. Eastern Penna., Md., Va. Twenty 
years’ experience selling hardware jobbing, res- 
taurant supply, department stores. Familiar elec- 
tric appliances. Experienced Associate Sales 
Supervision. Home Philadelphia. Own car. Ad- 
dress Box K-530, care of Harpware Acer, 100 
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SALES REPRESENTATIVES WANTED. 
COMMISSION BASIS. All territories in U. S. 
Open. Good opportunity to build now for the 
future. Calling on retail hardware dealers, 
plumbers, building contractors, heating contractors, 
etc. Sell good line of plumber’s brass goods and 
heating specialties. Address Box K-539, care of 
Harpware Ace, 100 East 42nd St., New York 
i7, N.Y. 


MANUFAC TURER’S” ~ REPRESENTATIVE 
WITH AN AGGRESSIVE SALES FORCE in 
Wisconsin and the Upper Peninsula of Michigan 
desires a Line of Sporting Goods, Fishing Tackle 
or Appliances, etc. All accounts well rated. Give 
details in first letter. Commission basis. Write 


Escanaba Specialty Sales, c/o Earl Schotts, 519 
So. 8th Street, Escanaba, Michigan. 
WANTED—AGGRESSIVE, EXPERIENCED 


REPRESENTATIVES, Wholesale Only, Elec- 
tric Fence Controllers; call om hardware and 
feed stores, co-ops., etc. Exclusive territories for 
all States. Special Representative wanted for 
Kansas City. Commission or carry stock, Give 
full information first letter. Address Box K-538, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 

SAL ESMEN CALLING ON FURNITURE 
AND SPORTING GOODS STORES in Ga. & 
Fla. can handle One Good Commission Line. Well 
acquainted in territory. Can assure nice volume 
of business. What have you to sell to this type 
of trade. Answers to Box K-521, care of Harp- 
ware Ace, 100 E. 42nd St., New York 17, N, Y. 

SALESMEN WANTED—Full Time or Side 
Line Men to call on hardware, houseware, variety, 
electrical and gift dealers — experienced only. 
Large Variety Line Available for immediate deliv- 





ery. All territories open, commission. State full 
experience. Address Box K-534, care of Harp- 
ware AGe, 100 East 42nd St., New York 17, 
N. ¥ 


TWO SALESMEN WANTED TO REPRE- 
SENT WELL ESTABLISHED LINE of rocf 
cements, caulking compounds, furnace cement and 





industrial paints. One territory South Atlantic 
States, the other is Ohio, Indiana and _ Illinois. 
Excellent opportunity for energetic young man 
familiar with jobber and dealer trade in States 
mentioned Straight salaty and all expenses. 
Address Box K-527, care of Harpware Ace, 
100 East 42nd St., New York 17. N. | oa 

SALESMAN WANTED, TO SELL OUR 
IMPROVED GARDEN TOOL. A _ Combined 


Hoe, Cultivator Rake and Weed Puller Direct to 
Hardware, Dept. Stores and Seed Houses, as a 
Side Line. State Territory you are covering 
now and Commission Wanted. We carry the 
Account. Address Box K-525, care of HarDWaret 
Ace, 100 East 42nd St., New York 17, NH. ¥. 


~ SAL ES REPRESEN TATIVE WANTED BY 
MANUFACTURER of Aluminum _ Griddles, 
Drum Faucets and Oil Gates. Associate manu- 
facturer of industrial trucks, steel bench legs, 
hose clamps, hog scrapers, also desires representa- 


tive. Advise territory covered, number of asso 
ciates, lines handled and other pertinent informa- 
tion necessary for decision. Address Box K-528, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 
SALESMEN — REGIONAL REPRESENTA- 


TIVES. UNUSUAL SALES OPPORTUNITY 
for Aggressive Men selling Jobbers and Retai! 
Hardware Stores. Experience valuable in hard- 
ware but not absolutely required, if acquainted 
with Jobbers, Retail Hardware Outlets and 
Lumber Yard Trade. Old established hardware 
manufacturer expanding operations in material 
coverage needs good men in various sections of 
the country. Unusual opportunity for permanent 
connection. Salary and bonus plan provides above 
average earning capacity for men doing good 
work. Address Box K-526, care of Harpwarr 
Acg, 100 East 42nd St., New York 17, N. Y. 





YOUNG AND AGGRESSIVE MFG. AGENT 
with 10 years’ experience calling on hardware. 
appliance and rest. Supply Jobbers, and Dept. 
Stores, Needs One Additional Quality Line for 
California and Arizona. Address Box K-540, 
care of Harpware Ace, 100 East 42nd St., New 
York 177, N. Y. 





UPSTATE NEW YORK VETERAN NEEDS 
LINES. Covering Hardware Jobbers, Depart- 
ment stores throughout N. Y. State, Retailers 
Western part. Four years’ sales experience, offi- 
cer training, age 28, married, own home, car, 
office. Robert R. Cluse, Mfgrs. Repres., 1031 
Sibley Tower, Rochester 4, N. Y. Phone Main 
6531, Char. 2058. 





MANUFACTURERS LINES WANTED. Sell- 
ing Direct to Dealers and Mill Suppliers for past 
23 years, Hardware, Electrical and Cutlery Lines. 
Have a large following in New Jersey and New 

ork. Carry some stock. Address Box K-479, 
care of Harpware Aoe, 100 East 42nd St.. 
New York 17, N. Y 





MANUFACTURERS’ LINES WANTED by 
Well Established Manufacturer’s Agent for Texas 
and Louisiana, Kitchenware, Electric, Sports 
Equipment, Cytlery, Toys and Garden Tools. 
Serving 800 rated dealers. Address Box K-543, 
care of Haxpware AGE, 100 East 42nd St., New 
York 17, N. Y 





SALESMAN DESIRES ADDITIONAL 
LINES. Established Contacts with hardware, 
paint, wall paper and department stores. Paint 
Brush Line Desirable. Will consider any Repu- 
table Profitable Item on commission basis for 
Western Pennsylvania. Address Box K-537, care 
of Harpware Ace, 100 East 42nd St., New York 
17, N. Yy 





LINES WANTED. Hardware, Electrical, Va- 
riety, Drug, Paint Brushes, etc. We cover every 
town very thoroughly. Jobbers, Chain, Depart- 
ment, Independent. We carry accounts if re- 
quested. Penna., Maryland, Ohio, West Virginia. 
Conway Corp., 211 Edward Ave., Pittsburgh 16, 
Penna. 20 years’ experience. Bonded. 





WANTED ONE OR TWO GOOD LINES 
for Southern California Hardware Jobbing Trade. 
Will give good aggressive representation to right 
lines. 20 years’ experience as sales manager 
nationally known manufacturer of hardware. Head- 
quarters Los Angeles area. Address Box K-522, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





LINES WANTED ON AGENCY BASIS 
FOR ALL OF CANADA for Direct Shipment 
to our Accounts, can also carry stock. Are at 
present selling practically all the Hardware Job- 
bers in Canada. as well as department stores. 
Interested in Any Lines that sell freely through 
these channels. We Get Results, Address Box 
K-531, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 

ESTABLISHED MANU FACTURER’ S REP- 
RESENTATIVE COVERING TEXAS Whole- 
sale and Retail Trade for 20 years wants Addi- 
tional Factory Lines. Please state delivery situa- 
tion, territorial exclusiveness and commissions 
paid in first letter. Write Paul L. Burton, P. O. 
Box 6104, Houston 6, Texas. 








LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 





Chains. Boston Showroom and Warehouse. Dun 

and Bradstreet rated. Address Perkins Sales 

Co., 610 Newbury St., Boston 15, Mass. 
HARDWARE AGE 

















Classified Opportunities Section... 











You can clear twenty MANUFACTURERS—ATTENTION: NEW 


thousan¢ HARD TO GET 
no competition, wholesale, retail]; ITEMS WANTED by Representatives and Dis- 


Spring Specials for Immediate 


ITEMS AVAILABLE, 


Delivery. In- 


FOR SALE. 


dollars yearly, 


eds, vegetables and flower plants, farm sup-!| tributors located in New England Selling Hard- | quiries invited from hardware retailers. Complete 
oiian, heavy hardware, old established, nice cli- | ware Dealers and Plumbing Supply Wholesalers. | Line of Hardware & Specialties. Newly Reor- 
mate in Maryland, Home, storage buildings, | Will buy items under your aoe our trademark, | ganized Veterans Organization. Address Madison 
grounds, only twenty-two thousand dollars, terms | or in bulk. Address Box K-5 care of Harp- | Distributing Co, 40 Madison Avenue,, Newark 


arranged, complete information to qualified buyer. ” New York 17, | 8, New Jersey. 


waReE Ace, 100 East 42nd St., 
Address Box 0) N. Y. 


K-545, care of Harpware AGe, 1 

































































































































































East 42nd St., New York 17, N. Y. - + — an 
TO WHOM IT MAY CONCERN: Kosiba & ATTENTION, MANUFACTURERS 
Export Distributor to Philippine Islands Dylong Hardware, Amsterdam, N. Y., gn Long Metebliched Cosperstion. ate fo Bastoase 
i E i at Manila Han- dissolved. Joseph Kosiba, Member of Above Jobbers anc oe etailers in New Yor e' yor 
- vein a, Nattonal Lines to. Hardware ‘rato | Partnership, Has Organized a New Firm Under = Soe ae ae a 
w Established in Los Angeles the Name of Kosiba & Son, Located at 22% | | Manhattan, and are in a position to carry New Yors 
= om Established Salling Organization at -—_ Reid Street. Soliciting Manufacturer’s and Stock for Redistribution. 
——— Wholesaler’s Catalogs and Price Lists At That | Address Box K-523, care of HARDWARE AGE 
facturers Hardware, nae tee Electrical Ie rome r Ogs arc € 100 East 42nd St., New York 17, N. Y. 
SENT C.A. GARDINER COMPANY, 3833 Wilshire B 
ware Los Angeles 5, Calif. Cable eliteard” Distribution—Present and Satues CATALOGS WANTED 
Jept Aggressive 
ie for Selling Agents by Jobber Selling to Retail Trade exclusively, coveri 
K-540 SALESMEN WANTED a Builders Hardware, Tools, Cutlery, Galvanized Ware, 
RPORATION, Pittsbu P 
New : ANCO CORPO ’ 3 rgh, a. Garden Tools, Shovels and Spades, Garden Hose, 
oie oe ge Ay e+ Bee A pr Branch 0O. ry Ladders, Sporting Costs, Paint Seutoen, Hensomases, 
+ Detroit - Chicage - Cleveland - Louisville }lassware, d Other Items for the Hardware, Auto- 
Stores for Complete Line of Leather Dog Now York - Phitadelphia will the motive and General Store Trade. Please send to 
EEDS Furnishings and Paint Brushes. All omen 6 oe 5 We — SPECIALTY SERVICE COMPANY i 
itori i ° 4 .N. W. A Miami 36, FI 
Jepart- territories open. State full particulars [rete fer farther tatermation ond veferensss. 174 ge hon ae 36, Florida 
tailers Address Box K 480, care of HARDWARE AGE ———— 
e, offi 106 East 42nd St., New York 17, N. Y. 
, car. ' 
1031 MANUFACTURER'S AGENT 
Main REPRESENTATION OFFERED aaa oun, vitae, wim ena suow ||| 22 SHORT CARTRIDGES WANTED 
Over 25 years 6 & , . 
Representation Incorporating Outstanding Lines in New Jersey, New ee ——— Also A Few 16 Shot 22 Rifles 
* Seek Lines in Hardware, Building Supplies and Paio . 
Sell- Name and Exceptionally Successful Expe- Lines. ‘Wide mec edi = Best references and Pumps and Automatics. 
© eant rience Is Now Available to Manufacturers have facilities to carry some stock, Will Pay A Goed Price 
Lines Desiring Complete Coverage of OHIO, Address Box K-533, care of HARDWARE AGE JESSE NORWOOD 
Boy MICHIGAN & INDIANA. 100 East 42nd St., New York 17, N. Y. 
. St. Address Box K-535, care of HARDWARE AGE 417 Lynch Street, Jackson 34, Mississippi 
-. 100 East 42nd St., New York 17, N. Y. 
' 
MANUFACTURER'S AGENTS NATIONALLY KNOWN SALES ORGANIZATION 
D by 
ed HARDWARE EXECUTIVE Liseo Wanted Selling Pattioterty wo RABBWARE DESIRES ONE ADDITIONAL MAJOR LINE 
- with 22 years’ experience in the Hardware and Mill n ° . Lumber, d 
Tools. Supply Field a KANSAS, OKLAHOMA, and Missour! River Polets || | Ditiaing Supply Accounts, We have salesmen ‘cover- 
K-543 DESIRES TO REPRESENT Fort Smith, Arkansas. Wide acquaintance. Twenty we ponte poo hare Fa ow ay 4 ee 
_ New Manufacturer of Hardware x Toot Line in Metro- years contaet with - PISHER COMPANY sales records for our present principals. 
politan New Yor rea. jorough m row 
: N. Y. Market. Will give clashes semetamahatian. be A a St., Wichita 9, Kansas HARRIS, INC. 
Address Box K-541, care of HARDWARE AGE ea z 1157 Cleveland Ave., Columbus 3, Ohio 
von 100 East 42nd St., New York 17, N. Y 
ware, 
Paint 
* REP NTA- 
Repu- CHAIN & DEPARTMENT STORE MANUFACTURERS ACtNT TIVES IN COLOMBIA, SOUTH. AMERICA, 
s for SALESMAN WANTED || Manutactures, Becks Lines for Hardware, Mill: Supply WISHES TO SECURE AGENCIES 
o care : : 2 for Colombia on a Commission Basis for 
York Established Metropolitan Territory Open. Must be and Building Supply Jobbers, Steel Warehouses and 
or Thoroughly Experienced in Hardware, Tools, & House- Chain Stores. Territory—Metropelitan New Yerk, U. S. Manufacturers of Hardware and Ma- 
wares. Must be a Live-Wire with Sales Ability. Ex- New York State, New Jersey, Eastern Pennsylvania chinery, and Similar Products. Unimpeach- 
cellent Opportunity for a Go-Getter. State Full De- and Connecticut. Well acquainted with trade. Best able Standing. Excellent references. 
1 Va tails in First Letter. Salary and Commission a Sen etek. ere of MAROWARE AGE e a ane tae yoy ames 
. Address Box K-532, care of HARDWARE AGE tg gga apps ‘arra -» Apartado Aereo 
coast 100 East 42nd St., New York 17, N. Y. seethesitanasabtcsadieneethsecatvcadicodtoe Bogota, Colombia, South America 
if re- 
rginia. . 
h 16, M ENT TV 
| ANUFACTURERS | | MANUFACTURER'S REPRESENTATIVE EFFICIENT REPRESENTATION 
INES Well Established Canadian Importers and Calling phe ple weg ore Lines in 
Trade. Distributors Desire Exclusive Arrangements ’ IN KENTUCKY, TENNESSEE, WEST 
right With You. , THE SOUTHERN TRADER : 
anager VIRGINIA, INDIANA AND OHIO. 
Head- Volume Sales and Representation from 1211 Congress Building, Miami 32, Florida HOUSEWARES AND HOUSEHOLD 
<~ Coast to Coast. We Sell Only to Jobbers, APPLIANCES 
“its Chain and Department Stores. : 
=" Write to Now Selling all Hardware Jobbers, Depart- 
SASIS P ‘ ‘ 
pment CONTINENTAL ment Stores and Chains in the Territory. 
at 
4h DISTRIBUTING ENTERPRISES H. M. SCHULTZ & ASSOCIATES 
stores. 118 Richmond Street, W., Toronto, Canada | | a ae 
irough = iad TYLER BUILDING LOUISVILLE, KY. 
s Box Member—Dun & Bradstreet 
42nd Hardware Merchandising 
aaa Specialist, offers his ser- 
REP- Announcing the Organization of the vices to a limited number 
Whole of accounts interested in CONCERN WITH EXCELLENT 
aes ea | ‘hatvite year herders ||| CONTACTS IN EUROPE, LATIN 
lastons SALES CORPORATION Thirty-two years’ hardware ’ 
P. O. experience. Formerly sales AMERICA AND FAR EAST HAS 
incorporated under the laws of the State | | manager, H. B. Sherman < 
-AND of Missouri to represent manufacturers in Mfg. Co. FACILITIES 10 HANDLE TWO OR 
ienced Central and Mid-Western States. 
Waa Now Associated With ||| THREE ADDITIONAL LINES ON AN 
<= MANUFACTURERS || WILSON BARRETT ||| EXCLUSIVE BASIS 
a LINES SOLICITED | Mie : 
Address: 1302 Paul Brown Building || Advertising J. A. GERARD, INC. 
AGE S?. Louis, Missouri | Kalamazoo ‘ Michi gan 37 WALL STREET NEW YORK 5, N. Y. 
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Available in green, maroon and 
black, this beautiful, streamlined 
=_ mail box is wanted by mil- 

ons. Its new and convenient ex- 
clusive features make it imme- 
diately attractive to 
prospective buyers 
. « + now again in 
production. 


ACME PRODUCTS co.“snucanins 































__PANTS & SKIRT 
HANGER 


4 O L D S$ FIVE TROUSERS 


FIVE SKIRTS 
NO CLAMPING — NO ADJUSTING 


Bright nickel plated spring steel 
clips hold light or heavy garments 
firmly—easily slipped on or off. 
MOD. |. Two brackets fastened to 


flat back bar—makes a one-piece 
unit. 


MOD. 2. (As illustrated) Two separate 
brackets can be mounted to any 
width. 


ATTRACTIVE DISPLAY FURNISHED 


Write for Prices « Immediate Deliveries 


WILBAR SALES & ENGINEERING COMPANY 


549 W. WASHINGTON BLVD. CHICAGO 6, ILL. 























“flow CARPENTERS’ 


ALUMINUM LEVELS 


Nos. 24, 26, 28 and 30 cy rae 
Ls Factory-Built-In-Accuracy, developed to the highest 
degree of perfection, combined with careful inspection, Sand's 
Levels have set the world's standard for 50 years. ORDER FROM 
YOUR HARDWARE JOBBER. 


SANDS LEVEL&TOOL Co. 


863! GRATIOT AVE,, DETROIT 13, MICHIGAN 














Genui"° DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 

& FLOORS-CREATE QUIET 


Silence’ 
Glide 


Name Domes of 
a) each genuine 
Domes of Silence 
Rubber Glides 


Marble, Cem 


Sizes fo 
chairs and all 


Cushion 


For Tile 
Noiseless, 


ent and Bathr 
r metal beds, wood 


furniture 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 


If he is not supplied write to 











& 
Acme Products Company 306 | Eagle Lock Co. 














| Adirondack Chair Co. 272 | Eagle Rule Mfg. Corp. (289 
Admiral Corp. - @| EBeley, lac. ........... 101 
Aerco Corporation 179 | Eclipse Moulded Products Co 21 
Agricultural Laboratories, Inc. . 70! Economics Laboratory, Inc 112 
ae ot Div. (Railway Express - } _— —— _ ‘“ = 

genc 197 | Embu anufacturing Co. 
Alabama Manufactuing Co. 130 | Empleo Brush Works 108 

Allen Manufacturing Co., W. D... 84 
Allied Chemical & Die Corp. 59 
Allied Hardware Mfg. Co. 102 | 2 
Aluminum Company of America. . 30! | 
Aluminum Industries, Inc. Faultless Caster Corp. 291 
Amalite, Inc. 303 | Federal Tool Corp. ... 277 
American Cabinet Hdwe. Corp. 274 | Flexible Steel Lacing Co. ..... 203 
American Chain & Cable Co 134 | Flint & Walling Mfg. Co., Inc. " 
American Cord & Webbing Co. — Improved Garden Tools 

Inc. ‘289 | Terre ee ee eee eee ee ee eee ee eee 
American Floor Surfacing Machine | Forsberg’ Manufacturing — 
amadenn Fork & Hoe Cz. im) — American Hygienic Com- 
American Grease Stick Co 
American Manufacturing Co. Franklin Glue Co. Work Bu 
American Screw Co. 104 | Freeport Machine orks 4 
American Shearer Mfg. Co. 272 | Fuller Tool Co. . 
American Sponge & Chamois Co..260 
American Steel & Wire Co. 97 | 
American Thermos Bottle Co., | G 

The . 245| Gas Appliance & Equip. Mfrs. 
a spa Farmers “—" | Association - a } 8 

a? Hard ‘ 
American Wire Fabrics Corp... 53 fa i oe 42 
a ao Co. of America | General Steel Warehouse Co., Inc. = 
. Tools, |! 
Association of Gas Appliance & i } ay a. — 

Equip. Mfrs Girton Manufacturing Co. 85 
Atlas-Ansonia Co. 82 | Gladding & Co, Inc, B. F. 195 
Austin Manufacturing Co. ..272 | Goldweber, Bernard 275 
Automatic Products Co. - Grabler Manufacturing Co. 127 
Automatic Washer Co. | Grand Specialties Co 272 

4} @ Too! Co. 257 
B | Griffin Manufacturing Co 3 

Ballonoff Metal Products Co. _ 56 | Gulf Oil Corporation 223 
Barnes Manufacturing Co. 243 | 
Barnett Specialty Co. ..307 
Barrett Co., Wm. % 80 H 
Barrett Division, The . 5? H.M.P. Products Compony _.274 
Bengal Co. Handees Company 272 
a Monstocturing Co 2 ad we Cloth Co. 10-11 

H 

Blackstone Corp. 27 | Direct Mail. 294 
Blaisdell Pencil Co. 260 | Hardware Sales Corp. 205 
Bommer Spring Hinge Co 88 | | Harold Company, The 268 
Boss Manufacturing Co. 259 | Hazard Insulated Wire Works 102 
Boston Woven Hose & Rubber Co..107 | pelier Company oa 68 
Buckeye Aluminum Co. 219 | Hill-Shaw Company 209 
Buffalo Bolt Co. 235 | Hindley Manufacturing Co. 285 

Burgess Battery Co. 25! | Hobart Manufacturing Co. 26! 
Bushman Saw Div. (General Steel | Hodell Chain Co. z 2 
Warehouse) 392 | Hodgman Rubber Ce. .. 12 

Holt Manufacturing Co. 303 
Cc Hoppe, Inc., Frank A. . 253 

Caloric Gas Stove Works 28-29 | Horrocks-Ibbotson Company 210 

Camfield Mensulecturiag Co 6g | Hoyt & Worthen Tanning Corp. 272 

Camillus Cutlery Company 22| | Huenefeld Company, The 310 

Carbide & arben Chemicils | Hyde Manufacturing Co. 70 
Corp. 199 | 

Carbola Chemical Co., Inc. 252 | 

Carlson & Sullivan 80 | ! 

Carvanite Products 18 | Ideal Novelty & Toy Co. 92 

Cascade Manufacturing Co. 302 | ideal Rubber Co. .... 285 

Casein Company of America 283 | Independent Lock Co. 137 

Century Metalcraft Corp. 19-20 | Industrial Steels, Inc. 9 

Champion Hardware Co. 78 | inland Manufacturing Co. 229 

Chattanooga Implement & Mfg. 

Mh cdsscactconens 282 
Chefford Master Mfg. Co., Inc. 93 
Cheney Industries ..... 307 
‘Chicago Die Casting Mfg. Co 287 —- pa Se. ae! = 
Chicago Lock Co. 282 | ¥aC oo Mar a ee °c 50-51 
Chicago Spring Hinge Co 252 | Jacobsen Manufacturing Co F 
Cincinnati Tool Company 19] | Justrite Manufacturing Co — 
Clark Co., J. R. 115 
Clarke Sanding Machine Co 48 
Cleveland Cap Screw Co. 109 ,... 

Cleveland Model & Supply Co 291 | K-D Manufacturing Co. 287 

Clover Manufacturing Co 256 |Kamkap 264 

Cofax Corp. 121. | Kaul Importing Agency, Inc., Leo = 

Collins Co., The 174 Kay Products Industry 

Collins & Co., Geo. F 271 Kaylan Cutlery Co. 269 

Columbian Enameling & Stamp- Kay-Tite Company 292 
ing Co., Inc. 56 | Keating Asseciates, C. S 34-35 

Columbian Rope Co ! Kees Manufacturing Co., F. D. . 286 

Columbian Vise & Mfg. Co 95 | Kellogg Brush Mfg. Co 44 

Congress Die Casting Div 292 | Kellogg Switchboard & Supply 

Consumers Glue Co 286 Co. 227 

Corbin Screw Corp 103  Kem-Tone -_ . & 

Cory Glass Coffee Brewer Co 69 Kester Solder Co. 242 

Cox Corp., R. C 265 | Keuffel & Esser Co. 98 

Crescent Bronze Powder Co 124 | Keystone Chemical Co., Inc 7% 

Crosley Corp. 46-47 | Keystone Steel & Wire Co 183 

Cross & Co., Inc., W. W 273 | Klein & Sons, Mathias 58 

Koch Sons, Inc., eon ° 

D Kreusinger Co., 29 

| Dalglish & C ny, J. M 7| Kromex Corp eet 
oe y Ena 130 | Kwikheat Division — Sound Equip- 

Davis & Newcomer Elec. Elevotor ment Corporation 263 
Co. ; 291 

Dazey Corp 267 

Dearborn Monroe Co 284 , L 

Doggett-Pfeil Company 110-111 | Lake Chemical Co 253 

Domes of Silence 396 | Landen Putty Works 290 

Drew & Co., Inc., E. F “ 4| Landers, Frary & Clark 76-77 

duPont de Nemours, Semes3n Div. 54| Lauson Co., The 48 

Durham Co., Donald 272 | Lawson Co., F. H 86 

Duro Meta! Products Co Leipzig & Lippe, Inc 82 
Hand Tool Division 18! | Lenk Manufacturing Co. 265 
Machine Tool Division 96  Letraw Manufacturing Co 82 


HARDWARE 








2332 ee en ce |: ....... .__ .. 








77 


92 
285 
137 


229 


228 
54 
59-5! 
. 4 


253 
76-77 


265 
82 
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Libe Distributors .131 | Royal Electrical Industries ........ 25 
Lilly Charles H. hi haere eee 66-67 
Lionel Son. Aion weeds 16-17 | Russell, Burdsall & Ward Bolt & 
* Lowell Mensfedtuing Co. 104 or ier aries eee . 60-6 
Lufkin Rule Co., The : .255 | Rusticide Company, The ......... 253 
Ryerson & Son, Inc., Jos. T. ...... 271 
; i 72 s 
Meine ingatiin Co. = Safety Balt Lacer Co. ............248 
oy De nag ‘ee = St. Louis Cordage Mills .......... 55 
Manning, Sewman & Co. 100 | Samson United Corp. ... , _ 
Mardigian Corp. ...... 129 | Sand’s Levei & Tool Co. 
Marshalltown Trowel Co. 290 | Savage Arms Corp., Lawn Mower 4 
Master Lock Co. ....... ft ne peeenetess Be. 
Master Metal Products, Inc. ..... 112) ¢ — = ES eee 
Master Products Co. ............. 11g | Schartow Iron Products oe 
Masters Planter Co. “7*****"""1q | Schwartz Manufacturing Co. .....187 
Moyes Brethers Tool Mfg. Ce., aa & aoe 2 anane = 
ig ak eine tied Sok res ee Shelby Gavin lens Eo. "369 
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Minute Mop Co. 294 | Sol-O- Lite Manufacturing Co. oe 
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Moore Enameling & Mig. ‘Co. 129 | Spar-Tex Co., The ..... 272 
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National Die Casting Co. 278 | Swan Rubber Company ......... . 73 
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National Hardware Show, Inc. 116 
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New Britain Machine Co. .190 | Townsend, Sf eae 275 
Nicholson File Co. . 132 | Toxite Laboratories ... 290 
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Nourse Oi Company .298 | Tremco Manufacturing Co. 113 
Novakclub Sales Co. . 33 | Triplex Screw Co. ........ 175 
Nunn a ae ..289 | Troy File Works ............ ..272 
Nutone, Inc .-233 | Tudor Products Corp. ... 282 
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Patent Specialties, Inc. 94 | Yan Tilburg Co., Noel 32 | 
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Peck, Stow & Wilcox Company jig | Vita Var Corp. ... 308 
Pennsylvania Salt Mfg. Co. 216 | Vichek Tool Co. 273 
Perma-Jack Corp., The 195 Vollrath Co., The ee an 
Persson Company, T. G. .. 80 
Phoenix Manufacturing Co. 123 | Ww 
Piltebergh Plate Ghaes oe 283 Walters Manufacturing Co. . .287 
Sra Division 279 Warren Telechron Co. .. . 26 
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| Western Metal Products ........... 272 
| Westfield Manufacturing Co. .....210 
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Radiobar Co. of America 63 | Whitney Seed Co., Inc. . . 
Railway Express Agency 197 | Wickwire Spencer Steel Co. $3 
Red Devil Tools 270 | Wilbar Sales & Engineering Co. ..306 
Red Jacket Manufacturing Co 105 | Witt Cornice Co. 79 
Reed & Prince Mfg. Co. 237 | Wittie Mfq. & Sales Co. 7 
Reflecto Letters Co. 273 | Wooster Rubber Co. 289 
Remington Arms Co., Inc. 169 
Republic Steel Corp. . 9 
Revere Copper & Brass Inc. ee 
Richards-Wilcox Mfg. Co 189 | X-Pando Corporation 126 
Ridge Tool Co. . . 249 | 
Riegel Textile Corp. . 52 
Rieger Manufacturing Co. Re Y 
Rogers Isinglass & Glue Co. .130 | Yale & Towne Mfg. Co. ; 3 | 
Rolyan Metal Products a | Yoder Manufacturing Co. 193 
Rome Manufacturing Co., Div. 2} } 
Rose Manufacturing Co 270 | | 
Rotenone Co. ... 286, 290 Z 
Rovan Products, Inc. 302 | Zim Manufacturing Co. 198 | 
Royal Electric Co., Inc. 268 | Zippo Manufacturing Co. 239 









Twin Pin-ups for Profits 


DORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 










Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. 
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AVAILABLE 


AGAIN 
Introducing to the Hardware trade —Gat-Sprayers — 
a profitable item, easy to sell, easy to display. Sprayer at- 
tached to hose applies chemical fertilizers evenly and easily. 
Retails in most markets for $1.10 because we pay the freight 
on orders of 15 dozen or more. Write for details. 


THE CHAS. H. LILLY CO. ¢ Seattle 4, Wash. 

















FINISH: Green Enamel. 

POST: High carbea weided 
steel tube. (Four times 
stronger than common biock 
pipe.) 7 feet long x I'/-inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty ef line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
concrete. Black ename! 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 

WEIGHT: 56 
four posts. 


ORDER THROUGH YOUR WHOLESALER 








Ibs. per set of 





Immediate Delivery 


CHENEY INDUSTRIES, Dept. H Trenton, N. J. 











Be a PLASTIC SUPPLY DEALER 


The public demand for plastic materials is tre- 
mendous, and interest in plastic work, for pleasure 
or profit, is growing every day. 


This is an opportunity for progressive retailers 
to keep in tune with the times, by making plastic 
materials and supplies available to their cus- 


tomers NOW. 
Write for complete details 


BARNETT SPECIALTY COMPANY 


5104 Hollywood Bivd., Hollywood 27, Calif. 












The Whiter 
Synthetic Enamel 


Business is good with VITA-LUX dealers! 
VITA-LUX the synthetic Enamel is backed by 
consistent advertising, radio broadcasting and 
powerful, free display material. That brings 
REPEAT SALES of this fine, high-quality, whiter 


white enamel! It’s the Quality Leader! 


AVAILABLE IN GLOSS, SEMI-GLOSS AND FLAT FINISHES. 


Write today for details and descriptive folder! 








| Ura-Var OTT 


PAINT ENGINEERS SINCE 1888 NEWARK, NEW JERSEY 
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Wood Screws 
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Careful selection of raw materials. 







Slots well centered—cut to proper 
depth. 







Smooth and well formed head with 






flat bottom on round head screws; 
smooth countersink, free from burrs 






and properly angled, on flat head 







screws. 






Sharp and smooth cut threads. 






Well formed gimlet points. 


There is a difference in the quality of “ordi- 
nary” wood screws and it is important to the 
satisfaction and good will of your customers. 
You can depend on “‘National” for top quality 


in wood screws and other fasteners. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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BOSS Kerosene Ranges excel in style and modern fea- 
tures which afford convenience and economy. Glass in 
oven door for visible baking—saves food, fuel and worry. 
Convenient shelf splasher and utensil compartment are 
provided. Lustrous porcelain finish is easy to clean. 
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THE HUENEFELD CO. CINCINNATI (25): OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 
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